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adjustable strike 


kwikset’s team of time saving 
installation aids cuts costs, 

saves money. ‘ 

every kwikset lock is 

precision manufactured 

and unconditionally guaranteed. 


kwikset sales and service company | anaheim, california 
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DEAL YOURSELF 
A PROFIT WINNING 
HAND--KEEP YOUR | 


“EVER-HANDY,, 
| SCREW DISPLAY 


DON’T WAIT ’TIL 
YOUR STOCK IS 
DOWN TO 


3 OF A KIND! 













There is an old adage, “You can’t do business from an empty 

wagon’... nor can you sell screws from an empty screw mer- 
chandiser. Maintain a stock of Eagle screw refill units... don’t wait for / 
an empty bin, Offer your customers the widest and most conveniently Onder Refillo hou 7 
packaged selection of screws at a minimum of inventory cost. 


It takes but a few minutes each day to continue your low-cost, high-profit, Order from your Jobber today — get an extra refill unit of 


e ° . the faster moving sizes. 
self-service screw sales by keeping your Eagle Screw Merchandiser full gry units are convenient, ieetaisiiiliy- camuitin 00 aie 


THE EAGLE LOCK COMPANY tridges of one screw size...16 units for a complete merchan- 


diser refill...one Ever-Handy* Rack with each refill unit. 
Subsidiary of Bowser, Inc. 


TERRYVILLE, CONNECTICUT 


GIFT FEATURE 
“gyER-HANDY” RACK 
AN IDEAL 
CHRISTMAS GIFT 
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ACCQ) AMERICAN CHAIN 


CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your 
stock and how you show it. 

The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 
is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES- 
MAKER is the best display ever devised for you to sell chain from. It gets chain out 
where your customers can handle it. That sells chain. 

Call your AMERICAN CHAIN wholesaler who sells the com- 
plete chain line. You can get anything you need from him. 


<, AMERICAN 
dm, CHAIN 


aR American 
AMERICAN CHAIN DIVISION AY ° 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


Only 42 More Days 
To Christmas 


Don’t look now, but it’s only 42 days to Christ- 
mas; it’s just two weeks to the beginning of the 
Christmas selling season. 

Before we know it we will be in the middle of 
the annual consumers’ splurge. Are you ready? 

This year it’s especially important that you 
get the most out of the Christmas season. Retail 
sales, thus far this year have not been as good as 
we had hoped. 

Many of the factors that may hold back sales 
during the rest of the year, disappear at Christ- 
mas. The purchase of many items can conven- 
iently be deferred during the rest of the year, 
but at Christmas, the consumer faces a deadline. 
A gift given after Christmas is hardly a Christ- 
mas gift. 

December is the biggest month of the year 
for all retail] sales, with more than 10 pct of the 
full year’s volume being done in this one month. 

For hardware stores, it’s an even more im- 


-portant month, for almost 12 pct of the year’s 


total is rung up in December. 

Your success in attracting more traffic and 
ringing up more sales volume depends largely 
upon how carefully you plan your holiday promo- 
tion program in advance. 

We’ve discussed holiday promotions with liter- 
ally thousands of hardware dealers and top mar- 
chandisers and they all have the same answer— 
Good Christmas volume doesn’t just happen; it 
must be planned that way. 

Your plans, by now, should be pretty well 
shaped up. But if they’re not, it’s still not too 
late to get to work on them if you do so im- 
mediately. 

How about your promotion plans, your ad- 
vertising schedules? If December is the biggest 
sales month, it must also be the biggest advertis- 
ing month for you, just as it is for your most 
active competition. 

How about your direct mail pieces? Have you 
made plans for using one of the many excellent 
catalogs prepared by wholesalers for your mail- 
ing to consumers? 

Have you asked manufacturers for mats of 
those items you plan to use in your newspaper 
advertising? 

Have you decided on how you will decorate the 
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windows and the store interior? Are you sure 
your stock of the best sellers is adequate? 

You’d better check this anyway; guesses are 
usually wrong. 

If you’re looking for ideas on decorations, pro- 
motions, gift wrapping, Lay-Away plans, or 
sources of Christmas consumer catalogs, get out 
again your issue of HARDWARE AGE dated Sept. 
18. This is the Christmas Merchandising issue 
that is designed to give you ideas for your 
Christmas selling planning. 


We Spoke More Truth 
Than We Realized 


In a discussion of the selling of the new 
combination power tools on these pages in the 
preceding issue, we commented that there was a 
good chance that appliance stores might try and 
develop power too] business. 

We didn’t realize how close to the truth we had 
come. 

Even while the issue containing that discus- 
sion was in the mail on the way to you, an 
Eastern appliance and housewares distributor 
broke into the local print with a story of his 
plans to put a line of power tools in the hands 
of his appliance accounts. The line of tools in- 
volved contains no combination model, but has 
been largely a hardware outlet proposition in the 
past. 

This distributor, in explaining why he believes 
appliance stores can do a better job with power 
tools than can hardware stores, is quoted as say- 
ing that hardware stores rarely do a good mer- 
chandising job and that they do not engage in 
pushing individual products aggressively. 

He has a lot of other remarks, too, but it all 
boils down to the fact that he has definite plans 
for a campaign to encourage power tool selling 
in appliance stores. 

The rather obvious fact that his statement is 
not an accurate description of today’s hardware 
stores, is beside the point. The important fact is 
that the attempt to introduce power tools to 
appliance stores is under way. How far will it 
go? 

For one thing, we do know that manufacturers 
who have been selling through hardware stores, 
and who now go into appliance outlets are going 
to have a rude shock coming when the appliance 
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boys start kicking prices around. And certainly 
nobody knows how to ruin a list price quicker 
or more effectively than an appliance outlet. 

As a matter of fact, many experts believe that 
the poor business policies of appliance stores over 
the past year and a half is the principal cause 
of the present hestitancy of consumers to make 
important purchases; they’re still waiting for 
more price breaks. 

Now that the appliance business has been 
pretty badly bruised, they’re looking for some- 
thing else to take on and give the same treatment. 


Let's Get The 
Facts Straight 


Aside from the economic aspects of appliance 
stores selling power tools, the statement made by 
the distributor that hardware stores are old 
fashioned and don’t do a good merchandising job, 
is of great importance to all of us. 

We’ve heard that statement before and we 
have always said that for every poor merchan- 
diser in hardware, we can show you two good 
merchandisers. 

The same statement holds good in reverse with 
appliance stores. For every bad merchandiser 
in hardware, we’ll show you a poor one in ap- 
pliances. And the bankruptcy rates among ap- 
pliance stores backs us up. 

Certainly, there are old fashioned, poorly mer- 
chandized hardware stores. But they are not 
typical. Too many people these days will walk 
by a dozen modern hardware stores to reach one 
poorly operated store and then say that that 
store is typical or average. 

If one would just take the trouble to look 
through a few issues of HARDWARE AGE, he’d get 
a very good idea of what the average hardware 
store looks like, how it merchandises hardware. 

Certainly there are many hardware stores 
today that do a poor job of merchandising, but 
there are also many that do an outstanding job. 
And each year the percentage of these poorly 
run stores becomes smaller, because they art 
slowly being forced out of business by competi- 
tion that can be met only by modern merchandis- 
ing methods. 

Let’s keep the facts straight. We all have 
much to accomplish in improving hardware mer- 
chandising. We have made that statement many 
times in the past on these pages. 

But let’s not overlook the good that has been 
accomplished. 


It's Time For 
Some Policing 


A number of letters from dealers that we’ve 
received recently touch on a situation that we 
have been studying for some time. 

This is the case of the se-called distributor that 
sells at both retail and wholesale at practically 
the same prices to both classes of trade. 

A reader from Texas comments that the super 


markets, the super drugs, the super mail order 
outlets, etc., do not bother him half as much as 
do these distributors who sell retail at practically 
a dealers’ cost price. 

With the return of competitive selling, many 
manufacturers are today asking for more and 
more co-operation from dealers in backing pro- 
motional pushes. We wonder how many of these 
manufacturers ever ask themselves if their dis- 
tribution policies are such as to warrant the 
interest and loyalty of dealers in backing their 
promotions? 

There are many manufacturers today who 
make statements endorsing the idea that “retail 
business belongs to retailers,” but who never 
make a real effort to police their distributors. 

Too many distributors today are selling retail 
at the slightest provocation and without the 
slightest effort to disguise the fact. 

A dealer just can’t meet this type of competi- 
tion. And it’s reasonably certain that the distrib- 
utors doing this type of retail selling are not 
going to voluntarily back out of the business; 
they’ll have to be pushed out. 

Quite aside from the breach of faith repre- 
sented by permitting your products to be sold in 
this fashion, tolerating this situation is simply 
bad business policy. 

In the first place, products identified with such 
operations are not going to be pushed by dealers, 
for very obvious reasons. Judging by the tone 
of some of the letters we have received, many 
dealers are already taking steps to drop lines 
that are being so sold. 

A second, and very important fact, is that this 
situation tears down a manufacturer’s price 
structure. We have all observed what can happen 
when this starts, as has happened in the appli- 
ance line. 

From our own observations, and the many com- 
ments we have received from dealers, this prac- 
tice is especially prevalent among some firms 
calling themselves industrial supply distributors. 

Now, we are all acquainted with many firms in 
the industrial supply business and we know that 
the great majority of these firms would never in- 
dulge in this kind of retail sales at wholesale 
prices. But a few fringe firms are doing this and 
are thereby doing harm to the good reputation 
of the trade at large. 

The primary responsibility for policing this 
situation rests at the door of the manufacturer. 
We know it is no simple task to do this. Yet 
a sincere effort in this direction can not but help 
prove beneficial. 

And do not get the idea that the merchandise 
sold by these distributor-retailers are little 
known brands. To the contrary, they sell in this 
fashion many of the best known brands. 

The legitimate industrial supply distributor 
serves an important role in business; today’s 
price structure acknowledges that. But when he 
begins to sell retail at what amounts to a dealer’s 
cost price, then he no longer deserves considera- 
tien as an industrial supply distributor. 

Here is a real opportunity for manufacturers 
to prove their interest in retailers, by policing 
their distributors and keeping retail sales for 
the retailer. 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Retail Outlook:—Stronger 
Demand Seen for Hard Goods 


Indications are that retailers of hardware and re- 
lated hard goods lines face a good year. NPA repeats 
assurance of little trouble in replacing retail stocks. 

Office of Business Economics says people have rec- 
ord incomes, and more money to spend. 

Government economists report that consumers are 
coming back into the market for refrigerators, wash- 
ing machines, vacuum cleaners, in fact all appliances, 
and TV sets. 

The trend is toward an upturn in sales of home 
freezers, electric dishwashers, garbage disposals. 
Only a small percentage of new homes have the last- 
named three. 

But present price levels for services are making 
rugged individuals out of consumers. More people 
are making minor hume repairs; doing their own 
redecorating and painting, which points to increased 
sales of hand tools, paints, brushes, wallpaper, and 
other supplies. 

More people are taking travel vacations. But the 
uptrend in accommodation, eating costs, is forcing a 
tendency toward cutting travel expense. 

Consequently look for a rising demand for vacuum 
jugs and bottles, portable ice chests, food hampers 
and camping and picnicking supplies in general. 


OUTLOOK—Better merchandising will be- 
come more necessary. FRB surveys indicate 
that despite more money, consumers are realiz- 
ing that it doesn’t buy more goods. They are 
trying to save more, and so shop around more. 


Patman Warns of Continuing 
Threat to Fair Trade Laws 


Retailing’s hard-won victory in securing passage 
of a new Fair Trade Law is being forcefully chal- 
lenged. Make no mistake about it. 

Real campaigning must be pushed with honest vigor 
in the months ahead if present gains are to be held, 
and particularly, if some of the existing loop holes 
(mail order price-cutting, for example) are to be 
closed. 

Congressman Wricht Patman (Tex.-Dem.) a long- 
time defender of Fair Trade sums it up this way: 
“What has actually been won might be more properly 
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described as an all-important beachhead. Determined 
counterblows are certain to follow.” 

As one of the key House members supporting Fair 
Trade legislation at the capitol, Mr. Patman knows 
what he’s talking about. He is acutely aware of the 
powerful opposition facing Fair Trade. 

Opposition in the form of a Federal! suit against a 
New Orleans retailer (Schwegmann Bros. supermar- 
ket) is already an established fact. Schwegmann was 
a dominant leader in last year’s court battle which 
culminated in temporary victory for Anti-Fair Trade 
forces. 

The firm is now planning to seek another Supreme 
Court verdict. 


OUTLOOK—A long and costly fight—for 
both sides—lies ahead. Patman predicts a 
frontal assault on the entire principle of Fair 
) Trade. Renewed support by independent re- 
tailers will keep the present law on the books 

and secure needed extra safeguards. 


New Administration Faced With 


Decisions on Control Program 


The political die is cast. National policies—eco- 
nomic, social, and military—for the next four years 
have been determined in broad outline form at the 
polls. 

Except for cabinet heads, top level Washington 
bureaucracy settled down this week to a careful study 
of the election returns, and the huge task of translat- 
ing the public’s general endorsements into specific and 
detailed Federal projects to be carried out in the 
months ahead. 

Among the hundreds of retailing questions to be 
answered before the new President goes before Con- 
gress during the first week of the new year with his 
State of the Union Message is: 

What kind of control program shall we recommend? 
Shall we ask for restoration of the price control and 
consumer credit powers shorn by Congress last 
summer? 

How large a control program shall we bid for? (In 
off-the-record conversations, they put it another way: 
How much can we expect to get?’’) 

Are the political maiorities soon to be installed in 
Congress strong enough to approve all our requests? 


(Continued on page 210) 
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America’s NO.1 
Padlock 


TELL 





KEEP MASTER’S 
NO. 100 DISPLAY 
WORKING FOR YOU 


Cash in on the extra sales appeal of the most 
effective merchandiser in padlock history. Keep 
your No. 100 Display filled, keep it in a high- 
traffic spot, and your Master Padlocks will 
sell themselves! Because this ‘‘silent salesman” 
shows a complete padlock line, it makes new 


sales for you while you’re waiting on others. 















Actual Many dealers are utilizing this eye-catching 


Size 
11%" x 23%" board in show windows as well as inside 
their stores. 
Make sales faster — faster than ever — with 


your Master No. 100 Display! 


NO. 100 DISPLAYS ARE AVAILABLE 
FROM YOUR JOBBER 


You buy only 2 each of 14 fast-selling Master pad- 












TRY THESE at no extra cost. 
PROFIT SPOTS NE SN Ta se.se 
Put your GooDs Your cost | 15,54 
No. 100 Display YOUR PROFIT $ 7.76 
END OF in one of these 
ISLAND sales-proven > , 
locations. (RAR P dl k 
fe Zi j A < ‘ j - TSTANDING VALUE 
£ seg: Re 


Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 
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@ For more information 
on these products and 
services use free post 
card on page 181. 





Hedge Shears 


Blades of hedge shears are 
forged in England from Sheffield 
steel and are hollow ground. Known 
as No. 64-9, blades hold an edge 
and have a self-sharpening effect 
in use. The 9-in. blades are fitted 
to streamlined handles of hard 


S 
Mn 
“Se. 


o~ 


wood; tangs of blades are metal- 
pinned to handles through ferrules. 
Retail price: $5.50 Seymour Smith 
& Son, Inc. 


For more data circle No. 1 on postcard, p. 181 


Floor Covering Colors 


Clear, muted tones that harmo- 
nize with fall showings in drapery 
and upholstery fabrics and blend 
with light wood finishes are now 
available in Gold Seal VinylTile. 
The new colors, called Bermuda 
Hues, are green, gray, blue, sand, 
turquoise, coral beach, white and 
red. Any two or three can be com- 
bined for attractive floors. The 


12 


INFORMATION -ON 





striation has a new and different 
eye appeal, suitable for casual con- 
temporary rooms. Tiles are avail- 
able in 9x9-in. size. Congoleum- 


Nairn, Inc. 
For more data circle No. 2 on postcard, p. 181 


Stock Tank De-Icer 


Here is a new type stock tank 
de-icer made of heavy-duty water- 
proof plastic, eliminating rust or 
corrosion. The ¢opper-enclosed 600- 
watt heating element has a snap- 
action thermostat and is inside the 
plastic floating unit. Designed to 
provide the maximum size openiag 
ewen at 50° below zero, it is safe 





NEW PRODUCTS AND SERVICES 





and easy for animals to nose down 
to drink. It can be completely ser- 
viced by the user. Measuring 7 in. 
wide and 6 in. deep, it comes with 
a heavy-duty, 6-ft long industrial- 
type rubber cord. Rhinehart Co. 


For more data circle No. 3 on postcard, p. 181 


Power Auger Bit Set 


Designed to fit all electric drills 
from 4-in. capacity and up, this 
new type power auger bit is 40 pct 
faster boring, will not bind and 
gives a smooth, clean hole. Made of 
high quality Swedish tool steel, 





No. 46-6B is a six-piece set com- 
posed of 4, 3%, 42, %, %4 and 1 in., 
and comes in a self-display package. 
Also available in open stock lots 
ranging in size from 4 in. to 2-in., 
and packaged in other set combina- 
tions. Dura-Bilt Tool Co., Inc. 


For more data circle No. 4 on postcard, p. 181 


Duck Bill Plier 


This small plier has duck bill 
jaws of sufficient width to hold 
small springs for adjusting and 
permits forming wire in confined 
places. Jaws have no knurls to 
nick or damage soft wire. Replace- 
abie tempered steel spring keeps 
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Want more information on these 
products? Then use free post 


card on page 181 


in hardware merchandise... 





J 


the plier in open position ready for 
use; also available without leaf 
spring. It is hammer forged from 
high grade tool steel, individually 
fitted, tempered, adjusted and 
tested. Called No. 306-54%4L, with 
spring, and No. 306-5%, without 
spring, it measures 5% in. Mathias 
Klein & Sons. 


For more data circle Ne. & on postcard, p. 181 


Christmas Lighting 


Safe, colorful and attractive are 
the features of this Santa Wreath. 
Designed to be used on window, 
mantle, party centerpiece or Christ- 
mas tree, it is molded of heavy 
polystyrene plastic and stands 11 
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FOR THE HARDWARE DEALER 


in. high. It comes ready to light 
complete with cord set and C7% 
bulb in a gay, eye-catching holiday 
window package. Miller Electric Co. 
For more data circle No. 6 on postcard, p. 181 


Garden Tool Sets 


This seven-piece garden tool set, 
called Dynalite, consists of six 
tools and a tool holder. The set in- 





cludes a shovel, spading fork, bow 
rake, hoe, cultivator, stainless steel 
trowel and an all-steel wall tool 
holder. Though set is a good pro- 
motion item, tools may be sold in- 
dividually. True Temper Corp. 


For more data circle No. 7 on postcard, p. 181 


Power Lawn Mowers 


The 1953 line of Pincor lawn 
mowers will include 13 models of 
power reel and rotary type power 
mowers. Prices will range from 
$89.50 on the 17 Rotary Mower to 
$197.50 on the P-22 high quality 
reel type mower. New multigrip, 
tubular steel handle on many mod- 
els offers a new comfort and ease of 
guiding the mower. Every reel 

(Continued on page 178) 








TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES BS Reo 


Gift Packaged Sprayers 


Three of the manufacturer’s 
most popular sprayers and dusters 
are being packaged in attractive 
gift boxes for Christmas selling. 
Three-way promotion includes the 
gift packages, colorful display ma- 
terial, and backing by a special na- 
tion-wide publicity campaign fea- 
turing Hollywood stars. Items 
featured in the gift campaign are 
the Favorite compression sprayers, 
Eclipse stainless steel hand sprayer, 
shown here, and the Admiral all- 

















purpose garden duster. They range 
in price from about $2.50 to $10 
H. D. Hudson Mfg. Co. 


For more data circle No. 8 on postcard, p. 181 


Home Tools Units 
Two new island merchandising 
units for Skil home shop and home- 
builders’ tools include a floor model 
and a counter model. Either is 
(Continued on page 196) 
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Source: U. 8. Dept. of Commerce 








Hardware Business 
Benefitting From High 
Rate of Home Building 


The hardware trade, together 
with others that cater to the needs 
of homeowners, stand to reap the 
benefits from the ever-increasing 
number of new homes being estab- 
lished. 

The great expansion in volume 
shown by the hardware industry 
in recent years is due in no small 
part to the fact that there are 16 
pct more households now than there 
were just five years ago. 

Last year, alone, 1,100,000 new 
homes were erected and it is ex- 
pected that this year’s total may 
exceed that number. 

The home building estimate is 
considerably higher now than it 
was at the beginning of the year. 
This is largely due to the recent 
elimination of revocation of Regu- 
lation X, the credit eurb which 
kept many potential homeowners 
out of the market. 

Home owners do not begin to 
make substantial purchases of new 
furnishing until about six months 
after they have taken possession 
of their new dwellings. 

However, there are scores of 
hardware store products that are 
essential, or desirable, to the new 
home owner from the moment he 
inserts the key into the front door 
lock of his new home. 

Between January and August of 
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> Retail Trade Improved 


> Wages Hit New Peak 


> Home Building Increases 


this year work was started on 
about 670,000 new homes. 


Added to the fact that home 
building has been going forward 
at an accelerated rate are the others 
that employment, wages, and per- 
sonal savings have been on the in- 
crease. Right now there are about 
half-a-million more people working 
than there were at the beginning 
of the year. 


Credit Collections 





Hardware and housewares stores 
ranked third among all retail lines 
of trade in the percentage of ac- 
counts discounting or paying their 
bills when due, in a semi-annual 
survey conducted by the Credit 
Research Foundation of the Na- 
tional Association of Credit Men. 

The percentage of hardware 
store accounts discounting or pay- 
ing when due was 92.6 pct. The 
average for all retail stores in 
August was 83.3 pct. 

The survey, which is conducted 
among 24 credit associations, 
located in the larger markets 
throughout the country, showed 
that the percentage of past due 
accounts among hardware stores 
in August was only 7.4 pct, as 


September Business 


Showed Improvement 


With recovery in September 
from the steel strike and a sea- 
sonal summer slump, business ac- 


tivity ‘“quickened” during the 
month, reported the Commerce 
Dept. Industrial production con- 


tinued its recovery, with steel and 
automobile production making 
“substantial gains.” 





Hardware Stores Rank High in Collecting 
92.6% of Accounts When Due; U. S. Average is 83.3% 





compared with 16.7 pct for all re- 
tail lines of trade. 

The collection record for hard- 
ware stores improved from May to 
August while at the same time the 
collections for all stores showed a 
lower percentage in August. 

The survey revealed that the 
average age of all accounts receiv- 
ables in days, for hardware stores, 
was 30 days in August. Last May 
the average age of accounts was 
37.3 days, and in November, 1951, 
the average age was 40.5 days. 

Merchants in Dallas, Detroit and 
Louisville had the best record of 
collections of accounts in August. 

Richmond stores had 25 pct of 

(Continued on page 244) 
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“BEST INVESTMENT 
WE’VE MADE... 





/MORE SALES 
/ MORE PROFITS 
/LESS HANDLING COST 


SELLS MORE TOOLS THAN EVER BEFORE!” 


a ff § a 
aa THRIFTY-50 
Displays 50 popular 





P&C 





hand tools. Customer 
appeal proved by many 
case histories showing 
* $230 in annual profit on 
initial investment of 
only $83.75! 


GUARANTEED WITH P&C SELF SELLING MERCHANDISER 


Dealers everywhere have proven an investment in a 

P&C Self Selling Merchandiser pays off in profit-making tool 
sales. A complete hand tool department, the Merchandiser 
displays all the fastest-selling, most popular tools on an eye- 
catching revolving stand. Customers like the clear price 
marking. Store owners praise shadow markings for quick 
restocking. Everyone agrees that P&C puts retailers in the 
tool business in a big way! 


The P&C proved profit plan will work in your store. Ask your 
P&C salesman for full details. He’ll show you the easy way 
to make guaranteed hand tool profits! 
Write for free, fully illustrated folders giving all the facts 
on P&C Self Selling Merchandisers. 
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P&C HAND FORGED 
TOOL COMPANY 


BOX 5926-A, PORTLAND 22, UREGON 
Cable Address: PANDCTOOL 
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IN MICHIGAN, 100, ALERT DEALERS | 


AND JOBBERS ENJOY RECORD 
KRYLON SALES 





SMALL SPACE, BIG SELL 

**That small-space counter display sure proves displays don’t 
have to be big to pack a punch,” says Samuel J. Petroff, 
McBride Hardware, Birmingham. “We’ve put it right by our 
cash register. Dozens of customers each day are stopped by 
it, ask about Krylon—and buy it.” 





16 





Sales spurt as national advertising in 
23 magazines builds insistent demand 


Michigan hardware dealers are not impressed by 
superlatives. They’ve got to be sure a product is 
good before they'll stock it. They’ve got to be 
certain that it has wide consumer appeal—and 
is backed by the kind of heads-up merchandising 
that means turnover and profits. 

That’s why their endorsement of Krylon is so 
important. They know this Acrylic spray has all 
these features. 

Krylon protects, preserves, beautifies almost 
anything made of metal, wood, leather or paper. 
Rustproofs metal. Easy to apply—just press the 
button on the aerosol can and spray it on. Any- 
one can do it! Dries in 3 minutes to form a 
tough, long-lasting Acrylic coating that seals out 
water, air, moisture, dilute acids and chemicals. 

The Saturday Evening Post, Better Homes & 
Gardens, Farm Journal and 20 other national 
magazines regularly carry the Krylon story to 
millions of prospects. Krylon is available in 
crystal clear, white and aluminum. Starter as- 
sortment includes potent counter display, four 
cans of each color (12 cans in all). Total retail 
is $23.40, your cost $15.60. Order from your 


jobber today—or mail the coupon for fast service. 


FROM THE WHOLESALE FRONT 

‘When these Detroit dealers start getting enthused 
about a product, you can bet it’s ‘in,’” says Albert 
Willis, Brown-Darnell Company, Detroit, prominent 
local wholesalers. “Krylon started slowly but picked 
up fast as dealers discovered its solids are 100 percent 


Acrylic. It’s a winner!” 
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THE HANDIEST SPRAY IN THE HOUSE! 

“We find that housewives instantly appreciate how Schulte Hardware, Grosse Point Park. “Women are naturally 
‘Krylon-izing’ can keep their possessions like new and thrifty and want things to stay nice. One customer told me, 
protect them from wear,” is a good tip from J. E. Ferrell, ‘Krylon is the handiest spray in our house.’ 


is so 


as all 


Imost 
A PROFITABLE RELATED-SALES ITEM 
*"We’ve discovered that Krylon sells like magic if you push 
it with related items,” is the helpful hint from Raymond 
Vermeulen, Village Hardware, Grosse Point Woods. ““When 
a customer buys tools, sporting goods, hobby materials, we 
s out suggest that he protect by ‘Krylon-izing.’ This little trick 
icals. really works.” 


es & 

ional 

be , KRYLON, INC., Dept. 1811 
-% eo | 2601 N. Broad St., Phila. 32, Pa. 


T aS- 
four . If Krylon sells well in Michigan, it’s sure to be a winner 
for us! Please have a Krylon Starter Assortment de- 
livered to us, through your nearest jobber, as soon as 


your : 4 possible. 

Store Name 
Address 

City, Zone, State__ 
My Name 


inent 


icked ; = ; 
My Jobber’s Name is 


recent 
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The “GUSH ER” the “TORRENT” and the “SUPER GUSHER”’ 


—priced to pull in extra water systems profits for you! 


18 


¢ 
WRITE, PHONE or WIRE for 
full information on the BIG 3. 


THE DAYTON PUMP & MANUFACTURING COMPANY 
Dayton 1, Ohio 


A lower price tag means a lot when it’s tied to a water sys- 
tem with the well-known Rapidayton name. “Gusher” 
sales in the last four months prove that! Now the new 
“Torrent” and “Super Gusher” join Rapidayton’s com- 
plete line—each with a special, low retail price. Here’s a 
brief description of your BIG 3 for 1953: 


RAPIDAYTON ‘‘GUSHER’’—$99.50 Retail Price. This complete, 
shallow well system offers a Model 250V Pump mounted on aii 
automatically-welded, 12-gallon tank. Built for dependable per- 
formance and priced for the market. 


RAPIDAYTON “TORRENT’’—$149.50 Retail Price. This jet 
“package” system includes a 12-gallon pressure tank, and can be 
used on deep or shallow wells. Jet pump performance at a price 
that attracts customers. 


RAPIDAYTON “SUPER GUSHER’’—$114.50 Retail Price. This 


complete, shallow well system delivers 350 gallons per hour, and 
is equipped with a 17-gallon pressure tank. Designed for the 
customer who needs extra capacity. 
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hose service and hose quality—makes gor- 
den hose a ‘sells itself" item in your store. 
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THIS HOSE LINE IS 


Matched to your Market 
Made for your Profits 


THE COMPLETE GOODYEAR GARDEN HOSE LINE 
FOR 1953 


FIESTA 
High quality 


— the different garden hose that's backed by 
at low cost 


Goodyear's 10-year guarantee. 


Ruggedly built to combine attractive appearance 
with high strength. Has _ satin-smooth all-vinyl 
cover, in sun- and wear-resistant yellow, black, red 


or green—plus reinforcement of rayon and tube 
of seamless high-quality rubber. Is light in weight, 
competitively priced—the finest hose on the market. 

ALL RUBBER 
This line lets 
you sell every Wingfoot — maroon-color; extremely flexible, 

buyer—offers 
wide range 

of prices 


—a style for every buyer, each backed by 
Goodyear guarantee. 


lightweight, soft. Resists kinking and snarling. 


Elm— dark green color; high strength and moderate 
price. 


Pathfinder — black cover; lightweight, durable 
construction combines quality and moderate price. 
Glide—black or red cover; a high-strength, high- 
value hose at lowest price. 
ALL VINYL — appeals to the style-conscious buyer because 


of its lettuce-green color. Appeals to women for 
light weight and ease of handling. 


FOR ESTATES, COUNTRY CLUBS, GOLF COURSES, GREENHOUSES — 


EMERALD CORD HOSE 


THE FINEST AVAILABLE ANYWHERE! 


y, INC. 
THE GOODYEAR TIRE & RUBBER COMPAN 
Dept. 742-C 
Akron 16, Ohio. 


’ 9g of 
T wn rden Calendar plus full details on your 1953 Garden Hose pro ram 
he La and Ga 
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Unifo 
handle — 
Hexagon 
2” mesh, : 
before or: 

Netting a 
galvanizec 


114” and 











Smart, new packages of nails and brads in all 

types and sizes. Clearly marked for gauge and size. 
| Famous for clean-cut barbs, sharp points and uniform 
finish. Also available in keg or bulk lots. 


i 
f 

be 
& 


WIRE NETTING 
— 


eae 


Uniform mesh and easy to 
handle — lies flat when unrolled. 
Hexagon Poultry Netting in 1” and 
2” mesh, 20-gauge wire, galvanized 
before or after weaving. Also Heavy 
Netting and Animal Pen Netting, 
galvanized after weaving in 34", 1”, 

114” and 2” Hexagon mesh. 


INSECT WIRE SCREENING 


____. 
4 
Eaaseseste i. 


Steel, Aluminum and Bronze Insect Wire Screen- 
ing in all grades; made in full compliance with U. S. 
Dept. of Commerce, National Bureau of Standards 
specifications CS138-49. Cortland Gray-Wick — popu- 
lar, all- purpose, zinc-coated screening. Cortland 


screening. 





HARDWARE CLOTH 





\ “ s 
Y a 


P 


A a | 

; F 
Made from full-gauge, heavily 
galvanized, rust-resistant wire, uni- 
formly woven to give years of long, 
hard wear. All standard widths, 
meshes and gauges. Complies with 
U. S. Dept. of Commerce, National 
Bureau of Standards specifications. 
Also special meshes and finishes 
for industrial applications. 


WB) 


























Bronze — special alloy screening that’s rustless under 
all weather conditions. 
light-in-weight, rust-and-stainproof Alclad Aluminum 


Cortland Aluminum — the 


4 
} 
; 
i 


All sizes and finishes — plain, 
galvanized, coppered and tinned. 
All types — stone wire, merchant 
wire and flat wire. In coils, on 
spools or straightened out and cut 
to length. 


ST Cortland, W.¥ 
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suction-action 
combines fertilizers, 
insecticides, 
detergents, 
chemicals with 
hose water 

cuts working 
time in half! 





MH unconditionally guaranteed... Hurricane 
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Fertilize de-weed your lawn or 
garden in half-the-time! 






Insecticide and hormone-spray 
trees and shrubbery No more 
climbing or special equipment! 2 /2\~ 
Pressure-wash your car—bright |= - = 
and clean with far less effort! = 


Windows --- porches---houses— JP 
sparkle clean with half-the-work! 
















Pa 
® covers rectangular areas up to 2400 sq. ft. sites an 
Powerful, self-selling 3-color set-up ; 7] f I bain b 
display carton...with one-dozen individually S adjusts easily or smatier areas rtm 
packaged units...with each order © sturdy aluminum, brass and stainless steel roe 
P as model rig 
49 e water-driven gears never need oiling 
j * j niforml - 
solid brass, rustproof, | . covers entire lawn area uniformly ; 
° * , 4-cycle 
*Meinor’s Swingin’ Spray ranks first in nation for brand acceptance according ° se 
fits any hose vee retal to the latest Annual Store and Market Study conducted by Hardware Retailer. ing “ret 
Ys 
_ : e wend 
PRES IEP ota out @ nn 
folds forw 
storing @ 
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NEW PLANT AND EXECUTIVE OFFICES 


MELNOR Metal Products Co., Inc. | 10-40 45th Ave. - Long Island City 1, N. Y. 
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~ Hurricane blows up 2 
storm of sales! 


“Best Bet in Power-Mower Market,” say jobbers and dealers! (4 


BEST BET FOR JOBBERS: The demand for Hurricane quality has snowballed 
sales for every jobber handling the Hurricane line! Seasonal orders are 
doubling, even tripling, year after year as these better-built Hurricanes reach 
more and more satisfied customers. Dealers are delighted with these precision- 
engineered mowers. Hurricanes are so easy to sell, so simple to service. There’s 
never any question about spare parts, either. 


all If you want a power mower line which won’t backfire, won’t leave you hold- 
ing the bag, take on Hurricane. Join the many, many successful jobbers who 
are building volume sales with Hurricane — the quality mower that sells itself! 























































BEST BET FOR DEALERS: Power-mower sales take an upswing when you 

feature famous Hurricane quality. Customers recognize the long-term 
' economy in owning a machine that delivers a lifetime of satisfactory 
ing service. They depend on Hurricane for the exacting lawn care that pro- 
tects their investment in seed, sod, fertilizers and weed-killers. Once a 
Hurricane is sold, it stays sold! Headaches and losses from customer com- 
plaints are a thing of the past. With the Hurricane line, you build more 
ind business with every sale. Word-of-mouth advertising by satisfied cus- 
tomers brings prospects flocking to your store! I 







Hurricane Glider —the 

wis economy model. A sturdy, 
powerful mower that fills 
the bill for the ‘‘price- 
conscious” customer. 18-inch 
Glider is the quality mower 
in the low-price field. 








The quality mower for 
city lawns—Hurrioane 
Junior, a trim, lightweight 
copy of the big Hurricane. 
Cuts an 18-inch swath... 
highly maneuverable for 
close-in trimming around 
flower beds and sidewalks. 


Parts and Sewice Profits 


Plenty of profits can be earned from parts and 
service business. Genuine Hurricane parts are 
always available and orders are shipped the 
same day they are received. No Hurricane can 
t | become obsolete — replacement parts and new 
ee modifications fit all machines —from a 1946 
model right up to the latest 1953 design. 


Customen- Approved Features 
That Stimulate Sales 


@ 4-cycle, 2 h.p. gasoline engine @ automatic 
cording governor for constant engine speed @ full-float- 
Retailer. ing friction drive @ adjustable cutting height — 
Yo" to 32" @ 4 large equal-sized wheels 
@ special hinged safety guard and grass throw- 
out @ rust-proof plated drive shaft @ handle 
folds forward, out of the way, for starting and 
storing @ vacuum-lift suction blade @ parts and 
service always available. 








1.95 
y. ft. 












National Metal Products Co., Inc. : 
Dept. H-13, 2722 Cherry Street 


Vm Kansas City 8, Missouri 
I don’t want to miss a good bet! Send me full particulars 


CLIP AND on the Hurricane line! 
MAIL NOW! I iceisereninensszrnenesensmesneorssnmenntntont Tee eee 






ICES 
F Be N. Y. 
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First Step co ‘-anitnaaaeaal 


The world’s finest Manila hemp (Abaca) comes from the Philippines. 
Here, tropic sun, moist soil and heavy rains ericourage Abaca plants 
to grow as high as 25 feet. Natives chop down the stalks—strip the 
fibre from the broad leaf-stalks—scrape off the pulp—and hang the 
woody fibre in the broiling sun to dry. 
Columbian’s staff of resident buyers in 
mm x our grading plants at Davao, Cebu, 
ae { ( Tacloban and Tigaon select the choicest 
crops. It is this higher-quality Manila fibre 
that is processed into Columbian Rope. 


yi 


COLUMBIAN ROPE COMPANY 
400-70 GENESEE STREET 
AUBURN “The Cordage City”, N. Y. 





Layers of stalk before 
pulp has been scraped off. 


iM 



















al 


[coumarin 


Abaca — first cousin to the ba- 
nana plant — has been intro- 
duced into South America, the 
West Indies, Sumatra and Borneo, 
but it is cultivated most success- 
fully in the Philippines. 





Finer Grades of Manila hemp 
contain strands 6 to 12 feet long. 
Two natives cutting and stripping 
Abaca plants can produce from 
25 Ibs. to 250 Ibs. of fibre a day, 
depending on their equipment. 





Raw Manila Fibre is highly ab- 
sorbtive and can soak up to 40% 
of its weight in water. Columbian 
Pure Manila Rope, of course, is 
thoroughly water-proofed — by 
an exclusive process which seals 
it — decay. 


Ever Wonder what becomes of 


old, 
becomes 


“retired” rope? Much of it 
the familiar Manila 


poper used for wrapping. To 
keep your Columbian Rope from 
aging prematurely, store it in a 
well-ventilated place away from 
acids and alkalies, paints and 
oils, ¢ 


clint, 


s and st 





rr 
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; oT IN REPUTATION 
~.- IN SALES 
».+ IN YEAR-ROUND PROFITS 














“MONSANTO TRADE-MARK 


THE SOIL CONDITIONER YOU 
CAN SELL WITH CONFIDENCE 








\ j ‘ Missouri. In Canada, Monsanto 

’ -® Canada Limited, Montreal, hiieeteniaiibien 
Serving Industry...Which Serves Mankind ‘Toronto, Vancouver. ©1952,M.C.C. TRADE-MARK 
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Fleld-tested for 4 years by soil scientists in every climate of the PACKED WITH PROFIT 
United States, Krilium has behind it the full approval of TURES — 3 
respected authorities that cooperated with Monsanto in research rea — mn 3 
and development work on the product. These include state and 
federal agricultural experiment stations, editors of state and 
national farm publications, colleges and universities, highway 
departments, individuals and companies whose business interests 
lie close to the soil. 

A wonder- 
c t and d d have skyrocketed sales of Krilium fal “break” value for 


far beyond original estimates. Expanded production facilities are a i as > —- 
now in operation. In the coming months Krilium will lengthen its round indoo? use. Packed 
lead over competition as the only time-tested soil conditioner in 
existence. Your customers can buy it with confidence . . . you can 
sell it with confidence. 










Oe 


Best for house 
plants .. . handy 
shaker-top canister. 

















Packs easily on 
. Your shelves... 
no evaporation! 


Build off-season sales of house plants, bulbs, plant food and fertilizers. 
Hard-hitting, consistent advertising backs you up. Monsanto 
campaigns in newspapers and in more than 15 national magazines 
point up Krilium’s extra value to you as a year-round sales leader. 









GET THESE FOR YOUR CUSTOMERS—FREE 


The Krilium Gardener's Guide—This handy 12-page book- 
let is packed with useful information. Subjects include: 
YA what Krilium is and how it works 








on soil, tables and charts on soil 
problems, how to determine your 
soil requirements. Get bulk quanti- 
M ; ties from your Krilium distributor 
: ONSANTO or write us... MONSANTO 

CHEMICAL COMPANY, Mer- 

chandising Division, St. Louis 4, 






Full strength ... 
for large-area 























DESCRIPTION 


Qquacde —~ GUARANTEED IN WRITING 10 YEARS! 














































. 2160 


Swatt RED PLASTIC 








Full 7/16-inch I.D. Red Plastic 


50-FT. Coil* 


Full 1/2-inch I.D. Green Plastic Cover | 50-FT. Coil* $ 9.75 
No. 1858 Full 1/2-inch I.D. Red Plastic Cover 50-FT. Coil* $ 9.75 
No .1867 Full 5/8-inch 1.D. Green Plastic Cover | 50-FT. Coil* $12.45 
No. 1868 Full 5/8-inch 1.D. Red Plastic Cover 50-FT. Coil* $12.45 

XO £ |) (} Ok 

No. 2140 Full 1/2-inch 1.D. Red Plastic 50-FT. Coil* $ 7.35 
No. 2150 Full 1/2-inch I.D. Green Plastic 50-FT. Coil* $ 7.35 
No. 2250 Full 9/16-inch 1.D. Green Plastic 50-FT. Coil* $ 8.35 


- GUARANTEED IN WRITING 5 YEARS! 


$ 5.65 


























No. 2170 Full 7/16-inch 1.D. Green Plastic 50-FT. Coil* $ 5.65 
a DA ARA | ) 6 

No. 2190 Full 1/2-inch |.D. transparent Green | 50-FT. Coil* $ 9.75 

No. 2290 Full 9/16-inch 1.D. transparent Blue | 50-FT. Coil* $11.75 








STYLE 





*available in 25-50 and 75 #t. coils. 


Here’s a new Swan item that does the work of a 
sprinkler and soil soaker — and does it better! And 
look at the profit you make on each Sprinkle-Soaker! 


SUGGESTED 
DESCRIPTION RETAIL PRICE 


Sprinkle-Soaker Green Plastic $ 3.95 


Sprinkle-Soakers are packaged in a colorful plastic bag. 





--Order your Swan Sprinkle-Soakers NOW! % Z 





- Swanite and 
_ Swan Plastic 
| is available 
| in a complete 
| Tange of sizes 
_ and colors at 
a price to fit 
every purse! - 


















SWAN RUBBER COMPANY, BUCYRUS, 
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If it’s SWANITE or Swan Plastic Garden Hose, | If i 
you make your full profit when 
retail prices suggested below. 


SUGGESTED RETAIL PRICE 


selling at the} rub 


whe 





HARDWA 







If it’s Swan Rubber or Neoprene-covered 
rubber garden hose you make your full profit 
when selling at the retail prices suggested below. 


DESCRIPTION SUGGESTED RETAIL PRICE 


Swart TWO BRAID GREEN — GUARANTEED IN WRITING 15 YEARS! 


Full 5/8-inch 1.D. Green Neoprene Cover | 50-FT. Coil* $11.75 


SJ J 
Swarr SINGLE BRAID RED — GUARANTEED IN WRITING 10 YEARS! Swan S line of 


Full 5/8-inch I.D. Red Neoprene Cover |50-FT. Coil* $9.75 | fubber garden 


CPT aa ena niente eee? «ose has a 


Full 5/8-inch 1.D. Green Rubber Cover | 50-FT. Coil* $ 7.75 | complete range 


Suave SINGLE BRAID BLACK of styles, sizes 


Full 5/8-inch 1.D. Black Rubber Cover 50-FT. Coil $ 6.85 and colors 


Swart TWO BRAID INDUSTRIAL priced to sell. 


No. 205 | Full 3/4-inch 1.D. Black Neoprene Cover | 50-FT. Coil $15.75 
‘se! e No. 207 | Full 3/4-inch 1.D. Green Neoprene Cover} 50-FT. Coil $17.35 
No. 206 | Full 3/4-inch I.D. Black Neoprene Cover | 100-FT. Coil $43.50 






t the 





























































*available in 25, 50, 75 and 100 FT. Coils 
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: S were GARDEN HOSE IS A LINE 
ee | | fumes VE STRONGLY RECOMMEND TO ALL HARDWARE 
: &. MA DEALERS says R. & O. HARDWARE, Cedar Rapids, ta. | 





Dear Sirs: 


We are glad to advise you about the outstanding 
success we have enjoyed in selling Swan Garden 
Hose. In the past several years, our sales have 
grown steadily, and we now feel that your line 
occupies a top position in our store from the stand- 
point of volume, turnover, and actual profits. 

In the past three years, our sales have grown to the 
point where our figures show that during the years 
of 1949-1950 and 1951 we sold in excess of 120,000 
feet of Swan Hose. This is an average of over 40,000 
feet per year for this period. This year, we hope to 
do an even greater job and we feel that with the 
splendid and broad line that you have, and the 
many sound sales helps that you so capably provide, 
that we will accomplish this. 

Swan Garden Hose is a line that we strongly recom- 
mend to all Hardware dealers, because it sells in 
greater demand than any other line of its kind 
that we have ever handled. 


us, OHIO «+ World's Largest Manufacturer of Garden Hose 
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A double barrelled selling team ... to help you score bigger profits 





You 


One Wheel 
GARDEN 
TRACTOR 


and 






Turning Plow 
























Reel Type Mowers 





| Spring Tooth — 
Cultivator | 














ROTARY 
TILLER 






















Wagon ne Snow Plow Rotary Mower 





Shown here are a few of the many handy attachments that make the 
Choremaster One-Wheel Garden Tractor an unbeatable all-purpose 
labor-saver. 


Here's how you can cash in on the increasing market for 
garden tractors and the booming big business opening up 
in the tiller field. Choremaster offers dealers a double oppor- 
tunity to boost sales with the finest equipment made. 


NOMI SI Fa ONT PW OLLIE OES 


Get ready 
for the 
BIG NEW 


Spring, summer, fall, winter . . . there’s always a demand for 
Choremaster units. Customers buy more Choremasters because 
they can get a package tiller or low-cost tractor attachments 
for every type of job. 


Again, this year Choremaster will be nationally advertised in Tiller 
leading farm and home publications, producing thousands of 
sales-making inquiries. Write TODAY for detailed dealer Market 


information and name of your Choremaster distributor. 


CHOREMasTER DIVISION = THE LODGE & SHIPLEY COMPANY, 828-1! Evans St., Cincinnati 4, Ohio 


28 HARDWARE AGE, NOVEMBER 13, 1952 





HARDWA 





fits 


pady 
the 
NEW 
or 
ket 


13, 1952 





You sell the fence that farmers want 
t 
when you carry the AMERICAN” brand 








“We have miles and miles 

of American Fence .. . It's 
the only kind | use.” 

John Holtkamp, 

West Point, lowa 


“The first American Fence 
was put up on this farm 
40 years ago... We've 
never had to make any repairs except 
a few minor adjustments on the posts.” 


Colonel R. M. Vance, 
Monmouth, Illinois 





AMERICAN |: 
FENCE 


“As long as I can remem- 
ber, we've had American 
Fence on our farm.” 
Harlan Johnson, 
Winfield, lowa 


ety -_ 
“American is my choice 
for a strong, long-lasting 
fence.” 
H. W. Gills, 
Richmond, Va. 








O wonder American Fence is 

the Farmers’ favorite. It is easy 
to erect, easy to maintain ... and 
lasts so long. 

Because it has such staying power 
in use, American Fence has strong 
selling power in your store. Farmers 
know that they’re getting the best 
when they buy the American brand 
... and they’ll go out of their way to 
trade where the American name is 
displayed. 

We, of course, make sure that the 
farmers are constantly reminded of 


the “American” name. Advertise- 
ments pointing out the quality fea- 
tures of ‘American Fence appear in 
leading national and farm magazines 
. .. consistently . . . reaching some 
6,777,200 readers. And on radio 
shows, such as “The Theatre Guild 
on the Air,” listeners are urged to 
buy products carrying the U-S-S 
trade-mark. 

All this promotion helps pre-sell 
your prospective customers 
means better business for you when 
you stock the American brand. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
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now nationally 
advertised! 


No need for busy clerks to take valuable time selling 
reliability—customers know B. F. Goodrich products 
are dependable. The BFG label has identified quality 
products for more than 75 years. 


Bargain for price-conscious customers. Sells for 
less than premium-priced hose. Signal can take more 
abuse than low-priced plastic hose. B. F. Goodrich 
locked-cord construction increases strength and en- 
ables hose to keep flexible in use under pressure. 
Fully guaranteed. 


Specially made Agerite chemicals in rubber keep 
Signal hose ‘‘alive’’, flexible—no premature cracking 


30 


B. F. Goodrich announces 














and ste 


FIRST NATIONAL 
ADVERTISING CAMPAIGN 
FOR A BARGAIN-PRICED HOSE 
HELPS BOOST CONSUMER 
ACCEPTANCE FOR YOUR 
ENTIRE B. F. GOODRICH LINE! 














Sold 300 f 


geles Out 
HANDILI’ 
Intermitter 
ute sold 3( 
TIONAL § 


FRO 
or checking. Color choices—black or green. | SELLIN 






Full flow couplings won't retard water. Rustproof,  FREE—Self- 


: Minute. Be 
strong brass alloy. No leaky connections! or Window 


, : . , | of the cou 
It'll pay you to display, promote, sell Signal. Write | femtenen 
now for complete details on fully-advertised Ff wired to in 


B. F. Goodrich garden hose line. Sell B. F. Goodrich light socke 
| LITE flash 





Signal—a name your customers know by the company F your shopp 
! 
your customers trust! | 2 Big Colo 
| Colorful 8’ 
Streamers 
Door, Eye-s 


LITES. 


B. F. Goodrich| + 
Garden Hose monces 
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HANDILITE— the Ist safety 


lantern with a ready-made 


Here's proof, Mr. Retailer—that you can sell HANDILITE 
faster than any Safety Lantern ever produced! 

For twenty-one months we have been market-testing and creating 

down to earth consumer demand for HANDILITE. We found 

out from hundreds of dealers what they wanted and needed in 

“HELPS” to profitably sell Safety Lanterns with rapid turnover 


and steady repeats day in and day out. 


THE RESULTS 


Sold 300 HANDILITES in 60 Days. One Los An- 
geles Outlet using the NEW Self-Selling 
HANDILITE Counter Display with a patented 
Intermitter giving 30 Selling Flashes per min- 
ute sold 300 HANDILITES in 60 days. (NA- 
TIONAL SALES passed % of a million.) 


Uses a Six-Volt 
Standard Lantern 
Battery—Rotates 
in 360° Circle 


Engineered Like 
a Stratoliner— 
Precision Built 
Like a Fine Watch 


Proof You can sell 12 HANDILITES Weekly without 
Trying. Weekly Retailer sales of 12 HANDI- 
LITES without the help of a Counter Display 
or other merchandising “helps” was the ac- 
cepted—it was not unusual for hundreds of 
stores to average over 16 HANDILITE Sales 
weekly—WEEK IN AND WEEK OUT. 


FROM THESE TESTS WAS DEVELOPED THE FASTEST- 
SELLING LANTERN PACKAGE IN THE INDUSTRY FOR YOU 


FREE—Self-Selling Display—30 Sales Messages a 
Minute. Beautiful 3 Color 17” x 21” Counter 
or Window Display. So unique it is the talk 
of the country. Included in the HANDILITE 
Introductory Carton of Six is one Unit already 
wired to insert in display and plug in nearest 
light socket. 30 times a minute the HANDI- 
LITE flashes its powerful selling message to 
your shoppers. 


2 Big Colorful Window Streamers—FREE. Two 
Colorful 8” x 19” Red and Black Window 
Streamers for Window, Counter or Front 
Door, Eye-stoppers that help you sell HANDI- 
LITES. 


Each HANDILITE Is Its Own Salesman. Self- 
Selling Sales-Tag with features and operation 
instructions is on every HANDILITE. It helps 
sales people SELL .. . AND YOUR CUS- 
TOMERS TO SELL THEMSELVES AT A 
GLANCE 


Just Try 6 HANDILITES Today. Six Fast-Selling 
HANDILITES . . . $41.70 in Gross Retail 
sales ... a half-week’s normal supply to prove 
to yourself HANDILITE saleability. 


Put “Sell” Into Your Lantern Selling with 
HANDILITE for Easy Profit! START TODAY. 
Tell your favorite jobber salesman to include 
the HANDILITE “SIX” with your next Order. 
If he cannot supply you send us his name 
and your first order. 


THE HANDILITE COMPANY 


Division of ECONOMY ELECTRIC LANTERN COMPANY, INC.—Est. 1924 
812 North Sixth Ave., Dept. 4811, Sturgeon Bay, Wis., Phone 1006 
PRODUCERS OF AUTO & TRUCK SAFETY LANTERNS—RAILROAD LANTERNS—FARM & HOME LANTERNS 
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1 RED FLASH- 
ER ONLY—VIS- 
IBLE ONE MILE 


2 RED FLASH- 
ER WITH WHITE 
FLOOD LIGHT 


3 WHITE 
LIGHT ONLY— 
100 FT. BEAM 





SUGGESTED RETAIL PRICE 


$6.95 


Complete with Battery 








Mr. Jobber: 


Please write us today for 
the FACTS on the new 
HANDILITE  fast-selling 
Lantern Program. Help 
your retailer to sell more 
lanterns profitably. 
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(and all other 





e The Nation’s Headquarters for Brass & Copper 


S. Depart 


Look for it 


eferred 


-roll hexagonal package. 


all requirements of commercial 
. insist on it 


means that Chase screening meets 
standards of the U. 


This seal of approval, issued by 
the Insect Wire Screening Bureau. 


ment of Commerce 


Cuts with ease 


because it cuts faster, lasts longer, stays neat and 
eening come in a non 


too—easy to handle, a cinch to store. Both Chase 
Bronze and Chase Alclad Aluminum Insect Wire 


Scr 


trim looking for years and years. It’s convenient, 


Chase insect w 


y 
Y 
Vi 


4644 
OAK) 
NYXANXXYY) 
AXANYXNY XN) 
OAK 


WOK WANA 
AX XANY KAN XXAA YX /\ 
BARN RIS YAR A. 








be the first in your locality 
to Sell the Profitable NEW 


FAIRBANK -MoRSE 
TRACTOR-DRIVEN GENERATORS! 


Now you can offer him power PFO 
tection at minimum cost. He has only 
to belt his Fairbanks-Morse gener 
ator to his tractor, and power again 
surges through the wires. 


The Fairbanks-Morse tractor gen- 
sizes—1500, 


he should have 


Every farmer knows 

standby power service on his farm. 
A prolonged interruption of high 
line service may cost him thousands 
of dollars—may wipe out his entire 


investment. He knows, too, the many 
fail- erator comes in three 


personal inconveniences power 
Lights go out- Refriget- 3000 and 5000 watts. It develops 
115/230 volt, 60 cycle A.C. current 


—the same 4s the current off the 


high line. 


ure causes. 


ators defrost. Milking machines stop- 
Water service quits. Even his heating 


plant may be affected. 


about dealerships for Fairbanks-Morse 


For complete information 
mail the coupon today. 


tractor-driven generators and other products, 


Sell Permanent 
Installations, Too! 


Farmers, poultrymen, hatch- 
eries, fur ranchers, citrus 
growers, vegetable and floral 
gardeners need permanent 
standby power insurance 
Fairbanks-Morse dealers pa 
’ offer these permanent instal- 
lations in capacities from 600 
to 40,000 watts, with manu- 
al, remote or automatic start- 
nd The complete line of 
irbanks-Morse generating 
sets broadens your market ¢ 
include locker plants, hos ‘. 
tals, theaters, gas lees 
and many other hesieneees, 


Fairbanks, Morse & Co 
Chicago 5, Iil. ” 


Tell me more ab 
out yo 
Morse generators. ur dealer setup for Fairbanks- 


Firm Name 
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These Plain, Hard Facts Prove It... 













You save from start to finish with 


CHEVROLET TRUCKS 


THEY LIST FOR LESS A MODEL THAT’S RIGHT FOR YOUR JOB 


Chevrolet trucks list for less than any truck with compa- With Chevrolet's wide range of models, there's never 
rable specifications that can handle an equal payload. the problem of "too little” or “too much” truck for the 
Yet your money buys a combination of great truck job. Each truck is factory-matched to its job. Standard 
features that you'll find only with Chevrolet. And that body on standard chassis, or standard chassis for a 
means value unmatched by any other truck in its field. special body, there’s a Chevrolet truck to cut your costs. 






ADVANCE- 
DESIGN 














OPERATING COSTS SAVE YOU MONEY 


Chevrolet's time-proved Thriftmaster and Loadmaster 
Valve-in-Head engines are famed for fuel, oil and 
upkeep economies. Extra-rugged frame, hypoid rear 
axle, Flexi-Mounted cab, and other features keep the 
truck rolling for many thousands of low-cost miles. 


YOUR INVESTMENT EARNS A HIGHER RETURN 


Big demand for Chevrolet trucks means a traditionally 
higher price when you trade your Chevrolet for a new 
one. You save money all the way with a Chevrolet— 
from the day you buy it until the day you trade it. 
See your Chevrolet dealer now—and save! 














CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 





TWO GREAT VALVE-IN-HEAD ENGINES— 


Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


duty models e CAB SEAT—with double-deck 
springs for plete riding fort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 
















CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN Wr 




















Chain f 








in value 
in sales 
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CHOIce 
OF CHAIN 


CHAIN sales are more profitable 
with the Campbell line because it is 
packaged for profit and easier to 
stock, display and sell. 





Campbell is the one source for all 
your chain needs—from dog leads 
to log chain, from tie-out chain to 
sling chains, from sash chain to an- 
chor chain—chain for every need, 








for every purpose. 





Ask your wholesaler or write direct for complete information. 


Chain for everyneed...INDUSTRIAL.,.MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN Gomsauy 


MAIN OFFICE~—YORK, PA. « Factories —York, Pa., and West Burlington, lowa 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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SELL ANY PRUNER, SOONER 


=SHOW THEM IT’S 


No. 40 Tuttle Tooth Pruner 


@ Cut yourself in on the profitable pruning saw business 
with the nation’s most famous pruning saw line. Cover 
every customer’s wants with Atkins Silver Steel Saws. 

Atkins gives you the right pruners for every job—spe- 
cialized models for every type orchard, all-around pruners 
for every farm and home. Atkins gives you the complete 
price range, too—from the large, powerful Tuttle Tooth 
Pruner to the smallest pocket-size model. Atkins Pruning 
Saws cover every person, every purpose, every purse. 

Keep your favorite Atkins pruners on display all year 
’round. Feature the models best suited to the orchards in 
your territory and the seasonal demand. Above all, be 
sure the name Atkins is up front . . . that all your customers 
know these are the famous Silver Steel saws! 

Call your Atkins wholesaler now. Have him check over 
your stock and recommend the fastest-moving models for 
your trade. He'll help you with merchandising and dis- 
play, too. Call on him for every saw and selling need. 





Oe eae = oe igs sa, FS eh om ae 


x rable pelea Ns REE Cat A ad 


J ATKINS 


ATKINS SAW DIVISION - BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 









































4 


4 
No. 18 Folding Pruner ‘ , . 















ORDER THESE FAST-MOVERS NOW! 


No. 40 Atkins Tuttle Tooth Pruner, Silver Steel— 
20” and 24” lengths, 

No. 18 Silver Steel Folding Pruner fits into the 
pocket, good on any job. 12” length. 

No. 120 Silver Steel Curved Pruner, peg teeth. 
Ideal for citrus fruit. 14” length. 

No. 6 Atkins Pruner, smaller teeth for smaller 
limbs and twigs. 12” length. 
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“Corberundum” is a registered tra cates manufacture by The Corborundum Company, Niagara Falls, New York 
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Take a « 
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acting s; 








3 aieat Salesman Display | 

- at no extra charge 
popular SIZES . increases sales | Bethlehe 
75 watt, 100 watt, 150 watt : every wi 


at popular prices | dealer w 


men wi 





BETHLEHE 


Increase your Soldering iron sales! | *":: 


Bethle 


Distrib 


@ METAL CLAD HEATING ELEMENT prolongs life 
@ COOLING FINS keep handle comfortable 
@ SWAGED TUBE seats element firmly, 


@ HIGHLY POLISHED CHROME FINISH L E N K 


insuring constant tip heat 


and sales-catching package 

@ FULLY APPROVED by Underwriters Laboratories Mfg. Company 
and Canadian Standards Association 

@ FOR COMPLETE DETAILS see your jobber, 30 Cummington St. 
or contact Lenk Mfg. Company BOSTON 15, MASS. 
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Take a good look at a Bethlehem Bolt... at the 
| head... threads ... shank. In every detail, 
| Bethlehem Bolts are quality bolts, made to ex- 


: 

' acting specifications from high-grade steel, by 
. Display | 
rge ; 





men with years of bolt-making experience. 
Bethlehem Bolts are good, dependable bolts in 
every way: good bolts for the user and for the 


dealer who carries them. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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1000 10 1 GRIPPING 
LEVERAGE RATIC 
WITH JACOBS 


HEX-KEY CHUCK 


é 
& 
4 
4 
£ 
¢ 





Jacobs Rubber-Flex Hex-Key Chuck... one of the famous Jacobs 
Chucks your customers recognize as proof of top quality in 
home shop power tools. 

Over a MILLION SATISFIED USERS are praising 
the accuracy of the Hex-Key Chuck, its ease of operation 
and above all... its great gripping power. 











A qvarter turn of the Hex-Key 
(a), on the cam-actuated 
locking device (b) provides 
the thrust resulting in power- 
ful grip on drill shank (c). 








A simple turn of the wrist assures a gripping leverage 
ratio of 1000 to 1. And even after constant use on the 
drill, it releases with another simple twist. 


Unique one piece Jacobs 
Rubber-Flex Collet. 


The secret of the 
great gripping power 
of the Hex-Key 
Chuck is the unique 
one-piece Jacobs 
Rubber-Flex Collet 
— made of hardened 
and ground steel 
jaws molded to- 
gether with oil- 
resistant synthetic 
rubber. 

This exceptional grip adds versatility to a power tool. 
It permits chucking of attachments and accessories such 
as sanders, buffers, wire brushes and polishers not pos- 
sible with ordinary light duty chucks. 

Precision manufacturing and engineering guarantee 
perfect performance by the Jacobs Hex-Key Chuck. And 
that’s typical of the complete line of Jacobs Chucks all 
built to do a better job. Remember, when the electric 
drills you stock are equipped with Jacobs Chucks, they 
hold . . . business for you. The Jacobs Manufacturing 
Company, West Hartford 10, Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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These FREESERNE>s Make you Money Fast 


4 top-quality pipe tools that sell at popular prices—profitable volume 


sales to householder = @ These 4 genuine FRIED pipe tools, identical in quality with 

° all tools bearing the RIZA0D name, retail in the low price 

and mechanics _— bracket and they move out of thousands of hardware stores in 

large steady volume. You’re missing easy profits if you’re not 

stocking and displaying them! It certainly pays you to feature 
these extraordinarily popular RIBAIDs. 


RIGEID 14” Pipe = E2121 OOR Pipe Threader 
Wrench y~*) wae Yr" and %”’ 








drop head dies 


Most popular pipe wrench made. Only one with Extra handy threader for small pipe. 
guaranteed housing — practically eliminates wrench Die heads lock into ratchet ring easily 
troubles. Capacity to 2”. —fast clean threading. 


= FRI EZAIb Bench Yoke Vise capacity %’ to 114” pipe 
RIEZAID Heavy-Duty Pipe Cutteras 


Ya’’ to 4” 









r 


ae 





A Wi 





WHAT 


Strong special malleable frame; LonGrip Guaranteed special malleable frame, thin-blade cutter 
jaws. Integral pipe bender. wheel that assures more extra clean quick cuts. 





xewekk 
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Easy to Operate...Easy to Demonstrate...Easy to Sell! 


The De Waut “Power Shop” 


If you’ve ever sold home power tools, you _ 


know one of the best ways to close a sale 
is to give a convincing demonstration. 
Because the De Walt “Power Shop” is so 
safe and simple to operate—and because 
you can demonstrate its amazing ver- 
satility in a few minutes, it practically 
sells itself. , 

Yet, the De Walt ‘Power Shop” can 
be sold on its excellent reputation alone. 
It will be recognized by many of your 
customers as the same precision machine 


preferred by experts in woodcutting and 
cabinet making for over 30 years! 

And the De Walt “Power Shop” is 
backed by an extensive advertising cam- 
paign that pre-sells your customers in 
widely-read national publications. 


On 








De Wat 


POWER SAWS 





Write to Dept. HR-II, Lancaster, Pa., for specific information on De Walt. Find out how easy 


'\ greater sales and PROFITS. 


De Walt Inc., Lancaster, Pa. Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY, N. Y. 


it is to demonstrate and sell... how it will attract quality-minded customers to your store for 

















HARDWARE AGE, NOVEMBER 13, 1952 











1. Intclocing pincile positively prevents sping under any lod Here's the new, improved Channellock 

. «. the heavier the job, the greater the interlocking action. a ee ee 

1 : w r more positive gripping, 

© Se roanae tbe “gas sna ana ong wet The 
t int . . 

3. New nose design provides greater utility for gripping small objects. oat Goal aoe ee . preg Alas in 

4. Patented design of tension edge provides more strength and elimi- years. Engineering skill has developed 

nates stress concentration at channels. a plier with new patented features 


P : inintinde ots int bolt. which give you the newest, strongest, 
6. New interlocking design wer most practical plier you can buy. Here 


6. Precision machined interlocking surfaces provide perfect fit, thus is a plier that will last for years! Chan- 
distributing pressure evenly. nellock Pliers—made only by Champion 


7. “Rite Angle” teeth guarantee maximum bite and minimum wear. DeArment Tool Co., Meadville, Pa. 
Channellock pliers are listed in 


Send Gor your Cataleg today, the Yellow Pages of most Tele- 


CHAMPION DeARMENT TOOL ° MEADVILLE, PA. 
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Moneymak es 


BY MILLERS FALLS 


New 

No. 710 HIGH-SPEED COUN- 
TERSINK. Mounted four to 
an eye-catching counter dis- 
play easel. New 5-flute design 
for smoother, faster cutting. 
Made of finest grade high- 
speed steel. For use on any 
machinable material. 82° 
angle for wood and machine 
screws. 


New 

No. 966 SANDER-POLISHER. Mil- 
lions of customers have been hearing 
about this amazing new wonder work- 
er in hard-hitting national advertising. 
No other tool has so many uses, 
offers you so much fo sell. It buffs, 
sands, grinds, polishes, waxes, wire 
brushes, drills, mixes paints. And, it’s 























3 the only Sander-Polisher with orbital 
3 New attachment for fine finishing. 
5 No. 810 COUNTERSINK. Same new 
2 5-flute, smooth, fast-cutting design as the New 
z No. 710, but with square, bit brace shank. No. 700 SAW. Originally intro- 
-! Carefully hardened and tempered. Cuts duced for the industrial market and 
7 fast and clean in soft steel, iron, non- already a favorite in general mainte- 
ferrous metals, woods and other similar nance and construction fields. Now 
materials. Admits heads of standard 82° available for the first time through the 
machine and wood screws. retail hardware trade. Light, compact, ¢ 
rugged. Full 23-inch capacity at 90°. 
The smallest saw that will cut finished 
2x4’'s at 45° mitre. 
Salesworthy new tools . . . improved features New 
and modern styling — these have become the ' No. 333 UTILITY KNIFE. A 








trademark of Millers Falls. Add to them, 
Millers Falls aggressive advertising in the 
Saturday Evening Post, Popular Mechanics, 
Popular Science Monthly, Country Gentle- 
man, and other leading national magazines — 
and the result is tools that move! 

Place an order with your jobber and start 
cashing in on these 5 outstanding newcomers 
to Millers Falls pace-setting line of quality, 
lifetime tools. 


MILLERS FALLS COMPANY « Greenfield, Mass. 





MILLERS FALLS liaiaie 
TOOLS wv 
UTICA 4 

HARDW 


sell-on-sight item. Razor-sharp 
blade. Husky, palm-fitting han- 
dle lets you really bear down. 
Ideal for tough cutting in 
wood, linoleum, leather, card- 
board, etc. Complete with 5 
blades. Packaged to sell itself. 
Six individually boxed knives 
in each colorful, self-sale dis- 
play carton. 
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No. 402—6'/2” 


with powerful cutter 


#326 retail 


Wr. per doz. — 6%, Ibs. 










ow/ 


PARALLEL 
ACTION 
PLIERS 
BY 


No. 400—6'/2” 
#220 retail 


Wt. per doz. — 61. Ibs. 









YTICA 





vy JAWS ALWAYS PARALLEL 


vy COMPOUND LEVERAGE FOR 


‘Now this popular type of pliers —thou- TREMENDOUS GRIPPING POWER 
sands of which have been supplied by : 


UTICA to the U.S. Armed Forces —is 
available to the hardware trade— 
backed by UrTica’'s reputation for 
quality and dependability. 


vy CUTTERS, WITH ONE TON BITE 





vy BRIGHT PLATED FINISH 


ORDER THROUGH YOUR WHOLESALER, TODAY! 





eas 7 


e. ¥ ee , and the world’s best tools 
bs mreress ose quanity tools cca aremadeinUS.A. 
oe ee arr o~ ce a : i 


DROP FORGE AND TOOL 


C™RPORATION 














in Canada 
ADLAM TOOL & SUPPLY CO., LYD., MONTREAL; 
UTICA 4, NEW YORK WALLS-IRONS. LTD.. WINNIPEG 
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FOR EXTRA CHRISTMAS PROFITS | 


Cash-in on this special promotion of 


WELLER GUNS 


. YA Special Christmas car- 

ton display fits the 
Weller carton and is 
designed for your 


Christmas Tool Bor or 
counter. 





National advertising in 
BETTER HOMES AND GAR- 
DENS’ and POPULAR 
MECHANICS’ November 
ond December issues pro- 
motes Weller Guns asidea! 
Christmas Gifts and directs 
customers to you. 























Christmos orders ore factory-shipped in gift wrappers 
of holiday design. These make Weller Guns even 







more inviting to Christ- 





Bright poster for your win- mos shoppers 
dow or wall tells and sells. 
Accordion - folder counter 
give-away shows the doz- ) 
ens of household uses for 
Weller Guns. 















HOMECRAFTERS 
MOST USEFUL TOOL 


For any job requiring instant heat the 
Weller Electric Gun is the most helpful 
tool a mechanic or homecraftsman 

can use. Weller Guns do dozens of 
household jobs—plus all 
types of soldering. 



























Be prepared for this Christ- 
mas promotion. If Weller 
Guns are not available 
from your regular Distrib- 
utor, write for the name of 
the Weller Distributor near- 
est you. 













BETTER FROM GRIP TO TIP 


Ns 


§ te ] L D & Ri N : G U N S 802 Packer Street, Easton, Pa. 
46 


HARDWARE AGE, NOVEMBER 13, 1952 
























Duro is | 
popularly 
Rugged, : 
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You ca 
style to p 
budget! 
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—can be 
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Now! A Tilting Arbor Saw 


DltlaeMes iio mM iadtiiels 
Saws in 6 models, 2 sizes 
—14 variations! 


Duro is now offering the largest, most complete line of 
popularly priced tilting arbor saws in power tool history! 
Rugged, streamlined, flexible they enable you to clinch more 
power saw sales—faster, and insure greater customer satisfac- 
tion with a minimum of sales resistance. 

You can offer just the right power saw for every job, in a 
style to please every prospect, in a price range to meet every © Gagged Gand hen cur + ie eesti 
budget! And best of all—you carry a smaller inventory than struction design 
ever before! The 6 basic Duro power saws—in 2 popular sizes * Simple and easy to 
—can be varied in 14 different ways! This gives you a com- operate 
petitive advantage second to none, eliminates the need for a * Ball bearing equipped : wy eee 
large cash outlay and assures you a greater sales potential. + New safety—greater "eo precision 

Find out today how the Duro Power Saw line can mean more eccurecy verestty 
profitable business for you—learn about the Duro Franchise 
plan—it will pay you to investigate today—it may cost you 
much not to! 


° H . conveniest 
c s 





WRITE FOR FULL DETAILS 


Write today for full information and details on the great 
line of Duro Tilting Arbor saws and facts about the 


complete power tool line—learn too, how you can bene- 
D aj R be E TA L P R ° D U Cc T s fit by becoming a Duro franchise pe 
COMPANY 
2661 N. KILDARE AVE., CHICAGO 39, ILL. 


Also Makers of Nationally Advertised Duro-Chrome Hand Tools 





JIG & SCROLL SAWS IN 3 SIZES— LATHES IN 4 SIZES—8" x 27°, 10° x 31", 
12°, 15° AND 26’, . 11° x 37", 14° x 38", 


priced right! ie agg og Prosenig DRILL PRESSES IN 2 SIZES—14° AND 18°. 
PLUS A COMPLETE LINE OF JOINTERS, SANDERS AND ACCESSORIES 
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“We Profit from 
the Porter-Cable 
Direct-to-Distributor 
Policy...” 





@ Because we deal directly with the Company. 





@ Because their method of appointing Dis- 
tributors is a selective one. It gives us confi- 
dence that the Company is protecting our 
interests in our market. 


@ Because no new Distributors are authorized 
in our marketing area without consultation 
with us. This protects-us against indiscrim- 
inate competition. 


@ Because every Porter-Cable Distributor 
operates on the same basic discount. We, con- 
sequently, reap the full return from our efforts 
in our marketing area. 












Leon C. Warner, President 
Warner Hardware 
Minneapolis, Minn. 





















©@ Because their field representative is avail- 
able at all times to work with us and our sales 
people in building a profitable portable tool 
business — on a continuing basis. 


@ Because Porter-Cable’s policy of dealing 
directly with Distributors enables them to 
put more value in their tools. This gives our 
customers more for their dollar and they come 
back for more. 


Sincerely, 


Porter-Cable’s 12-page Policy Booklet 
contains all the details. Want a copy? at 
President 


Warner HARDWARE 


Porter-Cable 


MACHINE COMPANY 


SYRACUSE 8, N. Y. 
1191 N. Salina St. 





Manufacturers of SPEEDMATIC and GUILD Electric Tools @ 
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| Wa R Ww OOD 
} : 3 q U E for WARWOOD 


. PICKS, MATTOCKS, HOES, 
am ADZES, HAMMERS, MAULS 
‘ AND SLEDGES. 


WARWOOD 
CARTON PACKAGING 


in correct carton quantities to 
provide for jobbing distribution with- 
out unpacking and repacking, furnishes a 
positive cost saving feature, without cost to you, 
when you distribute Warwood Forged Tools. 


TOOLS FOR 


GENERAL CONSTRUCTION... AGRICULTURE AND GARDENING 
MINING AND INDUSTRY...RAILROAD TRACK MAINTENANCE _ 





WarRwoop TOOL COMPANY 


WHEELING, WEST VIRGINIA 
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. 
F SOLID FRAME MICROMETER 


Precision work- 
manship at low 
cost. Available 
in 1” steps from 
0 to 6”. 


Cat. No. 851 


wey 


ena 





VERNIER HEIGHT GAGES 


Cat. No. 85-6 -s 
a 4 





| 

| 

| 

| 

: I 

< j o | 
a a | 
| 

I 

ments. Available in 6,10, | 

12, 18, 24 and 36” sizes. | 

| 

! 

/ 


oa Versatile, precision instru- 








a r tempered and clearly 
ve etched. Available in 6 
p: and 12” sizes. 

€ ‘ 
E 


| 
| 
| 
| 
| 
Flexible steel, spring ] 
| 
| 
| 
| 
| 
l 


DEPTH GAGE MICROMETER 








+ 1 Cat. No. id 
D-2'2 | 
and Z 
D-4, 


I 

| 

| 

| 

| 

For measure- | 

ment of holes, | 
grooves, shoul- 

ders, etc., up to ! 

3” in depth. | 

| 

| 

| 














SEATTLE + LOS ANGELES + DENVER + DALLAS + CHICAGO + MINNEAPOLIS 
KANSAS CITY + DETROIT + ATLANTA + NEW YORK * TORONTO, CANADA 
EXPORT OFFICE: CHICAGO 


Cat. No. 75-6 








Tumicg 





PRECISION 
MEASURING 
INSTRUMENTS 









a 


i 


Accurately measures both 

\ inside and outside diam- 
ae Fate eters. Specially etched 
for clear reading. 6, 12, 
18, 


24 and 36” sizes. 


MACHINIST STEEL SQUARES 


———— a one 


= >. 


“ 











TELESCOPING GAGES 


Beam and blade 
edges are hardened. 
Available with plain 
or beveled edges in 
4 and 6” sizes. 





Cat 





Permit quick checking of inside 
measurements. Sizes from 2 to 6”. 


ee 


use SMALL SPACE for LARGE PROF 


when you carry the TUMICO line 


TUBULAR FRAME MICROMETER 


ity 





Cat. 







! 


Advanced structural 
features for lasting 
accuracy with 50% 
less weight. Avail- 
able in 1” steps from 


0 to 96”. 





re —A 
. No. 90-3 


my ES 


Handy pocket size. 
Available in either high 
grade or stainless steel. 








3 and 5” sizes. 


MANDREL. MICROMETER 





e 


Cat. No. 


Provide wide range of precisian 
measurement. 4 and 6” combina- 
oe from 0 to 96”. 


Cat. No. 





CS-23 


For shaft di- 
ameter meas- 
urement with 
accuracy to 
.001”. Availa- 
ble in 1” steps 
from 2 to 6”. 
















Send for catalog and complete sales information 


TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U.S.A. 


Se 


CRANKSHAFT MICROMETER 





J 


3 


d 
f 
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save 
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Metal 





48 Driv 
22 Driv 


9 Philli 
vlar 


3 Stub 


_— 
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TS! NEW STANLEY SALESMAKER™ 


saves time and space... helps you make more profit 


P i 


“a 


t size. 
er high 
ss steel. 





waren | | 





on sales of STANLEY DRIVERS 
Metal Display FREE with Unit Al or #2 — 


Check These “Self-Selling” Features 


SHOWS MORE—SELLS MORE 

—A complete Driver department in less than 4 
sq. ft.— boosts impulse sales, saves valuable bin 
space. 30” high and 19” wide. Displays a care- 
fully selected stock of most-wanted Stanley and 
Defiance Drivers. 


VERSATILE “SALESMAN” 

—Sells on sight from your wall or counter. 
Sturdy easel back. Rugged design for a long 
profitable selling life. 


SAVES TIME 

on every sale. Drivers clearly priced and num- 
bered. Customers can see what they want... 
and the price . . . and buy. Price cards are easy 
to remove, revise and replace as needed. 


SIMPLIFIES HOUSEKEEPING 
—makes re-ordering easy. There's a spot 
for every driver— stock is always in place, 
looks neat. You can check stock at a glance. 
And costly pilferage is minimized. 





Balanced assortment of 80 top quality 
Stanley and Defiance Drivers in two price 
ranges. All Drivers have tough plastic handles 
to withstand continved hard use—will not 
conduct electricity or sock up oil or water. 
Unit 1 includes— 


UNIT No. 1 
$59, 50 usr 


30 Drivers — 4” — 6” 
20 Drivers — 3” — 8” 
21 Phillips Drivers in pop- 
vior 1 & 2 point sizes 
9 Special Purpose Drivers 


Y fit i 
pore aa ieee $19.85 





UNIT No. 2 
(illustroted) Corefully chosen selection of 82 Stanley and 
$53 95 LIST Defiance Drivers—wood and plastic handled. A 
complete stock for every need in 3 price ranges. 
48 Drivers — 4° — 6” Unit No. 2 includes— 

22 Drivers — 3” — 8” 
9 Phillips Drivers in pop- 
viar 1 & 2 point sizes 

3 Stubby Drivers 


Your profit in 
one stock turn 


$18.10 
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Stanley Tools, New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


[STANLEY } 


Reg. U.S. Pat. Off. 


HARDWARE @ TOOLS e@ 
STEEL STRAPPING 








ELECTRIC TOOLS 
@ STEEL 











zy, 


a (¢, Au 1/ Mal Lil | 
mre)! BY 





Put these new sales tools to 
work for you now. . . Send coupon 
to your wholesaler 


FOR PROMPT DELIVERY, SEND THIS 
COUPON TO YOUR WHOLESALER 


Ship Us (_] Stanley Screw Driver Unit #1 
(] Stanley Screw Driver Unit #2 
Street .... 
City and State 


Signed 


Poe we mmm 
TE 


wt 
_ 

















WHAT JOBBERS SAY 


IS MORE IMPORTANT THAN WHAT 


Dear Sit: 
We have 


many years = 


It has 
do. il jn our 
to d -Tite a — groregt an 
ped urs, 
fe) ’ 
aRA & co., INC. 
Ciarlone 


Anthony &Hardwat 


Mar. Paint 


KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 
AT YOUR JOBBERS or 
WRITE FOR PRICES 


KAY-TITE 


pein 
“WATER SEEPAGE 
FOR WHITE 
BRICK and 
sTUCCO em a 


BUFF 


‘CINDER BLOCK | ,..01 on 


ROSE 


pou MASONRY | spanisn eure BRICK RED 
 UNGLAZED TIE | COLORS 











eDert. 





WE SAY... 





KAY-TITE company 


WEST ORANGE NEW JERSEY 

ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY 

1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 
More than 20 years of satisfactory performance 
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THESE “SILENT SALESMEN” 
YELL BRUSHES FOR YOU 


J = eee 


gpRru>t 
elie 


y gives. protess” 
pesatts 


eel | WITH A MINIMUM OF 
; eee 


> yous pure BAS 


SELLING AND HANDLING COST! 


Colorful, sturdy — and taking up little 
space — these brand-new Baker merchan- 
disers bring you maximum sales, turn- 
over and profit, at a minimum of selling 
cost. And with no effort on your part. 


No lost time digging through stock. No 
hit-or-miss selling. Each SMOOTHIE as- 
sortment contains the brushes most pre- 
ferred for every household paint job. 





Made of 100% pure bristle, Baker’s 
BAK-O-PLAST SMOOTHIES are now 
available for immediate delivery — with 
FREE counter merchandiser, or from 


open stock. 


Get set for profitable brush sales. See 
your Baker distributor for full details, 


or write: 





BETTER BRUSHES FOR BETTER PAINTING 


BAKER BRUSH CO., INC. 83 Grand Street « New York 13, N.Y. 
53 
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Your Paint-line 
is probably 
a good one 


BUT— 
HOW MUCH 
NEW BUSINESS 
DOES IT 
PRODUCE ? 
















AYCOCK’S SEEDS, FEEDS, GROCERIES, HARDWARE 
Monroe, Georgia 


“‘We started handling the Chi-Namel line of paint in 1949. Since that 
time our relations with Chi-Namel have been very pleasant and satis- 
factory in every respect. The sales promotion plans and advertising f 
features which the company furnishes dealers have been of considerable 
value to us and have resulted in increased business for our paint depart- 
ment. Also, we have had many fine compliments on the quality and isicceaiaaa 
satisfactory results obtained with all of Chi-Namel’s products. We can 
HERE ARE 17 WAYS CHI-NAMEL recommend very highly the Chi-Namel line to any one considering 
HELPS DEALERS GET CUSTOMERS changing brands or putting in a line of paint.” 



































@ Color Planning Studio @ List mailers 
itects & C a s’ Special produ ° 
—  -—: “Oh, yes! I know they make good paint!’’ [ 
© Painters’ promotions @ House-to-house ads 
ao mane a pconel © Novelty sales stimulators How many customers walk into your store and actually ask for the paint 
Me aoe ae pa one line you haridle by its brand name? Probably, not many. Yet, when you set 
© Newspoper ods 7 Special Consumer the well-known label before them, most of them recognize it with a remark 
aia obit teeta something like the one quoted in the headline above. The big question 


for you and every dealer is not “How well-known is your paint line?’’, 
but “How many new customers does it actually bring into your store?” 

















TUTETTTIT IT TTI T] «=O WRITE FOR THE CHI-NAMEL STORY! 


Learn how Chi-Namel is building new paint 
business for its dealers with advertising that 
does more than just sell the idea of painting. ieee 
It brings customers directly to each Chi-Namel 
dealer’s store. 


CHI-NAMEL PAINT AND VARNISH CO. 


1101 THIRD STREET SOUTH * MINNEAPOLIS 15, MINN. 


Please send me the Chi-Namel story. 


Name. 





Address. 








City. State. 
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There is a Getty operator for 
every casement window — — 


GETTY OPERATOR 
4703AF. A de luxe 






















operator for all metal 
4 casements. Superior 
because of its power- 
ful internal gear 
—an exclusive GETTY OPERATOR 4706. A popu- 
Getty feature. lar priced operator for metal 





casements. Precision made, 
externally geared, angle driven. 



























WARE GETTY OPERATOR 4703W. For GETTY OPERATOR 4715. For GETTY OPERATOR 4700. 
any Wood casemen\. Vnex: wood casements. Economically deavy duty, rever- 
celled in construction and : all sible, for wood case- 
functional design. Houses a priced and well constructed— ments. A horizontal 
powerful internal gear—an with an external gear and angle worapanddner omer 
exclusive Getty feature. drive. ator—not handed — 

se that 


= 'in new construction or as 

















lepart- 
ty and 
Ve can 
dering 
; 
fF GETTY OPERATOR 
4706H.The only oper- 
‘ ator specially drilled 
° paint to accom modate 
nearly all metal case- , 
7ou set sponte, regardless of 
a being Feplaced. 
iestion 
line?’’, 
tore?” . ; s 
GETTY OPERATOR 4715. May [ (T] | [] 
ORY! 0 ] 1 ] be used as a replacement on 
int Sueaters, or theca, Wie 
that stay, bars or other obsolete 
nting. ardware. 
Namel 


H. 3. 


3348 NORTH 10TH STREET 


& C0., Inc. 


PHILADELPHIA 40, PA. 





Getty operators are found on more casement Canadian Representative: 
windows than all other operators combined. A. N. Ormsby Co., 23 Scott Street, Toronto, Ontario 
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THESE WIZARDS WITH WOOD 
Bring Gold to the door 
Of Teagle & Thompson’s — 
That prosperous store 

















HARDWARE 
DING SUPRLIES 
























































_——— 


“There’s gold in them thar cans.” Yes, 


thousands of dealers are turning them into 


gold by displaying, recommending, selling these 
widely known, widely advertised, widely used 


Wizards with Wood. Ask your wholesaler— 


he carries all three. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 143, 55 West 44th St., New York 36, N. Y. 


Order from your Wholesaler 




















Largest Selling Wood Glue — 


WELDWOOD 


PLASTIC RESIN GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs.. 10 Ibs.. 25 lbs. 





Blond or pickled effects call for 


wrt FIRZITE™ 


Recommend WHITE 

Firzite for magical 

woodsy effects on 

hardwood or soft, 

plywood or solid 

lumber. For light 

Ji has 3 pastel tones, recom- 
SA" =F ~—s mend WHITE Firzite 
tinted with Colors- 

in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 





Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 

trend is for light 

b natural wood fin- 

ishes — on furniture, 

wood panelling and 

woodwork. When 

customers ask you 

what to use, you'll 

make friends by re- 

commending SATINLAC. It brings 

out and preserves the natural grain 

and color-beauty of ‘any plywood or 

solid wood. Water-clear Satinlac 

avoids that “built-up” look. Easy to 

brush or spray; dries “dust-free” in 

20 minutes, ready for next coat in 3 
or 4 hours. 


In pints, quarts, gallons. drums. 
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{f NEW Miracle Product 


4 














i| 
cans.” Yes, 
seo he ; ¥ = { the WONDER 
idely used ae . ) l SILVER CLEANER 
ler— 


everybody's 
talking about 


OPEN STOCK NATIONALLY 


LIST LIST ADVERTISED! 
SIZE PACK WEIGHT PER CASE EACH 


Soz. | tdoz | 14s | $1176 | $ .98 | FREE SAMPLES 


4 | | | | for your customers! 


20 oz. 1 doz. 27 Ibs. 23.76 1.98 


PLUS 


. , MATS & DISPLAYS 
For best discount order in case lots 
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Sutrodueing YVOOSTER’ 


1953 Merchandising Program... 


the most complete and effective ever designed to 


b 
* * 
boost your paint brush and paint roller sales!!! 
Now they’re here! The most outstanding brush and roller 
: merchandisers of the season, filled with scientific selections of 
| a genuine Wooster paint brushes and rollers ... part of Wooster’s 






































expanding program to help you boost sales!!! 

There are new colors, new designs, new features. There are eye- 
catching, sales-making displays, available without extra charge. 
Just order the merchandise at the regular price and get the 


displays as a bonus! 






Then watch your sales climb! See how these displays, plus the 






quality of Wooster merchandise, make customers buy. Ask 






your jobber for complete details today. 







BUY A CLEAN...FRESH 


WOOSTER BRUSH 





New wire rack merchandiser is designed to hold a 
balanced stock of various-sized brushes. Dealer has 






choice of three price-range assortments in 100% pure 





bristle or 100% pure nylon brushes. 

Every brush individually packaged for maximum 
protection and sales appeal. More brush sales per 
square inch of counter space. A brush size to 





suit every buyer. 


*Counterated: created through store and consumer research 
... designed to rate high in retail counter sales 





ISIT US AT B 
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New RUBBER BASE BRUSH 
MERCHANDISER 


A natural tie-in with 
your growing rubber- 
base paint sales. Two 
brushes, 4” and 6’, 
specially designed for 
rubber and latex paint 
application. Base 
holds stock of one 
dozen brushes. 





New PROTECTOPAK 


guards bristles . . . assures 
a clean, fresh brush. From 
handle to bristle tip, Wooster 
Brushes are new in color, 
style and packaging, and the 
same high quality as always! 
They not only look well and 
perform well . . . they sell 
faster! 
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Holds one dozen complete DE LUXE Roller combinations, individually 
packaged; plus one dozen replacement covers; plus six complete 
rollers in display and storage rack. 

With the added merchandising feature of a hook-on Trim Brush 
vendor, the new Rollermart practically assures the sale of this related 
item to every roller customer. 

Every Wooster De luxe Roller is encased in a polyethylene 
bag to assure clean merchandise before sale and protective storage 


Also in Wooster’s new roller promotion is the Scotty line for 
budget-minded buyers, and a complete heavy-duty industrial line. In 
addition, special long-nap covers, extension handles and tapered 
trim rollers make Wooster the most complete line of paint 


roller equipment on the market today! 


, ISIT US AT BOOTH 729, RETAIL PAINT & WALLPAPER DISTRIBUTORS CONVENTION—CHICAGO, NOVEMBER 12th to 15th 

















New WALL BRUSH 
MERCHANDISER 





























Combination display- 
and - storage unit 
offers 3 popular sizes. 
Base holds stock of 
one dozen brushes. 
Available in three 
price-range assort- 
ments of pure bristle 
or nylon. 


New SNAP-ON FEATURE 


makes roller covers easy to 
change. No muss, no painty 
fingers. Covers snap off easily 
with the press of a thumb; 
click on simply. No need to 
touch the painty cover itself. 
Your customers will ap- 
preciate this feature. You'll 
sell more units; more covers! 









59 




























Important Message to Retailers 


If you have not already placed orders for Dennis Weather Strip items to cover your 
requirements for the coming season, do so at once. Order from your Hardware 
Jobber as his stock should now be complete on items listed below, and many other 
Dennis Weather Strips that are again available. Don't delay—order today. 


No. 600W WHITE METAL 
WEATHER STRIP 


Packed 100 lineal feet 
in carton, as illustrated, 
complete with nails. Bow 
tip assures true contact 
against sash or doors 
—prevents vibrations. 


EASY TO CUT AND APPLY 


No. 1185-114 inch. A time-tested popular type of 
DENNIS metal and felt strip still available with 
original features of construction. Made of .015 
white metal alloy and heavy weight 3/16 inch 
rubberized felt. Oblong slotted holes through metal 
for ease of application and to take up wear. Fur- 

nished 32 in., 





36 in., 42 in. Double bead on contact 
and 48 in. edge prevents buckling 
lengths. and noise. Made from 


special tempered white 
metal alloy in 1” and 
1%” widths. 


Packed one 
dozen each 
size in car- 
ton, complete 
with screws. 





Pat. No. 1865746 
Adjustable Contact Edge 


NEW—FAST SELLING 
PACKAGED WEATHER 













SECURITY E-Z TACK 
CUSHION TYPE 
WEATHER STRIP 


Made of double rubber 
coated fabric (sheeting) 
and cotton yarn packing 
center. Note construction 
of Sanitary Edge. Withstands cold, heat, water 
and dust. No. 691—size 11/16” Maroon, No. 694 
—size 11/16” Gray, No. 801—size 4%” Maroon, No. 
804—-size %” Gray. Packed 100 ft. coils or 500 ft. 
reel with tacks. 








GENUINE “CLINCHER" WOOD AND FELT STRIP 
AGAIN AVAILABLE 


Full size cut of Sil- 
ver King Strip show- 
/ ing punched nail 
holes for conveni- 
ence in applying. 


Reverse side of Silver ie 
King Strip, with view | 
of serrated white 
metal edge form to 
bend and fit in cor- 
ners. 





BOTH MOULDING AND FELT 


New idea in weather strip construction permits making 
right angle turns to fit in corners, without cutting. Makes 
a neat one-piece installation quicker—no waste. Package 
contains 20 ft. length of Silver King Strip and nails for 
applying. Full instructions and diagrams for weather- 
stripping a double hung sash or a hinged door are 
printed on package. 


SEND FOR YOUR FREE COPY OF OUR LATEST CATALOG 


W. > DENNIS & COMPANY 4444 IRVING PARK RD., CHICAGO 41, ILL. 


Offering all the weather resisting, long wearing, easy apply- 
ing features for which DENNIS “Clincher” Strip is noted. 
Available in five sizes for windows and doors. Made from 
fine selected White Pine Moulding, stained dark walnut, in- 
laid with rubber shod felt. 
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Your best hardware customers 


—are these home-conscious milliong with 


OU know that the best hardware prospects are BUY i. THE! sa i 
R MINDS! 


those families who are most active in improving 
their homes. But do you know that the 3)-million 
readers of Better Homes & Gardens undertake nearly 
1%-million home-improvement jobs a year? Further- 
more, 7 out of 10 families who are building new homes 
read BH&G! 
That’s why you know BH&G families are always in the 
market for hardware! 
And back of it all is BH&G itself, which constantly 
offers its readers a stream of practical ideas for making 
life better, richer, more enjoyable. 















So in BH&G, hardware ads get a closer reading and a real 
follow-through—from readers with BUY on their minds. 


pie CBOYOLOGICAL BRIEFS 


¢ A MAKER OF BATHROOM CABINETS pulled 42,000 in- 
quiries with one ad. Production sold out. 


¢ A PAINT MANUFACTURER'S ad in biggest issue pulled 
more inquiries per dollar than in any other magazine! 


« IN JUST THREE MONTHS, BH&G’s Handyman’s Book 
became No. 5 nonfiction, best seller of 1951! 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 














““BLINDFOLD TEST’’ BY DEALER 

















di 








PROVES L-0-F EASIEST TO CUT! 


Joseph Stastny reports: 


“7 liked the smooth feel of the cut I 
ran on Brand “C’’. It was sure the 
easiest tocut. Wasn’t grainy at all.” 


In the LaGrange Hardware Company store, Mr. 
Stastny tried cutting four unidentified brands of 
single-strength window glass. The labels had been 
removed and each 12” x 16” piece was marked ‘‘A’’, 
—_,. =. .e°o > 

Without hesitation, Mr. Stastny picked ‘‘C’”’. 

Brand “‘C” was L:O'F. 

Try The Test Yourself 
Compare L-O-F with any other brand! Try angle 








LIBBEY-OWENS- FORD the easy-to-cut WINDOW GLASS 


cuts. Try curves. Try narrow cuts, wide cuts, long 
cuts, light or heavy. You’ll see why you'll have fewer 
bad cuts—less waste and more profit—-with L-OF. 

Why? Because slow annealing makes L-O-F win- 
dow glass less brittle. So it’s a better buy for your 
customers, too. 

If you do not stock this quality sheet glass, order 
from your nearest L‘O’F Distributor. These local 
businessmen are listed under ‘‘Glass” in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your free booklet, ‘‘For 
Greater Profits on Window Glass’’. Write Libbey’ 
Owens‘Ford Glass Company, 67112 Nicholas Build- 
ing, Toledo 3, Ohio. 
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Mack say... 
Here’s an old friend 
in brand new dress! 


—/Via-WAY 
WEATHER STRIP 


ieyae-(llem- lil mallika 
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The handy attractive 
display carton Nu-WAY 
Weather Strip is now packaged in, 






really sells the goods! 

Another reason this all-time favorite 
is easy to sell is because 

Nu-WAY is the easiest strip 


in the world to put on! 








So stock up today! 








Each carton contains one 18 ft. roll 
of Nu-WAY, with sufficient nails 


Nimetal voor worroms 
The biggest value you can offer you 
customers. Made eof weel felt onc 
extra heavy gevge stainless steel 
Furnished in standard lengths, packed 
Yq dezen same length te carten. 


and instructions for easy installation. 


ORDER NOW-your order will be shipped same day received! 


MACKLANBURG 
DUNCAN CO. 


OKLAHOMA CITY, OKLAHOMA 












y 
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UNDERCOVER ACTION 


DE LUXE TRAVERSE RODS 


Self-lubricating nylon shoes on master slides and 
individual nylon carriers—plus lignum vitae 
pulleys—makes Coronet operation smooth as silk. 
Here’s internal beauty your customers cannot see 
—or hear, but will always enjoy. 


Coronet rods are built for longer life. Heavy gauge, 
plated and Du Pont baked enamel finished steel 
rods .. . that set a new standard for the industry. 
Available in extensions up to 150” and in right or 
left ‘‘one-way”’ rods to 86’’. 





DOES DOUBLE DUTY! 


Hang glass curtains and traverse drapes on one 
rod! This double socket extension bracket does 
the trick. Projection: 1% to 4% inches. 


WRITE FOR LITERATURE 


Full information and price lists available at your request. 








THE EASTERN VENETIAN BLIND CO. 


MANUFACTURERS OF THE FAMOUS AIRLUME STOCK VENETIAN BLIND 


1601 Wicomico St., Baltimore 30, Md. 
1130-36 W. 37th St., Chicago, Il. 


1486 Lakewood Ave., S.E., Atlanta, Ga. 
3624 12th Avz., Brooklyn, N. Y. 
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Build Your Builders’ Hardware Business 
_.. with 


ORO... 





Front Door Set display mount Shown above and listed at left is a selection of Corbin items 
eee mane that can help YOU build a successful, profitable builders’ hard- 


Liquid Door Closer display mount d Th 
See ee eer ney ae rare . They are easy to order. They are easy to 
3A6 Night Latch display mount ware department J y y 7 


ee STOCK, DISPLAY and PROMOTE—because not only is 
Cylindrical Lock display mount _ . 
"i : unt CORBIN heavily advertised, it is also THE WORLD’S MOST 


Unit Lock display mount 


Awning Pulleys WIDELY USED BUILDERS’ HARDWARE. Your store can 


Clothesline Hooks 


Line Cleats . ? . ’ ° 
Turn Buttons be the builders’ hardware headquarters in your community. 


Hand Rail Brackets ~ ° rd a, ! 
Door Puls SELL CORBIN! Ask your jobber, or write us—TODAY! 
Door Holders 

Coat and Hat Hooks 

Door Sto a eedaaeiaen eon 3 - ie Te 

iaastten Inctie [ sooo BUILDINGS DESERVE GOOD HARDWARE | 

Chain Fasteners —Ttr : _ 

Barre? Bolts, Sash Fasteners, Screen Door Pulls, 
Cupboard Door Pulls, Bar Sash Lifts, Cupboard 
Catches and Turns, Wrought Brass Butts 

Night Latches 

Cylindrical Lock Sets 

Gate Catches 

Inside Door Lock Sets 


Unit Lock Display Mount 


25.| The World’s Most Widely Used Builders’ Hardware 


ali a P. & F. Corbin Division 
The American Hardware Corporation New Britain, Connecticut, U.S.A. 
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No. 828 Bronze Flush 
Pull. Size 1” x 4”. Over- 


all Depth: 13/32”. 


Chrome Satin Anachrome 
and Dull Bronze finish. 


BUILDERS 
HARDWARE 


Elis 10 sell day tn aca til ion incycesstenle 
venience in any home; any store. Sliding cupboard 


K-Venience closet fixtures, too! 


C S time to 
eck on 


Shelves are quickly rearranged for any ‘purpose. ES 


Valuable space is saved. Wherever homes or stores _ 
_ are being Se ee ee 
) profitable market for K-V Builders Hardware. . 
and you! 
Be sure to stock plenty of 












No. 255 Shelf 
Standard Cold 
Rolled Steel. %” 
wide x %6”" high. 
%” adjustment. 
Various stock 
lengths. 











No. 1400 Extension 
Drawer Slide. Zinc 
Plated Finish. Friction- 
less “Oilite’’ Bearings. 
Stock Sizes: 15” to 38”, 








No. 80 Slotted Standard 
with No. 180 Boltless 
Bracket attached. No. 
80 Stock Sizes: 18” to 
12’. No. 180 Stock Sizes: 
4” to 20”. 


No. 1 Handy Clamp— 
Length 4”. No. 2 Handy 
Clamp—Length 6”. No. 
3 Handy Clamp—Length 
9”. Steel, Anachrome 
finish. Oil tempered 
springs. 








No. 204 Wrought Steel 
Bracket. Sizes—4”, 5”, 
6”, 8”, 10”, 12”. Stand- 
ard Finish—Nickel Plate. 





No. 1198 Double Prong 
Utility Hook. Ideal to 
hold brooms, dust mops, 
garden tools, etc. A 
hook of many uses, sturdy 
and practical. 12” long. 
Bright nickel finish. 











No. 424 Steel Roller. 
Frame size 1” x 2”. Rol- 
ler diameter 34”. Roller 
width 7%”. Many other 
sizes available. 








No. 992 Roll-Ezy Ball 
Bearing Track Assembly 
for Sliding All-Glass 
Doors... frictionless, 
noiseless, free running, 
easily installed. 











No.603 Noiseless Sheave 
“Oilite” Bronze Bearings. 
Case 1%” x %”, with 
No. 463X Solid Brass 
Flush Track. Width 1”, 
Stock Lengths: 5’, 6” and 
2. 








No. 402 Ball Bearing 
Sheave Case 14” x He” 
with No. 467C Copper 
Finish Track. Ae” High. 
Stock Lengths: 6’, 8’,12’. 
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The products shown 
here are only a few 
of the many we man- 
ufacture. Send for 
your copy of com- 
plete catalog on K-V 
Builders and store 
fixture hardware. 
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When you sell high quality Griffin Butts you 
produce a satisfied customer ... and satisfied 
‘ customers mean repeat business. Griffin Butts 
' are produced from fine steel, carefully rolled in our own mill 
and finished by experienced craftsmen. 
The entire line of Griffin fine builders hardware is pwn 
to help you—by offering the best to your customers. 


fe 


RI FFIN 3 Mey Every DOOR NEEDS THREE 
MANUFACTURING COMPANY 
FFIN PRODUCTS — —— 
ERIE © PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Morket Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois San Francisco 3, Calif. Seattie, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Diive 4638 Nichols Porkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Konses City, Missouri St. Louis 9, Missouri 
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@ Hotpoint Electric Ranges .. - Hotpoint 
manufactured the first electric range 
back in 1910 and has since pro- 
duced more than 3 million. 
Hotpoint was first to produce 
acompletely automatic range 
with automatic oventime and 
temperature controls, and 
was first with the hermetic- 
ally glass-sealed Calrod® 
Heating Unit. Hotpoint engineered 
and perfected Pushbutton Cooking, and 
will continue to lead, with a complete line of 1953 
ranges featuring Super Calrod Units and king size 
Super Oveus. 







®@ Hotpoint Refrigerators and Food Freezers... 
Hotpoint engineered and perfected 
oD the first combination Refrigerator- 
Freezer, and was first to 
introduce the Butter 
Bin. Hotpoint’s 
Thriftmaster® Unit 

fe-2) —the original her- 
meticaily sealed re- 
frigerating unit—enjoys 
the most trouble-free record in the industry. 
Hotpoint Food Freezers were the first with 
removable storage baskets and the aluminum 
freezer liner which have now become the 
standard of the industry. The convenience 
features of Hotpoint Super- Stor refrig- 

erators and freezers are unequalled 
throughout the world. Hotpoint 
will continue to lead the 
industry in 1953 with its 
revolutionary new 
Frost-Away 
system. 











\ 





OF PROVED PRODUCTS 


A full line of major appliances thoroughly proved through engineering 
leadership, public acceptance, customer satisfaction, trouble-free operation, ~ 
and dealer profit. 












@ Hotpoint Dishwasher and Disposalls® 
++» Hotpoint introduced the first practical 

Automatic Electric Dishwasher over 22 

years ago, and was first with gasketless 

door front-opening and top-inlet rotary 
spray. Hotpoint was first with the double- 
washing and double-rinsing cycles, and was first 
with electric-heat drying. Hotpoint engineered the first electric I 
food-waste disposer with a control cover which governs the + | 
rotation direction of the reversible impeller. Hotpoint simpli- 
fied disposer installation with the Disposalls that can be ro- 
tated 360° to fit existing plumbing connections, and will con- 
tinue to lead the field in 1953 with amazing new developments. 

























@ Hotpoint Home Laundry Appliances 
..» Hotpoint features a complete line of 
HomeLaundry Appliances— Automatic 
Washers, Electric Dryers and Rotary 
Ironers. Hotpoint revolutionized the 
Dryer industry with the first sealed- 
chamber electric Dryer. Hotpoint in 
troduced the first single-control 
Automatic Washer when it designed 
the WOND-R-DIAL, and was the 
first major manufacturer to employ 

fluid-drive in washers. Hotpoint will continue to lead 

the field in 1953 with sales-impelling new develop- 

ments in the Home Laundry field. 































@ Hotpoint Electric Water Heaters... 
Hotpoint pioneered the clectric 
Water Heater and has pro- 
duced over one million or 
Ls of all those in use to- 

day. Hotpoint engineered 

the first pressurized conduction heat- 

ing—Calrod Magic Circle Heat, and 
developed the double-throw 
thermostat for faster hot 
water recovery. Hotpoint 

willlead the field in 1953 

with a complete line of 

conventional and 
table-top models. 
























































RANGES - REFRIGERATORS - DISHWASHERS - DISPOSALLS®- WATER HEATERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street + Chicago 44, Illinois 
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@ Hotpoint was the first electric appliance manu- 
facturer to promote its products through national 
advertising. Always a leader in national magazine 
advertising, Hotpoint now triples its advertising im- 
pact with its new radio and television smash-hit—"The 
Adventures of Ozzie and Harriet”—on a full coast-to- 
coast radio and television network. 





@ Liberal local dealer cooperative advertising. 


@ Hotpoint pioneered and developed the successful full- 
line selling technique... multiple sales through en- 
semble selling of complete All-Electric Kitchens and 
Home Laundries. 


@ A year ‘round promotional program backed by a full 
line of products to create appliance sales and profits the 
year ‘round. No off-season sales slumps. 


@ Comprehensive sales training program for group or 
individual training. 


@ Kitchen planning tools and techniques to expand 
multiple sales and ensemble selling. 





@ One source of supply with all the advantages of 
coordinated promotional programs, preferential 
service, simplified accounting and credit benefits, 
plus the complementary effect each product in 
the line creates for the others. 


e@ Hotpoint’s full recognition of the fact 
that its success and growth are, in a large 
measure, dependent upon the volume 

in which it is able to distribute its 





F products to the consumer 
a through retail dealerships. 
4 Therefore, it is, and 
‘ always willbe, 
j Hotpoint’s 
if 
4 
© 


inet 





PROFIT-PROVED 
MARKETING PRINCIPLES 


A completely coordinated and proved retail merchandising program 
to pre-sell Hotpoint products, plus a program of expanding facilities to 
back up Hotpoint’s faith in the future of the major electric appliance business. 








foremost business policy to place at the 
disposal of its dealers every selling advantage 
within its power. 


Hotpoint—the world’s largest exclusive man- 
ufacturer of electric appliances—supports its 
faith in the future of the appliance business 
with— 


@ The world’s largest range plant devoted exclusively 
to the manufacture of Hotpoint Ranges. 


@ The world’s newest refrigerator plant devoted ex- 
clusively to the manufacture of Hotpoint Refrigerators. 


@ Seven other huge plants devoted to the manufacture 
of a full line of better Hotpoint products for more people 


at less cost. 

@ Expanded engineering program of research and 
development to even further Hotpoint’s product su- 
periority. 

@ Continued introduction of new proved products to 
expand All-Electric Living to every room in the 

house. 


This 18 Point Franchise Program cov- 
ers the advantages enjoyed by Hot- 
point dealers. Before re-franchising, 
why don’t you talk to your Hotpoint 
distributor and get the entire 
profit story. If you're inter- 
ested in growth, expansion, 

and profits, Hotpoint’s 
Full-Line Franchise 
was developed 

with you in 

mind. 





Of PROVED proven Puduili/ 




































Rs, 






can 






























3, 1952 





FOOD FREEZERS 4 AUTOMATIC WASHERS - CLOTHES DRYERS - ROTARY IRONERS - CABINETS 
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Greatest advance in vacuum 
bottle construction in 44 years! 


SENSATIONAL NEW 
AFETY-GUARD TIP 


% PATENT APPLIED FOR 


















THOUGH HIDDEN FROM VIEW, the new “Safety- 
Guard” Tip is one of the biggest features of 
the newest THERMOS brand bottle. A special 
metal ‘‘safety-guard” encases the entire vacuum 








seal—making this part of the bottle as rugged 
as the rest—virtually eliminating tip breakage. 


owty THERMDS was rs 


TRADE MARK 816, U.S. PAT. OF 









































It’s exclusive with ““THERMOS”.. rugged as the rest of the bottle! Here’s 
new “Safety-Guard” Tip...another ae further proof of the continued advance- 
advance by the leader in the field. ments that have marked the THERMOS 


Now for the first time, the vacuum seal brand line over the years—improvements 
on the tip of the glass filler becomes as that mean greater customer satisfaction, 
more sales, fewer returns. 


: a ” 
NEW “‘SAFETY-GUARD” TIP AVAILABLE NOW When you recommend “THERMOS 
in the sensational new “Spoon-Mouth” vacuum ware, you do so with the added 
Model No. 3188 with the Non-Drip Pour- :. a - 

a hie ennidae Sask Con, confidence that comes with selling the 
Sta-Fresh Pull-Tab Rubber Stopper and leader in quality, in value, and in continu- 
extra-wide Spoon Mouth. (Bottle fits ing improvements. Ask your THERMOS 
School Lunch Kit No. 4500 and Work- 
man’s Lunch Kit No. 4300.) More ‘‘Safety- 
Guard” Tip models coming. Look for them. great new feature. 





representative to tell you more about this 








THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


THERMOS BOTTLE CO., LTD., TORONTO THERMOS LIMITED, LONDON 
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ne Walace Tableware Lin 


CREATED -PACKACEO-PRICEO 70 SELLS 


#828 —A low-priced yet dur- 
able line of spoons, forks and 
knives in a popular design. Car- 
bon steel base, double coated 
with pure Malacca tin. Bright 
q and lasting finish. 



























Topping the great Wallace tableware 
line this season are two exciting pat- 
terns of graded stainless — designed 
like sterling by famous Wallace crafts- 
men. “Trellis” and “Fleetline” (shown 
at right) will be advertised in five 
leading national magazines this fall 
as “The Tableware That Needs No 
Care.” It’s the tableware you can fea- 
ture for added volume—added profits. 
Complete display, promotional and 
FLORETTE-—A distinguished merchandise details are available 
steel base, silver plated pattern. from your Wallace salesman or 
Knives have stainless steel jobber 

blades, silver plated handles. A J Fi 
popular seller. 








THE ADMIRAL pattern has a 
lovely, burnished, lustrous finish 
on chrome stainless steel. Qual- 
ity and value are outstanding in 
their price class. 










ce- 


M 1 , vy 


on, 








Ss” BONNIE — Allegheny stainless 
with a bright mirror polish fin- 

ed ish. Dinner knives are two-piece 
all stainless steel. The pattern is 

he neat, modern and smartly styled. 

iu- 

IS 


: Zs WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co 


WALLINGFORD, CONNECTICUT 
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Available again 
Jor your holiday 
Lift promotions 

















Pilsner— Wine glass— Cocktail— Cordial— 
“Jim Haw- “Blind Pew at ‘‘Pirates Aban- “The 
kins’ Fight the Admiral doned on Treas- Good Ship 

for Life’’ Benbow’’ ure Island’’ Hispaniola’’ 

<i te 





—- 
* 
t- 


es 


Cooler— Hi-Boll— Old Fash- Sour—““Jim Jigger— 
“Attack “Long John ioned—*‘Dis- Hawkins “Boarding 
on the Silver, the covering the in the the 

Stockade’ Sea Cook’’ Treasure’’ Apple Barrel’’ Ship’’ 











tail for about $5.00 


box of eight. 


Jiggers to retail for about $1.25 
for box of four. Prices slightly 
higher in South and West. 


72 


Libbey “Treasure Island” 
ess Sets are beautifully pre- 
packaged. Stemware to re- 


Host- 


for box 


of eight; Tumblers to re- 
tail for about $3.00 for 











“Treasure Island” "332° 


ready for immediate ain 


Here’s your chance to repeat on 
one of the most popular and success- 
ful Hostess Sets in the Libbey line. 

The tumblers and stemware in this 
complete beverage service set are 
decorated with scenes from Steven- 
son’s novel. Colors are permanent, and 
crowning each glass is a sparkling rim 
of 22-kt. gold. Like every glass made 


by Libbey, drinking edges are guaran-° 


teed: “A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips.” 
“Treasure Island” Hostess Sets are 
beautifully prepackaged in Treasure 
Map gift boxes. They’re easy to wrap, 
easy to handle, easy to build into 
eye-catching selling displays. 


asvaAnLrisurro 1818 
LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo I, Ohio 


Many of your customers will want 
to complete the sets they’ve already 
started. Many others will want to 
give—and receive—them as gifts. 
Place yourorder now. Contact your 
Libbey Glass distributor . . . or write 


direct to Libbey Glass, Toledo 1, Ohio. 


LIBBEY 
GLASSWARE IS 


ADVERTISED IN 


LIFE 





LIBBEY GLAS S-Hoitas- Soi Qe 
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..- TO SELL TODAY’S MARKET PROFITABLY ! 


The tougher sales come — the more you for special promotion business builders. 
need this “hot Dominion Line. Their Tie in with Dominion’s BIG FALL ADVER- 
utility is presold big values that are set ile cash in on your share of the 
quickly seen exclusive features that increasing volume of customers that de- 
clinch ‘sales and they're made-to-order mand Dominion. 


a 


e BIG FALL ADVERTISING. . . 


in leading national magazines 


e EYE APPEALING... 


value, quality, design 


| e EFFECTIVE TIE-IN 
ill want ) MERCHANDISING 


already 
want to 
gifts. 
act your 
or write 


»1, Ohio. 


RATE WITH THE BEST 
Wy YET SELL FOR LESS! 
‘edge 


C 


h 
» 1, Ohio LS 4 DOMINION ELECTRIC CORPORATION @ MANSFIELD, OHIO 
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the five top lines that build sound month-in, month-out business 
for them. Here’s why: 


1. Rubbermaid is a fast-selling basic line. 

It is a basic “‘bread and butter” line . . . the only complete 
line of quality rubber housewares. No housewares department can 
fully serve the needs of its customers without a complete assort- 
ment of Rubbermaid. 





2. The Rubbermaid market is unlimited. 

Every home is your market . . . because less than 10% of all 
homes have as much as a single Rubbermaid item. Yet, in recent 
surveys, 95 out of every 100 women interviewed made immediate 
cash purchases of Rubbermaid. And they considered their local 
hardware store the logical place to buy Rubbermaid. 





Good reasons why 
RUEBEERMAID 
can be one 
of your 
O 790 lnesf 





3. Rubbermaid is an on-the-spot, many-item purchase line. 

A colorful mass display of Rubbermaid stops shoppers, turns 
them into buyers .. . and they buy 3 or 4 associated Rubbermaid 
items at a time. 


4. Rubbermaid is a profitable, low-cost line. 
It is priced right to sell fast . . . no item sells for more than $5. 
Rubbermaid is a trouble-free line . . . no mark-downs, no returns. 


5. Rubbermaid is pre-sold by a powerful year-round national 
advertising program. 


. \ 


And here’s how you can make Rubbermaid 








one of the five top lines in your store: 


\ 
Ky feole Gin complete basic Rub- 

= bermaid assortment . all items, : 
sizes, colors. ] a 

\ cued yy 
\ DISPLAY the complete line ina ‘ Waa pr 
" busy traffic spot on the sales-tested, me rete: 

‘compact Rubbermaid display unit. | ee it 

PROMOTE Rubbermaid in eae 


your local newspapers ... tie-in 
ais Matelivolalel Molo ha-iail visto Mmatoley 


old -MohZelilel oli-m 


RE-ORDER regularly to 


keep your basic Rubbermaid 
stocks complete. 


. Biss 
Kubbermuttl, & OUSEWARE 


nationally-advertised line of rubber housewares. 





the original... complete... 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
HARDWARE AGE, NOVEMBER 13, 1952 


Retailers all over the country count on Rubbermaid as one of 
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Electric Housewares 


are FAIR 


We are thoroughly convinced that the McGuire Fair 
Trade Act is for the best interests of retailers, dis- 
tributors and manufacturers and that the enforce- 
ment of State Fair Trade Laws will result in strength- 
ening the orderly process of selling at a fair profit 
to all concerned. 


We have now executed Fair Trade contracts with 
retailers of Universal Electric Housewares and the 
Universal Jet 99 Vacuum Cleaner in every state in 
the United States where Fair Trade Acts are in force. 
This includes all states except Texas, Missouri, 
Vermont and the District of Columbia. 


As you know, the provisions of the McGuire Act 
make binding upon all retailers in a Fair Trade 
state the provisions of a Fair Trade contract signed 


These are the Fair 


JET 99 VACUUM CLEANER vc6é710 $99.95 
ELECTRIC BLANKETS 

Double Bed, Dual Control EA7632 $59.95 

Double Bed, Single Control EA7613 $49.95 

Twin Bed, Single Control EA7614 $47.95 
FOOD MIXER AND CHOPPER EA6226 $46.50 
COFFEEMATIC EA4428 $29.95 
DEEP FRYER EA8100 $29.95 
HEATING PADS 

Deluxe EA7402 $8.95 

Standard EA7202 $6.95 

Leader EA7002 $5.95 








and Vacuum Cleaners 


TRADED 


with any one retailer in the state. It is the intention 
of Landers, Frary & Clark to protect the Universal 
Trademark and the recognized established retail 
prices as listed in this advertisement. Any retailer 
who sells Universal Electric Housewares or the 
Jet 99 Vacuum Cleaner at prices other than those 
shown below will be violating the Fair Trade con- 
tracts now in force and will be subject to enforce- 
ment action including legal proceedings in order 
to maintain full observance of the established retail 
prices. 





It is our belief that the large majority of appliance 
dealers and distributors are thoroughly in accord 
with the purpose of the McGuire Act, and we ask 
for your full support in making our Fair Trade 
agreements effective. 


Traded Retail Prices 


COMBINATION SANDWICH GRILLS 


Moderne ° EA3602 $16.95 
Automatic Sandwich Grill EA3705 $19.95 
Cook-a-matic EA3801 $29.95 
IRONS 
Leader EA1228 $7.95 
Travel EA1630 $9.95 
MIXABLEND EA6404 $37.95 
TABLE STOVES 
EA5201 $19.95 
EA5O001 $13.95 
SER-VUE TOASTER EA2825 $17.95 














JET 99 
VACUUM 
CLEANER 


SE... 


SANDWICH GRILL TOASTER 








HEATING PADS 
DEEP FRYER 
TABLE STOVE ELECTRIC BLANKETS 





FOOD MIXER 


AND CHOPPER LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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A FULL HOUSE 


THATS HARD 10 BEAT! 


When you add the convenience and automatic performance of an Electric Water 
Heater to these other automatic work-savers, you’ve got the ideal combination. 


Tell your customers why! 


The facts are at your fingertips: 
Easy Installation—No flue or vent, so installation can be made 
anywhere. 





Economy — Installation is made close to where hot water is needed, 
SELL resulting in short hot water lines that minimize radiation losses. 


Long Life— Rugged construction insures years of service. 
ELECTRIC Full Insulation on top, bottom and sides reduces heat loss, keeps 
jacket cool to the touch. That means: 
WATER Clean, Safe, Fully Automatic— Install it and forget it. 
For you—“big ticket” profits, a minimum of service calls, and a 


Install the type of Electric Water Heater longer list of satisfied customers. 
that best suits the job —tank or table-top. 
Be sure to sell a size that’s adequate. 


’ l ELECTRIC WATER HEATER SECTION 
They're what people want! —_—___— National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y.° 








ALLCRAFT - BAUER - BRADFORD - CRANE-LINE SELECTRIC - CROSLEY - DEEPFREEZE - FAIRBANKS-MORSE 

FRIGIDAIRE - GENERAL ELECTRIC - HOTPOINT - HOTSTREAM + JOHN WOOD - KELVINATOR 

LAWSON - MERTLAND - MONARCH - NORGE - PEMCO - REX RHEEM - SEPCO 
A. O. SMITH + THERMOGRAY + TOASTMASTER - WESIX - WESTINGHOUSE 
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Hold-a-Brush 
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Smashing 
Sales Records 
in Stores Everywhere! 
Backed by Biggest 
National Ad Campaign 
in PEARL-WICK 
History! 


PEARL-WICK 
Hold-A-Brush 
Hamper #B401/3 


with matching 
be made wastebasket 


is needed, 


PEARL-WICK 
Hold-A-Brush 
Hamper #B406/3 
with matching 
wastebasket 


PEARL-WICK 
Hold-A-Brush 
Hamper #F B402/3 
with matching 
wastebasket 


17,6. ¥- PEARL-WICK 
eae PEARL-WICK 


+ SEPCO 
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The pyrex sales magnet’s 
out for Christmas! 


The Biggest Magnet in Housewares: 
3 ads in 





PYREX makes news with the fast-selling Flame- And, to celebrate the news... and to turn it into 

ware now innew, smarter, easier-to-handlestyles. cash in your till... PYREX launches the biggest, 
PYREX makes more news with sales-tested absolutely the biggest Christmas-gift advertis- 

Bakingware now in color, ing campaign in the history of housewares. 


big two-page ads in 


Look at the line-up: 





Think what it can mean to you! 


Any ad in LIFE reaches thousands of prospects in your town. But three ads! 
That means that practically every prospect with the price of a pie plate will 
see and want this merchandise. 


So, take advantage of the biggest push that ever hit the housewares business. 

Make your store PYREX Ware headquarters for the big Fall and Christmas 
gift-buying season. 

Set up a basic stock of new Flameware and Bakingware in color. 

Tie in with PYREX Ware in your own advertising. 

Build FULL-LINE mass displays of PYREX Ware. 

Give PYREX Ware a top-traffic, top-profit location. 


The sales magnet’s out. Three ads in LIFE. Stock up! Pull 
in your share of the profits! 


Corning Glass Works 


Consumer Products Division e Corning, New York 


PLACE YOUR ORDER TODAY WITH YOUR REGULAR PYREX WARE DISTRIBUTOR 
78 HARDWARE AGE, NOVEMBER 13, 1952 
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[citing News... for 
every woman Who wants 
iv cook: the modem way ! 
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C Coming Glass Works ens" 


makers of evnex ware 














Never before. bakineware 
so sinatt lor serving 


so righi for cooking! 





new [(ii/))(10(1  PvRex [)ililiL\illt Iw CoLoR 









Coming Glass Works 
af tialers of eveex wate 


Tiere Te CaN ct 














Give the truly modem 
cookingware 
youd love to get... 









Coming Glass WOKS ae agezte ome 
finales of eveex war 
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New PYREX 
Flameware 


NOV. 3 in LIFE! 


Two full pages on the new 
PYREX Flameware. (New de- 
signs make Flameware smarter- 
looking, easier to use, faster- 
selling than ever!) 


















Bakingware in color 


NOV. 24 in (a3 


Two full pages, in full color, on 
the new PYREX Bakingware. 
(Now, Bakingware comes out in 
the sales-tested colors of fla- 
mingo and lime!) 


for Christmas 


ec. 8 in {Mad 


Two full pages, in full color, 
covering both the new Flame- 
ware and the new Bakingware. 
A Christmas ad selling PYREX 
Ware as the perfect gift to give 
or receive. 





PUZZLED FOR 
PROFITS? 





Sweet Seal Stopper © America’s Most-Wanted 


THE SHOPPER STOPPER Vacuum Bottle 


© Approved by Good House- 
keeping and Parent's Mag- 
azine 


The perfect vacuum bottle 
seal « Made of rubber — 


won't absorb odors « Easy 


to keep sweet and clean + : — e Nationally Advertised 

No fuss, no muss—cleans : 

with a rinse + Easily in- 7 — 3 
serted, il d- : 

ee eer eee — © Sweet Seal Rubber Stopper 


On all HY-LO pints and 


quarts. 


The Aladdin HY-LO is the Vacuum Bottle with “SELL”’ built oa 
right in. Styled beautifully in eye-catching colors, here’s the 
vacuum bottle with sales features that actually help sell them- Here’s th 
selves. Safety-tested for rough usage under any condition... RUG ed 
HY-LO keeps liquids steaming hot or icy cold for hours and comic-str 
hours in any weather. And your customers will be delighted ro. The R 
with the more sanitary Sweet Seal Rubber Stopper. Aladdin = i design. 1 
HY-LO Vacuum Bottles are perfect Christmas gift items. you've ne 
Your customers will be asking for them. Order Aladdin HY-LO oe ON Or AE Store traf 
. the vacuum bottle designed to add more profits and increase AC Badia = Take a 


your sales volume. 520 45 apyransen WHEE s aacaint« appeal du 
; it in you 
your spa 


i ti ines. LIFE, LOOK, 
circulation magazines Nashville, Tennessee 


PARENTS’ MAGAZINE, GOOD 
A s GAZ G 1107 Merchandise Mart, Chicago, Illinois 


ee eee eee ALADDIN INDUSTRIES, INCORPORATED C ON 


eee Sapers w Se apn su © vs Pacific Coast: 105 E. Lexington Drive, Glendale, Calif. 


HY-LO conscious .. . be prepared 
for the big rush and big profits . . . 
ORDER TODAY. wannatttl! oO 


Available in Canada from Aladdin Industries, incorporated 
1401 The Queensway, Toronto, Ontario 


MAKERS O 
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Here’s this year’s big jet-propelled Christmas item for kids 

. . the dynamic new Gold Seal Congoleum ROCKET 
RUG that cashes in on the tremendous TV, radio, and 
comic-strip popularity of the space age! 

The ROCKET RUG sparkles with intriguing full-color 
design. It’s an attention-getting promotional seller like 
you’ve never known before . . . a world-beater for creating 
Store traffic . . . for plus profits! 

Take advantage of the ROCKET RUG’s tremendous gift 
appeal during your peak Christmas selling season. Feature 
it in your store . . . in your windows . . . tied in with all 
your space-age toys and games. Just let it be seen... 


CONGOLEUM-NAIRN INC. 


©Kearny, N. J. 


MAKERS OF GOLD SEAL GUARANTEED FLOOR AND WALL COVERINGS 
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RUG! 


youngsters’ rooms, 
playrooms! 


and watch its magnetic pulling power bring you extra 
sales . . . extra profits! a 





FREE PROMOTION PACKAGE! 


Complete-ROCKET RUG merchandising 
plan for Christmas and all of next year! 
Window posters . . . interior posters ... 
suggested displays ... ad mats .. . radio 
spots ... publicity releases . . . promotional 
wrinkles . . . merchandising ideas .. . 
everything! Available now! See your Gold 
Seal representative! 














See your Gold Seal representative now. See the 
fabulous ROCKET RUG, and you'll see another money- 
making reason why everybody in the business is 
talking about the new Congoleum-Nairn style lead- 
ership . . . profit leadership! 


81 
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Br rial! 

Cabinet Seeititiinen bys. NATIONAL LOGK 
Glistening, Bright Chrome 


CUBLSTT GARD BARE Hinges, Pulls, Catches and 
Knobs...a broad selection 


You'll find a steady demand for NATIONAL 
LOCK chrome plated cabinet hardware. It’s 
smartly styled, easily installed, inexpensive for 

the consumer to buy. It's consistently adver- 
tised in several national magazines regularly 
read by your customers. You can stock the 
complete yet short line, No. 129 assortment 
including handsome display boord or you can 
purchase on open stock your specific selection 
from a wide assortment of items. Ask your 
No. 129 Board and Assortment | supplier. NATIONAL LOCK cabinet hardware 
is proven-popular and profitable to handle. 


All these items and more... 
Available from open stock 


my 


N - Ht 
58-598E " N61-200 Pull 


Hinge 
es 


N61-289 Pull 


N58-2390E ( 
— ill 


N61-204T N61-225 N61-209 Pull 


Friction Catch Catch 
j Hinge 5 2) 
TN - 


Toys al 
maker at 


gal 1 \ Monroe, 
N58-032B J ' > business a 
Hinge . —_— — ~ and sell t 
| @ FE 


N61-336 Friction Catch 


N61-048 Knob ago he be; 
Major dep 


N61-3327T Friction Catch sold only through jobbers From hi 
attractively ott packaged has been s 
; in toys. 
To the 
ness, he e 


distinctive hardware...all from 1 source | 


NATIONAL LOCK COMPANY & ini 
. ea i Christmas 


we | 
Rockford, Illinois e Merchant Sales Division just befor 
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Here is how one dealer built 
a profitable toy business with 
this 6-point selling program 










How to Operate 


A 52-Week Toy Department 





A first hand report of a Michigan dealer’s 


experience in toy merchandising 


1. Start with Christmas display. 2. Give 
3. Advertise 
frequently. 4. Have one person respons- 
3. Promote Lay-Away 


toys a permanent location. 


ible for toys. 
sales. ©. Show some toys in the window 


each month. 








Toys are a 12-month traffic builder and profit 
maker at the Gekle & Martin hardware store in 
Monroe, Mich. When Boyd H. Tiffany acquired the 
business about eight years ago he started to display 
and sell toys on a year ’round basis. Three years 
ago he began to make this section one of the firm’s 
major departments. 

From his study of sales trends and local needs, he 
has been able to greatly increase his annual volume 
in toys. 

To the newcomer in the 52-week-a-year toy busi- 
hess, he emphasizes the importance of starting with 
a good Christmas display installed as far ahead of 
Thanksgiving Day as other merchants begin their 
Christmas programs. He urges use of a big toy ad 
just before Thanksgiving and a continuation of the 
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advertising program right up until Chritmas. 

When you decide where to locate toys for the 
Christmas season consider that as the permanent 
location for the department, although you will con- 
dense the display for the rest of the year, he advises. 
He says that, “a toy department on the second floor— 
if you have one—will work out very well. For some 
reason people will climb to the second floor to look 
at toys when they will refuse to do so to look at other 
merchandise displayed in it. One of our chain stores 
operated its Christmas toy department on its first 
floor for many years. Last year they moved it to the 
second floor and did a better toy business than ever 
before.” 

The firm’s permanent toy department on the second 
floor occupies about three quarters of its display 
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Miss Margaret Imo, in charge of the toy department, 
shows a young lad an air rifle. And she made the sale. 





Typical of the efforts to group toys by ages and 
types is this section of the permanent display. 





A wide variety of play interests is taken care of in this section. 
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space most of the year. For Christ- 
mas there is an 18% x 90 ft. area 
for all types of toys. The rest of 
the year about 30 ft. of wall space 
is devoted to paint and appliance 
displays. 

Wheel goods, croquet sets and 
other bulky items are also given 
display attention atop first floor 
display units. 

Sales cost for the toy depart- 
ment from Oct. 1 to Christmas in 
1951 was slightly under 6 per cent, 
a figure lower than for the rest 
of the store. After the first Christ- 
mas the cost of this department, 
declares Mr. Tiffany, should not ex- 
ceed 5 per cent. 

It is the firm’s custom to open its 
Christmas campaign in October 
and to run large size newspaper 
ads on toys. In the course of a 
year the company spends about 
$800 for advertising that depart- 
ment. 


Catalogs Up-to-Date 


A woman in charge of the toy 
department, Miss Margaret Imo, 
not only sees that the department 
is kept in good order but keeps all 
catalogs for all departments of the 
store up-to-date. She keeps a spe- 
cial want book for the toy depart- 
ment. When people seek something 
not stocked, and the company or- 
ders it the inquiring customer is 
informed of the arrival of that 
merchandise. 

For the dealer not in position to 
have a full time employee to han- 
dle the toy department Mr. Tiffany 
suggests hiring a high school girl 
senior to work after school and on 
Saturdays. He says, “Try to get 
a girl who would like to have a job 
in a retail store after she grad- 
uates from high school next 
spring. Make her responsible for 
the department. Work with her, 
but let her know that she is re- 
sponsible for operation of the de- 
partment. 

“As the toys come in, you mark 
the invoices with your cost and 
selling price, help the girl with 
the checking and marking until 
you know that she understands 
the job. Then you turn it over to 
her.” 

As to employment of a high 
school senior to run your toy de- 
partment Mr. Tiffany says, “The 
cost of this type of help should 
not exceed 6 per cent of your sales 
for the department. If you can 
keep the cost of sales to 6 per cent 
you can afford to spend more for 
promotion of the department. The 
first year you can afford to spend 
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15 per cent for promotion to get 
people ‘to buy their toys at your 
store. After the first Christmas 
your promotion of this department 
should not exceed 5 per cent. 

“If you hire a high school girl 
to run the department after school 
and on weekends for you, your 
sales clerks in other departments 
will be able to handle toy sales 
when she is not there.” 

In its advertising and personal 
contact with customers the firm 
encourages people to make pur- 
chases on a Lay-Away plan. At 
Christmas time it is not unusual 
for the firm to have from 600 to 
700 Lay-Aways in a room set aside 
for that purpose. Some customers 
will have as many as 20 items on 
Lay-Away transactions. 

At the end of each day Mr. Tif- 
fany checks the cash register to 
determine the cash, charge and 
Lay-Away volume for that particu- 
lar day. 


Window Displays Important 


Window display is an important 
factor in building toy sales volume 
throughout the year. Some toys 
are shown in at least one window 
of the store each month of the 
year. Easter being the second 
largest toy selling season, one of 
the store’s small windows is given 
over a month prior to that day to 
toys for two weeks. At the end of 
that period the display is changed 
to feature other Easter-season 
toys. 

It is not unusual for the firm to 
show toy garden equipment in a 
spring window. The thought be- 
hind this idea is that a youngster’s 
interest in such equipment may 
help sell his parents on the pur- 
chase of adult size garden goods. 
When lawn mowers are given win- 
dow display space there is usually 
at least one youngster’s play 
mower featured in the window as 
well. 

Like most year ’round operators 
of toy departments Gekle & Martin 
is interested in selling higher 
quality toys for their greater profit 
and to build greater customer satis- 
faction. 

The firm’s stocks, earlier this 
year, included some toys priced as 
low as 10¢, 15¢ 19¢ and a few $1.25 
and $1.39 items. These were elim- 
inated as soon as possible. 

Dolls are regularly stocked in 
prices ranging as high as $49.50 
although those in the $5 to $9 
grade are definitely the best sellers. 
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Replete with illustrations was this five-column ad which 
invited early shopping and use of Lay-Away privileges. 


In setting up a full year toy de- 
partment Mr. Tiffany urges deal- 
ers to consult with their whole- 
salers for advice as to what types 
of merchandise to handle. He rec- 
ommends handling only well ad- 
vertised lines. 

Some items he suggests for the 
52-week toy department are: cow- 
boy equipment, construction sets, 
wheel goods, pre-school toys, dolls, 
games, juvenile sporting goods, 
electric trains, doll houses and ju- 
venile and doll furniture, craft 
sets, soft toys, croquet sets, ice 
and roller skates, chemistry sets, 
tool kits, small rubber toys, sleds 


and mechanical trains. He also 
suggests Christmas tree stands, 
Christmas tree lighting sets, tool 
kits, plastic and metal dish sets, 
doll carriages, hockey equipment, 
blackboards, tops and toy telephones. 

Mr. Tiffany’s advice to the new- 
comer in the 12-month toy field is 
best summarized in these six 
points: 1. Start with a good Christ- 
mas display. 2. Give toys a perma- 
nent location. 3. Advertise fre- 
quently. 4. Have one person 
responsible for toys. 5. Promote 
Lay-Away sales; and 6. Show some 
toys in windows each month. 
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Special Sports Shop 


Makes Sales Soar 50% 


Advertising of improvements helped attract 5,000 guests 








for three-day celebration of 30th anniversary. Traffic 


and sales have continued to 


by D. A. Henderson 


Manager, 

Sports Department, 
Dobyns-Taylor Hardware Co., 
Kingsport, Tenn. 


increase 


In June our company celebrated 
30 years of growth by adding a new 
and complete sports shop and mod- 
ernizing the front of our main 
hardware store in Kingsport. 

Since the opening of our new 
sporting goods department, our 


sporting goods business has in- 
creased approximately 50 pct over 
the same period last year. We be- 
lieve that this can be attributed to 
better display afforded by enlarged 
quarters, additional lines of mer- 
chandise, and traffic increase 





This sports shop is both roomy and well planned. 
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Another section of the sportsman's paradise with 
displays suggesting that visitors make complete 


brought about by our anniversary 
celebration. 

A special section of advertising 
and comments about our firm, its 
growth and various branches in the 
Kingsport News helped us to at- 
tract more than 5,000 registrants 
during the three-day celebration. 

Each person over 15 years of age 
was requested to register for par- 
ticipation in drawings for $1,000 in 
prizes, with no obligation to make 
purchases. 

Registrants were required to 
visit each of the main departments 
in the entire store and to have 
their tickets punched to be eligible 
for drawings. This assured us that 
visitors would see the entire store 
and while there was no obligation 
to make purchases mahy people 
purchased a variety of goods on im- 
pulse. 

Our new sports department is in 
a two-story building adjoining 
other company property. With it 
our main store has a 75 ft. front 
age on Broad Street and extends 
through to the next street where 
we have a frontage of 125 ft. 

The entire store front was re- 
modeled and finished in green and 
aluminum zourite, with full-vision 
windows for the sports shop per- 
mitting a street view of the entire 
main floor exterior. 


examinations of merchandise. 


Window sidewalls are finished in 
etched fir plywood cut in 16 in. 
squares set in alterating directions 
to produce an attractive checker- 
beard design. All fixtures—islands, 
wall cases, showcases and exposed 
wall surfaces are of natural finish 
red oak plywood. 

More glamour and buy-appeal 
were added by the use of light 
green backgrounds and new fluores- 
cent lighting equipment. 

Island units in the front section 
of the sporting goods department 
are 2% by 5 ft. and are set in 
groups of three. Two units in each 
triple section have storage com- 
partments with sliding doors and 
the third is equipped with drawers. 
These tables are of red oak with a 
1 in. rim around the top to pre- 
vent merchandise from falling on 
the floor. Each table top has a dark 
green inlaid linoleum covering. 

Toward the rear of the display 
room are tables 4 by 8 ft. and 2 ft. 
high. Two shelves resting on top 
of these tables give a three tier 
effect. These display fixtures are 
also equipped with low rims and 
linoleum top covering. The bases 
of these units are sliding doors for 
storage space, but the two top 
shelves are of open type. Seasonal 
goods such as lanterns, camp 
stoves, minnow buckets and tackle 
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G. W. TAYLOR, president 
of the firm. 





S. F. DOBYNS, treasurer 


of the company. 





D. A. HENDERSON, manager of 
sports department. 
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New and modern front of the firm's main store invites attention and draws traffic. 


boxes are displayed on these units. 

Special display units include a 
rack made to hold 52 guns for easy 
inspection and examination. An- 
other special] fixture holds archery 
equipment, including siraw targets. 
Golf bags are shown on another 
fixture above matched sets of clubs 
and individual clubs. A _ sloping 
island display shows 10 sets of 
matched clubs. 

In the fishing tackle section arti- 
ficial lures are mounted on doors 
made of peg board and framed in 
red oak. These panels are 30 by 24 
in. and stock is kept directly behind 
each sample lure display. Space is 
provided for trays of hooks, floats, 
lines and other fishing accessories. 

Our athletic equipment section is 
equipped with glass-enclosed wall 
cases having adjustable glass shelv- 
ing and lends itself particularly 
well to showing baseball, football 
and basketball equipment. Floures- 
cent lighted showcases are in front 
of these wall units. 

An extensive line of shoes and 
sox is shown in the athletic foot- 
wear section. In addition to base- 
ball and football shoes we feature 
golf shoes, rink skates, loafer sox, 
rubber footwear, sport shoes and 
moccasins. A 19 ft. lineup of ad- 
justable shelving with a 3 ft. 
shadow box in the center is used to 
display these lines. The shadow 


box has a light strip at top and is 
used for featuring seasonal items. 

Many new lines and individual 
iiems were added to our sporting 
goods department in its new loca- 
tion. These include sport shirts, 


caps and hats, men’s sport coats, 
jackets, slacks, pipes, belts, leather 
cases, binoculars and tie and cuff 
link sets. 
As a bid for more business with 
(Continued on page 122) 





Stops Street Traffic—Draws Store Traffic 





For a traffic builder as well as traffic stopper, Mike Levitt of the 
Reliable Hardware, Hollywood, Calif., hit the nail right on the head, or 
rather spilled paint all over his truck. Using yellow enamel, he poured 
it over the back of the delivery cab, and then fastened a large can 


to the top by means of a ro 


and two stove bolts. Results of this 


reminder were that the firm's paint sales jumped 15 pct. 
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Merchandising Wallpaper 





Complete wallpaper display in women’s floor has helped 
boost sales from 75¢ rolls to the $2 grades. Showmanship 


and customer convenience are the big sales aids 
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When the retail division of Pierce 
Hardware Co., Inc., in Taunton, 
Mass., moved its merchandise of 
interest to women to its present 
second floor location, sales took a 
good spurt. Having a downtown 
shopping area location, the store 
finds considerable profit in catering 
to women, while still featuring in- 
dustrial supplies and other lines 
chiefly of interest to men on its 
main floor. 

Entrance to the 90 by 25-ft sec- 
ond floor is by way of the street 
floor, attention to the upper area 
displays being attracted by a large 
sign, “Modern Housewares and 
Gift Department,” outlined in blue 
neon tubes. 


Comfort for Customers 


Occupying about 25 ft square 
the wallpaper section has comfort- 
able chairs and benches for wall- 
paper shoppers. When limited 
stocks of wallpaper were displayed 
in the main floor, 75¢ a roll papers 
were the big sellers. Now partic- 
war emphasis is given to $1.50 to 
$2.50 per roll paper. Best sellers 
are at $2.00 per roll. 

More pleasant surroundings are 
considered a big factor in the 
store’s upgrading: of wallpaper 
sales. There are three modern style 
chair and bench units for women 
to use while looking at sample 
books with the advantage of nat- 
ural north light. 

When a woman finds a pattern 
she likes, the saleswoman shows a 
sample roll from the department’s 
stock. The saleswoman places the 
sample roll over a demonstrator 
Standard and selects appropriately 
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Mrs. Rose Chisholm of the housewares and gift department shows 
wallpaper and one of the specially finished wood panels. 


finished wood panels to show the 
customer how the paper will look 
with different types of woodwork 
finishes. 

On back of each demonstrator 
stand are hung 18 wooden panels 
with painted finishes and seven 
natural finish panels, for use in 


showing how varied wood finishes 
and different patterns of wallpaper 
go together. 

Pierce’s wallpaper section stocks 
one basic line of wallpaper and 
offers 186 patterns from its reg- 
ular stock. Sample rolls of each 
pattern are kept in lower wall cases 
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in the sales room. Complete stocks 
are kept in a 50-ft section of the 
storeroom adjoining the house- 
wares and gift department. 

Says Bion L. Pierce, president- 
treasurer, “Our clean housewares 
and gift department attracts 
women. The secret of the entire 
department—the basic secret of 
selling to women—is cleanliness. 

“Because it is a common sight 
to see a woman pick up an article 
and later look at her hands to see 
if they are dusty, every item in the 


department is dusted at least twice 
a week.” 

The second floor departments 
have helped Pierce Hardware bene- 
fit from noliday promotions such as 
Christmas, Thanksgiving, Mother’s 
Day and Easter as well as the June 
gift season. Prior to all special 
days, the company uses newspaper 
advertising once a week and fea- 
tures window displays devoted to 
seasonal goods. 

In addition to the holiday pro- 
motions about four other major 





newspaper ads call attention to the 
second floor lines. These are tied to 
special window displays. 

“Plans are being made to feature 
the second floor departments once 
every three weeks in major news- 
paper advertising,” according to 
Aldo F. Fasolo, store manager. 
“We know from experience that 
newspaper advertising and window 
displays are our best business 
builders and plan to tie these to- 
gether to a much greater extent 
in the future.” 


35-ft Fixture Doubled Sales of Housewares 


Emil Haanpaa, manager of 
L’Anse Hardware Co. in L’Anse, 
Mich. reports that he doubled the 





The 35-ft display fixture which runs through the 


sale of housewares within a year 
after displaying them on a 35-ft 
long display island, which he de- 





center of the store is built around several posts. 


ee 





Another of two smaller units, only 12 ft long, 





displays a large quantity of dinnerware. 
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signed and built. It has proved t 
be an effective aid to sales. 

The display works as Mr. Haan- 
paa intended it should. Women 
start at one end of it and continue 
to shop the merchandise on it all 
the way around it. 

The unit, used in the center of 
the store, has four display levels. 
The lowest shelf is 3 ft wide, the 
next shelf is 2 ft wide, a third 
shelf is 20 in. wide and a top shelf 
is 12 in. wide. 

The fixture was built of one- 
inch boards and has an edge trim 
to prevent merchandise from fall- 
ing. 

The fixture is used for showing 
cooking utensils, pottery, gift- 
wares, glassware and similar mer- 
chandise. 

The lower shelf is 4 in. off the 
floor, to facilitate proper cleaning 
of the floors. 


Separates Sections 


The long unit divides the hard- 
ware side of the store from the 
appliance, furniture and linoleum 
section of the floor, yet permits an 
over-all view of the entire store 
from any position. 

The store also has two other 
long display units, each 12 ft long, 
41 in. wide and with four shelves. 
The top shelf is 18 in. wide, the 
second 24 in. and the third, 33 in. 
No merchandise is hidden from 
the view of the customer on these 
fixtures. 

Use of the narrow fixtures, Mr. 
Haanpaa points out, permits wider 
aisles which helps draw custom- 
ers deeper into the store. 

On dark days and on Friday 
evenings a couple of spotlights are 
trained on the 35-ft display island 
so that it attracts the attention of 
customers. 
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§ Ways to Cut 
Selling Time 


Here’s how a store with a $30,000 to $35,000 

inventory, and 5,000 sq. ft of sales area insti- 

tuted self-service changes that make it pos- 

sible to be manned by only two salesmen—its 

owners, George and Joe Farino, who operate a 

hardware business at 2923 West Manchester 
Blvd., Inglewood, Calif. 


1. The Farino Brothers numbered each department 
so that customers could quickly be directed to any 
part of the store. Three sets of numbers were fas- 
tened together to form a triangle (See illustration 
No. 1.) which makes them visible from all directions. 
The triangles are suspended from the ceiling over 
the departments they locate. 


2. The brothers moved the wrapping table, also 
used for cutting screen, to the front, center of the 
store. Now even when wrapping purchases, they 
are a short distance from the central location to any 
part of the store to serve customers. 


3. Builders’ hardware items, such as door catches, 
hinges, etc., are sampled, by wiring a sample of the 
contents of a box to its outside. Customers can easily 
locate and select their own merchandise, as demon- 
strated by George and Joe Farino and then take the 
item to the centrally located wrap counter. (See il- 
lustration No. 2.) 


4. To cut window display costs, windows were con- 
verted to the full-vision type. It now takes less time 
and fewer display props to arrange displays, or 
change them. (See illustration No. 3.) 


5. All island displays are set up so that all mer- 
chandise is shown below eye-level. This keeps the 
entire store always within view of the brothers. 
(See illustration No. 4.) 


6. In addition to the two side entrances to the 
stockroom area from the sales floor, a center entrance 
was provided. It now takes less time to go to the 
stock room, which is at the rear of the store, for 
stock to replace merchandise sold off displays. This 
arrangement also provides a better view of the sales 
floor from the stockroom. 


7. An electric eye has been installed at the front 
entrance to announce that a customer has entered. 


8. The brothers moved their office downstairs from 
its mezzanine location. They now are better situated 
to work on their books in spare time, talk to sales- 
men, and still be easily accessible to customers. 
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Mayor Altman, right, cuts 
the ribbon for the open- 
ing of the kitchen display. 
Others are Ralph Saber, 
Mrs. 


Bert Saber and 
Nathan Saber. 


Boomed Kitchen Sales for Many Months 


Showmanship sets the stage for the sale of a kitchen 
a day for more than a month. Sales in succeeding 
months were at rate of three a week 


“A hardware store can make 
good volume in kitchen installa- 
tions if real effort is made,” says 
Bert Saber, cne of the.partners in 
Saber’s Hardware in Atlantic City, 
N. J. 

The Saber theory was proven in 
a hard hitting campaign, last 
January, which resulted in the sale 
of a kitchen-a-day for nearly five 
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weeks... Since that time the firm 
has averaged about three complete 
kitchen sales each week. 

Mr. Saber chose January as the 
time for heavy promotion because 
he believes that more people pay 
attention to home improvement at 
that time than in any other season. 
As business is generally slow in 
January he felt that he could ap- 


ply extra time and put more effort 
into the promotion. 

First step in the campaign was 
installation of a 12 x 15 ft. mode! 
kitchen in color in one of his dis- 
play windows. During the instal- 
lation period a large sign com- 
pletely covered the window to an- 
nounce that, “Saber’s brings you 
the newest in modern kitchens.” 
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For two days prior to the unveil- 
ing of the kitchen, full page ads 
were published in the Atlantic 
City Press. Only a few of the 
kitchen items were illustrated and 
copy on each was brief and with- 
out any prices. 

Visitors during the three-day 
event were invited to register for 
a drawing for a 17 in. TV set, no 
purchase being required for par- 
ticipation. From the registrations 
the firm obtained a big mailing 
list. 


Opening Day Events 


On the opening day Atlantic 
City’s Mayor Joseph Altman cut 
the ribbon that opened the kitchen 
display in the store. Refreshments 
were served continuously during 
the three-day celebration. About 
3,000 people attended, more than 
2,700 of them registering their 
names and addresses on the cou- 
pons. Each was requested to in- 
dicate whether interested in ap- 
pliances or cabinets. 

Half-hour broadcasts were made 
at 7 p.m. on each of the three open- 
ing days from the store. Al. Owen, 
a local announcer, acted as emcee 
and interviewed visitors to the 
store. He also gave the commer- 
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cials used to publicize the kitchen 
lines and various types of equip- 
ment offered. 

News stories on the three-day 
event appeared in local newspa- 
pers together with photos and ar- 
ticles concerning kitchen moderni- 
zation and its advantages. News 





tie-ins appeared in the women’s 
pages and in building pages. 

Three outside salesmen followed 
the leads provided in these cou- 
pons with many sales resulting 
from these contacts. 

Kitchen sales have ranged from 
$300 to as high as $3,500 includ- 


ae 


YITCUENS 


Above—Complete model kitchen as seen from street. 


Below—A customer examines the model kitchen. 
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Teaser sign used to mask kitchen while in process of construction. 


ing kitchen cabinets, appliances 
and fixtures. 

The store contracts to handle a 
complete job—linoleum mechanics, 
carpenters, painters, electricians, 
painters and other types of me- 


chanics being employed as needed. 
Although the model kitchen in 
the window is in color as an eye 
catcher, 60 pct of the kitchens sold 
are with white equipment. 
Seventy per cent of the complete 


kitchen installations are sold to 
people remodeling old homes. By 
offering complete “one - stop 
kitchen service, we are overcom- 
ing the objection of people who 
would otherwise have to seek out 
different people to do various parts 
of the installation work for them,” 
says Mr. Saber. 

The 12 x 15 ft. kitchen in the 
window is illuminated 24 hours of 
each day. From 5 until midnight 
illumination totals 2,000 watts of 
spotlights and fluorescent light- 
ing. From midnight until the store 
opens in the morning illumination 
is provided by 500 watts of spot- 
lights. 

When the first carload of kitchen 
units arrived via rail a large sign, 
reading, “Another carload of 
kitchens for Saber’s Hardware, 
Atlantic City,’”’ was placed on the 
side of the car. A photo of the car 
appeared in a local newspaper. 

Results of this year’s opening of 
the model kitchen were so success- 
ful that Saber Hardware plans to 
have a like promotion, but on a 
more elaborate scale, early in 1953. 


Sporting Goods Catch Tourist Trade 


“We have a number of tourists 
who stop here every year for fish- 
ing tackle, and many who’ve been 
here before.” That comment by 
Walter K. Pratt, who manages the 
Ferguson Hardware Co. in Sault 
Ste. Marie, Mich., is the reason the 
store has one of the largest base- 
ment sporting goods departments 
in that section of the country. 

“With tourists knowing they can 
get tackle close to the spot where 
they want to fish, we’re going to 
sell them everything they can pos- 
sibly use,” he continues. As a re- 
sult, the store sells not only tackle, 
but all types of boat supplies and 
camping items. 

In addition, for the hunter, there 
is an unusually large selection of 
guns, which no customer in the 
store can pass without stopping to 
inspect. 

But not only does the Ferguson 
Hardware sell sporting goods, it 
also offers a repair service on guns, 
rods, and reels and outboard mo- 
tors. Should gun repairs prove too 
difficult for the store’s own repair 
department to handle, the work is 
always turned over to a skilled gun- 
smith. 

To promote fishing tackle, the 
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firm takes radio time for its novel 
Fish Tale program, during which 
mention is made of the fish catches 
of customers. Though no prizes are 
given for the tall stories, interest 
runs at a high pitch with many 
people telephoning or dropping into 
the store to tell about their latest 
and largest catch. 


A similar program is conducted 
during the deer season. Deer kill 
announcements mention height, 
type of deer, where killed, and by 
whom. Of course, both programs 
plug the store’s merchandise to 
good effect between musical num- 
bers over these daily 15-minute 
programs. 

















4a, 


_ lf 


Large display of guns is a traffic-stopping feature 
of the basement sporting goods department. 
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36 heaters sold in 36 days— 


225 major appliances sold in a year— 


a $3,000 barn equipment unit sold— 


Outside Selling Builds Extra Volume 


Planning his schedule so that 
he has time for outside selling two 
or three half days per week en- 
ables Jack Denman, manager of 
the Denman Marshall-Wells Store 
in Munsing, Mich., draws impor- 
tant, extra sales volume out of a 
relatively sparsely settled area in 
northern Michigan. 

On this part-time, outside sell- 
ing basis, he manages to cover 
prospects in all of Alger County, 
which is 60 miles wide, calling on 
prospects for appliances among 
stores, farm and town homes, re- 
sorts, cottage owners and trap- 
pers and lumbermen. He suggests 
appliances and other items that 
make living more comfortable and 
efficient. 


High Percentage of Sales 


This approach brings him a 
high percentage of sales in rela- 
tion to the total number of calls 
made. 

For example, Mr. Denman has a 
line of barn equipment on which 
he covers the entire county, mak- 
ing a few-calls at a time. One re- 
cent sale, which though it re- 
quired.three callbacks, amounted 
to $3,000. 

It was a barn cleaner with a 
specially designed outside and in- 
side boom fer piling manure, and 
which, during the winter season, 
could clear huge snow drifts. The 
installation was worked out by 
Mr. Denman to the satisfaction of 
the farmer and profit of the store. 
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That’s why Jack Denman spends two or three 
days out of the store and on the road 
concentrating on local county prospects 


By visiting farmers on their 
home ground and spending time 
with them, discussing problems 
and their solutions, Mr. Denman 
develops the opportunity to sug- 
gest useful equipment to them, 
which often results in a _ sale. 
Then after the sale has been 
made, his interest does not stop 
there for he calls back regularly 
to check on performance and de- 
velop sales of other farm equip- 
ment or appliances. 





Last year, Mr. Denman started 
out in late summer to sell space 
heaters. In 36 days he sold 36 
heaters. 

During the sales drive, he con- 
centrated on that item, carrying 
two models of heaters with him 
on a small truck so that prospects 
could see the units, and have a 
demonstration if necessary. Mr. 
Denman finds that he gets best re- 
sults when he builds his sales ap- 
proach on seasonal items, rather 





The store, in addition to having a large appliance department, dis- 

plays some models up front. Here Mr. Denman arouses a prospect's 

interest in a dryer before showing her the larger selection the main 
appliance department offers. 
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The Denman Marshall-Wells Store in Munsing, Mich., from which its 
manager, Jack Denman covers the 60 miles of Alger County in search 
of live appliance and farm equipment prospects. 


“ 





sa! a 





An important part of appliance merchandising is this model 
kitchen unit used for periodic cooking school demonstrations. 





Partial view of the parade of appliances offered by the store. 
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than scattering his shots. Never- 
theless, he still manages to make 
sales of non-seasonal goods. 

Aggressive outside selling such 
as this results in moving about 
225 major appliances a year for 
this firm. 

On all Mr.. Denman’s calls, he 
invites homeowners to visit the 
neat and modern hardware store 
in Munsing, and particularly its 
well-stocked appliance depart- 
ment. These invitations pay off, 
some as long as 20 to 60 days after 
the original call, and that means 
added traffic for every department 
in the store. 

“Merchandising-wise,” Mr. Den- 
man explains, “we work on the 
theory that if a farmer buys a 
washing machine for his wife, he 
is also a prospect for a dryer, a 
vacuum cleaner, a modern kitch- 
en, and other big unit sales within 
a year or so. 


Many Calls Made at Night 


“Records of such customers 
are kept so that follow-up calls 
can be made at proper intervals. 
Quite a few of our calls are made 
at night, so that we can talk to 
both husband and wife, and to- 
gether they can plan the pur- 
chases and the installations. You 
can’t avoid night calls if you want 
to sell a worth while number of 
appliances.” 

The Denman appliance depart- 
ment contains a model kitchen in 
which cooking schools and dem- 
onstrations are held periodically. 
In addition, there are large stocks 
of water heaters, washers, refrig- 
erators, and other appliances. To 
make the department bright and 
attractive, glass blocks, fluores- 
cent lighting and floor covering 
are some of the design features. 

The store also has its own ser- 
vice and repair department to 
keep the equipment it sells in top 
condition, a factor which has 
built a great deal of customer 
good will and confidence. Mr. Den- 
man feels that a store which ex- 
pects a big appliance volume must 
be able to offer prompt and effi- 
cient service. 

He also makes an attempt to 
resell used appliances for custom- 
ers. This helps him to promote 
more cash sales by cutting down 
store trade-ins. He keeps track 
of such prospects by listing each 
inquiry for a used appliance that 
is made at the store. 

But when he has no prospects 

(Continued on page 138) 
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More Ski Sales From 
Special Displays 


Many hardware stores find that 
skis and accessories are good traf- 
fe pullers and excellent profit 
makers. This is especially true if 
these lines are given effective 
open display. 

In this issue HARDWARE AGE pre- 
sents suggestions for both wall and 
aisle displays of skis and related 
goods. The floor unit is suggested 
for those stores not having ade- 
quate wall space for showing skis. 
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Fig. 1 shows how a wall section 
may be used, with little change, 
for showing a maximum number 
of skis in a limited area. Section 
SL shows slope sections which may 
be made out of % in. plywood 
with 9 or 12 in. metal hooks or 
34 in. wood dowels inserted in holes 
drilled in the slope. Use of these 
pegs or hooks will enable the dis- 
play of a maximum number of skis 
in such a manner that salesmen or 











customers may easily lift skis from 
between the hooks at Section H for 
inspection and selection. 

Section R shows how a 6 in. high 
wooden lip should be fastened on 
the base to hold skis in position. 

If sufficient wall space is avail- 
able a built-in alcove, as shown in 
section A, makes an excellent place 
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for a suitable skiing scene. Most 
display materials distributors stock 
varied sizes of panels showing 
winter sports scenes. 

An attractive surface suggesting 
a knotty pine finish can be used on 
the slope section at point SL by 
pasting on simulated wood grain 
paper. When dry the paper should 
be given a heavy coat of flat var- 
nish or wallpaper size. This will 
give the panels a very attractive 
and durable finish. 

The riser may be built of 1% in. 
plywood. The front may be left 
open as shown, or it may be 
equipped with %4 in. plywood slid- 
ing doors for understock of small 
accessory items. 

For hardware stores not having 
an over wall fixture baffle and 
fluorescent light strip, Fig. 1 
shows how one may be easily in- 
stalled. The L supports may be 
made of 2 x 4 in. lumber fastened 
to the wall with toggle bolts or 
lag screws. Note length of % in. 
metal rod which is_ inserted 
through holes in the L supports. 
Small metal flanges should be at- 
tached to the ends of these rods 
to the light strip as shown. 

The fluorescent light fixtures 
should be installed on the base of 
the light strip at point B so that 
the light will reflect up onto the 








baffle and down on the wall fix- 
tures. Wood cut-out letters may 
be attached on the edge of the 
light strip to identify the depart- 
ment. 

Decorative art panels showing 


winter scenes may also be at- 
tached to the face of the baffle at 
section P to add more sports at- 
mosphere. 

Section D shows a wall unit 
complete with counters flush with 
the side walls and equipped with 
1%4 in. plywood sliding doors set 
in lengths of hardwood track as 
in section T. 

The wall shelf, at section S. 
should be supported on metal 
brackets set in lengths of key hole 
strip to permit adjustment of 
shelves to any required height. 
At section PB suitable sizes of 
Peg-Board perforated hard board 
panels may be inserted. Metal 
brackets may be inserted in the 
holes to hold glass shelves and 
boxed items. 

For the store without wall sec- 
tions suitable for showing skis 
and related equipment Fig. 2 
shows a box unit which can be 
built to the size you want for 
holding the number of poles you 
wish to display. This unit should 
be built of lengths of 1 x 2 in. 
lumber. It may be placed at one 
end of the ski rack so that re- 
lated items may be grouped to- 
gether. 

No size is suggested for the ski 
pole display as this will be gov- 
erned by the needs of your store. 
The height of the rack will depend 
on the length of the longest ski 
pole to be shown in it. 





Effective Wire 





Display Fixture 











on ao . 


Insulated wire is displayed on a one-inch pipe arrangement at the Wm. 
Rathsack & Sons Co. store in Manitowoc, Wis. The pipe on which the rolls 
revolve has a slip-out at one end so that rolls can be easily changed. This 
arrangement keeps wire at eye level where it suggests itself to customers, 

and it also makes it easy to measure. 
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James Bundy, 
owner, is flanked at 
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ng skis Hardware & Mfg 
Fig. 2 Co., Louisville, Ky. 
can be 
ant for 
les you 
should 
x 2 in. 
at one 
hat re- 
ped to- 
the ski — Display windows 
be gov- : slant in towards 
r store. the door. A 
depend metal canopy 
rest ski , protects window 
Because the average shopper in shoppers from 
asuburban shopping center seems the weather. 
to be in a greater hurry than 
when she’s shopping in a down- 





town store, the newly opened 
Bundy’s Hardware store, Cleve- 
land, was designed with this 
thought in mind. 

Strict departmentalization, easy 
identification, good inside visibility 





nd a high degree of self-service The narrow store was arranged so traffic flows 
is evident in the pictures of this up one side of the store and down the other. 
ew store, shown on the following 


pages, 

This store in the Euclid-Green 
Shopping Center, is the second 
hopping center hardware store of 
the Cleveland firm. The original 
‘ore is in the Maymore Shopping 
Center. 

The new store is only 20 ft wide. 
ut is 130 ft deep. Ninety feet are 
sed for the sales area and the 
tmaining 40 ft are used for re- 
‘iving and storage. 

The store has a 65 ft basement, 
he Wm. [f'sed for the storage of pipe and 
the rolls {ther bulky merchandise. Pipe-cut- 
xd. This f'ing and threading are done in the 
stomers, §28ement. 

(Please turn page) 
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Large cut-out let- 

ters against light 

plywood quickly 

> identify each sec- 

tion. A dark back- 

ground is effective 
for tools. 





store's 


A wide variety of 

sporting goods is 

displayed in this 16 > 

ft section. Note 

glass-front case for 
reels and lures. 








Understock for these 

housewares is read- 

ily available behind 
sliding doors. 
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Colorful paint stock 
brightens the rear 
of the store. Lino- > 
leum floor enhances 
store's appearance. 





This arrangement 
makes it easy for 
customers to inspect 
tools and make 
comparisons. 








Brooms, mops and 
brushes are shown 
between wall dis- 
plays of cleaners 
and waxes and the 
paint section. 
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There's Money 
in Repairs .. . 


. « » when properly handled by a well-equipped 


service department as operated by 
Fox Sport Goods & Hardware, Monrovia, Calif. 
Fix-it Shop produces $700 to $900 


For most of the 30 years that 
Robert H. Fox had been in the 
hardware business he did a limited 
amount of repair and service work. 
When he decided to develop his ser- 
vice department into a major part 
of his business he discovered its 
real potential. 

When he decided to extend this 
end of the business of the Fox 
Sport Goods & Hardware, Monrovia, 
Calif., he invested about $3,000 in 


extra business each month 


equipment and alterations to the 
rear of his store. In less than a 
year’s time his revenue from re- 
pairs had paid for itself and for the 
last several years the service de- 
partment has been producing be- 
tween $700 and $900 worth of busi- 
ness per month. 

“While repair work falls into a 
service rather than a merchandising 
category, the returns from it, plus 
the substantial amount of store 

















traffic it produces, makes it a profit- 
able part of the business,’’ says Mr. 
Fox. 

Mr. Fox spends about three hours 
of each day in the fix-it shop which 
he designed and built in the rear 
of the store building. It is visible 
through a 10 ft arch. 

While most repair customers 
come to a counter at the rear of the 
store, many bicycles and larger 
pieces of equipment are brought 
through a rear door into the repair 
shop. An overhead garage door 
was built into the rear wall for this 
purpose. 


The service de- 
partment, as it's 
seen by the cus 
tomer through 
archway at the 
rear of the store. 
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The floor space of the fix-it shop 
is about 30 ft square, with work 
benches and equipment around the 
sides. There is a chrome rack for 
bicycle parts and repairs next to 
a keymaking machine. Also a $500 
service station compressor for 
pumping tires and a drill press. 

Across the back of the repair 
shop is a 15 ft workbench which 
Mr. Fox built with $90 worth of 
materials, using tongue-and-groove 
planking. Over it is a full line of 
mechanic’s tools as well as a heavy 
tool grinder and a heavy vise. All 
appliance service and a_ limited 


Mr. Fox in ser- 
vice department 
talks to customer 
about a lamp re- 
pair. Note repair 
rts in jars on 
th sides of 
key-making work 
bench. 
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amount of radio repairing is done 
at this bench. 

The shop also has a lawnmower 
grinding machine, which cost $385. 

Mr. Fox tackles no repair job un- 
less he sells the same kind of item 
in the store. Bicycles, lawnmowers, 
gasoline appliances such as lanterns 
and stoves, and electric housewares, 
constitute the majority of his re- 
pair jobs. He grinds knives and 
edged tools. 

“We are following a standardized 
price schedule for repairs,” Mr. Fox 
reports. “There is a 25 cent mini- 
mum on a repair.” 








Robert H. Fox, Monrovia, 
Calif., dealer studies a 
repair job in his com- 
pletely-equipped ser- 
vice shop. 





“While having an article re- 
paired, the customer will invariably 
browse around in the store. We 
have lost count of the people who 
have walked in with an old toaster 
to be repaired and walked out with 
a new one as well.” 

“Since we opened our fix-it shop, 
we have done very little to promote 
it, and have in fact toned down our 
efforts to promote it,” says Mr. Fox. 
“This is largely out of consideration 
for the front of the store. At the 
moment we are handling about the 
limit of work that we can manage 
without a full-time serviceman.” 
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Bottled gas storage dock near store kielps provide profitable service at lower handling cost. 


Services 1,000 Bottle Gas Accounts 


Profitable and regular contacts 
are made with 1000 bottled gas cus- 
tcmers in the Whitewater, Wis., 
trading area by Winchester Hard- 
ware, Inc. The firm’s service to 
farmers, vacationists, restaurants, 
hotels and a variety of other cus- 
tomers, is enhanced by its use of a 
special dock for handling bottled gas 
drums. 

Winchester has been handling 
bottled gas for more than 15 years 
and has built its volume in this 
commodity to one of the largest in 
the state. Dependable service in- 
cluding close watch on delivery 
dates in all types of weather, has 
helped build a good reputation for 
the firm. 

When the store was remodeled, 
several years ago, the firm enlarged 
its show room and increased the 
size of its bottled gas range exhibit. 

The firm employs two bottled gas 
delivery men. Acting as salesmen 
for the firm they keep a close watch 
on customer range needs and sug- 
gest purchase of later model ranges 
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Winchester Hardware uses botile gas service 
as means for selling other merchandise 


with greater conveniences. They in- 
vite bottled gas customers to drop 
in at the firm’s showroom to see 
new equipment, even for special 
holiday and evening showings. 

C. A. Kildow, who is president of 
the firm, reports that many bottled 


gas customers visit the store to buy 
other types of merchandise and ser- 
vice. “These 1000 accounts,” he 
says, “are valuable trade sources 
that we try to develop through per- 
sonal contact, advertising and ser- 
vice.” 





Part of the firm's display of bottled gas using equipment. 


HARDWARE AGE, NOVEMBER 13, 1952 








BETTER THI 


y/ 


HARDWAR! 





rvice 


ndise 


to buy 
id ser- 
3,” he 
ources 
fh per- 
d ser- 





‘.. 


, 1952 





This big ad about DU PONT NYLON will help 
~~ boost your Christmas sales 














Every woman wants to make her house clean- 
ing as easy as possible. That’s why this pic- 
ture of several nylon-bristled household 
brushes will attract her attention. This ad is 
| i appearing in the November issues of Ladies’ 
Home Journal and Woman’s Home Com- 
panion. It reminds women to look for these 
and other nylon-bristled brushes in their fa- 

vorite store. 








BU Convincing ss points emphasize the outstanding 
features of Du Pont nylon. And these features put 


your customers in a buying mood when they see 
any type of nylon-bristled brush on display. 





The ad will leave a lasting impression on readers of 
these popular women’s magazines. . . including many 
of your customers. It reminds them ‘that the best 
brushes have Du Pont nylon bristles. It PRE-sells 
women on Du Pont nylon—women who already know 
nylon for its fine performance in other products. So 
take advantage of the sales magic in the name Du Pont 
nylon . . . display nylon-bristled brushes in your store! 





| l 
Wee us par ore 0BO® Ammiversary | To help sell any nylon-bristled brush, | 
; remember to mention these advantages: ; 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
%\ LONG-LASTING 3% STAYS FRESH AND RESILIENT ; 
e tk EASY-TO-CLEAN 3k NEVER GOES LIMP 
yl CS | ye QUICK-DRYING jk WON'T BREAK OFF | 
| | 
EE a — 
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How do dealers feel about 
a warehouse location away 
from the downtown section? 


The Benefits of Our 
Out-of-Town Warehouse 


Here is the very unusual story of a Maine wholesaler’s ar. 
new warehouse. Built on the outskirts of town, it has 
formed the nucleus of a new business section that 
already includes a motel, a theater, a gas station 

and other warehouses. Here is how it happened 


~{ 


Twenty per cent more dealers call on Rice & 


Miller Co. since we moved out of congested 
downtown Bangor. 
Buyers respond to the convenience offered 


by our new one-story structure on the outskirts 
of town. In a matter of minutes dealers can 
back up their vehicles, gather their goods and 





drive off along U. S. Highway No. 2 for home. In “LIFE 
Dealer reaction to the new warehouse has poner 
been especially noteworthy. In place of four ditioned 
trips a merchant might make each year to our Tiein.. 
old Broad Street address, he now makes 12. — 
‘ Dealers who never called on us downtown now and woc 
by James F. White sometimes visit our new quarters as much as 
Rice & Miller Co., twice a month. 


Our operation also encourages dealers to 
take on new items because they are assured 
of stock replacement. This is particularly true 
of fringe items that provide a nice profit when 
they are properly presented. 


Bangor, Maine 





Here's a 
Sell Rid- 
Rid-Jid 
combina 








Ridfid a 


HARDWARI 





The new Rice & Miller warehouse. 
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or’ s 
has , 
“a Pool Your Purchases « Save on Freight- 
t sams 
ion 
red 
2 & 
ted 
red 
rts 
an 
ind : i 
ne. In LIFE and other big-circulation maga- Clothes Racks.Every style, More Rid-Jid Seep Ladders 
zines ... women are reading about such every size for efficient are bought than any other 
1as popular Rid-Jid features as the “‘air con- clothes drying. Packaged brand. Naturally, there’s a 
ur ditioned top” and ‘‘comfort level ironing’! KD in individual cartons reason ...in fact, many 
yur “Tie in... and cash in! Rid-Jid the world’s for warehouse economy. reasons. Superior construc- 
largest manufacturer of ironing tables tion, extra strength, un- 
12. : : tion, gth, | 
offers a full line of all-steel, adjustable equalled eye appeal are just 
ow and wooden models in every price range. a few. Various types to fit 
as different needs. 
to 
ed 
ue 
en 
| 2 For many years, Rid- / | 
™ Ke 3 , Jid has been the leading the 
Es ‘ name in extension and 
: “ single ladders. Exclu- ‘ R 
| ’ sive patented safety 
Steel-Truss construc- 
Here's a natural for combination sales. tion attracts custom- 
Sell Rid-Jid Pad and Cover Sets—with ers, builds sales. 
Rid-Jid ironing tables—the matched SPRING PARK, MINNESOTA 
combination for matchless ironing. 7 




















Ridfida complete line of NATIONALLY ADVERTISED HOUSEWARES 
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FOR POPULARITY! 
FOR PERFORMANCE! 


NOW! 


All Wissota Electric Tool 
and Sickle Grinders Have 
Oil Seaied Precision Ball Bearings 


Most practical for ALL farm 
rinding jobs. Heavy duty 
/3 H.P., motor mounted be- 

hind and away allowing full accessibility to wheels. 

List $57.80. -—_® sold with two tool wheels, without 
siekie holder, $53.8 


EXTRA all & HEAVY DUTY SICKLE 
& TOOL GRINDERS 



















Exelusive Rol 
Sores Side Slee 


7” dia. fully vitrl- 
fied sickle cones; up to 8” tool wheels. List $11.30-$28.90 | 


HAND POWER GRINDERS 

gr and lighter duty models | 

5, 6”, 7” wheel sizes. 

} } h -plece gear ease, accurately 

a machined bearings, Smooth quiet 

gears, attractively finished. Com- 

~ petitively priced $3.24-$9.30 
F.0.B. Minneapolis. 


STREAMLINED 
GRINDERS 
Made with 6xi”, 5x1”, 4x!” 
py vitrified wheels. Sup- | 


ied also as buffing and 
polishing heads, without 
wheel Also heavy duty | 


Ss. 

models with 6 to 10 inch | 
wheels. List $2.50- | 
$36.00 F.0.B. 


TOP QUALITY SICKLE 
CONES AND WHEELS 


le loose and 
Souler assortments. 


Ask Your Jobber 


WRITE FOR 
CATALOG! 


WISSOTA 
MANUFACTURING CO. 


MINNEAPOLIS 4, MINNESOTA 
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| manufacturers 


| as 
| that it is housed indoors right off 


Aerial view of the new warehouse location, with Bangor in the back- 
ground. This view shows the buildings erected for Rice & Miller and 


for T. R. Savage Co., the 


If all the work of contacting 
rests with the 
they are apt to 
“forget about it.” But with Rice 
& Miller carrying a complete 
stock of kindred items, there is a 
certain amount of assurance that 
the dealer cannot go wrong. And 
where does the visiting buyer find 
these new numbers? Right in the 
model store stocked with the lat- 
est goods in Rice & Miller head- 
quarters. 

Our model store is a welcome 


small dealers, 


sight to many retailers because it 


not only serves as a reminder of 

their low stocks, but it shows 

them how to organize their own 

product presentation. 

Its physical shape is the same 
any hardware store, except 


| the reception room. It has regu- 


lation size plate glass windows, 
modern store fixtures and full 
illumination. Additional stocks 
are carried in the warehouse lo- 
cated on the same floor as the 





latter a wholesale grocery firm. 


store. After a dealer selects the 
items he needs, he moves his ve- 
hicle to the loading platform and 
carries off his shipment. 

We have found that dealers in 
northern and central Maine are 
very loyal to us because they re- 
ceive constant attention. Geo- 
graphically it is a remote section 
of the country and few dealers 
have the opportunity of meeting 
manufacturers’ representatives. 

The tip of Maine extends far- 
ther north than Quebec, Canada, 
and dealers up in Fort Kent, Van 
Buren, Presque Isle and Caribou 
have to be served regularly. This 
work falls on the wholesaler and, 
as we have learned, it cannot be 
done in a congested retail district 
with branch warehouses scattered 
in distant parts of town. 

The job of servicing our dealers 
calls for several large Diesel and 
gas trailer trucks which we keep 
on the run. This keeps our deal- 
ers satisfied because they get fast 
service and they obtain goods 


ICE & MILLER 


BANGOS vey 


Rice & Miller trucks moving through Bangor. 
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Red Taggs 
Merchandising 


—<— 


Lips: e 


21 Y 


4 mets a big difference in hardware cloths, 
and it’s to your advantage to be able to show 
your customers why Cyclone “Red Tag” Hard- 
ware Cloth is the finest they can buy at any price. 

The quickest way to convince them is to open 
a roll of Cyclone Hardware Cloth and point out 
the Cyclone features of construction that make it 
better looking . . . easier to cut. . . easier to work 
with. 

In the first place, it’s a precision-woven hard- 
ware cloth with the strength and flexibility you get 
only with this method of fabrication. Wires are 
straight and they stay straight throughout the 
length and width of the cloth. 

Combined with the superior, precision weave is 
Cyclone’s famous Welded Selvage. It produces a 
flat, symmetrical edge that makes a snug fit under 
molding, welds more easily to steel frames and 
adds to the strength and durability of the cloth. 

When they see these features of Cyclone “Red 
Tag” Hardware Cloth, customers will know you’re 
offering them top-quality merchandise. And they'll 
be further assured by the familiar Cyclone “Red 
Tag” label that has stood for quality for more 
than half a century. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U'S*S CYCLONE 


“Red Jaq F 
HARDWARE PRODUCTS 
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“‘Let your customers 
see for themselves why 


Cyclone is not just another 


Hardware Cloth” 
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Fork trucks and pallets speed handling of warehouse goods. 


f.o.b. destination—a very impor- 
tant factor with today’s mounting 
freight rates. 

A fleet of trucks could not be 
maintained in a crowded city 
without losing half their effi- 
ciency. The trailer trucks of Rice 
& Miller Co. are moving adver- 
tisements for our concern. They 
reflect efficiency, cleanliness, or- 
derliness and intelligent service. 
The drivers take pride in their 
vehicles which means that they 
are paying more attention to their 
jobs. 

Had we not moved from the 
multiple layout in the heart of 
Bangor where we were limited to 
49,000 sq. ft. of space scattered 
in distant sections of town, we 
would have experienced a squeeze 
on our profits through mounting 
freight rates, rising overhead, in- 
creases in salaries and higher 
taxes. 


Room for Future Growth 


Today, our ratio between vol- 
ume and profit is no longer an 
unsolved problem since our cur- 
rent floor space of 80,000 sq. ft. 
can be expanded along the rail- 
road track when conditions war- 
rant it. We can still grow, and 
we can do so without suffering 
too many pains. 

Five years ago our cramped 
quarters gave us so much pain we 
had to do something about it. 
Here’s how it all started. 
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Rice & Miller Co. and a neigh- 
bor in the wholesale grocery busi- 
ness, T. R. Savage Co., could see 
the handwriting on the wall. They 
both needed more room. An addi- 
tional annex, or branch, was not 
the solution. 

The directors of both firms 
formed the Bangor Real Estate 
Development Co. as the first step. 
They secured a tract of land on 
the west side of town embracing 
250 acres which was alongside 
U. S. Highway No. 2 and was 
served by the Central Maine Rail- 
road line. 








Plans were shown to the Bangor 
Chamber of Commerce as a means 
of showing how employment could 
be improved and business _in- 
creased for the entire city. There- 
after it became almost a civic 
project as it had the support of 
the Chamber and the people of 
Bangor. 

The choice lots up front in this 
plot were held in reserve for vari- 
ous retail establishments and a 
service station. The rear lots were 
developed first with erection of 
separate buildings for Rice & Mil- 
ler Co. and for the T. R. Savage 
Co. 


Territory Expanding 


The desire to move into the new 
industrial area became contagious 
and a warehouse was soon built 
there by Sears, Roebuck Co. Kraft 
Foods joined the family of busi- 
ness firms by taking space in the 
same area. Plans are being drawn 
for a commercial warehouse 
which will be rented later. 

Today there is a drive-in the- 
ater on the grounds and a 44-unit 
motel, the most modern in Bangor. 
A new service station is located 
opposite the motel. Eventually 
this area may turn out to be a 
city within a city. 

The Queen City Motel provides 
rooms for salesmen as well as 
tourists. It is an ideal spot for 
manufacturers’ agents to occupy 
since they can park their cars at 
the curb and use the room, or 
rooms, for display purposes. The 
main lounge in the office building 





Fork trucks are also used to speed loading of delivery trucks. 
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You get a full package of sales aids free when you stock 
Niagara Farm and Garden Brand insecticides and fungi- 
cides. You get the support of an intensive program of 
advertising in national magazines and the garden sections 
of Sunday newspapers. And you get the only complete line 
of small packaged dusts and sprays—materials that do 
the job of controlling insects and diseases quickly and 
thoroughly to keep customers coming back for more. 


* 
Niagara FARM AND GARDEN BRAND 


INSECTICIDES, FUNGICIDES, INSECT SPRAYS, 
WEED KILLERS, SOIL CONDITIONER 


NIAGARA CHEMICAL DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Middleport, N.Y. 
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... professional dusts and sprays 


for amateur gardeners 





...make quick sales 
... big profits! 


Niagara Farm and Garden Brand labels are self- 
merchandising. They tell how, where and awhen to use— 
how to mix and apply. Just display prominently and 
your customers will serve themselves. 

But best of all—the Niagara Farm and Garden Brand 
line is priced to sell and return a generous measure of 
profit to you. Clip and mail the handy coupon for 
complete details. 

Clip Coupon for Catalog Sheets and Price Lists 


Niagara Chemical Division 5241 A 
Food Machinery and Chemical Corporation 

I Middleport, New York 
Gentlemen: 

| Please send me your Farm and Garden Brand catalog sheets, price 

! lists and full details of your merchandising plan. 1! am a retail dealer [_] 
lam a distributor [] (please check one) 

| FIRM NAME 
YOUR NAME 
STREET : en 
CITY ZONE__ STATE_ 




















EYE-APPEAL | 
and Buy-Appeal 


Health o-Metor 





| 
SE mak 
| 

















—FOI 
: FIRST. 
| by fart 
a a 7 i turnove 
iden material handling venti permit safe SECON 
and effective use of all warehouse space. the sale 
CASTS 
STATI 
is also available to guests for en- It is true that we were skeptical THIRD 
tertainment purposes. about our move five years ago, but RED BI 
The motel is ideal for winter as time has passed we can safely say 
travel since the sidewalks are that our volume of business, the these d 
heated and electric outlets for support of others in civic and helps tl 
heating car motors are conveni- commercial capacities, the prog- parts of 
ently located along the building ress of the Queen City Motel, have 
front. The motel, the drive-in all exceeded our fondest expecta- —FOR 
theatre and the service station tions. We find ourselves in the 
, that are today located in this area most flexible position of our en- Farmer: 
Model 187. Magnifying lens, s 
250 ib. capacity. Low, safety | are the result of long range plan- tire 134 years and we are assured cause it 
Br aed eee act: | ning by the Bangor Real Estate of keeping our profit ratio at a Sanus wh 
| Development Co. healthy level. ‘iaenae 
Health-o-Meter Bath Scales have The real estate officers include Henceforth we will benefit from 
exactly what you want—plenty | Boutelle Savage (of the Savage the accumulated publicity stimu- Farmers 
of “eye-appeal” and “buy-appeal.” | firm), president; Roscoe Crockett lated by this new industrial area, BRANI 
In Health-o-Meter you get smart, | of Rice & Miller Co., vice presi- and, in time, it should provide an copper 
up-to-the-minute design at no sacri- | dent, and the author, as treasurer. example for one of the smoothest also knc 
fice of sound engineering. You get | Charles Hildreth, president of operations in the business world. for adde 
the most famous name in bath scales | Rice & Miller Co., is a director of It will be the perfect example of double t. 
—the original name in bath scales. | the real estate company. mutual cooperation. The service h T 
You get recognized accuracy and | Papa 
dependability. You get consumer ' fence—v 
acceptance backed by 33 years of Then, t 
consistent leadership. And you get Magazin 
a nationally advertised line. No other formatic 
bath scale can offer more! cle tax 


Put yourself in line for bigger and 
better bath scale sales and profits. 
Switch to Health-o-Meter without 
delay. 









in Good Housekeeping, 
Ladies’ Home 
Journal, Better 











Homes and | 
ah Gardens 

Health-o-Meter WRITE FOR 
HOW TO IN 
Built Right ¢ Priced Right ¢ Always Right K E Y Ss’ 

CONTINENTAL SCALE CORPORATION . 
5701 S. Claremont Avenve Chicago 36, Illinois The model store located in the new warehouse. RED BRAND fi 
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WHAT 


makes RED BRAND fence more profitable 


—FOR DEALERS? ee 
FIRST... because the constantly increasing demand econ : 

by farmers for RED BRAND fence makes it a fast- st 

turnover, steady-profit item for them. 

SECOND... because Keystone is continually building ' : rx ey 
the sales potential of dealers through RADIO BROAD- : =n | Wi o. 


CASTS, two and three times weekly—and through Cant SP 
STATE and NATIONAL FARM MAGAZINES. — ifini ie & 


THIRD... because Keystone’s extensive program of =, ‘ 
RED BRAND Practical Land Use merchandising, helps i. y nN | —— 
these dealers to sell not only RED BRAND fence, but, : PAY ms 
helps them to increase the net profits from all other ee a +]. 
parts of their business, as well. es IN ; 


—FOR FARMERS? 


Farmers prefer and use more RED BRAND fence be- 
cause it gives them a longer-lasting, more economical 
fence value for their money. The savings they realize 
mean more profits for them in the long run. 


Farmers know that Keystone manufactures RED 

BRAND in their own mills with the right amount of 

copper in the steel wire to protect it from rust. They 
also know that Keystone “Galvanneals’” RED BRAND | 
for added protection against rust and corrosion. This J 
double rust protection makes it a better fence buy for 

them. That’s why farmers insist on RED BRAND J 
fence—why dealers sell more of it, year after year. 


Then, too, farmers know, through the Broadcasts, 
Magazines and direct mail, that the way to get the in- 
formation about how Practical Land Use can increase 
their incomes is to see their RED BRAND dealers. 
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WRITE FOR THE RED BRAND PRACTICAL LAND USE “PACKAGE” PROMOTION PLAN. IT TELLS YOU 
HOW TO INCREASE YOUR PROFITS THROUGH HELPING FARMERS INCREASE THEIR INCOMES. 


KEYSTONE STEEL & WIRE COMPANY Peoria 7, Illinois 


RED BRAND fence * Non-Climbable fence * Ornamental fence * Corn-Cribbing * Nails - Gates * Keystone Poultry Netting 
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station will benefit from the visi- 
tors at the motel; the drive-in 
theatre will provide entertain- 
ment for tourists, making the 
Queen City Motel a more pleasant 
place to patronize; Rice & Miller 
will benefit from more frequent 
calls by manufacturers’ agents 
who will stop at the Motel; more 
dealers will visit Rice & Miller 
due to its adequate parking lot 
and streamlined loading system 

. and all these things can be 
done with maximum comfort. 

The Bangor Daily News devoted 
eight pages of publicity to the 
Queen City Motel in its June 14th 
issue. It was the biggest send- 
off given any Motel in Maine and, 
considering its 70,000 circulation, 
which reaches way up to Fort 
Kent, it made a terrific impact on 
the public. 

“What has all this got to do 
with a jobber?” you might ask. 


It has much to do with Rice & 
Miller because we believe that a 
well-planned city is a prosperous 
city. It stimulates business for 
everyone. A project of this kind 
backed up with civic interest can- 
not fail to make friends in ad- 
jacent towns and cities. This new 
area is fast becoming the conver- 
sation piece of Maine and as long 
as people, and particularly mer- 
chants, keep talking about this 
project they cannot help but think 
of Rice & Miller. It was the best 
move we made. 


An Example 


As a sidelight of the value of 
the new building, current analysis 
of our freight car unloadings 
shows that a nail car, holding 
845 kegs, in 18 sizes, requires four 
men working 214 hr., or nine man- 
hours, to do the job. This includes 
storing the nails according to 


sizes and stacking them five pal- 
lets high. 

Time clocked in unloading a car 
of wallboard reveals four men 
took 3%4 hr., or 15 man-hours. 
This car contained 200 bundles 
and 600 single sheets. A carload 
of oil containing mostly cases and 
only 12 drums, required four men 
11% hr., or six man-hours. A car 
containing refrigerators required 
four men using a fork truck to 
unload the freight car and then 
stack refrigerators two high in 
the warehouse (which is on same 
floor level) 1144 hr., or five man- 
hours. Plaster board arrived in 
two sizes and by using rollers it 
took four men 4 hr., or 16 man- 
hours to unload the car. A car 
of roofing, mostly roll roofing, was 
unloaded by four men in 2% hr,, 
or nine man-hours, which in- 
cluded stacking goods three pal- 
lets high in warehouse. 


Turns Backyard Into Goodwill Builder 


What was formerly backyard stor- 
age space for wire, fencing, and 
other bulky merchandise has now 
become a children’s playground by 
day and a community center by 
night, thanks to Walter Leach of 
the Westwood Hardware. 

And the transformation of the 
backyard has had its own rewards 
for the store which is located at 
2028 Westwood Blvd., Los Angeles, 





Westwood Hardware, Los Angeles, uses this attractive backyard gar- 


Calif. It’s a good will builder that’s 
as profitable as any. 

Mr. Leach estimates at least a 50 
pet upswing in general business, 
with a greater representation of 
women showing up in the store 
count. 

What was done to stimulate in- 
terest in the store was simply to 
turn the store’s storage yard into 
a walled-in garden area where 





den as a good will business builder. By day it is a place for mothers to 
leave their children while parking. At night, the area is turned over 
to businessmen's organizations for meetings and parties. 
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mothers could leave their children 
in safety while doing their shop- 
ping. Even a small Boston bull- 
dog puppy was provided to keep 
the youngsters interested in their 
play. 

But at night, the enclosure is 
turned over to meetings and parties 
of community organizations such as 
the American Legion, Lions Club 
and Kiwanis Club. And for their 
pleasure, an outdoor grill and port- 
able dinner wagon and garden fur- 
niture are provided. It is a feature 
that makes a decided hit with cus- 
tomers. 

Actual cost to the Westwood 
Hardware of providing this valu- 
able service amounted to approxi- 
mately $150. It involved consoli- 
dating the wire, fencing and other 
stocks in one side of the yard, en- 
closed by a wooden fence, which left 
about three-quarters of the back- 
yard free for landscaping the area 
with flowers, vines and shrubbery 
around a large lawn. 

Because the store, in this way, is 
able to participate in the activities 
of its community, it is in an excel- 
lent position to furnish many of the 
various needs for local community 
projects. 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e. 





\ 
: 





“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
a bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points nfachine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“'SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
— Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


oe 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut’ — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set pees by the = 
ups rocess. Cup points machine 
oor Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve _ et adjusting screws — 
——— ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


= 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head apes with oil holes and 
grooves o: ifterent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
om. — steel cover Finish: plain, 

cp lated, cadmium plated. Size: 
ge, 3/4" 15/16” across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
i 
7 
f 
a. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Black & Decker is spending thousands 
of dollars on a national promotion of 
B&D Utility Tools this Fall and Christ- 
mas. It’s hitting the consuming public 
with a whale of a wallop. It’s bound to 
make a lot of people want to buy these 
tools for their homes or give them as 
really worthwhile gifts. But you and I 
know that the pay-off will come with 
the selling you do right in your own 
town or neighborhood! 


It doesn’t have to be the rock ’em-sock 
*em selling of the used car dealer . . . or 
the honeyed words of the medicine man. 
Just the common sense kind of selling 
that. matches the advantages of the 
products you sell with the needs of the 
prospective purchasers. Here’s how you 
can focus those B&D Utility promotion 
dollars right on your own cash register! 


(1) TELL THEM WHERE TO 
BUY—let consumersin your 
town know you are their 
headquarters for B&D Util- 
ity Tools through news- 
paper ads, radio and TV 
commercials. 


(2) CATCH THEIR EYE— 

with B&D Utility displays 
Colorful trim helped catch the eye for this neat but simple display of esidanidketbeeneissoena 
dish racks, dish drainers and drainboards at The Handy Store in Suffern, on the opposite page. Re- 5 
N. Y. “By displaying these utility items at different levels and using |e vee —— ae 
manufacturers’ descriptive matter as well as the store's own large price wnt wowed pa eratias 

cards the entire story was interestingly told in the window. 

(3) LET THEM TRY the tools 
you’re selling; see how they 
work; get the feel of them; 
feel the powerful motors in 
action...and demonstrate 
them, yourself! 


(4) SHIFT INTO HIGH on le 
your sales talk. Point out 1B 
the scores of ways it will help 

around the house; the tool’s 

features; the quality con- 

struction; the fact that it’s 

made by Black & Decker, builders of 
quality tools for 40 years. The chances 
are good you’ll make a sale...anda 
friend for your store and everything 
you sell! 


It’s as simple as that! The main thing 
is to keep everlastingly at it by using 
good personal selling and the sales tools 
supplied you by Black & Decker. Why 
not send in the coupon on the opposite 
page, today, and get the tie-in help 

ou need. ‘That’s a friendly tip from: 

OB DAVIS, Dealer Service Dept., The 
Black & Decker Mfg. Co., Dept. H-653, 
Towson 4, Mary % 


land 
The main store of Alexander Grant's at 119 E. Washington St. in Syra- Bl f Decker 








cuse, N. Y., limited its Christmas decorations to a few garlands, a 

plan also used in its branch shopping center units. Gift suggestions ; PORTABLE 
were shown on the narrow ledge of the visual front showroom at a low ELECTRIC 
enough level to give sidewalk shoppers a full view of inside displays. road TOOLS 
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Here's how 
Black& Decker HELPS YOU 
SELL CHRISTMAS GIFTS IN 
YOUR COMMUNITY! 






_ Give him the 
gift he wants ER 






> 










Poe eer 











2. NEWSPAPER AD-BUILDER PROGRAM 
focuses the power of our national advertising on 
your store through your local advertising. Com- 
plete mats. ad-builder mats, layout ideas, etc.! 


1. NEW DEALER DISPLAY PROGRAM 
gives perfect tie-in with national ads! Authorized 
Dealers will receive display pieces automatically 
in plenty of time for Christmas. Write Bob Davis 
or ask your distributor how you can get yours! 























4, HARD-SELLING RADIO.TV SCRIPTS 
help those of you who advertise over the air by 
going after the do-it-yourself and gift markets. 
Action photos for TV slides, too! 


e Se, a = x a 

3. atte mo tomes 
e ATTRACTIVE AD REPRINTS of B&D 
Utility consumer advertisements, for window or 
store displays, identify your store as one to which 
consumers ‘are referred in national magazines. 
























BOB DAVIS, Dealer Service Dept. 
THE BLACK & DECKER MFG. CO. 
Dept. H-653, Towson 4, Md. 


Please send me information on the items checked to witcoe PORTABLE 
help me tie-in with your Fall-Christmas ELECTRIC 
Sales Round-Up: TOOLS TOOLS 
















O No. 44 Sander Assortment 
0 Christmas Display Program 
0 Christmas Display Contest Company... 













0) Newspaper mat ad-builders Adien___. 
O Radio and TV scripts 
0 Consumer ad reprints " — 
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Sells Easy Shopping—Easy Parking 





From its very first business day Garden Hardware 
has talked of easy shopping and parking. Direct “tty 


mail and newspaper advertising feature same theme 





That it is in an easy-to-park and 
easy-to-shop set-up is constantly 
emphasized in the advertising of 
Garden Hardware & Supply, Inc., in 
Garden City, Cranston, R. I. 

When the store was opened early 
in Jan., 1951, in Garden City, then 
a development of 200 homes and 
since greatly expanded, Gus Sozan- 
ski, general manager used full page 


mew Store. This 
i sehold ef tomorrow in thi modern, handsomely 

» You're ets hes is fest grow “ppeinted ster 

<r welcome ot Carden Hardens Pett i he stacking’ cyte” Sommuniy 

store. 


EASY TO sHop: 
ee 


advertisements in the Providence Bees F EASY TO PARK! 
Evening Bulletin and the Cranston 4 ride ; , dl | 2x3 ted Shope 
Herald to invite the public to two ——— ie Come AF. Hardware "7 You! 

eg 3 " ‘alu, = iso . 
days of open house. Free gifts were er wenden _.. Hardware and acter of 


Supplies in Rhode Island, 


offered to the first 1000 persons 
visiting the store on the two open- 
ing days—a Friday and Saturday. 


U8. Quanity Gnamet 12 gt 
Round Rolled Rim, Brive O, 


U. S. DISHPAN 


More Than 4,000 Attended 


More than 4,000 visitors regis- 
tered and received a 59¢ or 69¢ gift 
a decorated waste container, glass aad 
pie plate or a condiment set. om i 


“The immediate aim of the open | - » can ~ : — 
ii E te 








house promotion,” explains Mr. So- 


zanski, “was to show people our cn = Le | Se oe $2.98 

self-service displays of thousands of ai a i= Ov 
items. People are impressed with — oa ip eh = eco 
large selections; they want to buy = 

a great variety of merchandise at f 
one store; and they will go out of con 


their way to patronize a store that 
can supply all of their needs. 

“A hardware dealer must have 
what a customer wants the first Pridey & Saterday 
time he tries the store; the retailer ae 
may have a second chance, but a 
customer who doesn’t find what he 
wants on his first two visits at a 
new store will almost never return. 
He seems to dismiss that store with 
the thought that it doesn’t have 





p> ae 
GARDEN L/Ty- LRANSTON, Rj = 





enough merchandise. On the other Featuring a wide variety of merchandise—some at special 
hand, sell a customer what he wants prices—this seven-column-wide ad told the story of the new 
on his first or second visit, and you store and pictured its three key men. = 
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wins new 
popularity 
with 


economy 


7 


Lower in cost than expensive spring-actuated 
door sets, the Coburn gravity-actuated Swing- 
Over Set has become increasingly popular with 
economy-minded home owners. 

Adaptable to all types of garages—on new or 


conversion jobs—the Coburn Swing-Over Set 














adds to its price appeal the advantages of quick, 
easy installation, and smooth, trouble-free oper- 
ation. All are good reasons why it pays to stock 
and sell this fast-moving item. 

Write for catalog and prices to Sales and 


Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Ookland, California 








WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago * Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 
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Cheney 





SILVER KING 


NAIL HOLDING 
HAMMER 


Order your Silver King Xmas gift 


boxes —now. A practical most 
useful holiday gift packed in a 
bright, cheerful box. Every man 
will welcome this fine hammer 
on Christmas. Order now for 


immediate delivery 


JOHN H. GRAHAM £ CO.,Inc.,NewYork,N.Y. 
SANFORD BROTHERS, Chatiancoge, Tenn. 


ESTA8. 1836 








CORP. 
LITTLE FALLS. W. Y.. U.S. A. 
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DON’T GAMBLE with PAINT 





The Odds are against you everytime - when 
you gamble on unknown, unproved brands 
of paint. Want to give your home the most 
brilliant and sparkling white house paint job 
you ever saw - and do it with just one coat? 
Then see me about Miracle Working BAY 
STATE ONE COAT HOUSEPAINT. 


“Gus” Sozanski 











~ Garden Hardware & — 


Garden City 
EASY-TO-PARK 
F Hours 8 to 6 Fridays till 9 


Supply. Ine. 
Cranston, R. I. 


EASY-TO-SHOP 
STuart 1-2280 








The firm's manager sent this message on paint. 


have a good customer for years to 
come.” 

Garden Hardware’s 48 by 96-ft. 
store uses 18 6 by 8 ft. gondolas 
plus the entire wall space for dis- 
play. The line includes everything 
you would expect to find in a hard- 
ware store, as well as dyes, sand 
everyday sewing supplies such as 
dress fasteners, common pins, 
safety pins, needle and thread. 
Housewares accounted for two 
thirds of the store’s dollar volume 
for the first year, indicating that 
many newhomes are being equipped. 

“When a person buys a new 
home,” says Mr. Sozanski, “he has 
to buy the most necessary things 
first. Financially speaking, the first 
two years are the toughest. House- 
wares are necessities, because the 
kitchen and the inside must be made 
attractive, and the yard and lawn 
have to be taken care of. When the 
new home owner begins to breathe 


easier—when his mortgage is on 
the way down—he begins to talk 
about fixing up his basement. From 
then on he is a good prospect for 
sporting goods, power tools, hand 
tools and perhaps something new in 
the way of a major appliance, a 
power lawn mower or a television 
set.” 

Since the open house promotion, 
Mr. Sozanski has used direct mail 
to reach 5500 home owners at least 
once a month. Printed cards are 
used most extensively. One mailing 
contained an offer to pay a silver 
dollar for each card brought to the 
store. Results were very goad, and 
the average sale to persons return- 
ing cards was almost $5. Another 
mailing offered 50¢ for each card 
brought to the store; this produced 
an average sale of $2.80 to persons 
returning cards. 

One promotion consisted of 10 
postal cards built around John 








Get Ready for Spring! 
See our Complete line of 


Lawn Mowers and Garden 
Tools. 





Yohnny"’ Christy Sez er 
LET’S GET ACQUAINTED 

THIS CARD IS WORTH 50¢ ON ANY PURCHASE 

OF A DOLLAR OR MORE. 


ONE OF THE BEST SELECTIONS OF HARDWARE 
AND HOUSEHOLD SUPPLIES IN RHODE ISLAND. 


THIS OFFER EXPIRES MARCH 27, 1951 
Garden Hardware & 
Supply. Ine. 


Fertilizers, Grass Seed, Garden City 
EASY-TO-PARK 
Hours 8 to 6 Fridays till 9 


COME IN AND SEE 


Cranston, R. I. 
EASY-TO-SHOP 








These cards offer good reasons for visiting the store which 
offers easy parking and easy shopping facilities. They quote the 
firm's president, John B. Christy. 
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I. 
)P 
280 
Powerful Corbin Advertising 
te in Popular Mechanics, Popular 
ae Science, and Mechanix 
oe Illustrated means increased 
. From demand for these fast-selling 
ect for padlocks ... right in*your own store. 
, hand The small assortment of Corbin Padlocks 
new in illustrated here enables you to meet practically every 
nce, a need. Order a stock from your Corbin jobber NOW! 
evision Display them up front. That’s the way they'll sell 
... Sell fast... faster than ever before. 
notion, 
t mail No. P904 
’ 
t least for umdurpasced. quality 
ds are é , 
a: 1/2" wide. Sell this padlock to 
1ailing eutemere who want the greatest, 
* most lasting security, indoors or 
silver out. One-piece Extruded Bross 
to the body. Bright satin finish. All Brass 
pin tumbler mechanism. Hardened 
d, and Steel, Cadmium plated shackle. 
eturn- 
nother 
1 card 
duced 
ersons 
of 10 
John 
A No. 2876 
for gokers, other oe. 
‘ . 
ene 
nu . a ' 
; Only 34” wide! So tiny it’s ideal to Pe ee Scart See 
lock up golf bags, fishing tackle, Mined lustre finish. Disc rts 
E Fics age owes body. _— bler mechanism. Cadmium ploted 
5 beer rn TES MOCNSNISM, ESSE Steel shackle, with a 6” clearance. 
j 


No. P45 


volume sales 


12" wide. Superior quality in the 
lower price class! Rustless, Die- 
Cast body. Aluminum lustre finish. 
Ward mechanism. Nickel plated 
steel shackle. 


Be sure to make 
every sale..... 


with CORBIN © 


CORBIN CABINET LOCK DIVISION  ¢ The American Hardware Corp., New Britain, Conn. 
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Time to Start Your 


FALL PROFITS 
with NATIONAL GUARD 
PACKAGED WEATHERSTRIP SETS 


PA HEAT IN 


Jack Frost 








WEATHERSTRIP 










< 


~ 
Flexible, rust-proof, white 
metal and heavy wool felt. Keeps 
cold out—keeps heat in. For win- 
dows or doors! Packaged for fast 
over-the-counter sales. 














Priced for 
Big Volume 


DOOR WEATHERSTRIP 


SET with Zinc and Felt Door Bottom 


No, 336-SS for 3’ x 7' Door 
Spring stainless steel in compact 
package for single door 
. .. complete. 















Finest 
Professional Type 


DOOR WEATHERSTRIP 


SET with Aluminum 1-3/8” 
Interlocking Threshold 

No. 236-SS for 3’ x 7' Door 
Spring stainless steel set featuring ex- 
truded threshold plate. Complete for 
single door. Easy installation. 





Contact Your Jobber or Write Direct . 


Manufactured by NATIONAL GUARD PRODUCTS, INC. 
540 Jackson Ave. © P.O. Box 4754 °¢ Memphis, Tenn. 
Manufacturers of Metal Mouldings—Weatherstrips 
Screen Door Grilles—Window Guards rar) 
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B. Christy, president and treasurer. 
Each card was headed “Johnny 
Christy says .. .” followed with 
such themes as “Don’t Gamble with 
Paint,” “Next Sunday is the Big 
Day” (fishing equipment), ‘The 
Time Is Now” and “Let’s Get Ac- 
quainted.” Each card had a small 
but unusually attractive illustration 
dramatizing the theme. 

Each mailing cost about $112. 
The layout was prepared by Mr. So- 
zanski and cards were addressed at 
the store with an automatic ad- 
dressing machine. 


Cards in Color 


Another series comprises 10 
cards in color. In addition to their 
emphasis on nationally advertised 
merchandise and large stocks, this 
series features the slogan, “Easy to 
Shop—Easy to Park.” 

At the end of its first year, Gar- 
den Hardware exceeded its esti- 
mated dollar volume of business by 
a good percentage in spite of a gen- 
eral decrease in retail business in 
the area. 

Dollar volume has increased each 
month, the number of new custo- 
mers is increasing, and the average 
sale has increased. 


Special Sports Shop 
(Continued from page 88) 


athletic coaches our new _ sports 
shop includes a Coach’s Room, the 
walls of which are papered in sports 
motif. Maple sofas and chairs pro- 
vide comfort and convenience in 
this room. This room will be used 
for showing equipment to coaches 
and as a sample room when travel- 
ing salesmen call on us. 


Other Retail Units 


Dobyns-Taylor Co. also operates 
nine other retail units, including 
hardware stores and combination 
operations as well as wholesale, in- 
dustrial, mill and mine supplies 
units. The other retail stores are 
located in Kingsport, Elizabeth- 
ton, Jonesboro and Rogersville, 
Tenn. 

In 1922 our firm had a 25 by 
100 ft. hardware store in a build- 
ing still occupied by the firm. Ad- 
ditions to the main store, since the 
founding of the company, include a 
gift and jewelry department, furni- 
ture and appliance department, year 
’round toy department and recent 
expansion of our sporting goods 
section. 
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Values Tourist Trade 


To emphasize to its membership 
the fact that tourists’ dollars are 
well worth seeking the Temple 
(Tex.) Chamber of Commerce bul- 
letined them with highly informa- 
tive statistics on such expendi- 
tures. The Texas Highway Depart- 
ment was quoted as saying that 
last year Texas played host to 
9,156,000 tourists who came in 
3,391,000 automobiles. They spent 
a total of $375,000,000 in the state. 

A breakdown of the tourist dol- 
lar revealed that 41¢ was spent for 


lodging and food, 25¢ in various re- | 


tail stores, 6¢ for amusements, 
8¢ at wayside stands and 20¢ for 
transportation. 

There were 2.7 persons per car, 
each of whom stayed in the state 
an average of 5.7 days. Average 
expenditures were $7.19 per day. 
It was pointed out that 65 pct of 
these visitors were vacationing, 20 
pet came to visit someone, 14.5 pct 
were making business trips and 
50.5 were visiting the state for the 
first time. 





Community Project 


When the Chamber of Commerce 
wanted an area in Springville, 





Utah, cleaned up for a city park, | 
merchants turned the project into 


an invaluable good will builder. A 
city-wide Community Work Day 
was proclaimed and Chamber mem- 
bers, merchants, club women and 
in fact almost everyone in town 
pitched in to create a recreation 
park. 
example of democracy in action. 


It was just another good | 


The merchants also stage annual | 


sales clinics which provide an op- 
portunity for sales people to learn 
more about their jobs — salesmen- 
ship, and its power to keep cash 
registers clicking. 





Let Them Eat Pie 


When business men of Wiscon- 
sin Rapids, Wis., a cranberry cen- 
ter, staged its annual Cranberry 
Jamboree, it had cranberries 
enough, but needed pies—2000 of 
them. 

Everyone pitched in, or rather 
became a kitchen helper, for the 
ladies of the town volunteered as 
cooks. Business men rounded up 
the ingredients for the pies while 
grandmas helped with crusts and 
oven watching. And in the pre- 





scribed time, the ladies turned out | 


the 2000 pies. 
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NO. 600 
SCREW DRIVER 


ASSORTMENT 





Tuts new dispenser supplements the famed Bridgeport No. 700 
which has sold more screw drivers for more dealers than any other 
comparable merchandiser. 


The new No. 600 Display, imprinted in red and blue, 2312” x 12” 
x5” fits both wall panels and display tables. It displays 43 top 
quality screw drivers, in the 17 most wanted types and sizes. Every 
driver has full size Amberlite handles and Chrome-Var-Alloy steel 
blades. 


Ask your distributor for the new No. 600 Bridgeport Assortment. 
You will sell more screw drivers in less space, in a shorter time 
and at better profit than ever before. 


List $36.35 
Dealer Cost 24.24 


Full Profit Margin $12.11 


If your jobber cannot supply you, 
order direct and we will bill 
through your distributor. 


The. Bridgeport Hardware Manufacturing Corp. 


Bridgeport, Connecticut 
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COMPLETE 
LINE 
Royal Heaters are the market's hottest items. 
Here are 3 fast sellers. Folders showing full line 
sent on request. 








1. ROYAL GAS LOG in 22,000 and 30,000 
BTU. Beautiful replica of Tennessee Mountain 
Oak Logs. BA-!7 Andirons shown above at 
extra cost. 


Every 
Royal 
Heater 
carries 
the 
AGA 


seal 





2. ROYAL GAS WALL INSERT HEATERS— 
ideal for bathroom or other small rooms. 
Takes 12!/2" x 20" wall space, depth 334". 





3. ROYAL VENTED GAS CIRCULATORS in 
many models. 20, 30, 40, 50, 60 and 75 
thousand BTU models without radiants. 40 
and 60 thousand BTU medels with radiants. 
A truly COMPLETE AND FAST SELLING 
LINE, 


WRITE FOR descriptive literature 
and your Distributor's name. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
Chattanooga 6, Tennessee 
Quality . . . Since 1891 





PERMANENT DISPLAY, 1119-A 
CHICAGO MERCHANDISE MART 
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New Displays Pull Traffic to Rear 





Mr. Courtney talks saws at his new tool display with 


its background panel featuring a variety of hand tools. 


To pull more traffic to the back 
of the North Chicago Hardware Co. 
store at 1710 Sheridan Rd. in North 
Chicago, Ill., R. Courtney installed 
a new cutlery display and a new 
tool unit in his store. Both units 
were supplied by Shapleigh Hard- 
ware Co., wholesalers of St. Louis, 
Mo. 

The new cases, placed back to 
back, have been the means of pull- 
ing more traffic to the rear of the 
store and have resulted in greater 
sales of cutlery, tools and other 
lines displayed near the new units. 


| The two new displays are close to 





the store’s wrapping table and are 
thus exposed to many customers 
who buy either cutlery or tools on 
impulse. Numerous sales have been 
made in both of these lines as a 
result. 

Mr. Courtney plans to modern- 
ize other portions of his store in 
easy stages. In the meantime, he 
continues to change his window dis- 
plays about every 10 days to con- 
stantly remind the people in his 
district of the varied lines of hard- 
ware merchandise he offers. All 
that is necessary is to remind them. 
The staff does the rest. 





New cutlery case has easily lifted glass top. Panel 
at back separates unit from new hand tool unit. 
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Spearhead holiday 
gift displays with 


Arvin 


Electric Housewares 



























go for the 
gift which is 
4 appliances in 1! 





Arvin Lectric Cook 


Sandwich Toaster, Steak Grill, Double Griddle, 
and Automatic Waffler—all in one eye-catch- 
ingly beautiful appliance! Opened as a griddle, 
cooking area equals 3 ten-inch skillets. Converts 
in seconds to fully automatic waffler with signal 
light and heat control. Watch it pull 


traffic and pile up sales! $2 9.95 


(Waffle Grids Included) 





Just what gift 


shoppers will 
be looking for 
this holiday season! 


Arvin Automatic Coffee-Perk 
Highlight this ‘“‘perfect perk’”’ in your gift section 
and watch coffee-loving shoppers rally ’round! 
Makes 3 to 9 cups of perfect coffee, any desired 
strength, always uniform. Keeps coffee hot 
indefinitely; safety control prevents damage if 
water is forgotten. Trouble-free range- 
type heating element. Non-drip spout. $29. 95 


Be sure to feature these other fast-selling Arvin Electric Housewares: Arvin Automatic Toaster, $22.95; 
Arvin 5-Year Guaranteed Electric Irons, $9.95 to $12.95; Arvin Electric Heaters, $11.40 to $34.95. 


Electric Housewares Division, ARVIN INDUSTRIES, Inc., Columbus, Indiana 
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Large window displays in wings attract tourist trade. Big parking area helps, too. 





Believing that operating a hard- 
ware store in Wisconsin’s resort- 
land would be more to his liking 
than continuing his trucking com- 
pany, H. F. Struck, formerly of 
Milwaukee, has literally carved 
himself a business out of the 
wilderness. 

Selling sporting goods to vaca- 
tionists in the summer months 
and catering to hunters and farm- 
ers in the other months gives this 
store steady volume. Bottled gas 
is another major line. 

When Mr. Struck spoke to a 
wholesale hardware salesman 
about his ambition to run a hard- 
ware store, it was suggested that 
he start it in Wisconsin’s north- 
woods and that he make a spe- 
cialty of sporting goods. 

Thus encouraged, Mr. Struck 
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H. F. Struck, ex-trucker, moved to Wisconsin’s 

north woods to start his hardware business. 

Sporting goods keep him busy in summer 

months and bottled gas trade keeps volume up 
during the winter. 





Mr. Struck built his own fixtures of knotty pine and plywood. 
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Tomorrow's power mower Today 


AN EXCLUSIVE FOR JACOBSEN DEALERS 




























Only Jacobsen dealers can sell the Manor—the aristocrat 
of modestly priced power mowers — which thousands 
of owners are using to make their landscaped lawns the 
show places of their neighborhoods, 


| 
Among popularly priced power mowers, only the 

Jacobsen Manor has rear wheel differential drive, for 

effortless non-scuff turns and exceptionally close trim- | 

ming. Hand trimming around trees and shrubbery is | 

practically eliminated. Independent reel and traction 

clutches — the quick-starting 1% hp. Jacobsen engine 

with automatic recoil starter and traditional Jacobsen 

quality are added features which sell the Manor. 


No other mower manufacturer can offer you,the 

equivalent of this feature-packed Manor and 

er reel and rotary models — the 

ultimate in over 30 years of power 
mower experience. 












AY for complete informa- 
on the profitable Jacobsen 
m for 1953. 


Give me the full story on the Jacobsen 
Manor. Show me how I can make money 
with the Jacobsen line. 





cSacobsen 


MANUFACTURING COMPANY) 


Racine, Wisconsin 























make F X | RA sales... 
BIGGER profits! 


Winter's “HOTTEST” item 


>» MELTS SNOW 
> THAWS ICE 


30 TIMES GREATER 

i? §=THAWING 
CAPACITY 
THAN SALT 


ice and snow melting 
chemical pellets with new 
“Speconite” rust inhibitor. 


10-Ib. pail (as illustrated)... $1.69 
25-lb. pail .........-. 4.19 
100-Ib. metal drum.....12.99 


Unlimited advertising 
cooperation. 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO 


A-6213 


Other Speco products 


HUM-I-DRI moisture absorbent 
RAIN REM fabric waterproofing 
DAM-TITE water repellent 


for masonry 


RUSTREM onti-rust paint 








This modest tool section serves the needs of 
12-month residents and summer vacationists. 


sold his trucking business, and 
bought 20 acres of pine woods on 
the heaviest travelled state high- 
way, one mile south of Conover, 
Wis. 


Little Outside Help 


Being handy with tools and hav- 
ing some construction know-how, 
he proceeded to build himself a 
hardware store. He had to pay 
for some carpentry and masonry 
but did most of his own work, in- 
cluding the building of the store 
fixtures, made of pine and ply- 
wood. 

The new store, measuring 65 ft 
wide and 40 ft deep, sets back 
150 ft from the highway, so that 
there is plenty’ of parking area. 
The building is of brick, cement 
block and steel and has a concrete 
floor covered with brown-flecked 
tile. 

Mr. Struck gained window dis- 
play space by locating the store 
entrance between two wings. This 
arrangement helps to catch the 
tourist trade. 


Bottled Gas Sales Good 


While Mr. Struck did an excel- 
lent business the first season on 
sports equipment, paints, house- 
wares and general hardware, he 
was surprised to find that his bot- 
tled gas business held up through 
the winter months when the tour- 
ist trade was gone. 

“Our bottled gas business has 
grown rapidly,” Mr. Struck re- 


ports, “and from such customers 
we get leads for selling bottled 
gas ranges and refrigerators.” 

For the tourist trade the store 
has a gift and novelty section. It 
also carries a stock of overalls 
and hunting clothes which sell 
well to the tourist trade. 

“When I first opened this store 
I thought that there might be a 
few months during the winter 
when I might as well close up un- 
til the tourists came back in the 
spring,” says Mr. Struck, “but 
farmers and hunters keep me busy 
in winter, too.” 


Hackmen Promote City 


Taxi drivers in Lubbock, Tex., 
with the aid of the Chamber of 
Commerce, have organized the Taxi 
Drivers Lubbock Booster Commit- 
tee, to welcome and assist strangers 
visiting the city. 

The taxi men meet once a month 
to discuss ways and means of mak- 
ing visitors enjoy their days in the 
city. Drivers are schooled to an- 
swer tourist and visiting business- 
men’s queries about the city. When 
unable to provide data, they short- 
wave the dispatcher’s office for as- 
sistance. 

The Booster idea is one of the 
factors which help induce tourists 
to spend $4 million annually in 
Lubbock. 

Each cab bears a windshield 
sticker with the message, “I am a 
member of the Taxi Drivers Lub- 
bock Booster Committee. I will be 
happy to answer your questions 
about Lubbock.” 
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IN ALL PLASTIC TOILET SEATS 
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winter 
up un- 
in the 
, “but 
e busy 


rangers * : st i : 
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 —~, 
in the ¥% Each PURITAN plastic toilet seat is so fine 
to an- ..50 beautifully finished — that they should be packaged 
— in jewel cases. Truly, they are the finest... and 
en 
short- there is a complete range of types to fit each budget, 
for as- and designs both traditional and modern. All are 
f the monufactured under the closest supervision, 
10) 
ourists of the finest moteriols in beautiful marbleized colors 
ally in 
For Further information and Descriptive Litereture, pieose write 
shield 
3 Lub- CENTURY PLASTIC PRODUCTS, INC. 
will be 
ill 8219 ALMIRA AVENUE e CLEVELAND 2, OHIO 


estions 
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Merchandising and Service 
Pay Big Dividends 


Even though located in an area 
where there are many supermar- 
kets, the Boulevard Hardware store 
at 1424 Westwood Blvd., Westwood 
Village, Cal., has quadrupled its vol- 
ume in four years. 

The owners, George and Richard 
Dekofsky, credit the increase to 
two ‘things: 


Four-fold increase in volume in four years 
in California store credited to modern 
merchandising and customer service 


ume from less than $2,000 a month, 
five years ago, to nearly $100,000 
annually. 

Five years ago the brothers 
bought a 16-ft. hardware store 
which was doing less than $2,000 
volume amonth. Although this was 
their first experience with a hard- 
ware business, the brothers ap- 


doesn’t know how to proceed, the 
Dekofsky brothers will explain 
how to go about it. When they sell 
the supplies for the job they tell 
the customer that they will refund 
his money for any surplus mate- 
rial which is returned in good or- 
der. 

After they were well established, 
the brothers moved the business 





First, giving old-fashioned ser- plied their knowledge gained as for- Wh 
vice by helping their neighborhood mer employes of Sears and Wards. across the street to a new location, er 
customers with home repair prob- The brothers believe strongly in 50 by 80 ft. The new store not arour 
lems, and giving advice and in doing small only gave them much more display : | 

Secondly, modern merchandising repair jobs for customers who may space but also affords a rear en- line. 
with full use of the back of the not know how to do such work for trance for customers from a park- becau 
store for displays that sell merchan- themselves. ing lot. 
dise. If a customer wants to add an Instead of using the valuable know 

That’s how they built their vol- electric outlet in his kitchen but space at the rear for a storeroom, 

J&L , 
healtl 
Hard 
price: 





: Boulevard 


? 





ARDWARE 


Jo 


galvar 





Attractive and modern front of the store. 


_ HARDWARE AGE, NOVEMBER 13, 1952 HARDWA 








years 
odern 
ervice 


ed, the 
explain 
hey sell 
ney tell 
refund 
; mate- 
ood or- 


blished, 
usiness 
cation, 
re not 
display 
ar en- 
a park- 


aluable 
‘eroom, 


, 1952 









































Whenever, wherever you display products used in clean-up jobs 
around the home, be sure to include galvanized ware from the J&L 
line. It’s good business to stock and display J&L Galvanized Ware 
because people want it... they buy it in preference to less well- 


known brands ... you obtain good turnover. 


J&L Ware is priced to cover the big volume market and yield a 
healthy profit. It is distributed through 
Hardware jobbers. See your jobber for 
prices and delivery schedules. 


JONES & LAUGHLIN STEEL 
CORPORATION 


CONTAINER DIVISION 
NEW YOr K 17, NEW YORK 
galvanized ware plants; TOLEDO, OHIO and ATLANTA, GEORGIA 


mae y 





aoe 
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YANKEE 
ANDYMAN 


MERCHANDISERS 


Stop Traffic 


You'll really sell No. 233H “Yankee- 
Handyman” Spiral Ratchet Screw 
Drivers with this compact, 2-color, 
counter man on the job. Every inch 
a salesman. . . carries “how to use it” 
message . . . sells four Screw Drivers. 


Merchandiser 
is FREE. 


Drivers are packed 
with value! Have 

@ quality appeal 
that spells “SELL”. 
Transparent 
magazine handle 
contains 3 sizes 

of Drill Points, 
extra °” Bit for 
driving screws. 

A %" Bit in chuck. 
All quickly inter- 
changeable. 

It’s two tools in one 
—screw driver and 
drill! Your jobber 
has them. 
Order today. 
Specify 

No. 233HM. 






























Small in size . . . Mighty 
in appeal. Sales-making 
Merchandiser contains 

one dozen No. 2H 
“Yankee-Handyman” 
Ratchet Screw Drivers. 
Drive or draw screws. 


YANKEE" TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 
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Ask your jobber | 
for No. 2H. | 



















































The store as seen by customers entering from 
the parking lot, through a rear door. 


the Dekofsky brothers use this area 
to display larger items such as 
ready-mix cement, screens, wire 
fencing, step ladders, charcoal, 


pipe, large clothes hampers and 
molding. 
One reason for having heavier 


merchandise at the rear of the store 
is to have it handy to the rear door 


| so that the customer can place it in 


his car with little effort. 

Because the rear of the store was 
used for the display of merchan- 
dise, the owners built shelves back 
of the sidewall display units for 
storage. There is a four-foot aisle 
between the back of the display 
cases and the shelves for reserve 
stock. 

The side-of store storage speeds 


restocking and service to custom- 
ers. Reserve stock of housewares is 
kept in back of housewares dis- 
plays, and paint reserves are in 
back of the paint display. 

The stock shelves on the side are 
ample, the brothers believe, since 
they are close to their sources of 
supply and do not find it necessary 
to keep large reserves. 

When the new store was designed 
display windows were placed in the 
back of the store so that they would 
face the parking lot. However, it 
was soon discovered that customers 
who parked on the lot generally 
came to the store with a definite 
purchase in mind and did not stop 
to look at the windows. Also, it was 
decided that the store could make 





Richard Dekofsky and his brother George build good will 
by helpful advice and service to their customers. 
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The Greatest Air-Cooled 
{| NTFY Engine Advance in YEARS 
IGNITION ASSEMBLY... 


MODEL AC-6 ENGINE 
ILLUSTRATED 


CONTINENTAL 
RED SEAL 


MODELS 


DOUBLES LIFE OF slits anp\sparK PLucs | WiA.A.¥Y DOWN 


Instead of wasting every other 
spark, as in engines with 


conventional flywheel type POINTS AND CONDENSER 
yg eg pesrangtiae. INSTANTLY ACCESSIBLE FOR 
: Ate s ADJUSTMENT OR INSPECTION 


wear on both is reduced by 
50 per cent, and useful life 
correspondingly lengthened. 


On models of AU Series only, Contex Ignition is available in conjunction with fly-weight 
type governor, also camshaft-driven, housed under same quick-removable cap. 


Continental Motors (orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 














12800 KERCHEVAL AVENUE « DETROIT 14, MICHIGAN 
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‘ie NEW 






1) 
if, 
Neu 44° spiral 
New wide flute 
New narrow land 


provide a smooth path for 


IMPROVED, AUTOMATIC 
DUST EJECTION 


for maximum drill speeds 
and a clean hole with 
no blowing out 


New Vg" shank on 


3/g°', 7/16, and 1/2" drills.'/2'' shanks 
on sizes from !/2" to I1/2’'. 






made of 
finest tool steel — 
with the famous 
diamond hard 


CARBOLOY 
TIP. 







SIZES 
AVAILABLE 
With Spiral Flute 
Sizes in 1/16” 
graduations from 
3/16" to %4"; %" 

and 1”. 

With Straight 
Flute 
Size’s 1%”, 114", 

1A". 














THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 






The Best Craftsmen Always Take 
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better use of this space for inside 
cisplays. 

‘the receiving room at the back 
of the store is only 10 ft. square. 
After merchandise is unpacked and 
priced it is taken to the side-of- 
store storage shelves. 

While the rental on the new, 
larger area is only about 50 pet 
greater than on the old 16-ft. store, 
the brothers have been able by 
using modern merchandising meth- 
ods, to nearly double their volume 
in the two years since they occupied 
the new store. 


Dramatizes Glassware 


Special attention to the lighting 
of its glassware displays has en- 
abled the George E. Allen Hardware 
store in Salem, Ore., to increase its 
volume for that department by 25 
pet. All types of glassware are now 
displayed in an area illuminated to 
approximate natural daylight. This 
helps to dramatize the section. 

Direct light from shaded neon 
tubes and the use of reflector spots 
soften the glare, but emphasize the 
brightness and sparkle of the giass- 
ware. 

“In this manner, we _ highlight 
the best of our glassware on the 
wall background,” says Mrs. Lucille 
Lengren, head of the basement din- 
nerware section. 

Stem glass is shown in a wide 
variety of patterns on two eye-level 
shelves. Crystal is displayed in 
front of individual mirrors. On the 
broader base of the section’s shelv- 
ing more than 20 pieces of heavy 
glass items with raised design are 
shown together with plain glass 
plates and attractive flower vases. 
“The elimination of shadows on 
each one of the items makes them 
stand out like diamonds in a 
jewelry case,” says Mrs. Lengren. 





HARDWARE HUMOR 
By Hardware Age 








Sa” 
"Have you got one with a longer 
handle? The wife is rather tall.” 
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; Revise Social Security 


the back Congress will be urged next year 
- Square. to launch a study preparatory to 
cked and a general overhauling of the pres- 
; side-of- ent social security system. This 
move is spearheaded by one of the 
the new, major retail trade associations, and 
t 50 pet is likely to receive considerable at- 
ft. store, tention from numerous legislators 
able by who are already dissatisfied with 
ng meth- certain <egments of the present 
r volume set-up. 
occupied A primary recommendation is 


that in the interest of economy all 
present systems (including rail- 
road retirement and government 


































ware : q 

‘ ; pensions) be merged into one gen- 

lighting — oral system. Also, benefits payable 

has en- under the old age and survivors’ 
lardware ] insurance would be extended to all 
rease its workers, regardless of whether they 
nt by 26 ever worked in occupations now 
are now covered or made payments. This 
inated to ff class would get minimum benefits. 
cht. This Still a third recommendation will 
ction. be for financing the program on a 
led neon | pay as you go basis—from payroll 
tor spots § deductions plus any taxes specif- 
asize the ically levied for the purpose. 
he giass- 
ighlight | Radio-TV Warranty JOHNSON XLO Music Spring Wire is packaged 
. Lucille Compulsory warranties sold with 5 for easy handling and attractive display. "The 
ent din- | ‘adio or television sets have been - wire of a thousand uses" is a must item for the 

suspended from price controls, OPS ¢ up-to-date hardware store because it is a con- 

a wise recently ruled in General Inter- ‘ cael to th d for high b Seng 
ees pretation 9. | stant answer to the need for high carbon wire in 
hy * This interpretation affects more | small quantities. The modern hardware man is 
‘On the than sales of compulsory warran- always prepared to respond to the customer who 
’s shelv- ties sold with radio and TV sets. wants quality, high tensile wire. 

avy The interpretation made clear that . eo ; 
Hoag: services, aiden compulsory war- Johnson XLO Music Spring Wire is drawn with 
n glass ranties, and interest or financing micrometer precision. The wire range—from .003" 
r vases. § charges are suspended from price (38,026 feet to the pound) up to .200" (9 feet to 
ows on ff controls when sold with an item the pound). Packaged—l!/, Ib., '/2 Ib. and |! |b. 
es them which has been suspended from : 

in a price controls. 

engren. The agency made a distinction, st 

in the case of warranties, between wa 
DR compulsory and optional ones and se 


ruled that the latter type remain 
under controls. 


OPS Drops Price Lids 


OPS has suspended price con- 
trols on clock-radios. The agency 
has advised The Radio-Television 
Manufacturers Association that 


"Johnson Sets the Standard of the Industry" 
clock-radios are included in Amend- 
ment 1 to revised GOR 5, which 


suspended ceilings on table, port- 


iin dood 6 saw catia. /SOHNSON STEEL and WIRE CO., INC. 


Previously OPS had taken the 
position that clock-radios were still Worcester 1, Massachusetts 


uader controls because they are 
classified as a combination article. 





longer 


- tall.” SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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There's a com- 
plete home dec- 
orating service 
in just a corner 
of the West Se- 
attle Hardware 
store. Customers 
can comfortably 
select wall paper 
from _ pattern 
books and har- 
monizing color 
schemes from a 
book of sug- 
gested _interior 
decorations. 
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Service Makes Sales 


The West Seattle Hardware, 
when Harold Hart purchased it in 
1945, got its start towards becom- 
ing a volume business by a com- 
plete modernization program. Then 
the store would have continued in 
an unstartling fashion but for one 
thing—Service. 

It is service that has put the 
store in competition with chains 
and mail order houses; that has 
proved to be the big traffic draw. 
And today service is the reason for 
current sales running about 15 pct 
ahead of the bonanza year of 1947 
despite the cutting off of some big 
ticket items. 
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and keeps this store’s volume running 15 pct ahead 
of the 1947 boom—because the chains can’t offer it 


Service also is responsible for de- 
veloping this Seattle, Wash., store’s 
paint and wallpaper lines to the 
point where they account for 20 pct 
of the gross volume. It works like 
this. 


Well Equipped Section 


To assist customers in choosing 
the proper color schemes and wall- 
paper patterns for their homes, 
Mr. Hart installed a small depart- 
ment at the end of the paint section 
at the rear of the store. It is equip- 
ped with a table, two comfortable 
chairs, and manufacturers’ books 


of color guides and wallpaper pat- 
terns. A small table and chair were 
also set up at the end of the service 
counter. 

Though neither he nor his em- 
ployees qualify as experts in inte- 
rior decoration, use of these manu- 
facturers’ books showing suggested 
color combinations, make it possible 
for them to give a reliable advisory 
service which solves the greatest 
majority of home decoration prob- 
lems. By suggesting new color com- 
binations, further, use of the books 
often increases the size of the paint 
sale, leading to decoration of addi- 
tional rooms or wall space in the 
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Introducing a delightful new 


Decoware pattern... 





Here’s a design well-calculated to blow durable merchandise. Decoware is fameus 

sales your way. It’s the new Decoware for its solid, high-quality construction and 

“Windflower” pattern —a brilliant red-and- lasting lithography. 

green creation that will lend color and For complete details on this new Decoware 

sparkle to any kitchen. pattern and its profit possibilities for you — 
Your customers will go for this new Deco- please write, wire or telephone our nearest 

ware creation ... and you'll be selling sound, sales office. 


CONTINENTAL € CAN COMPANY 


CONTINENTAL CAN BUILDING 
100 East 42nd Street New York 17, N.Y. 


Eastern Division: 100 East 42nd Street, New York 17 . Centra! Division: 135 So. La Salle Street, Chicago 3 ° Pacific Division: Russ Building, San Francisco 4 
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customer’s home. The store also 
mixes to the customer’s color spe- 
cifications. 

Mr. Hart prefers selling wall- 
paper out of a pattern book to hav- 


Outside Selling 


(Continued from page 90) 


for a trade-in appliance, Mr. Den- 
man takes it into the store, dis- 
plays it, and promotes it through 
newspaper advertising, and thus 
resells it. 

Summing up his method of sell- 
ing, Mr. Denman observes: “There 
is a great deal of appliance and 
barn equipment business to be 
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Another view of the modern interior, itself a big traffic draw. 


ing a large stock of papers for an 
adequate inventory. 

Since paint and wallpaper sales 
frequently complement each other, 
the service Mr. Hart offers in- 


had in many localities if the deal- 
er works for it. I know of no bet- 
ter way to sell that market than 
to keep calling on the trade to 
find out just what each prospect 
needs. 

“Then if you can demonstrate 
the value of the item to the pros- 
pect, you can often persuade him 
to buy a year or so sooner than 
he otherwise had planned to buy.” 
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Business picked 
up as soon as the 
store was turned 


into a_ bright, 
modern mer- 
chandising tool 


by a complete 
remodeling pro- 
gram. Service 
took up where 
modernization 
left off and has 
kept volume ona 
high level. 


creases impulse sales in both de- 
partments. The wide variety of 
paint and painting supplies offers 
another incentive for patronizing 
West Seattle Hardware. 

The store carries full assortment 
of two paint brands in order to 
offer a wide choice in price range 
as well as in colors. And in paint 
brushes alone, there is an inven- 
tory of about $1,000 to meet the 
needs of both amateur and profes- 
sional painters. 

In addition to paints and wall- 
papers, the store carries complete 
stocks of general hardware, its 
management preferring to concen- 
trate on these lines and so main- 
tain a compact but complete inven- 
tory, tailored to the demands of its 
trade. 

While Mr. Hart purchased his 
store at 2611 California Ave., 
Seattle, in 1945, he is now less ac- 
tive in the management. That role 
was assumed by his son, Sam Hart, 
who joined his father in 1946. 


Dollar Day Notices 

How can merchants and banks 
effectively work to advertise a local 
Dollar Day? 

In Nebraska City, Neb., 
chants and banks co-operated by 
seeing that many of the brand new 
dollar bills handed out in the days 
prior to a Dollar Day in that com- 
munity were marked with a sticker 
cailing attention to the sales event. 


mer- 
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Darra- 


HELPS YOU SELL MORE IN LESS SPACE 
Here’s a complete Power Tool department .. . 


ONLY G ft 


FLOOR SPACE 


ATTRACTIVELY DISPLAY 


7MAJOR POWER TOOLS 
in this 
STREAMLINED UNIT 
Packed With Sales Power 


See etcenasseres | 3 Here, in a space of only 4 feet, is the 
4 i streamlined answer to dealer space prob- 
lems; enabling you to install a complete 
Darra-James Power Tool Merchandising 
Department. 
pps ti Actual floor dimensions are 4 ft. wide, 
ae. 2 ft. deep and 5 ft. high. Display is port- 
; able and easily moved for window or 
floor use. Design includes adjustable 
rece a shelves, illuminated shadow box sign, 
— ' i. +. and durable finish of washable plastic 
colors. 


























Sarra-James 
POWER TOOLS INCLUDE: 


Model 32, 8” Tilt Arbor Saw, with exten- 
sions, V-belt, motor mount and motor 
pulley. 

) Model 212, Jig Saw 

Model 325, Belt Disc Sander 

Model 350, 12” Drill Press 

Model 595, 914” Band Saw 

Model 900, 9” Gap Bed Lathe 

Model 395, 414” Jointer (Cast Iron) 


COMPLETE AS SHOWN 


Only, #234,° 





CONTACT YOUR 
LOCAL JOBBER (le) °4°20) °C -N Ee)» 


OR WRITE DIRECT SPRINGFIELD ) MASSACHUSETTS 
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A f —— What the Law Says—— mms or 
enough 
Lock Your Truck And 
' up al 
AUGER BITS If It's Parked ; 7 
Where children are involved store 0 
the courts hold that a moving wheres. 
truck is safer than one stand- ju — ' 
hs careless 
ing at a curb able wi 
By FRANCIS GEORGE In M 
Attorney-at-Law loaded 
parked 
a cup 
All merchants whose trucks make climbed 
deliveries in residential areas know off one 
that children present a constant on anot 
problem. Youngsters steal rides on ware Co 
| the backs of trucks, play in, under, The j 
| over or around them and thus ex- a secon 
| pose themselves to possible death or case wo 
} injury. particip 
Legally a moving truck is safer truck. 
than one that is standing at the he coul 
curb, so far as children are in- he was 
volved. he coulc 
A good illustration of this prin- In N 
ciple is shown in the case of a old boy, 
youngster killed in Wisconsin and the tru 
another seriously injured in New driver v 
York. fell and 
parents 
1 q held tha 
AND HERE S WHY: Here's an Example | 
oad be 
Pe Pars : A Wisconsin hardware dealer was knows t 
Machining is an inherently accurate | sued last winter by the parents of 
operation. Acrabore Auger Bits, because a youngster who was killed trying 
an : to ride on the back of a delivery The g 
they are precision machined, are accurate, truck. The dealer won the lawsuit. Mien on 
are uniform in length, diameter and About the same time, a New York Californ 
; : merchant was sued because a boy “Very 
hardness. The cutting extensions are full, | was seriously hurt while trying to highway 
> which means more sharpenings. leap from a truck that the child boys cat 
g had climbed into and started when some pa 
B The nibs and shank are in line, no wobbling | the driver was making a delivery. Hen the 
a —— The New York dealer lost that law- a boy cl: 
or whipping. , suit. : a vehicle 
= ———— | What was the difference? clusion, 
. : In the case involving the Wiscon- of a tru 
Customer Satisfaction Guaranteed sin fon x ik een en: © duty req 
the New York case the truck was road alo 
: ; . parked. and atte 
Write for full information on Every year a number of inquisi- must be 
Acrabore Auger Bits, Machine Bits tive and adventurous children are panied b 
killed by delivery trucks. In most the duty 
and Electricians Bits. | instances, the children’s parents sue do not fir 
| the truck owner. All too often his ning boa 
liability insurance does not cover vehicle, ( 
| the accident. danger wv 
Here are a few recent experi- seg fall 
a. he | ences merchants have had with this se not 
problem: “ye 
. : : a public 
TAYLOR-GJEDE CO. INC. [eon Moc 
a driveway when he ran out of gas. . 
Sales Representatives ee While he was gone a 15-year-old the truck 
JOHN H. GRAHAM & CO. INC. | boy attempted to start the truck. The la 
ee eee oe | The lad was injured, and sued the cerning fF 
retailer, for his injuries; he lost owner 18 
140 HARDWARE AGE, NOVEMBER 13, 1952 HARDWA 
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the judge saying the boy was old 
enough to have known better. 

And in Georgia, a driver picked 
up a 10-year-old girl and gave her 
a ride. She sued the hardware 
store owner because she fell while 
trying to get out of the truck. The 
judge said that this driver was not 
careless and therefore not charge- 
able with the costs of this accident. 

In Massachusetts an open truck 
Joaded with iron castings was 
parked when the driver went to get 
a cup of coffee. Some children 
climbed on to the load and pushed 
off one of the castings. It landed 
on another boy. He sued the hard- 
ware company. 

The judge sent the case back for 
a second trial saying that the boy’s 
case would depend upon whether he 
participated in the invasion of the 
truck. If he was only a spectator 
he could sue the merchant, but if 
he was with the boys on the truck, 
he could not. 

In North Carolina, a five-year- 
old boy, climbing upon a ladder on 
the truck, was not noticed by the 
driver when he started off. The boy 
fell and was seriously injured. His 
parents sued and won. The judge 
held that a driver should look at his 
load before he starts when he 
knows there are children around. 


The General Rule 


The general rule about stealing 
rides on trucks was set out by a 
California judge in 1918. He said: 

“Very few vehicles operated on 
highways are so constructed that 
boys cannot climb upon them or 
some parts thereof. The proposi- 
tion that the owner is liable when 
a boy climbs upon, then falls from 
a vehicle, carried to its logical con- 
clusion, would mean that the driver 
of a truck or other vehicle whose 
duty requires him to observe the 
road along which he is traveling 
and attend to his motive-power, 
must be Argus-eyed or accom- 
panied by outriders charged with 
the duty of seeing that small boys 
do not find lodgement upon the run- 
ning boards or other parts of the 
vehicle, or approach a position of 
danger where they may, as in this 
case, fall under a wheel. The law 
does not impose such duty on one 
lawfully operating a vehicle along 
a public street.” 

And that is still the law, when 
the truck is in motion. 

The law is more confused con- 
cerning parked trucks. Usually an 
owner is not responsible if a child 
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ONLY THE NEW 















Not an attachment, 
but a complete heavy- 
duty, portable power 
hacksaw. 


SAWZALL 


provides ALL these features 


1. SINGLE-UNIT, ALL-PURPOSE, 
PORTABLE POWER HACKSAW. 

2. 2250 strokes per minute ( 34” stroke). 
3. Lifetime lubricated .. . ball and 
roller bearing equipped. 

4. Milwaukee-Built 9-point 
motor, famous for MORE 
“motor guts”. 


















5. Lightweight — only 
634 Ibs. 
6. Fully guaranteed. 


7. Blades for cut- 
ting al] materials. 


x $7 350 


including Blades and 
Steel Carrying Case 





BETTER QUALITY 
LONGER LIFE 


for Jess money 





WITH MILWAUKEE 
PORTABLE ELECTRIC TOOLS 


This versatile new Milwaukee SAWZALL 
cuts all materials, including light-gauge and 
heavy metals. Cash in on today’s big demand 
for this amazing tool. 





Write for folder SW-5. 





we lk. 
MILWAUKEE ELECTRIC TOOL CORP. 


5312 W. STATE STREET © MILWAUKEE 8, WISCONSIN 
Canadian Distributor: MATTHEW MOODY & SONS CO., 740 Inspector Street, Montreal 
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Here's the new improved GREEN- 
tee Calculator for carpenters and 

other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes... compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 
this for only 25c. 


But it does another job that’s even more 
important! It builds extra’ Greenvee 


hand tool business for you! 


As Greenzeg Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GreeNize national 
advertising, they are accompanied by 
literature telling all about the famous 
GREENLEE line. Thus, every month more 
and more people every where become even 
better acquainted with Greenveg Chisels, 


oR | 


Improved Greenlee Woodworking 


for your 
hand tool 
department 


i 
| 


Calculator makes more and 
more customers for Greenlee 


high quality tools... 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality GreeNnvee tools you stock. 


Here’s another example of the sales- 
making ‘“‘plus’’ that brings extra cust- 
omers to you when you handle the 


Greencezz line. 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 
Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, cither as a hobby or as a 
trade. If you prefer, they can be furnished 


imprinted with your store name to serve as an 


‘ideal advertising reminder, exther when sold 
at the regular 25¢ price or given to your special 
customers. Write today for free sample, dis- 
count, and cost of imprinting. 














TOOLS FOR CRAFTSMEN 


GREENLEE 





GREENLEE TOOL CO., 1811 
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HERBERT AVENUE, ROCKFORD, ILLINOIS 







j;hurts himself in an attempt to 
start the truck. But if the circum- 
|stances are such that the driver 
'should have suspected that some 
|child was going to try something, 
|the owner will have to pay. 


Insist on Locked Cars 


Many states have laws requiring 
that parked vehicles be locked, some 
make it illegal to leave a truck un- 
attended. Common sense, like the 
law, requires that a vehicle be 
closed and locked when surrounded 
by children. 

Although it is risky to generalize 
about parked vehicle cases, there is 
a trend toward holding the mer- 
chant liable, and the prudent thing 
is to be sure that all parked trucks 
are locked, even if left for only a 
few minutes. 





| An Aid to Early Sales 





Complete Christmas Doll Stock Just Received! 


LAY-AWAY 
SHOWING 
wy 





















1 Deposit Holds Your “Selection Until Christmas | 











When Wolff, Kubly & Hirsig Co., 
Madison, Wis., received a Christmas 
shipment of dolls in early September 
of this year, the store ran this large 
ad featuring its Lay-Away plan. This 
encouraged customers to start their 
Christmas selection ahead of the 
season in order to get their pick of 


the dolls. 
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8” TILTING ARBOR SAW 


A new Shopmaster Tilting Arbor Saw with all the quolities of higher 
priced fools, yet at a new low price. It's durably constructed of 
rugged cast aluminum alloy with large table working surface. Has 
visible and convenient operating mechanism. If display space is 
limited, feature this one tool and watch your customers’ intérest 
and the additional sale of other recognized quality Shopmaster 
Power Tools. It retails at $49.95. 









20” TILTING TABLE JIG SAW 


Here is a new table jig saw with a large 20’ throat thot 
allows greater sized working areas. It's designed to stand 
up under hard professional use. . . that’s why it does such a 
superb job in the home workshop. Cuts wood, light metals, 
plastic, hard rubber, asbestos, bone, hard leather and many 
other materials. It retails at $29.95. 


























Quality Plus Precision Power Tools 
Means Extra Christmas Sales for You 


Shopmaster’s complete recognized quality power tool line is just 
what you need to skyrocket Christmas sales. Build a Christmas 
display NOW so that you can get your share of this $100,000,000 
power tool business. If space is limited, show only one tool. You 
owe it to yourself and to your store to investigate and display 
the hottest line of power tools in America today! 













Write for... 
new folder on how 
to display power tools 
in small space. Dept. HA-11 








1214 Third St. S., Minneapolis, Minn. 





wa 
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"*3-LEG’ 


Masons’ and Plasterers’ Tools 


Made by: Brades and Nash Tyzack 


Industries, Ltd., Sheffield, Eng!an« 


Tuck Pointing 
Trowel 





These trowels will stand out when com- 
pared with any brand. Finest English 


steel, blade and tang are forged from | 


one piece of steel, blades are spring 
tempered and perfectly balanced. And 
the price . . . good! 


Ask your jobber for these fine ‘’3-Leg’’ 
tools. 


» yooUS 
HG AEG : \e setters Towels 
\ 


conels witre 
Tools Point 


g s 
ing Trowsls 


U.S.A. SALES OFFICE 


JOHN H. GRAHAM & CO. INC. 


105 OUANE ST NEW YORK 8,N. Y 
Send for Catalog 102 
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An old-fashioned stove is used as 


| the focal point of an inviting little 
hospitality center in the Cornwell’ 





& Kelty Hardware store, Glendale, 
| Cal. While customers rest in a com- 
fortable little booth they are served 
| hot coffee in the winter, iced tea in 
| the summer. A cracker barrel, cov- 





Hospitality Center Attracts Customers 





Stove and cracker barrel gave an old time flavor to this setting. 


ered with a colorful checkered 
tablecloth, serves as a table on 
which an automatic coffeemaker is 
in constant use. Glenn Cornwell 
states, “Customers who have once 
experienced our hospitality gener- 
ally return to the store with 
friends.” 


Low Cost Refreshments Build Sales 


Always an attention getter at 
Carroll County Hardware Co. in N. 
Conway, N. H., its model kitchen 
gets extra use the week preceding 
Christmas. Evenings when the store 
is open free coffee and doughnuts 
are served in this section. Costing 
the firm about $2.50 each evening 
the refreshments help put more 


} 
| 
| 








store visitors into a friendly, buy- 
ing mood. 

A Christmas greeting over the 
simulated window in the model 
kitchen is about the only change in 
the usual appearance of the display. 

This idea, says Roland L. Morse, 
manager of the store, has resulted 
in many extra sales. 





Suggesting a kitchen in a private home this display serves as a 
refreshment center evenings of the week preceding Christmas. 
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Shows Draw Crowds 


Despite the decline in work 
horses, there is still strong interest 
in riding horses the nation over, 
and numerous communities stage 
annual horse shows that attract 
large audiences. 

Viola, Wis., holds such an event 
each year, including races, judg- 
ings, and a community dance. At 
Belding, Mich., the Saddle Club and 
the Chamber of Commerce put on 
a show which includes chariot 
races. 

These shows are an opportunity 
for hardware dealers who sell 
saddlery and harness to tie-in with 
such events by building-up window 
displays of these items when local 
shows are being staged. 





Try Booster Tours 


The man who wrote the song 
“Sioux City Sue,” did all right in 
putting Sioux City, Iowa, on the 
map, and the territorial relations 
committee of the Sioux City Cham- 
ber of Commerce is doing its best 
to keep it there. 

Now the committee has signed 
up 104 Sioux City firms to sponsor 
booster trips throughout the city’s 
trade area in Iowa, Nebraska, and 
South Dakota. The boosters, dur- 
ing tours, have hillbilly singers and 
bands on hand, and each booster 
wears a colorful hat and _ shirt. 
The Boosters distribute balloons to 
children, each balloon bearing the 
name of the city. 





Pancake Eating Contest 


Hundreds of lumberjacks gather 
at Winter, Wis., each January to 
watch the annual Pancake Eating 
Contest put on by merchants and 
the American Legion. Last year’s 
winner ate 26 pancakes, each 7 in. 
in diameter. One man three years 
ago ate 46 pancakes, but in last 
year’s marathon dropped out after 
eating only 15. 





Student Day Sale 


When the senior class of a De- 
catur, Ill., high school needed funds 
for its class treasury, local mer- 
chants cooperated in a city-wide 
Student Day Sale. The students 
helped by serving as sales clerks, 
for which they were paid, but 
they, in turn, contributed to the 
fund by donating their day’s wages 
om * 
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Baiccs A STRATTON 


FACTORY 
SUPERVISED 
SERVICE 





Preferred power on portable conveyors for economically moving bulk materials! 


These are the world’s most — used: single-cylinder gasoline engines on hun- 
dreds of kinds and types of machines, ‘tools and appliances. They are preferred 
by industry, construction, railroads, oil fields, and on equipment for farms 


and farm homes. 


Qeeess you find gasoline powered equipment 

oing the job better, faster — invariably the power is 
Briggs & Stratton. These single-cylinder, 4-cycle, air-cooled 
gasoline engines are leaders in thé field and preferred for 


dependable power the world over. Briggs & Stratton 
Corporation, Milwaukee 1, Wisconsin, U.S. A. 


ad . 


Inthe automotive field Briggs & Stratton is the recognized leader 
', and world’s largest producer of locks, keys and related equipment. 
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One-third of Volume 
Is in Appliances 


Glamorized display of major ap- 
pliances in a separate department, 
and special promotions, have been 
responsible for the rapid ex- 
pansion in appliance volume for 
the Grimes Hardware store, Fair- 
born, Ohio. 

Ten years ago this store had 
only a few appliances displayed 
together with general hardware 
lines. By using modern appliance 
merchandising techniques, this 
store has increased its appliance 


Canopy lighting 
makes these ap- 
pliances listen 
and attracts the 
attention of cus- 


tomers. rer 


' 


* 


* 
ly 
© im 
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In one decade, this store has made appliances a top 
line. Cooking schools in theatre are feature 
of the year’s promotion program 


business to the point where it 
produces about one-third of the 
sales volume. Appliance sales this 
year are expected to be close to 
$90,000. 

Earl E. Grimes, owner, in 1948 
placed his brother-in-law, Robert 
S. Greene, in charge of appliance 
sales and made him a partner in 
the business. 

The next move was to take over 
an adjoining bakery which was 
converted into a separate ap- 


pliance display room, connected to 
the hardware store by an archway. 

Sales then began to mount, Mr. 
Greene reports. Business was mov- 
ing so well that in 1950 the com- 
pany spent about $5,000 to install 
a glass front and to remodel the 
interior. 

The store’s staff did much of 
the remodeling work. A canopy 
was constructed around the room 
and concealed fluorescent lighting 
was installed. Walls are of light 
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a a AIR Rc 
rmemeon RE 


SCORE HIGH IN RESULTS AND PROFITS WITH AN 
SaepES 












out an 
week-end use also 
Maintenance 


The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio. 
[J Send 12-page free booklet showing how to 
make money in the floor sander rental business. 
CJ Send latest catalog on the following, without 
obligation: 

(CJ Floor Sanders C) Floor Edgers 
(J Floor Maintenance Machine [] Abrasive Papers 

(CJ Floor Finishes 
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DOOR 
CLOSERS 


The your 


Display Shelby Air-Check Clos- 
ers in their colorful boxes — 
stop customers — boost sales. 


SE 


The first choice 
Check-Closer for 
storm and screen doors 








Storm doors closed in Winter for 
warmth—screen doors closed-in Sum- 
mer for fly protection. That's what 
Shelby Air-Check Door Closers do, 
and without door “bang’— they al- 
ways work. 

One customer recommends them to 
others—your sales and profits 
pyramid. 

Order Shelby Air-Check Closers from 
your jobber today. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





AIR-CHECK DOOR CLOSER 
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green and the ceiling is painted 
a light gray. The floor is covered 
with gray asphalt tile. 

At the same time, the company 
hired a bookkeeper and a full-time 
serviceman and a service truck was 
purchased. An outside salesman 
was employed and is paid a salary 
of $30 a week plus 7 pct commis- 
sions on his sales. 

The Grimes company’s appli- 
ance inventory averages more than 
$15,000 and sometimes as high as 
$25,000. 

It is not unusual for the firm’s 
books to show as high as $5,000 in 
deferred payment accounts. Some 
sales are on a 90-day account but 
about 85 to 90 pct of its appliance 
sales are financed by a financing 
company. 

Promotions include cooking 
schools and a three-day spring 
show during which there are some 
items offered at mark-down prices, 
and gift inducements. 

The cooking schools are con- 
ducted over a period of four weeks, 
with demonstrations once a week 
by factory representatives. A lo- 


| cal theatre is used to accommodate 


the large crowds that attend. 

Appliances are also featured in 
two display booths which are also 
operated at a local trade fair in 
the fall. 

Last spring Grimes’ sent out 
5,000 circulars to promote the 
spring event,-and the mails are 
used frequently during the year 
for promotional material. The lo- 
cal newspaper maintains an ad- 
dressing department, which has 
lists of prospects for appliances, 
and handles the store’s mailings. 

This store’s budget for advertis- 
ing last year was $1,750, which 
was broken down as follows: $75 
a month for newspaper advertis- 
ing; $250 a year for movie trailers; 
$200 for small signboards and 
$400 a year for direct mail. 

A once-a-day radio spot is being 
used on a station in nearby Day- 
ton. 

The store has a service depart- 
ment in the basement where used 
appliances are kept. Mr. Greene 


says trade-ins are generally 
cleared out in 30 to 45 days. No 
attempt is made to clear a profit 
on trade-ins. 





Winning an honorable mention award among 500 store entries in a Studio 
City, Calif., holiday display contest, last year's windows of the Coast Hardware 
Co. played a big part in building holiday sales to a 28 pct increase over the 
1950 season. In this window, blue paper-cone Christmas trees, wound with 
yellow angel's hair, trimmed with blue balls and Christmas lights, were set 
against a red free form background to create a splash of color that drew 
attention to the electric housewares, and other housewares on display. 
Christmas boxes tied with broad ribbon and tree ornaments completed the 

window trim. 
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PRESENTS 
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TABLE TUMBLERS - GUARANTEED AGAINST BREAKAGE! 


Now at last—table tumblers that are 

Guaranteed Against Breakage for one year! 
Laureline’s special formulation, molded 

to the high standards of the makers of Boontonware, 
introduces a new beauty of material and color to 
tumblers that resist breakage, and can be used 

with pride on any table. 


Colors are clearly as lovely as you've seen, 

with a modulation of tone from clear to translucent 
—Raspberry, Lemon, Mint, Smoke and Ice. 

Strikingly packaged in a unique display carrying-pack, 
they'll sell on sight! Large 9 oz. table 

size and 51/2 oz. juice size. 

Written guarantee with every set. 





Laureline 
Salad Servers 


match Tumblers 


GUARANTEED AGAINST BREAKAGE! 


| watched this sale carefully. 


| 


Letters to the Editor 


Ymnins 


in to buy a meat chopper from this 
advertising man I speak of and | 
The 
store carried three kinds of chop- 
pers. The owner took them all out 
and explained them carefully. The 
customer took one of the most ex- 
pensive ones. 

It seemed to me that when any- 


' one came in for a hammer or some- 


thing else, would it not be a good 
idea to take one of each down and 
explain them? I’ll wager that in 
many instances, a top one would be 
sold. Quality is what we hardware- 


{| men have to feature. 


The hardware dealer is, as a rule, 
a very hard working man, doing 
the buying, selling, taking charge 
of the finances, etc., and I think 
that as with most of us in the hard- 
ware business, advertising does not 
get the attention it deserves. 

I have seen an ad on aluminum 
shovels in a not very large store 
sell six dozen. Seems to me a regu- 
lar weekly ad in a local paper would 
be prolific of results. If the adver- 
tising were constant and much 
more on quality than on cut prices. 

Yours truly, 
Fred Dorn 
71 Pomfert St. 
West Roxbury, Mass. 





Pre-1900 Catalog 


Dear Sir: 

I have an old E. C. Simmons 
catalog. It has no date, but is 
stated to replace the 1887 issue. 
Its size is 9% x 1214 x 4%, 2020 
pages, weight 17 lb. All pages are 
intact and in perfect condition. 
The only defect is that the leather 
strap on the back has pulled loose 
at one edge. 

If any of your readers would be 
interested in acquiring this cata- 
log, I’d be glad to hear from them. 

Yours truly, 
C. R. Van Druff 
P. O. Box 25 
McLouth, 
Kansas. 


Who Pays Freight? 


| Dear Sir: 


Made by the makers of Boontonware® 


BOONTON MOLDING COMPANY, BOONTON, N. J. 
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.. . In your issue of August 21 


| you ask, on your editorial page, 
| “Who Pays the Freight?” 
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{THAAAAAANIVAIRHNIAANAAOR, 
Letters to the Editor 
LOA RaRaORaORaTOTeS 


The answer is the consumer, in- 
cluding taxes. 

Every manufacturer, wholesaler 
and retailer must compete with ser- 
vice, which includes price delivered 
at the point located nearest the 
place of consumption. 

It follows that the stock located 
nearest the point of consumption 
should be lowest, provided service 
and quality are equal. 

There is really no such thing as 
price control. There will always be 
competition in service and quaiity, 
all of which the consumer must pay 
for. Taxes are part of the cost. 

Remember the old slogan: “The 
satisfaction of quality and service 
lingers long after price is for- 
gotten.” 

Sincerely, 

Hugo Weidmann 
Journey’s End, 
Covington, La. 


Editor’s Note: Mr. Weidmann is 
a veteran hardware man. He re- 
tired in 1939 as manager of sales 
for National Tube Co., New Or- 
leans, and today, at the age of 79, 
still takes a keen interest in de- 
relopments in the hardware trade. 
He is a member of the HARDWARE 
AGE 50-Year Club and a member 
of the Old Guard. 





HARDWARE HUMOR 
By Hardware Age 








"Find her special color?" 
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PROFIT 
BUILDERS 


..-PRESOLD BY 25 YEARS 
OF SUPERIOR SERVICE 













MERCHANDISED FOR 
STEADY SALE 









There's new money for you in 
these top-quality products . . 
attractively packaged, 
merchandised, and advertised 
by one of the nation’s leading 
manufacturers. 


ATTRACTIVELY PRICED 


Solder Seal chemical and 
rubber maintenance products 
have been a by-word to men 
in the trades for 25 years . . 
for their ease of application 
and dependable performance. 
Here are 3 selected Solder Seal 
products, each of them 
leaders in sales, tried and 
proved for top results. 








Offer Solder Seal 
products with 
confidence—even 
to your least 
mechanical- 
minded customer. 
They‘re so easy to 
use, so depend- 
able on the job 
that he'll repay 
your suggestion 
with profitable 


——_ 
La EPA 


SLAF AS 











ASK : 


YOUR JOBBER _ repeat business. 
ABOUT OTHER 
FAST-SELLING NATIONALLY ADVERTISED 


In Magazines & Newspapers 


SPECIALTY COMPANY 


SOLDER SEAL PRODUCTS 


RADIATOR 


HARL TTE NC AROL 
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Now, 
at long last, 


YOU CAN MAKE 


A PROFIT ON 
ASBESTOS! 


For the first time in the 
history of an old, old industry, 
two essential fireproofing and 
insulating materials are put 
up in a form which makes it 
profitable for a hardware 
dealer to handle them. 


Sable 
ASBESTOS PANELS 


nt 





16 PIECES ASBESTOS MILL BOA 4 
ig’ THe, 24°* 36 





Y%” thick Asbestos Mill- 
board, ready cut in 24” x 36” panels, 
16 panels in a handy 2” carton. No 
wrapping required. Your customer can 
carry the panels under his arm. 


Sable 
ASBESTOS PAP 


18” wide, 12 ir? 
ft. lengths in a BE 
handy roll, 18 
rolls packed in 
an attractive dis- 
play carton. No 
measuring, no 
cutting, no wrap- 
ping needed. 


a 





IMMEDIATE DELIVERY NOW ON BOTH 
ITEMS. ORDER FROM YOUR JOBBER TODAY, 


SALL MOUNTAIN CO. 


Rockdale Lane, Hamilton, Ohio 
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Full Page Ad Shows Store Location 


NORTHSIDE ... The Family Shopping Center! 


WEDNESDAY SPECIALS 


nnn TERRIFIC VALUES! MONEY SAVING ITEMS - SHOP TOMORROW! 









OPEN DAILY 9 AM. TO 9 P. a. 
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40-PIECE SET (Volue *19.95) 
@onsine Aecher Hocking 
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HY-WAY _ 
Furniture Mart | COOPER'S 
1766 Wilhow Street (Phone Mewerd S777 | JOCKEY 
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Part of the Wednesday special ad incorporating 
a map showing location of co-operating merchants. 


Truttmann Hardware in the 
North Side business section of 
Green Bay, Wis., participated in a 
July Wednesday special advertis- 
ing page. The hardware firm and 
19 other merchants, whose loca- 


tions were shown on the map, had 
ads to offer specials for the day. 

The hardware store offered shop- 
pers a table set free with the pur- 
chase of a washing machine as its 
special for the day. 





Colonial Effect Dresses Windows 


With 
Hardware & Appliances decorated 
to suggest a colonia] setting, many 


the windows of Scharf 


people in the west end of Syracuse, 
N. Y., stopped to admire the effect. 
Red Scotch Tape simulated the 











The colonial effect attracted the attention of passers-by. 
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panes of old fashioned shop win- 
dows. Artificial snow sprayed in- 
side added to the holiday atmos- 
phere. The wall between the two 
stores was decorated with paper 
simulating red brick. On the chim- 
ney were Christmas ornaments of 
different kinds. Low backs of the 


two windows were covered with | 


holly pattern paper. 
Eacn of the two windows had 
white paper on its base to suggest 


snow, with fluorescent lamps in 


each to add further atmosphere. 


ORDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51 — 
gives you the information you 


need ... in a hurry. It’s clear, con- 








MOTORS : : 
- One window featured electric house- | . d et 
= wares. The other showed toys. .. moan 














eel 
ODS. Tips on Poultry 
Ss 

To encourage the raising of 
ney poultry in Mississippi and to show 
7 how profitable an enterprise it is | 
ring. 


for farmer and business man, the 








pod state’s Chamber of Commerce | top quality Circle © Bolts in 

TER staged a half-day Poultry Tour. clearly-labeled, sturdy, corrugated 

SHER Farmers and business men were addi thatedil : 

sen,” invited to go along—and more than om ee Com 

DWE. 150 did—to be instructed in every Simplify your handling problems. 

ete - of broiler raising and mar- | Write for folder explaining types 
eting. 


of bolts, quantities and weights 
available in Handy-Pack cartons. 


Fishing Rod Rack 








yi 
ap, had cel 1} ae 
he day. : on =. 
1d shop- . < if CU 
he pur- , 1 a 
e as its ~~ to) 
! 7 | the high quality of the complete 


line of Buffalo Bolts which has 






never been surpassed. In com- 
bination with Handy-Pack car- 
tons, they offer a superior prod- 


uct at a price no 


Pitts. be BD Xe | higher than that _ 
Po a Pe — | of ordinary bolts. A 
Denman's, a. Marshall-Wells store, 
Munising, Mich., uses this fishing rod 
display rack which fits in front of the 
ide 








BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 





gun rack and is made so that it can | 
be removed at the end of the fishing | 
season. Made of -I-in. lumber, it has | 
round holes in the baseboard for the | 
butts, and there are slots to hold the 
rods at a slight angle. | PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 


North Tonawanda, N. Y. 
Sales Offices in Principal Cities 
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Mixing Hardware and Gasoline 


When gas station operator got so many inquiries for the 
location of the nearest hardware store, he decided that 
he’d better be it. Now his hardware sales account for 
one-third of his entire business volume 





For a number of years William 
Voges, owner of a gas service sta- 
tion at the city limits of Madison, 
Wis., had customers who kept ask- 
ing if he knew where they could 
buy hardware items nearby, with- 
out driving several miles to down- 
town Madison. 

This got him to analyzing the 
possibilities of opening his own 
hardware store and operating it in 
connection with his service sta- 
tion business. He did just this 
two years ago, building a special 
30 by 50 ft. addition to his build- 
ing for hardware. 

Since that time his hardware vol- 
ume has grown so rapidly that to- 
day it accounts for more than 
one-third of his business, and re- 





William Voges painting a sliding panel in his hardware 
division. Each panel is a different primary color to 
advertise the paint department. 
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The filling station has blossomed into a hardware business. 
The hardware department occupies a 30 by 30 ft display room. 
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Most helpful sales tool 
ever offered to paint dealers! 


Pittsburgh MAINTENANCE 





PITFTsBURGH PLATE 





prrrescncs PAINT dealers every- 
where tell us the Pittsburgh Mainte- 
nance and Buying Guide helps them to 
conduct their business more efficiently 
and profitably. It provides them with 
a ready and accurate answer for almost 
every painting problem. 

®@ This comprehensive manual has a 
heavy, plastic-coated cover to keep it 
looking good for a long time even after 
much handling on the sales counter. 
@ It contains a comprehensive index so 
that the dealer and his sales people can 
quickly find the information they want. 
®@ Among its contents are complete and 
detailed data about all Pittsburgh Paints 





PAINTS . GLASS ° 


Pg 
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MAINTENANCE AND BUYING GUIDE 


PirrsBuRGH 
Paints 


Cech cared Cundeit 


GEASS COMPANY 


CHEMICALS + 


so that customers can be better informed 
about their use and how to apply them 
for best results; information about all 
kinds of surfaces and how to prepare 
them properly for painting; detailed 
list of painting and clean-up aids; com- 
plete catalog of Pittsburgh brushes and 
glass products. 


@ This is just one more example of 
the many ways in which Pittsburgh aids 
its dealers to make more sales and pro- 
fits. If you are interested in this Main- 
tenance and Buying Guide as well as 
in the many other sales features avail- 
able to Pittsburgh dealers, just mail 
this coupon for further information. 


BRUSHES e 


jpPittspurcH Paints 





ae ee Oe ee 


PLASTICS 


e BUYING GUIDE 







-------------- 









Just Mail 
this Coupon! 


Pittsburgh Plate Glass ‘Company 
632 Duquesne Way 

Paint Division—Dept. L-4 
Pittsburgh 22, Pa. 


I am interested in obtaining a copy 
of your Maintenance and Buying 
Guide as well as in further infor- 
mation about the Pittsburgh Paint 
franchise, its products and sales fea- 
tures, without obligation on my part. 


Name 





GID ceecniinttesetinasane 
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CO MP AUG 


_ 
wt 
wi 

















The paint department itself is one of the store's best traffic 


hardware division of Voges Service & Hardware. 


) | builders, occupying a section extending across the rear of the 


quires two employees most of the 
time. 

“This hardware store has given 
| me a chance to do a good business 
| 12 months a year,” reports Mr. 

Voges. “The filling station volume 
| helps the hardware store and vice- 
| versa. When people stop for gas, 
| oil and grease jobs, they get into 
| the habit of dropping into the 
| hardware store to look around. 
| That way I make additional sales.” 


Tools at Front of Store 


Mr. Voges displays hand and 
power tools up front, because he 
finds that home owners in the out- 
skirts area are always looking for 
these items. He also has plenty of 
nails, bolts, screws and other hard- 
ware items which home owners ask 
| for very frequently. 

Electric housewares, glassware, 
SALES-MAKING STYLE pottery, and other housewares are 
combined with practical utility. | also stocked for the women, quite 
Happy combination that means | a few of whom walk to the store 
more and more sales for you. from nearby neighborhoods. 
Hall-Wessel hardware conven- Mr. Voges and an employee 
iences are super strong. Have i 

tremendous impact and tensile made the store’s fixtures and made 
strength. Beautifully, smoothly an attractive job of it. Each door 
finished in brass, chrome, bright of the cabinets under his counters 
zinc, cadmium or ebony. Priced was painted in a different primary 
to win customers—to give you a color to advertise the paints he 
worth-while profit. New, better | sells, helping to make the paint 


packing aids handy storage and 'M| department one of the best traffic 
handling; easier, faster identifi- ntiidene 


cation, Write for jobber’s name 
—and new free catalog. Lake Monona, one of the large 


; lakes in the Madison area, is less 
HALL-WESSEL C0 than a quarter of a mile away 
from the combination hardware 

pt peng STREET, store and filling station. To at- 
é tract sales from sportsmen, par- 

ee ticularly fishermen, the store, in 


GEORGE S. HALL CO. season, has a large fishing sup- 
2 Wellington St. Eon Toronto tJ| plies department which is so busy 

































it requires the attention of a full- 
time employee. And because the 
filling station is open evenings, 
except Sunday, there is also an ex- 
tra opportunity to sell fishing 
tackle to regular customers who 
need last-minute supplies after the 
hardware store is closed. 

Mr. Voges has two towing trucks 
and one Jeep equipped with a snow 
plow, which he uses to help out 
motorists during stormy winter 
weather. But the trucks serve a 
double purpose. They have “Hard- 
ware” painted on the hoods in 
large letters, and because in win- 
ter they so frequently travel Madi- 
son streets, they are a constant re- 
minder that Mr. Voges is in the 
hardware business. 
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"If you have ease nails 
here's a penny. We'll take 16." 
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ISN'T HE?" 
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wooo SCREWS 








(Slotted or Phillips Heads) 
fill all Federal Specifications 


Notice how misleading this “wolf” screw is— 
compared with the Southern screw. 
His shank is undersized, the slot in his head 
crudely struck. Look at that irregular, rolled, 
very poor double thread . . . dull point! 
Beware! He can cause Customer Dissatisfaction. 
Our Southern screw, on the other hand, has 
precision milled slot, full size shank, this, sharp, 
cut thread of single type, sharp, gimlet point— 
meeting all Federal Specifications. 
Because they are made of the finest quality stock 
. in the country’s most modern wood screw 
plant . . . Southern screws are made better, more 
uniformly. What’s best for your customers is 
best for your business! 


' FACTORY WAREHOUSES 
4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


Se 8 8 8 8B 
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NEW SAGER & BARROWS 
‘WITH NEW 






SPEED-CHANGE 
CYLINDER 


- 




















somazng ! Change 
volar tn 29 5000008! 


Think of the hours and money this engineering achievement will 
save! Even a child can switch cylinders in seconds with the new 








Sager & Barrows! What's more, it's an especially rugged lockset, 
easy to install and has new beauty that will complement good 
architectural design. Ask your distributor for a demonstration of 
this truly remarkable new lockset, today. 


plus 6 other big 
im pr ovement for greater 


security... greater dependability! 























NEW PRECISION MOLD SHOCK-PROOF SPINDLE 


high tensile nylon cam cradles has special indexing to prevent 
the turn button to give positive jamming or binding of parts despite 
locking action to the lockset. severest of blows applied to knob. 


EXCLUSIVE MACERATED pry. pROOF TRIGGER BOLT 


ean — a" rides in a track in the large bolt... 

rm mes i tn henge impossible to insert any instrument 
aa tina aime sh nse! as between them to force the lock. 
NEW CONTOUR GRIP TURN-BUTTON DESIGNED 


is better looking and more __ to click into position. This creates 
roomy,morecomfortabletohold. a positive locking action which 
No scraping of knuckles here! eliminates the need of pushing. 





SAGER EZ BARROWS 


The Sager Lock Works and The Barrows Lock Works; Divisions of 
The Yale & Towne Mfg. Co., Berrien Springs, Mich. 
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Triple savings for 
homemakers mean 
extra earnings for YOU! 








| maint 


space saver — Manitowoc 
freezers need only 214 by 3 feet of 
floor space . . . fit readily in kitch- 
ens and utility rooms. And they’re 
easy to get through doors, too. 


work-saver — Manitowoc 
upright design with Cold-Hold 
inner doors means refrigerator- 
like convenience . . . no old fash- 
ioned digging or ‘‘diving.”’ 
money-saver— Manitowoc 
freezers are big enough to give 
your prospects a realistic way to 
save money by buying in quan- 
tity. And with only % hp. unit 
needed for 18% cu. ft., operating 
costs are low, too. 


Write now for the full story! 
J 
Manitowoc Equipment Works 
MANITOWOC, WISCONSIN 
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Panel Boards Sell Specialty Tools 


Display panels do a good tool 


| selling job at the hardware store 


of I. E. Swift Co. in Houghton, 
Mich. The firm specializes in min- 
ing and lumbering equipment. 

Extensive use is made of these 
panels in the first floor retail 
hardware department. Two of 
these panels are used in the mill 
supplies section. 

The mill supplies panels are 


| mounted on center pillars and 


have a half-inch red trim. Against 


| a white background the dark trim 


and the mounted tools stand out 
very clearly. Customers inspect 
these tools more quickly than if 
they were shown on a counter, or 


| island fixture, the management de- 


clares. 
One of these mill supply panels 


Hand tools are easily selected from these neat arrangements. 








is devoted to a showing of tools 
frequently used by mines and con- 
tractors while the other displays 
mostly lumbering tools. 

Since this company maintains 
such a large stock of such spe- 
cialty tools, it gets a great deal 
of business from the numerous 
mines in upper Michigan, as well 
as from many logging companies 
in that section. 

A line of about 30 ft. of panel 
boards is used in the hardware 
section. These are close to the 
firm’s large power tool depart- 
ment. Some of these units are set 
up for immediate demonstration. 

In addition to the special tool 
stocks and lines mentioned, the 
I. E. Swift Co. also carries large 
stocks of nails, wire, roofing and 











Scores of items of cabinet hardware are shown on panels. 
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Logger's tools get effective 
display on this panel. 


steel rods in a special warehouse. 
These are mostly for mining com- 
panies who buy in large quanti- 
ties for special needs. 

To house and display its large 
stocks, this firm has a main store, 
50 by 100 ft. which has four floors, 
including two display floors. In 
addition, it has a two-story, 50 by 
100 ft. warehouse. 

The company was started in 1868 



























Industrial supplies are neatly 
arranged in this section. 
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The PEG-BOARD Hook 


Rack will be backed by 


STRONG NATIONAL 
ADVERTISING 














4 pyc nf 
ee 
Lomas o's 

Oo Mem 0 006s 60580408 86 


YOUR CUSTOMERS asked us to make 
this outstanding new product..... BE 
AMONG THE FIRST TO FEATURE IT! 


For several years we've made PEG-BOARD in large sheets 
for display use—and during that time hundreds of people 
have written to request smaller pieces for household use. 
We conducted a survey . . . and found that 93% of the 
women and 87% of the men want the PEG-BOARD Hook 
Rack for one or more rooms of their homes! So here it is! 
The PEG-BOARD Hook Rack is 20x23 inches of gleaming 
white perforated hardboard with 24 instantly interchange- 
able hooks and 4 spring clips. Feature and share in the 
profit of what is destined to be the HOTTEST new house- 
wares item for years to come. 


EASY-TO-STOCK, - 
EASY-TO-SELL 
DISPLAY PACKAGE. 





CONTACT YOUR NEAREST 
DISTRIBUTOR 


e NEW YORK 
PEG-BOARD OF NEW YORK, 131 E. 64th St. 


e CLEVELAND, OHIO 
THE DAVIS PLYWOOD CORP., 12555 Berea Road 


e MIAMI, FLORIDA 
A. H. RAMSEY & SONS, INC., 71 N.W. 11th Terrace 
@ LOS ANGELES, CALIFORNIA 
PEG-BOARD OF CALIFORNIA, 4833 Exposition Blvd. 


e MINNEAPOLIS, MINN. 
L. E. HEIR DISPLAY EQUIP. CO., 23 N. Sixth St. 


e CHICAGO, ILL. 
Manufactured by B. B. BUTLER MFG. CO., INC., 
BELLWOOD, ILLINOIS 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 





GOES FURTHER 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 








FRICTION and RUBBER TAPES 
In either 1 0-roll cartons or single 
rolls. Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Park 
Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover— for steady profit 


Jenkins Bros. make Dicmond Seal Friction cnd Rubber Tapes 
also, which meet ASTM Specificctions. 
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in Ishpeming, Mich., and in 1880 
William F. Swift established the 
Houghton, Mich. store where oper- 
ations are now consolidated. H. L., 
Paul D., Paul W., and Irma A. 


| Swift, his descendants, are all ac- 


| 


tive in the present management. 
The founder, realizing the im- 
portance of upper Michigan as an 
iron ore, copper and lumbering 
area, made a special effort to learn 


of the needs of the mining and 
lumbering companies and to stock 
the merchandise they wanted. This 
is still the objective of the com- 
pany whose special tool stocks run 
into a very large investment. It 
is not unusual for mining and lum- 
bering companies, 50 to 100 miles 
distant, to send men to Houghton 
for tools that they know the Swift 
firm stocks. 





Charles Dooley studies traffic-building merchandise 


In an effort to create greater 
store traffic, Dooley’s Hardware 
Mart, 5075 Long Beach Blvd., North 
Long Beach, Cal., recently installed 
extensive lines of health and beauty 
aids, and the results have been ex- 
cellent, according to Charles Dooley. 

Mr. Dooley is pleased with the ex- 
cellent mark-up which the store 
gets on these volume lines of daily 
necessities. Not only are they given 
prominence in the store’s layout, but 
they are also advertised in the 
weekly newspaper ads, «.ong with 
regular hardware lines. 

A recent advertisement on vita- 
mins which ranged in price from 
$2.29 to $10.95, produced sales of 
about $1,000 on a week-end. Sim- 
ilarly, a featured toothpaste sells 
one gross on a week-end. 

Other everyday items carried by 
Hardware Mart, at the service 
counters are cigarettes and candy. 

Two adjacent island display fix- 


tures are devoted exclusively to the 
display of vitamins, toothpaste and 
powder, shampoos, home perma- 
nents, cotton and bandages, hair 
dressings, toothbrushes, face 
creams, suntan lotions, rubbing al- 
cohol, nail polish and other health 
and beauty aids. 


Business-Education Day 


Sixty business houses in Omaha, 
Neb., recently acted as hosts to 
1,200 school teathers. Guests were 
taken on tours of plants, stores and 
public institutions, served refresh- 
ments and presented with souve- 
nirs of the occasion. 

Participating business men were 
convinced that the good will built 
by this event will be of long dura- 
tion. Through it both hosts and 
guests attained a better under- 
standing of operations in other 
fields. 
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Frontier Days Popular 


Merchants of Butler, Wis., find 
one of the biggest traffic draws for 
4 their community is their annual 
i Frontier Day promotion which 

brings more business to town than 

| any other event. Last year to help 

| publicize the promotion, the local 

newspaper ran a special Pony Ex- 

press edition, with all copy and 

ads in western style, illustrated 

| with western scenes. A _ six-foot 

| appropriately attired cowboy rode 

| a horse to Madison, the state capi- 

tol, a distance of 55 miles, as a 
publicity stunt. 


{ 
| 
| 
| 











| 
| 
| Sirloin Club Helps Out 


The Sirloin Club of Oklahoma 
joins in supporting Okiahoma City’s 
big annual Livestock Show, by 
offering handsome plaques for out- 
standing showmanship during the 

| show. A plaque is awarded to the 

| best exhibitor of cattle, sheep, and 

| hogs in the 4H and FFA sections, 
these awards totaling six. They are 
offered as an incentive towards 
drawing the finest exhibitors to the 
show. 





| 


They Say It With Music 


Stores in Cedar Rapids, Iowa, 
| made extra sales impetus from % 
| huge musical festival staged by the 

KESTER Retail Merchants Bureau in which 
| 38 eastern Iowa bands competed 

hee oy for the 7th annual Band Festival. 
ETAL ENDER Combined with the Armed Forces 
Day celebration, last year, Cedar 
Rapids people and hundreds of visi- 
tors heard music morning, noon and 


4 
3 


—_ oe 
A Cl 
| 
| 





IT SELLS for you night. Merchants took the oppor- 
IT SELLS again and again tunity to put on special sales for 
out-of-town visitors. This was a 
| feature that caused local cash regis- | 
ters to ring up many sales. j 


The original small package of Acid-Core Solder Community Auctions 


introduced 30 years ago! Often imitated but never equaled. Saturday night is the time for 
The flux is of the Kester proven formula .. . correct band concerts in ; many yo ewre 

diameter (1/8th inch) for best work. ties. In Wilber, Neb., the Cham e 
; : of Commerce sponsored a series of 

Remember, Kester is not a solder with /ess Tin Saturday night public auctions 

so that it can be offered to you at a lower price. throughout the summer. People 


having items they wanted to sell 
took them to the auctions in the 


FREE: “Soldering Simplified” 16 page booklet on 
downtown business district. 


how to solder most anything. Write for your supply. "4 
ESTER Crowds seeking both entertain- 
KESTER SOLDER ment and bargains also bought con- 
ER COMPANY SOLDER siderable merchandise, on impulse, 





at local stores. The idea was de- 
cidedly worthwhile. 


4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey © Brantford, Canada 





162 HARDWARE AGE. NOVEMBER 13, 1952 HARDWAR 











»pular 


Wis., find 
draws for 
ir annual 
on which 
town than 
sar to help 
the local 
Pony Ex- 
copy and 
illustrated 
A six-foot 
wboy rode 
state capi- 
iles, as a 


»s Out 


Oklahoma 
yma City’s 
Show, by 
s for out- 
uring the 
led to the 
sheep, and 
. sections, 
They are 

towards 
ors to the 


Music 


ds, Iowa, 
s from & 
red by the 
in which 
competed 
Festival. 
2d Forces 
ar, Cedar 
is of visi- 
‘noon and 
he oppor- 
sales for 
is was a 
ash regis- 
S. 


tions 


time for 
communi- 
Chamber 
series of 
auctions 
People 
xd to sell 
ns in the 
ct. 
entertain- 
ught con- 
. impulse, 
. was de- 


13, 1952 








Looking for a WINNING COMBINATION ? 


Here are two ‘‘sure-things’’ for more pump profits this year! The 












Goulds Balanced Flow tankless jet simply has mo competition in 
the shallow-well field. And the new Goulds tank-mounted, deep- 
well unit is your best bet for depths just beyond shallow-well limits. 
. backed by 


Goulds quality, Goulds dependability, and Goulds proven selling 


It’s a sales combination that nobody else can offer. . 


and promotion plans. Better be in on the payoff . . . see your 


Goulds distributor, or write: 


GOULDS PUMPS INC. e Seneca Falls, New York 


WATER SYSTEMS 


ya i848 Fm 


FOR EVERY FARM AND HOME NEED 
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, line 


THE puchle’ sd vime! 


1. Packaged .for quick identification 
and easy sales. 3 

2. Immediate shipment on orders from 
.a. central location insuring quick 
delivery. 


3. A complete | losses 
ist ame 


a so? ails Sled 





CS S) TURNBUCKLES— 
( fs om a > “Alumaloy” bod- 








ies, steel hooks 
and eyes. 


EYE BOLTS— 
wrought nuts, 
bright zinc 
; plated. 
$ HOOKS—in o 
wide range of 
sizes. 


EIGHT HOOKS— 
in steel or brass. 


SCREEN DOOR 
BRACES — alumi- 
num or steel rods 
w ith sturdy 
Pn — bod- 






UTILITY HOOKS 
—cold drawn 
work hardened 
steel. 


} SCREW EYES— 
large, medium and: 
small eyes, in steel 

or brass. 

4 SCREW HOOKS— 

i round end ceiling, 
{ype, in steel or 

brass. 
( SCREW HOOKS— 
square bend, cur- 
tain rod hooks, 
oA steel or brass. 
i {pm . HOULDER: 
HOO 


KS—brass 


with firm bose. 
Th GATE HOOKS 
AND EYES — full 
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CUP HOOKS— 
brass with firm 
bose. 


EYE BOLTS—with 
lag thread, turned 
eye. 


CLOTHES LINE 
HOOKS—plate 
ond screw type. 


PORCH SWING 
HOOKS—with lag 
thread. 


HAMMOCK 
HOOKS—plate 
and screw type. 


ts 3 Peis es AROS 
BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 





L 








Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Industry, Jan. 18-23 at the 


| 


Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Hardware Week (IRHA), April 17-25, 
sponsored by the National Retail 
Hardware Association, 964 N. Penn- 
sylvania St., Indianapolis 4, Ind. 
Managing director, Russell R. 
Mueller. 


| Industrial Supply Convention, April 


| 
| 
| 





12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta. E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows, National Motor 
Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 


Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
liance Exhibit, Jan. 15-22, at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania S.., 
Indianapolis 4, Ind. 


National Sperting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
tary. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America. 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 


chandise Fair and Stockholders’ 
Meeting. Jan. 26-27 at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast Stores annual meeting 
and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc., 29 Main St. 
S. E., Minneapolis 14. 


Cotter & Co. Spring show and annual 
stockholders meeting, Feb. 9-10, 
1953, at company headquarters, 365 
E. Illinois St., Chicago 11. 

Franklin Hardware and Supply Co. 
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U.S. CORRUGATED RIBBED MATTING 


made by U.S. RUB 


UNITED 








U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 
means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 
Comfortable, noiseless to walk on. 


FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 
stand fats and greases. 


STATES 


U.S. GEOMETRIC ROLL MATTING 


Theres Money In Matting 


U.S. STAIR TREADS 





FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


PRODUCT OF 





MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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RUBBER COMPANY 
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IT’S EASY TO SELL 





ROTARY POWER MOWER 


AMERICA’S 
FASTEST SELLING 


West Conyplote 
Line 

















Offer your customers the 
ower mower backed 
y experience! Over 

160,000 machines now 
in use! Designed and 
beautifully finished for 
attractiveness on your 

floor and many years 

of trouble-free 
service on 
your cus- 
tomers’ 


GET READY NOW for 
the BIG DEMAND! 
One out of three lawn- 
mowers sold next year 
will be a‘:power mow- 
er. Don’t get left 

out of this new giant 
business—line up with 
the complete K.C. Mow 
line and sell the best! 


Only K. C. Mow Offers 

ALL THESE FEATURES 
“Suction Action” for clipping 
pulverization and even cut. 

e Patented “‘Sorb-O-Shock”’ 
Clutch « Every exposed 

metal surface painted or 
npn Solid, 1-piece blade of 
alloy spring steel. Formed, heat 
treated, and sharpened. 


WRITE TODAY! for complete 
information and prices. 


Kc. TRIMMOW 
16” 2-cycle 
direct drive. 









DEPT. HA-11 
2500 Washington, Kansas City, Mo. 
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annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 
F. Leon Herron, president and gen- 
eral manager. 


Gift Show, 36th annual California 
Gift Show, Jan. 18-23 at the Mer- 
chandise Mart, Brack Shops, indi- 

vidual showrooms, and the Alex- 

andria and Biltmore Hotels, Los 

Angeles, Calif. Sponsored by Los 

Angeles Trade Fair, Inc., 1151 S. 

Broadway, Los Angeles. 


Hardware Wholesalers, Inc., annual 
convention and exhibit, tentatively 
Nov. 18-20, 1952, at company quar- 
ters, Fort Wayne, Ind. A. H. Ger- 
berding, manager. 





Lamp and Picture Show, 7th annual 
| California Lamp and Picture Show, 
Jan: 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 





Marshall-Wells Stores Congresses: at 
Duluth, Minn., Feb. 9-11; at Port- 
land, Ore., Feb. 16-18; at Seattle, 

at Spokane, 

at Billings, 

Mont., Feb. 2-3. Sponsored by the 

Marshall-Wells Co., Duluth 1, Minn, 


Feb. 23-24; 
Feb. 23-24; 


Wash., 
Wash., 


Northern Wholesale Hardware Co, 
convention and merchandise exhibit, 
Feb. 15-17, at Portland, Ore. Spon- 
sored by Northern Wholesale Hard- 
ware Co., 805 N. W. Glisan St, 


Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhibit, Jan. 27-28 at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club, 
June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P.O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


| Arkansas Retail Hardware Assn., con- 





vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 


Tisdale, 908 Rector Bldg., Little 
Rock. 
California Retail Hardware Assn., 


convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 


Connecticut Hardware Assn., conven- 
tion Jan. 21 at the Stratfield Hotel, 
Bridgeport. Secretary, Ned Russell, 
Southport, Conn. 


| Florida Retail Hardware Assn. joint 


| 


| 





convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 


Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City: 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn» 
convention, Jan. 20-22 at the Curtis 
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Stevens model 58 
repeating shotgun 


12 gauge... 3-shot ... Bolt Action... Full Choke... Take-down 


Here's a new, outstanding bolt action repeat- 
ing shotgun scientifically planned in every 
detail, with advanced designing and modern 
features which set a new, high standard 
among shotguns of this type. 


Model 58's precision machined trigger and 
sear assembly assure clean, crisp trigger pull. 
Its safety is tops in dependability. Newly 
designed clip magazine locks securely, yet 
allows quick insertion and removal. These 
features, combined with a streamlined walnut 
stock, glare-proof and rust-proof finish bolt 
and bolt handle, present in the-new Model 
58-12 gauge repeater the know-how of more’ 
than half a century of gun making. 


Its low price makes it an exceptional value. 
Distribution is now being made to our whole- 
salers. Order from your distributor—NOW. 


SAVAGE ARMS CORPORATION 
Firearms Division, Chicopee Falls, Mass. 


* STEVENS: 





SAVAGE * WORCESTER Power and Hond Lown Mowers 


Recoil lug fits against solid rear wall of 
stock inlet—recoil is absorbed by stock at 
tS strongest point. 


— 
— el 


Black-tipped walnut stock with broad, 
tapered fore-arm and comfortable pistol 
grip is correctly proportioned for fast, 
smooth, swinging and pointing. 
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Prectsion machined trigger and sear 







assembly for clean, crisp trigger pull 
is enclosed in selid housing 






Simple, modernly designed bolt has 
patented band-type double extrac- 







tors, large locking lug, bolt handle 






swept back over trigger, and is fitted 






with a rear sighting rib for fast, ac- 
curate pomnting. 










Conveniently located thumb-control 






safety locks trigger, and is so de- 






signed that it is in the “‘on” position 






when drawn backward—cannot jar 


off, 









Improved, detachable clip-type 
magazine holds two |2 gauge, 244” 






shells which, with one in chamber, 
makes gun 3-shot repeater. Clip is 







fitted with rear guides for fast, casy 
insertion and removal. Newly de- 









signed magazine lock-spring holds 






it securely in place —cannot jar or 









shoot loose - 
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ADAMS-RITE 
SURFACE BOLT 































ADAMS - RITE 


MANUFACTURING COMPANY 


540 W Chevy Chase Or., Glendale 4,Calif 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention Feb. 10-12 at 
Syracuse. Exhibit, Onondaga Coun- 
ty War Memorial Auditorium. Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 Ameri- 
can Bldg., Seattle 4. 


Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hardware & Imp. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19, 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9 at 





the Sioux Falls Coliseum. Secre- 
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tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 






Tennessee Retail Hardware Assn, 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones. P. O. Box 785, Nashville 2. 









Texas Hdwe. & Impl. Assn., conven. 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 







































Tri-State Hdwe. & Impl. Assn., con 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. See- 
retary, M. D. Shepherd. Canyon, Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


Western Retail Impl. & Hdwe. Assn, 
convention and exhibit, Jan. 19-21, 
at the Municipal Auditorium, Kan- 
sas City, Mo. Secretary, William J. 
Shaw, 214 Werby Bldg., 39th and 
Main, Kansas City 2, Mo. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn, 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 
Ave., Stevens Point. 





HARDWARE HUMOR 
By Hardware Age 
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"What's bad about a dissatisfied 

customer, boss? This morning he 

buys a can of paint. This after- 

noon he buys a can of paint re 
mover.” 
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Fine Tipped Nylon with flag 
ends produced on Robinson’s 
Nylon Tipping Machine. 


Robinson 


speed! 





PAINT BRUSH 


TIPPING 


Tipped Nylon 
Brushes have greater hold- 
ing power due to softened 
and flagged tips of vary- 

ing lengths . . . pro- 
viding a paint reser- 
voir rivaling bristle. 
More pick-up = 











SUCCESS! 














































































nylon. 


brush. 











MIXING 

100% Tipped Nylon mixed to 
formula to give desirable taper, 
resilience and increased capillary 
action. 


Take a Robinson Tipped Nylon Paint Brush and 
compare it with an equal quality all-bristle 
It is impossible to decide from a performance 
standpoint which is pure bristle and which is Tipped 


Until a short time ago the performance characteristics 
of a pure bristle brush had never been duplicated in 
a brush produced from synthetic materials. 


But today, 


because of Robinson’s Nylon 


Tipping 


process, Tipped Nylon Brushes which rival the per- 
formance of pure bristle brushes are produced. The 





RD fe ORL 


incCORPoORaATED 


P.O 


. ¢ 
95 PARK AVE 






careful, 


ating consumer. 
substitute for bristle. So 
when you buy nylon paint 
brushes, insist upon brush- 
es marked “100% 


expert 


Tipped Nylon” 


Informative booklets describing the 
development of nylon for use in 
paint brushes are available in limit- 
ed quantities for distribution to your 


customers. 


Write directly to us or 


obtain them from your jobber today. 
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tipping and 
blending of nylon filaments is 
the reason for the outstanding 
reception given to Robinson’s 
Tipped Nylon brushes by the 
master painter and discrimin- 
Nylon is no longer a 





\ 47 = 
TLEY 
TLEY 10, NEW JERSEY 






















Uniform Color, 
Texture 


and Finish, 


.-.-- NO MATTER WHAT’S 
UNDERNEATH 







With the amazing new Kyanize Clingcote 
Scrubable-Flat, you don’t have to worry 
what your customer is painting over, or 
whether it’s primed or unprimed, porous or 
non-porous. For Clingcote Scrubable-Flat ad- 
heres to anything, and leaves an absolutely 
uniform color and sheen, no matter what the 
surface. Odorless too, and matching colors 
are available in Celoid Semi-Gloss and 
Tudor Interior Gloss. 


AND THAT’S NOT ALL... it holds out any 
second coat; hides completely in one coat; 
gives easy lapping, perfect smooth touch- 
ups, and is terrific on maintenance, saving 
time on repair work and clean-up. 


ASK YOUR KYANIZE SALESMAN to 
let you brush out a panel of the new oil- 
base Clingcote Scrubable-Flat, and see for 
yourself what a sensational job it does. Re- 
member it’s fully guaranteed! 


NEW 
PLASTER 


WALLBOARD 
















SPACKLING 


OLD 
id 


For information on territories still open on a 
Franchise basis, write: Boston Varnish 
Company, Everett Station, Boston 49, Mass. 


TAPED 
JOINTS 


ENAMELS 


Kiyanize 
CLINGCOTE 


SCRUBABLE-FLAT 
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GARDEN HOSE YOU CAN SELL! 


Keroseal 


37,000,000 advertising messages through 
consumer magazines plus network TV 
that reaches over half the country’s population! 


HE advertising campaign behind Koroseal garden 

hose is the biggest ever put behind garden hose. Full-color 
ads in the POST, LIFE, BETTER HOMES & GARDENS 
are the reason people know Koroseal hose by name— 
the reason your customers buy it on sight—cven pay 
more for Koroseal than for ordinary hose and therefore 
boost your profits! 


Network TV helps you sell too 


The first garden hose ever to be promoted on national 
televiston—Koroseal hose is now on big-time TV—on 
the B. F. Goodrich show! This network program reaches 
over half the population of the United States via 40 or 
more CBS stations from coast to coast. 


Koroseal hose practically sells itself 


A new feature makes Koroseal garden hose easiest to 
display. Every coil has an easel back. As the picture shows, 
this feature makes every coil a self-displaying package 
for every use—you can display Koroseal on counters, on 
the floor, on tables, in your window—or in all of these 
Places without ordering special or extra displays. 


Guaranteed 10 years—and 1/3 lighter 


Koroseal hose is guaranteed to last 10 years. This is a 
g4arantee by B. F. Goodrich—explained by a tag on every 
coil. And Koroseal is a third lighter than light. rubber 
hose—weighs only half as much as some hose. It’s 
Cleaner to handle—has a high polish; dirt can’t cling. No 
need to drain Koroseal or lug it indoors. You can safely 
tell your customers they may leave Koroseal out the 


HARDWARE AGE, NOVEMBER 13, 1952 





year round. Neither sun nor air will weaken the hose 
although the brilliant colors (comes in fire engine red 
and bright green) may dim a little in time. 


75-foot lengths 


Many of your customers would like 75 foot lengths— 
25 feet extra to reach the corners of their yards. A 75-foot 
length costs them 11% less than separate 50-foot and 
25-foot pieces. You make an extra sale. 


Order now for next season 


Assure yourself of easy sales and profits next spring. 
Koroseal hose sells at $9.80 for 50-foot lengths, 75 feet 
at $13.85. It’s nationally adVertised at this price—has 
almost never been sold at cut prices. You make more when 
you sell Koroseal hose; more sales, more satisfied cus- 
tomers. Just display it and see! The B. F. Goodrich Com- 
pany, Industrial & General Products Division, Akron, Ohio. 


Trade Mark—Reg. U.S. Pat. Off. 





GARDEN HOSE 


BE Goodrich 
































The Story of 


Family Fun 


with 


Sout BEND Croquet! 


is being told to 


8000000 


FAMILIES 
—sCLAEFE, 
‘PARENTS’ 


and ‘ j 


HOUSEHOLD 





SALES REPRESENTATIVES 


East—Julius Levenson, 7 East 17th St.,N. Y. 


South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & S. W.— Anderson Sales Company 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


Export — Affiliated Exporters, Inc., 10 East 
34th Stteet, New York City 


SOUTH BEND TOY MFG. CO. 








SOUTH BEND 23, INDIANA 
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“Swap” Page Is Good Ad Stunt 





me I ~ Tgamuet L. Mann, Rt. 2, Bex 28 - Ree'stered Hol- 
é FARMER'S @ F<" 













(7 DOES A BETTER JOB 






SPREADER 
Farme? service 





FOR 
TOP DRESSING 














WAUKESHA FARM SUPPLY 


CO-OPERATIVE 
125 W. St. Past Dial 6772 














im Mann, Rt. 2, Waukesha - Rotary Hoe for, 





no 
tm the veep page whuth will rum evcry Wednesday Or sf you preter 


= 
i \ 
at ee es some Poultry Equipment or a Steel Hog Feeder 





PHONE 3355 NOW I- aa 


Ask For —_ 
‘SWAP’ PAGE EDITOR | 





| — 




















WAUKESHA LUMBER 
CORPORATION 32002 
HUST SOUTH OF DOWNTOWN WAUKESHA — ON SUNSET DRIVE — PHONE 2 ‘ 
OUR YARD AND STORE ARE OPEN OLSON'S ACE HARDWARE 
ALL DAY SATURDAY - STORE OPEN FRIDAY NIGHT TIL 9 = 
oe LUMBER ie MILLWORK oe PLUMBING 4 HEATING 4 ELECTRICAL fom Uithoven, Rt. 1, Dousman ~ Oats or 2 Git 





GARDEN -- FARM SUPPLIES -- PAINT -- SEEDS -- ROOFING jor a single wheel trailer { 








— 


Olson's Ace Hardware in Waukesha, Wis., has joined with other 
local business firms in helping sponsor a weekly Farmer's Swap page in 
Waukesha Freeman. In this promotion, farmers who have articles they 
wish to swap, are given free space for their announcements. These 

are spaced between the paid ads taken by local merchants. 








The Importance of a Customer 


Here is the text of a small 314x6 in. envelope stuffer used by Schlafer’s 
of Appleton, Wis.: 


PH OCCOO 
WE TRY TO BE CONSCIOUS OF THESE FACTS: 


Our customers are the most important people ever in our store. 








Our customers are not dependent on us, we are dependent on them. 


Our customers are not an interruption of our work, they are the 
purpose of it. We are not doing them a favor by serving them, 
they are doing us a favor by giving us the opportunity to do so. 


Our customers are not someone to argue with or match wits 
against. 


No one ever won an argument with a customer, even though he 
may have thought he did. 


We Strive to Work in Harmony Towards this End. 
SCHLAFER’S e Phone 3-4433 @ APPLETON, WIS. 
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R PM Manufacturing Com- 


pany, the world’s largest 
manufacturer of rotary power 
mowers, presents America’s 
newest lawn mower .. . the 
LAWN-BOY by R P M. Here’s 
the one mower that offers 
your customers more new fea- 
tures than any other mower; 
backed up by the largest, 
most powerful promotional 
campaigns that ever intro- 
duced any mower. The LAWN- 
BOY’s your guarantee of a 
trouble-free priced-right lawn 
mower ... designed for prof- 
it-building sales appeal. 


CHECK THESE FEATURES 


CONTOUR CUT. .. the feature that 
checks scalping. The LAWN- 
BOY’s cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won’t scalp. 


SIMPLE, uncomplicated... . . the 
LAWN-BOY’s: direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here’s the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What’s more, this fea- 
ture eliminates long rows of 
clippings. 





LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 


magic, featherweight ease of. 


handling, bound to appeal to 
every customer. 


CLOSER TRIM, . . the LAWN- 
BOY trims as close as 3/8 
inch . « . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. And others! 


BALANCED WEIGHT DISTRIBUTION 


THE LARGEST MUFFLER AREA ON ANY 


MOWER 
COMPLETELY SHIELDED, EXTRA-SAFE 


CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


22 inch cut 

Front "Grass Spray" 
discharge 

2 cycle engine 


21 inch cut 

Rear ""Grass Spray" 
discharge 

4 cycle engine 


WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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ARMSTRONG BROS. 


Better PIPE TOOLS 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters througheut . . . built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and «a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as l-wheel (with 2 rollers) or 
3-wheel (for clese quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated, They 
Viste tor \ eut rapidly and easily, held their 

( Cataleg keon edge. 


eget BROS. TOOL CO. 


‘The Tool Holder People” 


5214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 








Make an Extra Profit on 
Grainger’s Lower Prices 


Boost Tool Profits 
With This Motor Buy 


Y2 HP Enclosed, Capacitor Motor 


Fast-selling, 2 HP power tool motor for 
saws, drills, shapers, jointers, etc. 1725 or 
3450 RPM. Capacitor type, totally-enclosed, 
ball-bearing, overload-protected. Double %/'' 
shefts. Reversing switch and cord. 115V, 60 
Cy. AC. List $42.00—big dealer discount. 
This is a full Y2 HP mot est one 
convinced of Dayton's sales value. Stocked 
by thousands of hardware and tool dealers. 
Order sample from your nearby Grainger 
warehouse. 


WHOLESALE CATALOG 


Request on Letterhead 


w.w.GRAINGER 


sacieabil UI 


46 WAREHOUSES—COAST-TO-COAST 
GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 


| Uses Student Models for Yearbook Ad 


iy 





This illustration was reproduced over the firm's name in an ad 
used in the annual publication of the local high school. 


| Jackson’s Ishpeming Furniture & 
| Hardware, Ishpeming, Mich., used 
| two high school students as models 
to pose in the store’s model kitchen. 
for an advertisement used in the 
}local high school annual. Clifford 
Jackson, store manager, reports 
that many people commented on the 
picture of the students, indicating 


that they had noticed the adver- 
tisement. 

“If you really want to sell 
kitchens you’ve got to be willing 
to make trips to people’s homes, 
take measurements and make scale 
drawings to show how the new 
kitchens will look,” states Mr. Jack- 
son. 








A Christmas Window for Less Than $7 


A lot of originality and a little expense—less than $7—went into creating 
this holiday "hill-top" display that Leonard Aronoff provided for the Atlas 
Hardware, Los Angeles. Thin plywood was bent to make the outline of the 
hill tops, covered with cotton snow, on which gift merchandise was displayed. 
A large cardboard sign, in the shape of a cloud and outlined in cotton con- 
veyed the store's Christmas greetings to passers-by. Mr. Aronoff's thumb and 

some poster paint created the snow fall on the left window light. 
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THESE 
FAMOU: 
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HELP Y 


Concenivare on 
nationally known lines like Geen Spor 


THAT’S THE PROVEN WAY. TO MAKE MORE MONEY 


Now Scovill makes it possible—and profitable— Take advantage of this opportunity to sell a 
to concentrate on the most wanted line of nationally prominent line of garden hose acces- 
garden hose accessories ... GREEN Spor! sories—just as you sell well known lines of tools. 


@ Concentrate on GREEN SPOT — the complete quality line 
of watering devices and garden hose accessories that sells 
faster and nets more profits than miscellaneous, mismatched 


le adver- merchandise. ' 
to” sell @ Concentrate on GREEN SPOT — simplify ordering, stock- : 

> willing ing, inventory control by handling one complete line of 6 

; homes, watering devices and accessories. 

ake scale 

the new @ Concentrate on GREEN SPOT — take advantage of your 

Mr. Jack- wholesaler’s interesting propositions and traffic-building plan. 


@ Concentrate on GREEN SPOT —compelling point-of- 
purchase displays, plus an impressive line you can feature 
to advantage. Make this an important addition to your gar- 
den department. 


@ Concentrate on GREEN SPOT — in 1952 high-powered aas 
in magazines with a combined circulation of 138 million, and in 
This Week Magazine in 31 major market areas did the spade- 
work for 1953’s EXPANDED NATIONAL ADVERTISING! 


The Green Spot line has everything your 

customers want for watering lawns and. gardens 

Automatic sprinklers in a complete price range, including the famous 
-WEATHER-MATIC with twin dial power heads . . . Special purpose and 
- standard sprinklers and nozzles . . . Convenience items — new Quick Connector, 
free-swiveling gooseneck, Y connectors’... New Dura-Seal couplings for plastic 
hose and Dura-Seal clincher couplings and menders for rubber hose . . . Hose 
" yepair items — couplings, hose menders, clamps, nipples, washers. 


For 1953 — every attractive GreEN Spot box on your shelf 
or counter packs the selling power and punch of THE 
SATURDAY EVENING POST’s Seal of Recognized Value 


d the Green Spor seal for healthy | d gardens. 

THESE TWO ; “1 er ae es aie oo Onl ene 

ti FAMOUS POS Company, world’s largest independent fabricator of brass 

creating SEALS ) goods, who for 150 years has been noted for its traditionally 
1e Atlas RECOGNIZED fine metal craftsmanship. ne 

» of the HELP You TO SELL x VALUES ; “ pth thane mg GREEN Spor line, and name 


splayed. 
ton con- 
mb and 
ght. 
SCOVILL MANUFACTURING COMPANY 
13, 1952 A PRODUCT OF SCOVILL 36 MILL ST., WATERBURY, CONN. 
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Biggest send-off in history to launch two great motors 


WHOPPING AD SCHEDULE: The 
biggest introduction ever given new 
outboard motors will launch Scott- 
Atwater’s Gold Pennants in °53. A 
double page, full-color ad will break 
the news in February issues of the 
outdoor magazines. Then comes a 
full-color page in LIFE—the first 
time outboards have ever been ad- 
vertised in this powerful magazine! 

Extensive follow-up advertising 
will help keep up the demand for 
Gold Pennant motors throughout the 
selling season. All in all, 18 national 
magazines will deliver more than 
45 million messages to the boating 
world. Better climb aboard! 
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OK AT ALL THE POWER 


THAT WILL HELP YOU SELL 
THE NEW SCOTT-ATWATER 


GOLD PENNANT MOTORS! 
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POTENT MERCHANDISING: Scott- 
Atwater continues to bring its dealers 
the most complete promotional pack- 
age in the industry. Next year’s 
material includes big, full-color line 
folders, colorful stuffers, ‘‘Adver- 
tised in Life’’ tie-ins, window and 
store displays and co-op advertising. 

There’s still time to put this tre- 
mendous selling power behind you. 
As a Scott-Atwater dealer you’ll be 
all set to gain volume and profit from 
the heavily promoted Gold Pennant 
series. You'll have the greatest line 
of modern motors on the market. 
See about your golden opportunity 
with Scott-Atwater—today! 











PLUS THESE OTHER SCOTT- 
ATWATER SELLING ADVANTAGES! 


@ EXCLUSIVE FRANCHISE gives you a pro- 
tected territory and protected prices. 

@ NEW FLOOR PLAN—the first in the in- 
dustry—lets you spread the cost of your 
motors over a 90-day period. Can be 
extended if needed. 

@ “YEAR-TO-PAY” PLAN for your cus- 
tomers provides the convenience of in- 
stallment terms, Gives you cash im- 
mediately. 

@ NATIONWIDE SERVICE POLICY —a Scott- 
Atwater exclusive—means no charge to 
your customers for service or parts during 
the warranty period. Good at Scott- 
Atwater service stations everywhere. 
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GOLDEN OPPORTUNITY 
FOR SCOTT- ATWATER 
OUTBOARD DEALERS! 


Scott-Atwater’s sensational new Gold 
Pennant motors—7'% and 10 h.p.—have 
all the modern features your customers 
want. Just look at this line-up: 

Complete Shift—forward, neutral and 
reverse. Separate, 6-gal. “Stowaway” Fuel 
Tank. Twist-Grip Speed Control with ex- 
clusive Two-Stage gearing. Single Knob 
Carburetor Control—one knob that 
chokes, tunes and drains the carburetor. 
Shock absorber propeller. Cushioned 
steering ... plus many more outstanding 
advantages. 

The Gold Pennants’ new, sleek styling, 
lighter weight and handsome two-tone 
finish of gold and green—these, too, will 
help make selling a cinch. 

And for the first time you can offer a 
7% h.p. motor with gear shift, separate 
tank, and speed control in the steering 
handle! Watch the outboard fraternity 
go for that. 

So don’t miss your golden opportunity 
with Scott-Atwater in °53. Fill out the 
coupon below—get the complete story. 





COMPLETE SHIFT ON 
4 MODERN MOTORS! 


Gold 
5 H.P. 
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Since the gear shift is still the most-wanted outboard feature, why not 
make the most of it? Offer your customers the most complete choice of 
complete Shift outboards—Scott-Atwater. Four great models—5, 7/2, 


10 and 16 h.p.—mean a truly modern motor for any size boat. 


—_ 16 H.P. 
Pennant '€ Shift 


10 
With Com- 


With Com- ad lete Shift, 

plete Shift, wist-Grip 

separate, Speed Con- 

6-gal. trol, separate, quem 
“Stowaway” 6-gal. 

Fuel Tank, - i “Stowaway” 
Twist-Grip & . . Fuel Tank. 

Speed # i 1-30 mph. 

Control. 

1-25 mph. 


== MAIL THIS COUPON NOW! =<" 


Scott-Atwater Mfg. Co., Inc., Dept. H-112 
2901 E. Hennepin Ave., Minneapolis, Minn. 
I’d like to hear about my “Golden Opportunity” with 


Scott-Atwater. Please have a representative call on me 
soon. I understand there is no obligation. 





STORE NAME.......... §$5066050000088 906000 06000000 000808 


BAY MHADAB, .. cn ccccccccccccccccccccccccveccccccccccccecce 


ADDRESS... cccccccccccccccccccccccsccccceccececcccece 
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@ For more information on these products and services 
use free post card on page 181. 


(Continued from page 13) 
mower is equipped for automatic 
self-sharpening. The P-22 has a 
built-in lever, and other models 
make use of a sharpening belt to 
reverse reel. Cutting height adjust- 








ments are from '% in. to 2% in. on 
the power reel mowers. The engines 
are 1.6 and 2 h.p., featuring perma- 
nently fixed jet float feed carbu- 
retor on several models. Shown here 
is the 21-in. Deluxe Power Mower, 
featuring the recoil starter, stream- 
line guard’s covering belt and chain 
and 1.6 4-cycle engine. Pioneer Gen- 
E-Motor Corp. 


For more data circle No. 9 on postcard, p. 181 


Shelving Bracket 

This boltless shelving bracket 
permits maximum display flexibil- 
ity with a minimum of time and 





effort. Called Hirshlok, it needs no 
tools for setting of upward, down- 
ward or level shelf positions. Push 
button adjustment and individual 
leveling devices permit bracket 
pitch to be adjusted through 120° 
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arc. The level adjustment, called 
Micromatic Leveller, allows precise 
alignment along the complete 
length of shelving within seconds. 
S. A. Hirsh Mfg. Co. 


For more data circle No. 10 on postcard, p. 181 


Outdoor Furniture 


A line of five new pieces of out- 
door furniture consists of two 
tables and three chairs. Canopy 
table, Model 600, is 40x32x28 in., 
and has a retaining hole in the 
center of the table surface for 
easy insertion of sun shade. The 
straightlined legs and cross-braces 
are white enamel; the table top 
comes in white, lime or aqua. Two 
all-metal chairs, Model 10 and 20, 
shown here, come with white 
frames and colored backs and seats. 
Flared arms and perforated seat 





and back are featured on both with 
Model 20 being a rocker. Model 30 
all-purpose chair has white enamel 
frames with canvas seat and back 
in the three colors. Tray top table, 
Model 500, shown here, has angled 
legs, turned feet with white under- 
carriage and tangerine, lime or 


aqua top. Arvin Industries, Inc. 
For more data circle No. 11 on postcard, p. 181 


Mason's Levels 


Peruvian mahogany and Cali- 
fornia sugar pine mason’s levels 
are now fully bound in brass. They 
have open hand holes, solid metal 
hand plates, flush binding on all 
sides, shock-cushioned pyrex vials 


and lacquer finish. They are triple- 


treated with chemical process and 









resistant to warping. In mahogany 
they come in 18, 24, 28, 30, 36, 42 
and 48-in. sizes; in pine, 42 and 48 
in, sizes. Exact Level & Tool Mfg. 
Co. Inc. 


For more data circle No. 12 on postcard, p. 181 


Silver Cleaner 


This silver cleaner, added to the 
Easy-Aid line, is effective when a 
piece of silver is dipped into it. 
Then a quick rinse in clear, warm 
water and all tarnish is removed 
and the ‘silver is sparkling again. 
The cleaner is safe to use, it can- 
not scratch, wear or otherwise 


harm the silver. It is non-inflam- 
mable, non-toxic, non-irritating to 
the skin and has no offensive odor. 
Large pieces of silver and hollow- 
ware can be cleaned by applying 
cleaner with small cellulose sponge 
that comes with each jar. G. N. 
Coughlin Co. 


For more data circle No. 13 on postcard, p. 181 


Stainless Steel Pans 


This set of four stainless steel 
Handy-Pans has been added to the 
Revere Ware line. Two 1-pint pans, 
one l1-qt. pan and one 2-qt. pan, 
each with its own cover, retails 
for $11.95. The covers are grooved 











y 


a 







































so that the pans nest snugly for 
compact storage when not in use. 
The pans can be used for either 
refrigerator or oven. Made with 
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/ MATICO 


" ARISTOFLEX 


FOR WALLS... 
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“EARN EXTRA PROFITS FROM 


RISTOFLEX Vinyl Asbestos Tile 


WITHOUT INCREASING INVENTORY! 


Alert dealers everywhere are reading the hand- 
writing on the wall... and they are boosting 
profits by selling MATICO Aristoflex for walls 
as well as floors. Aristoflex is a natural for the 
great wall tile market because it comes in low 
cost standard gauge that is priced right in line 
with greaseproof asphalt tile. It’s solid vinyl- 
asbestos throughout (there’s no felt backing!) 

. resists greases, acids, alkalis and dirt. . . 
wipes clean with a damp rag and has a perma- 
nent built-in brilliance that can’t fade or wear off. 





a fo a soos ZA We aN) 


——~~ decorating idea 
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And the radiant Coronation Colors of MATICO 
Aristoflex now include striking-solid tones as 
well as marbleized patterns that harmonize with 
every color scheme. 


Get your share of this vast wall tile market by 
selling MATICO Aristoflex. It’s profitable “plus” 
business for you because you don’t have to in- 
crease your inventory. And Aristoflex quality 
is pre-sold to consumers through powerful 
MATICO national advertising. 


— 









says STEPHANIE VAUGHN 
MATICO Home Fashion Consultant 






MASTIC TILE CORPORATION OF AMERICA 








WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 181. 


rounded corners, they have a 
highly polished finish. Individually 
the set of two 1-pint pans retails 
for $3.75, the 1l-qt. for $3.50, and 
the 2-qt. for $5. Rome Mfg. Co. 
Div. of Revere Copper & Brass, Inc. 
For more data circle No. 14 on postcard, p. 181 


Tie Rack 


Added to the K-Venience line, 
this tie rack, called Hol-Mor, holds 
48 neckties in orderly fashion and 


Ss 








within easy reach. Touch of a fin- 
ger swings rack open to display 
every tie and it ean be folded 
neatly back out of the way for ad- 
ditional closet room. It is 21% in. 
long overall with six free-swinging 
arms 91% in. long, and a 20-in. sta- 
tionary arm. All parts are chrome- 
plated. Individually gift boxed 
with screws furnished, it retails 
for $3. Knape & Vogt Co. 


For more data circle No. 15 on postcard, p. 181 


Swiss Army Knife 


Made of tempered Swedish stain- 
less steel, this Swiss Army knife 
with a maroon plastic handle is of- 





fered in five models. Slanted for 
sales on an adult gift item level, it 
has a saw blade for cutting wood, 
rope, plastics, etc., Phillips-head 
screw driver, scissors for fly tying, 
special blade for fish scaling, etc. 


180 


Tinker, eight-blade model, retails 
for $6.50; Camper, Woodsman, 
Craftsman and Fisherman, all with 
12 blades, retail for $12.50. Indi- 
vidually boxed, they are 3%4 and 
3% in. long, closed. R. H. Forsch- 


ner Co. 
For more data circle No. 16 on postcard, p. 181 


6-Piece Boring Set 


Attractively packaged and na- 
tionally advertised 6-piece boring 
set for wood or plastic, drills holes 
up to l-in. diameter with 4%4-in. 
electric drill. Tempered, precision 
ground, long life, blue spring steel 
blades, 1, 7/8, 34, and &% in., with 
5\%-in. shank that fits any %4-in. 
electric hand drill or drill press 
chuck. Allen wrench included with 
set permits easy blade changing 
without removing shank from drill. 
Curved blade bores faster with less 
horsepower. Set comes in vest 
pocket wood box which includes 





bits, wrench, extra allen head 
screw, and shank. Extra blades and 
sectional extensions available at 
low cost. Set retails for $3.98. 


Time Saver Tools, Inc. 
For more data circle No. 17 on postcard, p. 181 


Dishwashers 


These new dishwashers clean 
dishes hygienically and warm 
them for serving hot food. They 
have a control that makes them 
repeat, skip or interrupt at any 
stage. They have greater capacity 
for tall glasses and large dinner 
plates and a completely restyled 
trim and control panel. The UC- 
120A, undercounter model, is a 
top-loading, front-opening unit 


that automatically pre - rinses, | 


washes, triple-rinses, then dries 
the dishes and shuts itself off. 
Model SE-120A is the same model 
combined with a sink. It has an 
improved one-control faucet, soap- 
saver shelf, acid-resistant porce- 
lain sink and work-surface finish, 
and built-in faucet aerator. Sug- 
gested retail prices are $339.95 for 
UC-120A, $469.95 for SE-120A. 
General Electric Co. 


For more data circle No. 18 on postcard, p. 181 4 


New Lure Models 


Heavy models in the Weed Dodger 
spoon line are made from much 
heavier brass. Model 5H weighs 
52 oz. and Model 7H weighs 11% oz., 
both available with the Accetta 





nylon skirt are listed Models 5-SH 
and 7-SH. Plain and skirted models 
are especially suited for salt water 
surf casting, spinning and deep 
trolling. They are equipped with 
extra strong tinned treble hooks, 
capable of holding heavy fish. They 
have a wiggling, wobbling action 
and glittering chrome finish. Tony 
Accetta & Son. 


For more data circle No. 19 on postcard, p. 181 


Clothes Basket 


Heavy, colored plastic liner and 
soft canvas straps make this new 
20x20 in. square clothes basket 
handle easily through narrow 
houses or car doors. It keeps 





(Continued on page 184) 
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Use this card for more 
information. Give Full 
Name and Address 





Postcord valid 8 weeks 


use this FRE i: 





A NEW 
HARDWARE AGE SERVICE 


A successful hardware deale: 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 
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No postage necessary if mailec 


nited States 
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Post Office Box 60 
Village Station 
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Here is the new Quick Check Card 


What it is . . . How it works 


® Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


® Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


® Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


WAAR 


Postcard valid 8 weeks on After that use own letterhead fully describing item wanted 11/13/52 


Please send me his information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 6 7 8 9 0 W 2 13 4 15 A big help for busy 
25 26 27 #28 29 30 : 
16 #17 18 «+19 «20 21 22 «23 «24 dealers. Use this card 
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No postage necessary if mailed in the United States 
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For added, extra turnover and profit, here’s a complete line of 
outboard motors with the models, horsepower ratings and prices § 
to meet the greatest market demand — and they’re available in 
standard and deluxe models. The Buc- 
caneer’s your assurance of top profits! 


The Buccaneer is engineered to quality 
standards and designed for rugged, depend- 
able performance. It’s backed by 41 years 
of experience in the manufacturing of 
quality outboard motors. The Buccaneer’s 
your best horsepower-per-dollar buy on 
the market! 






















HERE ARE SOME OF THE FEATURES THAT MAKE 


LIGHTNING-QUICK STARTING... 100% waterproof Dura-Life magneto and 
special “short-proof” spark plug terminals 
+ mean easy starting — even on damp days or 

around salt water. 

SMOOTH OPERATION... The Buccaneer’s proven fuel distribution sys- 
tem and simplified controls assure smooth 
operation at every speed — idling to full 
throttle. 

POSITIVE COOLING ... Special water pump, built for longer, trouble- 
free life, assures efficient cooling at all speeds. 








Flexi-Clutch 
Full 360° pivot for reverse 
46'2 Ibs. 


1-hour running time (full 
throttle) 


0.8 gallons-fuel tank capacity 
. * 
Available through leading 










Here are other top features: Nation-wide service facilities, adjust- 
able co-pilot, automatic rewind starter, fresh water flush plug, simple 
synchronized single lever spark and throttle control — or the safety 
steering handle twist grip throttle on the 12 H. P. Deluxe Model 
... These features combine to make the Buccaneer a preferred choice. 






hardware jobbers and 





sporting goods distributors. 












Twist Grip Throttle 
Control 


Full 360° pivot 
for reverse 
Weight—45 Ibs. 
0.8 gallons — fuel 
capacity — 
1-hour running 
time (full throttle) 


Full 360° pivot for 
reverse 
Weight— 29 Ibs. 


0.5 galions— 
fuel tank capacity — 








Weight —66 Ibs. 
1.5 gallons — 
fuel tank 
capacity — 
%-hour running 
time (full throttle) 










64% Ibs. 





















1.5 gallons — fuel 
tank capacity — 






%-hour running 
time (full throttle) 


1%-hours running 
time (full throttle) 














OUTBOAR D MOTOR S 


MANUFACTURED BY GALE PRODUCTS Le GALESBURG, ILLINOIS 
A DIVISION QF OUTBOARD, MARINE & MANUFACTURING COMPANY 
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@ For more information on these products and services 
use free post card on page 181. 


clothes damp for ironing and has 
no rough edges to snag stockings. 
It keeps dirt, sand, grass, etc., away 
from clothing. The basket is woven 
of selected ash and is durable as 
well as versatile. Retails for $3.59. 
M. E. Ballou Corp. 


For more data circle No. 20 on postcard, p. 181 
. 
Inflatable Cushion 
This all-purpose inflatable 


cushion is made of tough, long- 
lasting Vinylite plastic, 16x18 in. 


© 





It inflates with just three normal 
breaths through a metal seal-tight 
valve. Deflated it can easily be 
stored or carried in a coat pocket. 
It is waterproof and mildewproof. 
Packed in attractive boxes that can 
be converted into an eye-catching 
counter display. DriClad Corp. 


For more data circle No. 21 on postcard, p. 181 


Saw Attachment 


Gear driven saw attachments for 
14-in. electric drills go through 
2x4’s in one cut. The new Arco- 
Saws are available in two models. 





No. 455, which retails for $12.50, 
has precision graduated Depth- 
Bevel-Rip Gages, for accurate cuts 
to 134 in. depth and bevels from 
0 to 45°. No. 454, which incor- 
porates the same features as No. 
455, less the gages, lists for $10.95, 
It has an accurate visual guide and 
wide shoe-plate for straight, square 
cuts. Both models come with the 
new 5-in. Arco Safecut, safety saw- 
blade, an easily adjusted safety- 
yoke which keeps the drill steady, 
and a worm drive clamp which re- 
leases the drill in seconds for other 
work. Arrow Metal Products Co. 


For more data circle No. 22 on postcard, p. 181 


Picnic Refrigerators 


Carlco line of portable picnic re- 
frigerators now have a new finish, 
called Hammertone. Available in 
golden tan or green, the refrigera- 
tors come with a 100 pct water- 
tight polyethylene plastic refriger- 
ator bag, known as Polar-Pak. The 
bag can be used as an ice or food 
container. Refrigerators are fully 





insulated, made of heavy gage steel 
throughout and have a rust-roof 
galvanized inner lining. They come 
in 6, 9, and 12-gal. sizes. Carlisle 
Mfg. Co., Ine. 


For more data circle No. 23 on postcard, p. 181 


Soil Conditioner 


ACP Soil Conditioner contains 
the two best-known soil condition- 
ing agents, modified polyacrylon- 
itrile and vinyl acetate maleic poly- 
mineral 


can be eit 
soil or diss 
application 
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General Mills Home Appliances, mer, with essential face, includ 
Advertising Department, 1620 Central elements, fertilizer and hormones does not sey 
Avenue N. E., Minneapolis 13, Minn. added. Produced in powder form, it needs no m 
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can be either dusted directly on the 
soil or dissolved in water for liquid 
application. Once applied, it sta- 
bilizes soil structure indefinitely 
and eliminates the packing, crust- 





ing and cracking that usually re- 
sults from heavy rainfalls. It 
increases water penetration and 
absorption making fertilizers and 
nutrients more readily available to 
plant roots. American Chemical 
Paint Co. 


For more data circle No. 24 on postcard, p. 181 


New Sink Sizes 


Two new sizes, 18x30 in. and 
18x17 7/16 in., have been added to 
the manufacturer’s sink line. Sinks 
are of acid-resistant white porce- 
lain enamel on heavy steel and de- 
signed for use with cabinet or 
frame. They contain titanium for 
whiter and longer lasting finish. 
Federal Enameling & Stamping Co. 


For more data circle No. 25 on postcard, p. 181 


Patching Compound 


Called Presto-Patch, this paste- 
form patching and spackling com- 
pound sticks tight to any clean sur- 





face, including metal and glass. It 
does not separate in the container, 
needs no mixing and is ready for 


| 
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or you... 
Feature 
—the kitchen- 





ware that sells 
the year ‘round. 


Send for Price List 


MASTR-LOK STOVE PIPE 
The first... and still 
the biggest selling 
stove pipe with pat- 
ented locking feature. 
Snaps shut easily... 
quickly. Made of 
famous Parkersburg 
Blue Steel — the steel 
that's treated to resist 
rust! Shipped nested 
25 to a carton; wide 
sange of sizes available. 






ride 
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2 
ey 


4 Piece d 


-OVEN 





New 


PORT-Q 















the oven of a _— uses 


© TOP OF STOVE 
POTATO BAKER 


© food warmer and crisper 
Retails at about $1.59. Shipped nested. 


we 


¢ in oven roaster and baker 


¢ all purpose outdoor grill 
oven and baker 











SINGLE LOAF PANS 
5% x9%2x2% 


BISCUIT PANS 
9x1l4x1l% 


. 








DRIPPING PANS 
12x17x2% 
16xxl7x2% 


DOUBLE ROASTERS 
No.2—8x12x6 No.6—11x16%2x8 
No.4—10x15x7 No.7—13x18x8 


8x10x2% 
10x 14x 2% 











ua dot (pet 





THE PARKERSBURG STEEL COMPANY 


THREE PIECE STOVE 
PIPE REDUCER 

Specially developed 
by Parkersburg. Offset 
in cover backs up seam 
to prevent collapse . . . 
makes longer use dou- 
bly certain. Shipped 
nested 12 to a carton. 
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PARKERSBURG, WEST VIRGINIA 
The home of MASTR-LOK STOVE PIPE and blu-pride Steelware 


MASTR-LOK ELBOWS 
Shipped nested 12 in 
an exclusive octagonal 
carton insures 


lower shipping costs 
. Cleaner, dent-free 


elbows. 






185 





TO HELP YOU SELL 


immediate use. Containing no lime 
to affect paint coats, it dries hard 
and can be painted over in minutes. 
It needs no sizing, sealing or sand- 
papering and can be smoothed toa 
feather edge. A 14-pint can retails 
for 50¢; quart for $1.45, and gal- 
lon for $4.25. Savogran Co. 


For more data circle No. 26 on postcard, p. 181 








Plier and Wrenches 


A groove plier, an improved 
drain plug wrench and a size ten- 
sion indicating wrench, latter two 
shown here, have been added to 
the Duro-Chrome line. The all-pur- 
pose plier offers six adjustments 











Boost your carpet sweeper sales by selling “that extra 
something’’ you'll find only in a Wagner. 


Show your customer that only the Wagner has Mov-O-Matic 
Combs that move in and out of the brush to keep it clean 
. » - SO it can sweep clean. She'll never settle for anything 
less. Mov-O-Matic Combs are just one of 10 exclusive 
features found in a Wagner. 





’ P P ranging from a closed position to 
If you're not satisfied with a 5% market when there is a 55% as eee with jaws parallel. 


market available, write us for information. Made of alloy steel, it is chrome 
plated and polished. The male 


drain plug wrench has slightly 
You need a Vacuum Cleaner once a week | ‘rain, pus wrench “has, stint 


"We ing and avoid knuckle-busting. The 
= tension indicating wrench, No. 
809914H, has 14-in. square drive in 


the 150 ft. pound range. Wall chart 


of Recommendations on Bolt Ten- 
sions and a pocket-size and stand- 
ard size catalog are available free. 
Duro Metal Products Co. 


For more data circle No. 27 on postcard, p. 181 
KOMBED-KLEANED SWEEPER 


cvERY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 










Occasional Clocks 


Called Vanitie, this occasional | , 
numeral clock combines grace and | 
beauty of fine, beveled mirror with 
precision accuracy. Identified 3 
Model 400, it is 414 in. high, 7 in. 
wide and 4 in. deep, and weighs 
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get to know OLEY 


P A good thing is worth knowing. 
Keep your eye on Oley from now on 
... watch Oley for the newest ideas 
in builders’ hardware and merchandising .. . 
get to know Oley to cash in on the line that's 
“packed to the hilt’ with top quality features 
and profit opportunities. 














reate 
1- sAFET rov des 50% 9 a 
N 20 elded cho or _ — 
. ‘ 
Heavy duty het jeading o extra protect! 
phon an ing atur ‘. xe ad 
double - dividv 
kage 
por 
cartons: . 


WRITE today for literature and 
full information on the Oley 
line of builders’ hardware to 
our New York office. 


PRODUCTS INC. 
OLEY, PA. 


HARDWARE AGE, NOVEMBER 13, 1952 187 











WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 181. 


334 lb. Available in crystal clear, 


Model 400C, shown here; rose gold, 


Model 400RG, and blue, Model 





ih. 


400DB. Each model is set off with 
silver trim. Clocks are self-starting 
and operate on 115 volts, 60 cycles, 
A.C., and are guaranteed for 235,- 
000 hours. Pennwood Numechron 
Co. 


For more data circle No. 28 on postcard, p. 181 


5-Gal. Filler Can 


Containing a pressure pump for 
filling tanks of all types of gasoline- 
powered boats, this 5-gal. filler can 
facilitates fast filling and is handy 
to use. A valve setting on the air 
pump and exhaust valve controls 
internal pressure. No funnels are 





needed with this pressure pump 
can, nor is kneeling or standing in 
the boat necessary when filling. Air 


188 


is merely pumped into the can under 
pressure and the open-shut snap 
clamp is opened for gasoline flow. 
Body of the can is drawn seamless 
from 24-gage steel and the breast 
and body are electronically welded 
together under electronic control. 
Eagle Mfg. Co. 


For more data circle No. 29 on postcard, p. 181 


Chrome Protector 


A new type chrome protector 
added to the Breezy line is not a 
coating and leaves nothing to crack, 
peel, stain or discolor, and there is 
never need for removal. It is wiped 
on and wiped off and is an effective 
conditioner for all metals. It gets 


0A ctr ill. acne, 








into cracks and pores and prevents 
formation of rust. Available in 
6-0z., quarts and gallons. Great 
Lakes Chemical Co. 

For more data circle No, 30 on postcard, p. 181 


Skeleton Keys 


A new line of cylinder key 
blanks consists of two malleable 
iron skeleton keys in a choice of 
two finishes, nickle mirror and 
brass mirror plating. Ace Metal 
Mfg. Co. 


For more data circle No. 31 on postcard, p. 181 


Gas Range 


Known as Model 935, this 36-in. 
gas range has three standard and 
one giant Lincoln non-clog burners 
with simmer control, well-spaced 
for larger utensils. Drawer-type 


HARDWARE AGE, NOVEMBER 13, 1952 





counter and shelf displays to ful 


Son, Inc. 


colors, these piggy banks are avail- 
able in red, green, yellow, orange 






broiler has pércelain-enameled pan 
and smokeless grid. Banquet-size 
oven has automatic heat control, 
non-tilt racks and speckled blue 
porcelain enamel lining. It has a 
divided compartment for storage 
of pots and pans. The range is 
finished in titanium porcelain en- 












——— 








amel. Available as an accessory is 
a streamlined lamp. Perfection 
Stove Co. 


For more data circle No. 32 en postcard, p. 18) 


New Brush Handles 


The entire line of Cleansbest 
brushes is now made with colorful 
plastic handles in two-tone decora- 
tor shades of black and red, ivory 
and red, ivory and blue, ivory and 
pink, and pink and blue. Durable 
Sparklene bristles come in a vari- 
ety of Fiesta colors. Each brush is 
labeled and price tagged. Also 
available are display racks in all 
sizes, ranging from space saver 





floor displays. H. Hertzberg & 


For more data circle No. 33 on postcard, p. 182 


Piggy Banks 


Finished in beautiful fluorescent 
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A real winner with 
the kids! The new 
Captain Ray-O-Vac 


flashlight. Sturdy, 
bright red! 


These two winners mean more sales for you! 


j Mout Copa Ly-OVlee! Hes, Stephen belongs to a brand new, enthusiastic 
Sophow Suuith of Wren Wide. market of 12,505,000 boys age 5 to 14. We’re 


hitting it hard with a jet-propelled push to up 


Young Stephen Smith, here, won out when we flashlight and battery sales all over the country. 


searched for a typical American boy that would Be sure you have lots of flashlights on hand and 


symbolize our Captain Ray-O-Vac. Captain promotion material on display. Your Ray-O-Vac 
Ray-O-Vac is the space hero who’s featured on representative will tell you how you can put 
the hottest item we’ve ever had in our line, the Captain Ray-O-Vac on your sales staff today. 
“rocket red’? Captain Ray-O-Vac flashlight. He’ll win more sales for YOU! 


The Captain Ray-0-Vat flashlight uses famous Ray-0-Vac LEAK PROOF flashlight 


batteries. They stay <> power sealed in steel. 
- 4 ‘a . 


RAY-O-VAC 
COMPANY 


Gift for every youngster who Power-house selling help Traffic-stopping floor stand 
buys the flashlight: Captain from counter cards, window display. Filled with flash- 
Ray-0-Vac's thrilling Adven- streamers, counter basket lights and famous Ray-0-Vac 
ture and Game Book. display, battery tester. LEAK PROOF Batteries. 
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"EVERY SALE 
MAKES 
ANOTHER’ 


.. says S. J. Armour, Manager 
Jaksonville (Fla.) Paint Co. 














Mr. Armour writes: “I like to sell 
KLEAN-STRIP Remover because it 
satisfies customers so completely that 
every sale makes another. Professional 
and amateur painters say they prefer 
this modern remover because it isn’t 
at all messy and requires no afterwash. 
Also because it’s non-inflammable and 
safe to use in workshop or home.” 

It Helps You Sell More Paint 

Dealers everywhere tell us KLEAN- 
STRIP Remover helps them sell more 
paint. People see it advertised in 
national magazines and, when they 
come to your store to buy KLEAN- 
STRIP, they also buy paint, brushes 
and other items. 

“Try-It-Yourself’’ Display Closes Saies 
You don’t have to do a lot of talking 
to make sales. The novel demonstra- 
tion display shows the customer how 
quick, easy and clean KLEAN-STRIP 
actually is. Why don’t you order a 
“Try-It-Yourself” Pack (12 pints of 
KLEAN-STRIP complete with display 


materials) from your jobber today? 


For literature and free sample, write 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP 


‘Peels Off Paint’’ 


Heavy-Bodied Klean-Strip also available. 
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@ For more information on these products and services 
use free post card on page 181. 


and chartreuse. Model No. DG-8, 
shown here, is called Snooty and is 
10x5 in. with a cork on the bottom 
for easy removal of coins; retails 





for $2. Model No. DG-7, called 
Rascal, is 6x31% in. with an open- 
ing on bottom for coin removal; 
retail price $1. A. N. Brooks, Ltd. 


For more data circle No. 34 on postcard, p. 181 


Power Sprayer 


Mounted on rubber tires and bal- 
anced with a low center of gravity, 
this power sprayer, called Spray- 
mate, can be moved easily around 
the yard and is priced to fit the 
pocketbook of the average home- 
owner. Measuring 18x18 5/16x384%4 
in., it is compact enough to be 





stored in basement or garage. With 
a 5-gal. tank capacity and the abil- 
ity to develop 150 lb. of pressure, it 
can be used for many jobs, from 
weed and lawn spraying at low 
pressures to shade tree spraying at 


high pressures. National advertis- 
ing and attractive point-of-purchase 
displays will combine to promote the 
product. John Bean Div., Food Ma- 
chinery & Chemical Corp. 


For more data circle No. 35 on postcard, p. 181 


Fireplace Screens 


Two new screens have been added 
to the Flexscreen line and both fea- 
ture beauty, safety and conveni- 
ence. The Hooded model, shown 
here, and the Sherburne frame 
screen are designed to sell on the 





volume market. Television cam- 
paign is supporting current promo- 
tion of Flexscreen line. Bennett- 


Ireland, Inc. 
For more data circle No. 36 on postcard, p. 181 


Paste Cleaner 


Called Minute Lusto, this paste 
cleaner removes tarnish and burn 
marks from stainless steel and cop- 
per bottom cooking utensils. Odor- 
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Odor- For customers who want the best—the easiest to read 
Feature NOW the K&E Favorite WYTEFACE* Steel Tape. It’s 


easier to sell because it’s easier to read. Black on white, foot mark- 
ings in red. Men who want the best in steel tapes go for it. Favorite 
comes in 25’, 50’, 75’ and 100’ lengths, to suit every measuring need. All 
rugged, strong, rust-proof. It’s the first choice for sales! Trade Mark 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
CHICAGO «+ ST.LOUIS « DETROIT « SAN FRANCISCO ¢ LOS ANGELES + MONTREAL 
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World's finest continuous sprayer. 
large, glistening solid copper 
tank. Pump barrel is highly polished brass 
seamless. Appealing, modern design. Sprays 
any liquid. Pint, Quart (39 ounce). Strongest 
construction. Extreme'y popular. A fast seller. 


pred $5 i 
EP eS 




















SPEEDEX GARDEN & 
‘s TREE SPRAYER 


E-Z Solid brass. 






FLAME GUN SPRAYER 
HUNDREDS OF USES 


2000 degrees controlled heat. 
Destroys weeds, brush, rubbish. 
For burning safety strips and 
fire lanes. 4 gal. tank. 7 ft. oil 


——FJ 5 GAL. ‘ery large adjusta- 
KNAPSACK SPRAYER Ox ble nozzle for 
. spraying trees, 
Finest knapsack sprayer made. Pump 
lever develops high pressure easily , f shrubbery, 
while spraying. 5 gal. zinc - grip flowers, weed 
steel or copper tank. Tank is air killing, etc 
conditioned preventing dampness i ge aig 
Light. Compact. § reaching the back. Adjustable brass i Sturdily built. 
Burns kerosene or Low priced. In big demand, 


preef hose. 
Portable. 


nozzle. (Recommended by Exten- 
range oil. 


sion Services.) 


D. B. SMITH & CO.£FT9maw sr. UTICA 2, N.Y. 


“ORIGINATORS OF SPRAYERS SINCE 1888” 
SOUTHERN TERRITORY: BENJ. D. SMITH, JR., BOX 847, SANFORD. N. C 
CAMADIAN REPRESENTATIVE: GORDON L. COKOON, 1265 STANLEY ST., MONTREAL 2, CANADA 








SEND FOR CATALOG 
DESCRIBING THESE AND 
OTHER ITEMS 








TO OUR JOBBERS © TO OUR REPRESENTATIVES 


THANKS! 


1} | for making Our Sales Policy a Success 









—— — 2st eseae > 
_ 2 ee oe ee eee eee ee ee ee ee ae 


BUCH'’S SALES POLICY 
‘Our Ey of Confidence in Independent Business” 


1. Quality* Buch Products enjoy a reputation for quality that dates feck 
over four generations. Our constant aim is to maintain and improve this rep- 
utation. 


2. Sales* We firmly and irrevocably believe in the sale of our products 
through wholesalers only. 

3. Price* Our prices will always be competitive, in so far as a compromise 
with quality is not involved. 








*Our success depends on the success of our wholesalers, and we shall always endeavor to 
maintain our relations with our customers in @ manner which will insure our mutual 
wuccess. 


Se ee ee er ee ee eee ee ee ee 
tattle 





The Oldham-Rust Co., Ine. 
| 10 Murray Street 
| New York, N. Y. 


E. B. Hatch Conrpany 
208 Melrose Street 
Melrose 76, Massachusetts 


R. B. Pilkington 
231 Healey Building 
Atlanta 3, Georgia 


William W, Campbell 
30813 West Lake Rd 
Bay Village, Ohio 





S & S Sales Company Harvey D. Rush & Sons 

4229 West Lovers Lane 1638 Mill Creek 

Dallas 9, Texas Kansas City, Missouri 
George C. Stricker 

J. T. Scott & Company Drexel Bidg Fred G. Chemnitz Company 

3020 Sunset Boulevard oth & Chestnut Sts 1310 & W. Alder Street 

Los Angeles 26, California Philadelphia 6, Ta Portland 5, Oregon 

W. H. Paradise & Associates coe Mes Bt Iidg S. A. Euzkadi 

565 W. Washington Boulevard P. O. Box 290 Calle Carman No. 61 Este 

Chicago 6, Illinois Memphis, Tenn. Vibora, Habana, Cuba 








BUCH MFG. CO. e« ELIZABETHTOWN, PA. 
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WHAT’S NEW 





less, safe and harmless to hands or 


utensils, a 10-oz. jar retails for 


89¢. Ekco Products Co. 


For more data circle No. 37 on postcard, p. 18) 


Photofiash Battery 

This small photoflash battery 
gives years of service and provides 
energy for taking 25,000 or more 


RATTERIES 


— 
eee PRY Bart 
jecorPoRares 





individual flash pictures. About the 
size of a man’s thumb, it is a com- 
bination of 15 dry cells fitted 
snugly together in one compact 
unit to form a 22%-volt dry bat- 
tery. Designed for use in battery 
capacitor cartridges, it is made to 
fit all popular types of B-C units. 
General Dry Batteries, Inc. 

For more data insert No. 38 on postcard, p. 18} 


Waterless Hand Cleaner 
All 23 hardest-to-clean stains are 

said to vanish with this new water- 

less hand cleaner. Called 23 Skidoo, 





carbon 


paint, 
paper smudge, tar, grease and ad- 


it cleans nicotine, 
hesive tape residue. It removes 
stains by spreading a few drops, 
rubbing it in, and wiping it off. It 
contains lanolin, and is _ scented 
with honey and almond. Miracle 
Adhesive Corp. 


For more data insert No. 39 on postcard, p. 181 
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GOOD THINGS COME IN BIG PACKAGES 
from OCEAN CITY! 


\ | It’s the money-making REEL and LINE DEAL #3627 
which gives you: 







3 of these 


plus 3 of these | 





Se its 6 ofthese 


WHEN your customer purchases any one of these 3 
Ocean City Reels, he gets FREE of additional 
cost, a 50-yd. spool of Top Grade Nylon Bait- 
casting Line (worth $1.30)! 








DEAL DETAILS List Retail Value Order through 
6 Ocean City No. 1591 Reels $4.50 ea. $27.00 H 
3 Ocean City No. 1600 Reels 5.95 ea. 17.85 y our jobber 
3 Ocean City No. 1800 Reels 7.95 ea. 23.85 N OW ' 
@ Packaged in acetate container, on top of each reel box is a — 


50-yd. spool of Ocean City’s Top Grade baitcasting line, 
braided of DuPont nylon. Each spool has retail value of $1.30. 


For Complete Deal, packed ready to sell with customer- 





stopping display card. 7 
You pay only ....... . $43.28 
 ¢ 4 SC 68.70 
YOUR FAST PROFIT ...... $25.42 











OCEAN CITY MANUFACTURING CO. 


A & Somerset Sts., Phila. 34, Pa. 





HARDWARE AGE, NOVEMBER 13, 1952 193 











BACK AGAIN! 





SHARON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the line with the talking 

labels, comes once again one of our moss 

popular packages—round or flat head 

stove bolts with nuts already on... at 

ne extra cost. For details, ask your job- 
or write us. 


Shavott Boul: andl Sette! Lo. 








BOSTON 10, MASS. 








SANTA SAYS: 
= “GET SET FOR 
SURE-FIRE 
PROFITS!” 






DADO SAWING WASHERS 


Be sure you can handle the big Christmas 
demand for this best seller with a popu- 
lar price and tremendous appeal. Retails 
at just $4.95—makes smooth. dados, (in 
40 different widths) quickly and easily 
with regular saw blade! Warren national 
advertising reaches 16 million people— 
it’s the “best seller” in the field! 


SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%—receive absolutely free 
colorful working counter display and 
descriptive literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 111, BOX 98, NORTH END STA., DETROIT, MICH. 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 181. 


Instant Coffee Decanter 


This decanter for making in- 
stant coffee holds eight cups and 
has cup markings on the glass for 





intermediate amounts. It simpli- 
fies the task of making individual 
cups of coffee by allowing eight 
cups to be made at once. It is an 
easily cleaned Pyrex bowl, with at- 
tached cover and wide handle of 
black plastic. Easy-pouring lip al- 
lows top to remain closed, to keep 
in flavor. Retails for $2.95. Silex 
Co. 


For more data circle No. 40 on postcard, p. 181 


Outboard Motor 


Simplified cover removal and re- 
placement is featured in this new 
15 hp outboard motor, called the 





Super Fastwin. A new Auto-Lift 
hood provides instant accessibility 
for routine inspection. Unsnap two 
husky clasps and the port side hood 
opens to a vertical position and 
stays open by itself. The complete 


cover assembly can be lifted by re- 
moving two screws on the star- 
board hood. Also included are 
Gearshift with neutral, forward 
and reverse, Roto-Matic speed con- 
trol and separate 6-gal. Cruis-a- 


Day gas tank. Evinrude Motors. 
For more data circle No. 41 on postcard, p. 181 


Electric Deodorizer 


A pine-scented pill dissipated 
electrically from a _ streamlined 
plastic case quietly and effectively 
eliminates most common household 
odors. Called Odor-Ban, it fits 
snugly into any AC-DC outlet and 
dispels odors in a matter of min- 
utes. Molded from strong, burn-re- 





sistant Plaskon plastic, it is non- 
electrostatic and is easily cleaned 
with a damp cloth. Available in 
ivory, it is scratch resistant since 
the color is through and through. 
Approved by Underwriters’ Labora- 
tories, Inc, it retails for $1.69 with 
six tablet refills. Libbey-Owens- 
Ford Glass Co. 


For more data circle No, 42 on postcard, p. 181 


Infrared Brooders 


Single, three, four and six lamp 
brooders have heavy gage metal 
hoods finished in durable graytone. 
Completely wired at factory, in- 
cluding approved cord and plug. 
Bulletin No. 130-53 free on request. 
Steber Mfg. Co. 


For more data circle No. 43 on postcard, p. 181 


(Resume reading on page 13) 
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Announcing the New 
Myers Ejecto Junior! 


Myers leads the field witha 
quality pump af a low price 





FEATURES 


Convertible. For deep or shallow wells merely by using 
proper ejector package. 

Compact. 11 gallon tank is only 24” high for undersink 
installation if desired. Pump and tank mounted as 
a unit. Just connect pipe to well and make electrical 
connection. 


Self-Priming. Primes on suction lifts as high as 30 feet 
at sea level. Ideal for drive point wells. 


Traditional Myers Quality. Bronze impeller, carefully 
finished and balanced; screwed to pump shaft. Pump 
casing is close-grained iron, fitted with renewable 
bronze wearing rings. Stainless steel pump shaft. 
Air volume control is positive 
diaphragm type. Regulator has 
iron body with adjustable 
bronze stem—no diaphragm. 
Rotary seal is same size and 
type as used on all Myers Ejecto 
Pumps. 
Complete. Each unit furnished 
‘complete with all necessary 
accessories. Only pipe and elec- 
trical connection is necessary. 


fr) 


Ad 


op) 





















YOUR MYERS DISTRIBUTOR 
IS A GOOD MAN TO KNOW 


Take advantage of all the services 
he offers. Remember, he’s in busi- 
ness to help you make more profit 
on the Myers equipment he sells. 








\ 
. rome 
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Water | Water Water Water Power Sprayers 
Softeners Nevtralizers Purifiers Filters 


THE F. E. MYERS & BRO. CO., 204 FOURTH ST., ASHLAND, OHIO 
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@ For more information on these products and services 
use free post card on page 181. 


(Continued from page 13) 


available individually or with a 
selected assortment of tools. No. 
12394, floor unit, shown here, is a 
complete portable power tool de- 
partment with each tool and major 
accessory prominently mounted, 
leaving ample space for related 
merchandise and demonstrations. 
It measures 60x30x63 in. and has 
an electric outlet. No. 12379, coun- 
ter unit, 24x24 in. at base and 30 
in. high, mounts four electric 
drills; four other power tools can 
be placed on the base. It has 360 





deg. illuminated plastic sign at top. 
Both units come in cembination of 


maroon and yellow. Skil Corp. 
For more data circle No. 44 on postcard, p. 181 


Gun Case Catalog 


This new catalog features up-to- 
the-minute line of 5-Star gun cases. 
Highlighted are a new Take-Down 
case and a new Lined Buckskin 
Flexible case. Known as Catalog 
No. 58, it has 24 pages complete 
with descriptions, specifications and 
illustrations. Advertising cam- 
paign is outlined and selling aids 


are listed. Boyt Co. 
For more data circle No. 45 on postcard, p. 181 


New Rope Packaging 


Manila rope now comes in pack- 
aged hanks that are called Handi- 
Hanks. Available are hanks of 4, 
34, and 14 in. diameter, each con- 
taining 35 ft. of rope. Depending 
on rope diameter, 20, 16 or six 
hanks are packaged to a carton. All 


196 





hanks are coiled from one continu- 
ous piece of rope, with red bands on 
sections of the rope between hanks 
indicating 35-ft. marks. Any re- 
quired number of hanks can be cut 
off by cutting at the proper band. 
When a rope is cut at a band the 
section of the band on either side 
of the cut automatically acts as a 
whipping which prevents the rope 
from unravelling. Each hank is 
securely bound with twine and 
wrapped in an individual paper 
sleeve. They make an effective sales 
display. New Bedford Cordage Co. 


For more data circle No. 46 on postcard, p. 181 


Garden Tool Display 


Here is an all-steel merchandis- 
ing unit which displays more than 
100 garden tools plus packaged 
garden supplies in just 34x48 in. of 
floor space. Called Garden-Diser, it 
holds three each of 15 different long 
handled tools and six each of 10 
midget tools. It has detachable 
bins for nozzles, couplings and 
similar brackets for 


items, and 





spades, hose and other merchan- 
dise. Base of rack can be used for 
packaged supplies or extra stocks 
of midget tools. Channels to hold 
price cards, which are supplied, 
run behind the long handled tools 
and on front of each bin. The unit 
has heavy duty casters for easy 
portability. Priced at $49.50, it igs 
now available for $19.50 as part of 
special deal. Gardex, Inc. 

For more data circle No. 47 on postcard, p. 181 


Leak Sealer Tubes 


Seal-All, leak sealer, bonder and 
adhesive, is now being packaged in 
tubes. The tubes are equipped with 
a specially designed applicator tip 
which facilitates and speeds the 
sealing of leaks and other repair 
operations. It sticks to anything, 
toughens with age and does not be- 
come brittle. It is not affected by 





alcohol or 
Allen 


naptha, 
Retail price is $1. 
Products Corp. 

For more data circle No. 48 on postcard, p. 181 


gasoline, oil, 
water. 


Appliance Promotion 


A Free Trial Offer promotion 
will use as bonus-gift items associ- 
ated products of Kraft and General 
Mills. Invited to make a free trial 
of either or both of two appliances, 
the consumer is offered a free gift 
for making the trial. With the 
Meal-Maker, an electric mixer, & 
box of Softasilk cake flour is given. 
With the Fri-Well, an electric deep 
fryer, three pint bottles of Kraft 
oil are given. These free gift cou- 
pons come with each appliance. 


Dormeyer Corp. 
For more data circle No. 49 on postcard, p. 181 


Tile Merchandiser 


This new merchandising and 
sales aid, called KenRubber Junior 
KenStyler, is attractive and color- 
ful. A self-installation illustration 
on the upright back invites the 
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g and 
Junior 


FEATURES 


Blode ond front strap a single unit. 


Blade and straps forged from High Carbon Steel. 


Blade and lower section of socket carefully 
tempered. 


Straps are pre-formed. 


Uniformity in lift and balance of every tool - 
hang and balance never change. Pre-forming 
of straps the guarantee. 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 
in under great pressure. 


APPROXIMATE 
WEIGHT 3% 
to 3% Ibs. 


FEATHERLITE meets railroad track 
shovel weight test of 200 pounds! 


PARKERSBURG, W. VA. O. A M EF S 
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LIGHTER 


STRONGER 


NORTH EASTON, MASS. 



















Mister, heres aneat \ 


WMasoury drill { 
ae 


FASTER — STRONGER 


Double lead fast spiral, extra deep 
flutes. Positive dust removal. Ruggedly 
supported carbide tip. 


Send for full information. 
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other modern features. Standard range 
of the machine: 4” to 2” pipe; extra range 
Ye" pipe. With drive shaft 2/2” to 8” pipe. 
Bolt range 4’ to 142’. Ask your Oster Dis- 
tributor or write for’’Pipe-Master’ Bulletin. 


Take a good look at this newest model 
Oster No. 502 “Pipe Master.” Latest fea- 
tures include NEW “‘Auto-Grip” semi-auto- 
matic front chuck; NEW cut-off device; 
NEW reaming device; Lever type feed; and 
0 rT 


et tl i a tt te 


THE OSTER MFG. CO. 2028 East 61st St., Cleveland 3, Ohio, U.S.A. 


L] Rush copy of catalog bulletin on No. 502 “PIPE MASTER.” 
(] Rush names of Oster Distributors in our area. 
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customer to design a KenRubber 
tile floor. Little 2x2 in. samples in 
all colors of the full line are in 





view so that he can yield to the im- 
pulse to work out a floor design. 
Identified as No. 300R, the unit is 
sturdily constructed of steel, welded 
throughout, and has a cream-col- 
ored finish. It measures 18% in. 
wide, 17% in. deep and 15% in. 
high. Kentile, Inc. 


For more data circle No. 50 on postcard, p. 181 


Gun Promotion Broadside 


This broadside for fall firearms 
promotion is designed to build 
store traffic. Backed by national 
advertising campaign, it invites 
men to “come in and look ’em over.” 


ll 
{fosben 


RATONAL ADVERTISING 
BUSS STORE TRAFFIC 





Also available to dealers are ads 
and additional literature. O. F. 
Mossberg & Sons, Inc. 


For more data circle No. 51 on postcard, p. 181 


Gift Tape Displays 

A Texcel Giftape assortment dis- 
play for every key traffic point in 
the store is part of this firm’s 
holiday season merchandising pro- 
gram. Designed in gay holiday 
colors, they are for counter, shelf, 
ledge and aisle use. Tie-ins are 
with gift paper and labels. Avail- 
able in 10¢ and 25¢ sizes, in 10 holi- 
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If’s time you made 


333% profit on work gloves 


No. 912 


No. 908 


: “THUMBS UP” 
NEVER BEFORE — a liquid, grease and 
chemical proof glove with such 
toughness, flexibility and grip: 


Comfortable fabric, coated with latest improved- 
type black NEOX (reinforced neoprene). More flex- 
ible, better gripping and far tougher than ordinary 
neoprene to resist cuts, snags, abrasion, grease, 
acids, caustics, solvents. 


Best liquid-proof glove for workmen and farmers, 
also for car washing, rose gardening, etc. around 
the home. 










= HERE If IS 


New patterns by world’s largest 
maker of coated fabric gloves 


Offer a better glove 
for every kind of work 


Outwear ordinary work gloves 
5 to 10 times 


Pay you full 334% profit 
on fast-growing sales 
Order these nationally advertised, brand- 


name, full-profit work gloves from your 
regular hardware jobber. 
















FAMOUS “‘GRAB-IT’’ GLOVES 
WITH NEW STRIPE-BACK 


No. 62 

Pulm coated. 
Also available 
with knitwrist, 
cooted fully or 
on palm only. 





Colorful herringbone stripe stands out on display, 
calls attention to their sturdier, snag-resistant fab- 
ric. Palm coated with long-wearing, rough-finished 
natural rubber that gives the world’s safest grip. 
Far outlast higher priced leather gloves, except on 
greasy work where Edmont NEOX (reinforced 
neoprene) wears longest. 








3 Pairs of Gloves 

. ($3.25 Retail Value) | 
ray “ for Only $1.00 | 
Edmon (Only One Set to Any Dealer) | 


COATED-FABRIC 
WORK GLOVES 


Kdmont 


World’s largest selling line — 
Bought by the millions in industry, farms and homes 
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NEW HAND-FITTING PLASTIC 
**MONKEY-GRIPS”’ 


No. 303 

Fully coated. 

Also available in 
gauntlet and in 
palm-coated knitwrist. 





Revolutionary new plastic gloves that fit the hana 
all over. Note the wide wing thumb and new, 
pre-flered curved fingers fof easy gripping. No 
thumb seam to rub or split, no bagginess anywhere. 
Thicker coating of Edmont plastic is far superior 
to ordinary plastics and looks it. Permanently fiex- 
ible; won’t crack or peel; grips better; wears far 
longer. Grease-resistant. ; 


—_——_— 
—_— 
——_—_ = 
———_— 
—— oo 
_ 


1214 Walnut St., 


Edmont Mfg. Co., pill or check. and mail. 
i dress, enclose dollar bili © rice list and 
Fill in shipping ad rea, complete Pocket Catalog, P 


We will send, ar age mt for inspection and display: 


‘ le & $1.00 

3 pairs of samp Up .--eee: ¢ 
Thumbs Up - 1.00 

NEOX-coated . woes ST 
~ = prod Plastic-coated Monkey neues aero $1.25 
Pr. No. 62 Stripe-back See a2 008 e ee $3.25 

Pr. No. Total Retail Value..--**° 
ee cam 
Store Name—————~ - el 
sre —————s zone na— 
city —<—<—<—<—_———_ th ot il staan 
Your Jobber’s ae print “¢o avoid errors) 
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Over 45 years 
slove experience 


the best line to have on hand= 








ACE HEATERS 


8 FULLY VENTED HEATERS 
—15,000 BTU to 85,000 BTU 
22 UNVENTED HEATERS 
—1!0,000 BTU to 50,900 BTU 


GAS SP 


This name as- 
sures highest 
quality work- 
manship yet the 
prices are 


always 





moderate. = : 
ODORLESS GAS LOG 


Write today to your jobber direct for catalog and price list. 














Every lock needs 


LOCK-EASE™ 
graphite, LOCK FLUID 


BEST PROTECTION AGAINST FREEZING-STICKING-RUST ; 


This winter — give your customers the best in 

lock maintenance. Use Lock-Ease! Sell it for 

car, home, and factory use. Easy to apply. 

Penetrates quickly, helps seal out moisture. 

gives maximum protection against freezing. 

Approved by leading locksmiths. Sold by hard- 
ware and locksmith jobbers every- 
where. Order now! 





4-oz. Can delivers drop or 
pressure stream. List Price 


S54 


AMERICAN GREASE STICK CO., Muskegon, Mich. 
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@ For more information 
on these products and 
services use free post 
card on page 181. 


| day designs and four seal designs, 
are Stars and Angels, Poinsettias, 
Holly and Berries, in solid colors 
red and green. 


| of blue, Candy 





| Canes and Toy Trains. Also tapes 
| that say Greetings and Best Wishes. 
| Seal designs include Carriages and 
Snowman Greetings. Jndustrial 
Tape Corp. 


For more data circle No. 52 on postcard, p. 181 
| 


Dish Display 
Called Chuck-a-Luck, this dis- 
play lets customer demonstrate to 
herself the durability of Prolon 
| Ware. As she turns the handle, the 
| dishes and dice spin, tumble and 
fall, and she can see that there is 
no cracking or chipping of dishes. 
Pictures on back panel flash on and 
| off to attract attention. Decorated 
in certain of Prolon Ware colors, 
display features principal product 





claims about this Dresden China of 
Melmac Dinnerware, a Pro-phy-lac- 
tic Brush Co. product. Display 
measures 31 in. wide, 39 in. high 
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sell SY 


DOW 


Wintertime means icy sidewalks 
and driveways for almost every 
home owneéer—and this can mean 
greater sales for you if you stock 
DOWFLAKE (Dow calcium chloride 
77-80%). Dowflake starts to work 
on ice immediately and eliminates 
it fast and efficiently. It assures the 
homeowner of safe, trouble-free 
walks and drives. Once your cus- 
tomers use Dowflake they’ll be back 
for more in order to be prepared 
for the next bad days. 






rt 


FLAKE 


Melts ICE in the winter... Reduces HUMIDITY in the summer 





Dowflake is easy to stock and han- 
dle. Distributors have attractive 
counter displays kits and literature 
to help you increase sales. Dowflake, 
the ever-thirsty chemical, will help 
you to greater store traffic—higher 
related sales — increased profits. 
Stock up with DOWFLAKE now and 
watch your sales grow. 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 


Write Dow today for the name of your nearest distributor. 








(onter Display and Literature Help You Sell 
More DOWFLAKE— Ask for the Dowflake 
‘unter display kit and literature. They make 
‘attractive and informative selling package 
“hich shows the many uses for Dowfiake. Use 
hese display aids—and realize new profits. 
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Consumer Ads Create Demand for DOWFLAKE— 
Dowfiake national advertising is working for you, 
helping you sell the product, and creating a de- 
mand for its uses. Have plenty of Dowflake on 
hand and be ready for your share of the sales! 
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DON'T BREAK A LEG! 


‘ 











MELT SIDEWALK ICE 
wite DOWFLAKE 


To melt dangerous sidewalk, 
step, or driveway ice, sprinkle 
DOWFLAKE sparingly on 
the surface. These clean, easy- 
to-handle flakes of Calcium 
Chloride act fast . . . melt ice 
in a hurry: Come in and get 
an inexpensive 25-lb. bag of 


DOWFLAKE today. 





DEALER'S NAME 





This is Dowflake newspaper mat No. 
513. Write Dow for the complete series 
of these sales-making newspaper mats. 

















BUY 
LIGHTING FIXTURES 
DIRECT FROM 
MANUFACTURER 





CATALOG 


Over 400 quality fluorescent 
and incandescent lighting 
fixtures at low cost. 














CLEANS OVEN 


\ GREASE 





*NO SCRUBBING 
°NO STEEL WOOL 
¢NO RAZOR BLADES} 
NO AMMONIA 


Here’s the hottest item in the field! 
EASY OFF, the amazing new oven 
cleaner, is going places fast. Retailers 
across the country are finding real vol- 
ume and profits through our merchandis- 
ing support. Available in two sizes... 
69c...and the big economy size jar 98c. 
Write for details. 


THE WOLCOTT CO. 
955 Asylum Ave., Hartford 5, Conn. 
thistle aA Rae ll 1 tay a Rt ly, Me 
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and 21 in. deep occupying a mini- 
mum of counter or floor space. 
Parker D. Perry, Inc. 


For more data circle No. 53 on postcard, p. 181 


Tool Merchandiser 


Made of stainless steel tubing 
with natural 1x10-in. oak shelves, 
this tool merchandiser is called 





Tool Tower. Topped with a 4-way 
multi-colored illuminated sign, it is 
341% in. high, 30 in. wide and 20 in. 
deep. Has ample display space for 
five Guide Master drills and ac- 
cessories. Designed for all-round 
visibility, this floor or counter mer- 
chandiser is offered on a new two- 
way profit deal. Mall Tool Co. 


For more data circle No. 54 on postcard, p. 181 


Hamper-Wastebasket Deal 


An all-purpose hassock hamper, 
regularly $9.95, and a new match- 
ing wastebasket, $3.95 retail, both 





in quilted Koroseal, will be priced 
at $11.95 when purchased together. 
Designed as a Christmas promo- 
tion, both items come in nine dec- 
orator colors. The wastebasket is 


shaped so that it can be inserted 
securely into the hamper and 
shipped as one carton. The has- 
sock hamper, self-ventilating, can 
be used wherever storage space and 
an extra seat are needed. Pearl- 
Wick Corp . 

For more data circle No. 55 on postcard, p. 181 


Roller Merchandiser 
Available free, this metal paint 
roller merchandiser is a complete 
paint roller department. Occupying 
b bia 


: PRINT ROLLERS 





less than 2 sq ft of space, the unit 
holds 12 complete boxed roller sets, 
12 assorted rollers, 12 covers and 
six cans of the new Brux roller 
cleaner. The merchandiser is light- 
weight, coated-metal construction 
and has two clips in back where 
advertising cards can be placed. 
E Z Paintr Corp. 


For more data circle No. 56 on postcard, p. 181 


Drill Display Assortment 
This counter display assortment 

of high speed steel sheet metal drill 

sets, No. 45D, consists of six sets 
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There's 
no substitute 


for Opal! 


It’s America’s most popular insect wire screening! 
Better looking, longer lasting, easier to install with exclusive 
Multi-Strand edge and precision-made, uniform mesh. 
Fora real money making trio, stock galvanized Opal with those other 


two favorites .. . Aldura aluminum and Liberty bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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FEDCL Oo. 


~ @ EASY TO INSTALL — ey, » 
—= Ps 


___ © WEATHERPROOF ——— 





55° STURDY — 

) ; 

G > 

Uj 7 * NON-RUSTING —— 
a 

J, ¢ ALL CAST ALUMINUM - 


= Fa + HAMMERED ANTIQUE 
_— FINISH Y; 


e CLIP FOR LARGE —— 
— —., MAGAZINES & 
= NEWSPAPERS 


ORDER NOW 


= f- aR ene { 
orn $6.95 From your 
© RETAIL F JOBBER! 


Monctecture: a by 









a ww No. 1 1400 
Size: 12" x 7'/4"" x 3" 





T 


Like oli FEED products—the “Rancher Mail-Box’’ is 
designed and engineered to embody grace and beauty 


Roomy enough to hold plenty of mail with sturdy clips 
for magazines and newspapers 


FEDERAL ENGINEERING 
COMPANY 
37 MURRAY ST., NEW YORK 7 


individually boxed. Packed 12 to shipping carton 
Approximate shipping weight 30 Ibs 






Write for Literature and Discounts 
on the entire FEDCO LINE. 








STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 





Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O. me 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 





Your emergency re- 
quirements are our 
special concern. 








------- — 


204 CONNELL AVE. 

























\ JOLIET,MILLINOIS 
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@ For more information 
on these products and 
services use free post 
card on page 181. 





of High Speed Drills for metal- 
| working, packed in a clear plastic 
| box. Each set includes one each 
Y,, 5/16, 3%, 7/16, and %4-in. drills 


with %4-in. shank for use in elec-f 


having %4-in. chucks. Display is 
an attractive red and green carton 
| that occupies a minimum of counter 
| space. Standard Tool Co. 


For more data circle No. 57 on postcard, p. 181 


| trie hand drills or drill presses 
| 


Paint Display Rack 


As a sales booster for Scrubable- 
Flat and related items, this two- 
sectioned display unit is made of 





metal and lithographed in an at- 
| tractive blue. The top section 
holds neat stacks of chips in indi- 
| vidual color pockets totaling 140. 
| Directly below are four revolving 

plastic discs with chart back- 
| grounds, which is a_ self-service 
| Color Selector. The base cabinet 
is a separate unit for storage pur- 
poses. The unit is known as the 
Kyanize Chip Display Rack. Bos- 
ton Vanish Co. 
For more data circle No. 58 on postcard, p. 181 


Clothesline Bag 


The King Cotton Clothesline is 
now available in a new two-hank, 
zip-string plastic bag. Transparent 
polyethylene bag gives contents 
high point-of-sale visibility while 
protecting from dust, dirt and 
handling deterioration. Bags may 
| be washed and re-used as clothes- 

pin bags, beach bags, etc. Each 
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SELL HODELL 








Pe a AAT 


2 a Se ee et 
et te: AR 


DOG CHAIN DISPLAY 


Eye-catching 2-color metal dis- 
play complete with 12 assorted 
dog chains. Best-liked “Bulldog” 
pattern, leash or dog chain styles, 
in a choice of assortments. 


= 
Sse ae EY) 


4 





Se ys 


See 


———— wet roDOoOST 


ANIMAL CHAINS 


Hodell halter and dog chains, 
leashes, cow ties, tie-outs, kennel 
and exerciser chains, anti-cow 
kickers,-dog couplers and chain 
choke collars. In all popular sizes 
and styles. 























CHAINVENDER 


A complete compact chain depart- 
ment in itself, the Hodell Chain- 
vender takes up less than two 
square feet of floor space. Choose 
from eight different assortments of 
chain to meet your local consumer 
preference. Dimensions: 54” high, 


18” deep, 15” wide. 


THE “LITTLE DRUMS” 


The four most popular sizes of 
proof-coil chain, neatly packed in 
fiber drums. Use them with the 
Chainvender for attractive display. 
Drums contain 100 lbs. or 100 ft. 
continuous lengths of a size, 3%, 
4, ¥% or % inch. 






he Chain that 
Serves the Best/ 


nustHOLp 





COUNTER DISPLAY 


Hodell Household Chain assort- 
ment contains four of the most 
popular sizes of small chain for 
handy use around the home. Four 
reels per display, 50 feet each of 
16 Single Jack, 2/0 Safety, 18 
Register, 7 Bulldog. 


bonis % ashe 
And, of course .. . famous Hodell 


Coil Chains in standard hardware 
packages or on reels. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





VF 


alttona [ 
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FASTENERS Sf HODELL CHAINS 


CHESTER HOISTS 
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Food Carrier- 


Cover 








Yes, this new Pemsco item is a combina- 
tion of many features that the housewife 
has wanted and needed for a long time. 
The tight fitting covers keep pastries fresh 
for days, and the carrier attachment provides an easy way to carry pies, cakes, 
hot dishes or other food items to picnics, parties, or to the table! 


PATENT PENDING 


Separate section provides extra 
space to carry or store pies or 
hot dishes right along with large 
cakes or other food items 


High enough to accommodate 
large size angel food cakes. 
Ideal for carrying hot dishes 
without fear of splashing or 
sliding of dish. 


Can be used as a separate cover, 


i making a neat single compart- 
> ment for pies or hot dishes, 


sandwiches or other food items. 


Large tray makes attractive 
serving tray, easy to use, easy 
a, to clean, can be used with or 


SELLS 
FOR ONLY *2. 95 Order from 


your jobber 
today, or write direct to 


PEORIA METAL SPECIALTY Company “coms ittinois 


This new item has eye-appeal plus . . . looks 
like double the $2.95 retail price. This item is 
not only an outstanding gift item for showers, 
parties, weddings and holidays, but is an item 
that has year-’round appeal for every family. 












USE FREE GUIDE 
TO SELECT THE 










A marker for 
every purpose 


Hundreds of different kinds of industrial markers and 
their uses explained in "American Markers" Guide. 
For any permanent, semi-permanent or temporary 
marking . . . American Crayon has the right marker 
for you! Write today for the Industrial Crayon Guide 
describing in detail the complete line of American 
Markers. Free! Dept. HA-36. 






«es 
For arnt 
« qos’ sons 
aie on 
ame *" , vee 
















the American Crayon company ? 


Sandusky, Ohio New York gum 
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TO HELP YOU SELL 








bag contains either two 50-ft. 
hanks of No. 6, or two 50-ft. hanks 
of No. 7. John H. Graham & Co., 
Inc. 

For more data circle No. 59 on postcard, p. 181 


Tool Catalog 


Catalog No. 301, containing 68- 
pages, includes the entire line of 
the manufacturer’s tools with il- 
lustrations, descriptions and com- 
plete information about each item. 
Available on request, it features 
carbon and alloy wrenches of all 
types, detachable sockets and ac- 
cessories, impact sockets, tool hold- 
ers, C clamps, lathe dogs, chain 


TOA 


THE BROADEST LIME OF ITS KIND 


WHA'AMS & CO. BUTFALO 7. NEW YORE 





pipe tongs and vises, pliers, screw- 
drivers, punches and chisels. J. H. 
Williams & Co. 


For more data circle No. 60 on postcard, p. 18! 


Door Knocker Packaging 


Cellophane-wrapped on a bed of 
cotton snow with holly trim, these 
door knockers are individually pack- 
aged in gold colored box for holiday 
display and sales. The knockers 
are of precision forged solid brass 
with a lustrous finish. Display 
board is also available. Baldwin 
Mfg. Corp. 


For more data circle No. 61 on postcard, p. 18! 
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feature The Brand 
THAT FEATURES you! 


now is the time to sow the seed for repeat 
trap orders that will carry over into 1953 




















vo 50-ft. For twenty-five years The Hawkins Company, through direct 

Li by mail and through advertising in consumer media has dinned 
it into the minds of thousands upon thousands of trappers 

teard, p. 18) 
that the best piace to buy steel traps is from the hardware 
dealer. That this message has been heard and heeded is 

ining 68- : , . oe 

' cline of Sitio 4k tends heen Sorting reflected in popularity and increased distribution of B & L— 

ah edt (3 sizes of this pattern and 4 sizes which have doubled and redoubled during this period. 

sale: Sane available in double long spring.) 

features 

2s of all 

and ac- 

ool hold- 

s, chain 





Steel Traps 


Bear in mind that when you feature BLAKE & LAMB—you 











are putting your sales effort behind an item that means 





Blake & Lamb Under Spring 
(4 sizes of this pattern and 3 sizes 
available in Double Under Spring.) with the "Steel Trap Of The Hardware Trade." 


Sond for Your Copy of 
afte Catalog ee Prices 
a The sensational NEW Blake & Lamb 


a heat Trap which makes escape practically TH E ANY KI N 4 (OM PANY 


impossible. Made in one size only 


repeats. And NOW is the time when you can do most good 








_ screw- 
s. J. 


urd, p. 18! 


jing 
bed of 
1, these 


y pack- Blake & Lamb SURE HOLD 


























_— of both Long Spring and Under Americas Oldest Trap Manufacturers 
Spring patterns. SOUTH BRITAIN, CONNECTICUT 
rd, p. 181 
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Now—with this new Kellogg 
mass. display, you show 
brushes, not furniture . . 
get more sales, more profit, 
out of every inch of your 
brush department. 










Rent-free with Kellogg’s 
Assortment No. 2944—six- 
teen tested, sure-fire sellers. 
































Modernize your brush department 
Ask your wholesaler to see with this NEW mass display 
that you get yours now—or 


Put it ina pred traffic spot and watch 
write us for details. 


your brush sales and profits rise! 


@ Bushes 


Kellogg Brush Mfg. Co., Westfield, Mass. 


















ad . 
4% 


i » | 
Lifetime 
WASTEBASKETS 


The fastest seller we've ever made! 


@ 12 COLORS 
e@ NATIONALLY ADVERTISED 
@ GUARANTEED UNBREAKABLE 


“They're going like mad”...“women are buy- 
ing them for every room in the house”...“we 
can’t keep them in stock”. These are just a few 
of the comments we're getting from dealers 
stocking the new, Plas-Tex flexible 
plastic waste basket. Two sizes to 
choose from: The small, 8-quart 
size and the large 15-quart size. 
And think of it...12 beautiful 
colors to match any room. What a 
beautiful selling display they 

make in your store or window. 


— 


@ ~otigy 


Eg 
# 
oe 


aw 





Look at these extra selling features 
Guaranteed unbreakable, rust-proof... 
no corrosion, flexible...cannot dent, 
sanitary ...washable, won't leak dust 
or liquid, noiseless, won't scratch 
floors, and the colors will never fade. 


15-Qt. $3.95 retail 
8-Qt. $2.00 retail 


4 SEND IN YOUR ORDER NOW OR 
» WRITE FOR FULL-COLOR CATALOG SHEET 


The PLAS-TEX Corporation 





2525 Military Avenue 
Los Angeles 64, California 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 181. 


Fishing Rod Display 

For floor or counter display use, 
this new fishing rod display is be- 
ing offered in conjunction with the 
introduction of the Actionrod Series 
4500 hexagonal tubular glass fly rod. 





Given free to dealers who request 
it with their first order, the unit 
is printed in bright colors and has 
a three dimensional effect. Mounted 
on it is an unusual stylized fish 
shape. Display is sturdily con- 
structed and has a durable hex- 
agonal wood base with a plastic 
and pressed wood _ background. 
Orchard Industries, Inc. 


For more data circle No. 62 on postcard, p. 181 


Snow Melting Bulletin 


A new technical bulletin descrip- 
tive of Ice Rem, ice and snow melt- 
ing chemical, is illustrated with 
photographs and line sketches and 
lists outstanding features of the 
product. The bulletin also gives 
package sizes, prices and shipping 
information. Ice Rem is effective 
for removing ice and snow from 
steps, walks, etc. The bulletin is 
available free on request. Speco, 
Ine. 


For more data circle No. 63 on postcard, p. 181 


(Resume reading on page 14) 
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No. 9341 Bulk Packed 
No. 19341 Individually Boxed 
ee sae 


een 
ene 

























There is no mbatitude 
tov the 
NATIONAL HOUSEWARES 
EXHIBIT 


SINGLE EXTENDING THIMBLE RODS 


Judd’s exclusive “‘Walls of Troy” design in baked off- 
white enamel on heavy steel extend from 18 to 48 inches 
and have a 2-inch projection. 





These Judd Thimble Rods are 


_ Sales 
Boosters! 


The built-in thimble threads through starched 
or sheer curtain headings without danger of 
tearing or snagging — that’s why Judd thimble 
rods are favorites with women everywhere. 
You’ll do your customers a real service by 
stocking plenty of these — available in bulk 
or unit-packaged, complete with brackets. 


Twice a year the National 
Housewares Show is a means 
of renewing understandings 
between buyer and seller at 
the personal level that no other 
medium offers. 





No. 9342 Bulk Packed 





DOUBLE EXTENDING THIMBLE RODS CHICAGO 1953 EXHIBIT 


Extension 28 to 48 inches, projection 2) inches. | 


JANUARY 15-22, 1953 


(Exhibit not open Sunday, Jan. 18) 


No. 9340 


NAVY PIER, CHICAGO 





28-INCH THIMBLE ROD EXTENDERS 


Finished to match the thimble rods above. These 
extenders will add 28 inches to the usable length of the 
rods, single or double. Heavy gauge steel will not sag. 


Drapery 


ttardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 
Wallingford, Connecticut 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


1140 Merchandise Mart, Chicago 54, Illinois 
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SELL WINDOWS 
IN ROLLS 
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Now, a comoletely 
new 5-roll mere 
chandising display 
that moves Sol-Q- 
Lite Window Ma 
terials off the floor 
into customers’ 
hands in a hurry, 
Colorful, compact 
and designed to 
attract prospective 
customers. Fits 
right into your 
plans for other prod- 
uct displays. Prom- 
inently shows 
names of products 
and their many 
uses. A special 
dealer plan brings 
you this handsome 
merchandising 
equipment, 


New colos- 
fully pack- 
aged storm- 
windows in- 
Crease your 
individual 
sales tre- 
mendously, 
Highly com. 
petitive, St 
price. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR FREE DEALER PROFIT PLAN 


SOL-O-LITE 


MANUFACTURING COMPANY 
43034 W. North Ave., Chicago 39, Iilinols 











YOUR CUSTOMERS 


AND BUY ’EM 





| 


| 
| 
| 
| 





MOORE pusntess 
PICTURE HANGERS 


For hanging mirrors; pictures; 
heavy wall decorations 
—SAFELY 





MOORE pusu-pins | 


For drapery and curtain tiebacks; 
lighter wall decorations 








NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 


Since 1900 
113.25 BERKLEY ST., PHILADELPHIA 44, PA 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Local Volunteer Price Control Boards 
Will Advise on All OPS Functions 


Price Stabilizer Tighe E. Woods, 
in a move to reshuffle the duties of 
OPS regional and district offices, 
has created local, volunteer price 
control boards to bolster the OPS 
enforcement program. The func- 
tions of these boards, according to 
Mr. Woods, will be as follows: 

To serve as the conscience of the 
community in securing compliance 
with the OPS program in the retail 
and service fields. The local price 
control boards will hold compliance 
hearings at times to develop evi- 
dence of repeated, wilful, or fla- 
grant price control violations, and 
will refer such cases to the district 
OPS enforcement director with a 
recommendation for legal action. 

Also, the boards will consider 
compliance matters brought to 
their attention by consumers, mer- 
chants, or regional or district OPS 
offices and affecting their com- 
munity. 

All local cases, involving settling 
of new price ceilings or adjustment 


Service Price Lists 
Must Be Posted 


All retail service firms pricing 
under CPR-34, Services Price Or- 
der, must post their OPS ceiling 
prices on official OPS posters, effec- 
tive Oct. 27. This change was ef- 
fected by Amendment 4 to CPR-34. 

The amendment states that retail 
services firms subject to CPR-34 
posting requirements, and to which 
OPS sends official posters, must 
post them within seven days after 
they receive them. Other service 
firms, subject to the requirement, 
must display the posters no later 
than Nov. 26, 1952. New sellers 
of the retail services covered must 
display the posters not later than 
30 days after the establishment of 
new ceilings. 

Businesses covered by the post- 


of old ceilings which are based on 
a local in-lining or comparability 
basis will be referred by district 
OPS offices to the proper local price 
control board for review and rec- 
ommendation. 

After appropriate study, local 
price control boards can recommend 
price rollbacks or concellation of 
suspension orders already issued 
by OPS, or issuance of new sus- 
pension order for “predominantly 
local commodities and __ services 
where such controls no longer are 
necessary.” 

Where a local board’s recommen- 
dation for rollbacks, new suspen- 
sion orders or cancellation of such 
orders is likely to effect economy 
of surrounding areas, the local 
board’s recommendations must be 
approved by the regional OPS 
director. 

Local price control boards will 
give advice and suggestions to Mr. 
Woods about recommendations to 
Congress or the President. 


ing requirement which do not re 
ceive direct mailings, and those 
needing more than one poster (for 
different types of service depart- 
ments) may obtain them from dis- 
trict or branch OPS offices. 

Under CPR-34, various types of 
retail services firms are covered— 
firms doing repair work on radios, 
TV sets, household appliances, fur- 
naces, heaters, etc. 


Bicycle Manufacturers 
Get 7 Pct Price Rise 


Results of a government eart- 
ings study of the bicycle industry 
have forced OPS to authorize 4 
7 pet increase in manufacturers 
selling prices. All bicycles except 
power-driven models are eligible 
for the higher ceiling prices. 

The increase is applied to the 
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Washington 
NEWS and Views 


higher selling prices of the indus- 
try since July 1, 1952. Because 
the bicycle selling season runs from 
late summer through early fall, it 
was necessary to set the adjust- 
ment period back to July 1, 1952, 
in order to include most transac- 
tions of the current selling season. 

Retail ceiling prices may be in- 
creased by an amount which re- 
flects the retailer’s customary per- 
centage markup applied to his 
higher invoice cost. OPS says it 
is impossible to determine to what 
extent sellers of bicycles may raise 
their selling prices, which may or 
may not be at ceiling. 

The higher prices are authorized 
under CPR 22, SR 38; CCPR, SR 
124, and CPR 161, SR 2. 





—_—— 


Some Fastener Makers 
To Get Higher Ceilings 


Manufacturers of bolts, nuts, 
screws, and rivets who did not 
appiy for higher ceiling prices 
under Ceiling Price Regulation 118 
now may apply to the Office of 
Price Stabilization for permission 
to bring their prices in line with 
the general level of prices prevail- 
ing in the industry. . 

OPS estimates that only a small 
segment of the industry will be 
affected by the new pricing order 
(SR 1-to CPR 118) which became 
effectve Oct. 30. 

The effect of the new order is 
to authorize producers to apply for 
ceiling price adjustments if their 
prices under CPR 118 do not bear 
the same relationship to the prices 
of competitive producers that were 
maintained during the period July 
1, 1949, to June 30, 1950. 

Applications for the relief are 
to be filed with the Industrial Ma- 
terials and Manufactured Goods 
Div., OPS, Washington. Increases 
may not be put into effect until 
authorized by OPS. 


Keep OPS Pricing Records 


Retailers are warned by the 
OPS to preserve and retain the rec- 
ords which they were required to 
keep in connection with ceiling 
prices which have been removed or 
Suspended. This ruling applies to 
all products and commodities ex- 
empted from price controls. 

(Resume reading on page 11) 
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On dealer sales records as well as on the job, Spot 
Sash Cord is the leader! When your customers ask 
for the best, they're asking for Spot Sash Cord! 
Recommend it. Nationally advertised — easily 
identified by the colored spots, our registered 
trade mark. 


® Strong Solid 
Braided Cotton 


® Wear Resistant 


® Pliable For 
Easy Installation 


Carried by most Jobbers! 


Ask him about these other Samson products 
Whale, top quality cotton clothes line; and Tite- 
Rope, wire-centre, plastic-coated clothes line; 
venetian blind, awning and marine cords; and 
other small lines. 





CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 
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Name Campbell Sales Head Of "iti" ait feta Cmca | Sere 
p es rea years spent in active mili- Branch and Warehouse L. G. Pra’ 
tary service, Mr. Harsany : 

W . EI H has been with Worthington David J. Gemmell, direc- Samson 
rth * since 1930. After various as- tor of sales, Hodell Chain Boston, Ma 
0 ington; evate arsany signments in operations and Co., Cleveland, Ohio, has an- the electic 

' W. D. Campbell has been store and has had eight in purchasing, he became as- Nounced the opening of a 

new Hodell midwestern 


named sales manager of the 
Geo. Worthington Co., Cleve- operations, 
land, Ohio, to succeed H. W. 





W. D. CAMPBELL 





8. J. HARSANY 


Murray who recently re- 
signed. 
Mr. Campbell has_ been 


with Worthington since 1938. 
A veteran of World War II, 
he served as a major in the 
Army in France and Ger- 
many. Mr. Campbell called 
on the trade for several years 
before taking over assign- 
ments in the company’s office. 

In 1947 he was appointed 
advertising and sales pro- 
motion manager. Mr. Camp- 
bell started his business 
career in a retail hardware 


212 


experience in retail 
before entering 
of the 


years’ 


the wholesale end 
business. 

S. J. Harsany succeeds Mr. 
Campbell as sales promotion 


Pump Manufacturers Discuss 1953 Sales; 
Honor Angster for 20 Years of Service 


How to sell more water 
systems in 1953 was the sub- 
ject tackled at committee 
meetings and general session 
of the recent two-day annual 
meeting in Chicago of the 
National Association of Do- 
mestic and Farm Pump Man- 
ufacturers. 


A highlight of the meeting ' 


was Herbert C. Angster Day 
during which a succession of 
tributes were paid to Mr. 
Angster, executive secretary 
and director, 
leadership of the association 
by various of its officers, and 
representative 
companies and the electrie 
water systems. 


Honorary resolutions in 
the form of framed illumi- 
nated scrolls were presented 
on the behalf of association 
membership who also gave 


him a TV-radio-phonograph } 
The executive « 


combination. 
board presented Mr. Angster 
with an engraved wrist 
watch. 


At sessions of the meet- 
ings it was made clear that 
unlimited opportunities for 
water systems sales exist. 
To tie-in with the 1953 Na- 
tional Water Systems Month 
promotion, dealers will be 
given a number of aids to 
help them build sales. 


of member } 


sistant sales promotion man- 


ager in 1946. His new duties branch and chain warehouse 
include supervision of ad- 2t 640 West Washington 
Blvd., Chicago, III. 


vertising and sales promo- 
tional activities for the 
wholesale firm. 


Operations began Nov. 1 
at Hodell’s new branch and 
chain warehouse. The new 
service facilities will carry 
complete stocks of Hodell’s 
line of hardware and indus- 
trial chain and chain fittings 
and passenger car and truck 
tire chains and accessories. 

Through its new ware- 
house, Hodell now offers 
chain customers and_ sup- 
pliers in the Illinois-Indiana- 
Iowa-Wisconsin territory 
overnight service on urgent 
chain requirements. 


These include a _ large 
three-color poster emphasiz- 
ing the “Plenty of Water, 
Plenty of Pressure” theme; 
an illustrated booklet on how 
to make more money selling 


(Continued on page 222) 





for his 20-year —~ | 





meeting of the National 
Association of Domestic and Farm Pump Manufacturers are, 
left to right, Robert Hula, vice-president of Clayton Mark 


Shown here at the recent annual 


& Co., Evanston, Ill., a director; F. E. Myers, II, vice-presi- 
dent and secretary of the F. E. Myers & Bro. Co., Ashland, 
Ohio, a director; D. L. McDonald, president of A. Y. Me- 
Donald Mfg. Co., Dubuque, la., vice-president of the asso- 
ciation and chairman of its executive board; N. J. Gould, 
president of Goulds Pumps, Inc., Seneca Falls, N. Y., a direc- 
H. R. Lafferty, executive vice-president of Red Jacket 


tor; 
Mfg. Co., Davenport, Ia., president of the association; G. R. 
Deming, president of the Deming Co., Salem, Ohio, a direc- 


tor, and cient C. Angster, executive secretary and a direc- 
tor of the association who was honored at the meeting. 
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Samson Cordage Elects 
L. G. Pratt President 


Samson Cordage Works, 
Boston, Mass., has announced 


licago 
hhouse 


ll, diree- 
11 Chain 


Pratt as president of the 
company. 
Mr. Pratt has been asso- 


ciated with the company for 
many years and had pre- 
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the election of Lucius G. viously held the office of vice- 
president of the organization. 

Well known throughout 
the hardware trade, partic- 
ularly in wholesale circles, 
Mr. Pratt is at present a 
member of the executive com- 
mittee of the American Hard- 
ware Manufacturers Associa- 
tion. 

The Samson company man- 
ufactures braided cotton cor- 
dage, as well as orlon, ny- 
lon and other types of syn- 
thetic fibre cordage The com- 
pany’s three mills are located 
at Shirley, Mass., Anniston, 
Ala., and Icard, N. C. 





LUCIUS G. PRATT 


Hardware Group Salates Octogenarian 





In honor of his recent 85th birthday more than 75 members 
and guests saluted Peter Igoe, president of Igoe Bros., New 
York City, wholesaler, at the Oct. 21 meeting of the Hard- 
ware Trade Association of New York. Held at the Railroad 
Machinery Club in New York City, the luncheon was con- 
cluded with presentation to Mr. Igoe of a birthday cake 
decorated with candy replicas of builders’ hardware, fas- 
teners and tools of various types. In the photo, left to right, 
are: Roy C. Schmidt, Stanley Tools, entertainment chairman; 
Peter Igoe; Arnold Martin, Fayette R. Plumb, Inc., secre- 
tary-treasurer, and James Bosted, H. W. Mills Co., Passaic, 
N. J., president of the club. 
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H. A. Lynes Sales Manager 


The appointment of H. A. 
Lynes as sales manager of 
Marshall-Wells Co., Duluth 
and St. Paul, Minn., was re- 
cently announced by John H. 
Moore, president. 

Mr. Lynes was formerly 
employed by the Marshall- 
Wells company at Portland, 


sillings and Duluth from 
1939 to 1945. He joined the 
National Retail Hardware 


Association in 1945 and, dur- 
ing the past four years, was 
associated with Central 
Soya, Inc., Fort Wayne, Ind., 
as manager of the Farm 
Supply Div. and sales pro- 
motion manager. 

Mr. T.ynes has had a wide 
experience in the hardware 


Oley Names Shaw To 
Executive Position 


The H. A. Sward Co., In- 
wood, N. Y., announced that 
Duncan Shaw has been ap- 
pointed executive vice-presi- 
dent of its subsidiary, Oley 
Products Inc., Oley, Pa. 

Mr. Shaw recently resigned 
as president of Arrow Lock 
Co., Brooklyn, N. Y., to ac- 
cept the Oley position. He 
was formerly president of 
Reading Hardware Corp., 
general sales manager of 
Lockwood Hardware Mfg. 
Co. and general sales man- 
ager of P. & F. Corbin Div. 
of the American Hardware 
Corp. 

Well known in the builders’ 
hardware industry, Mr. 
Shaw will concern himself 
principally with sales, adver- 
tising and product develop- 
ment. Mr. Shaw is maintain- 
ing a national sales office at 
7 E. Madison Ave., Dumont, 
N. J. 





H. A. LYNES 


business, both wholesale and 
retail. In his new position, 
he will be in direct charge 
of sales and sales promotion. 


Oley is now well advanced 
on a product pregram cover- 
ing several important hard- 
lines including cylin- 
“Key in the Knob” 


ware 
drical 





DUNCAN SHAW 


lock sets. An extensive pack- 
has been 
months. 


aging program 
under way for 
Oley is now in production on 
of hard- 


six 


a line screen door 


ware. 
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P. DISPLAY 
POSTER! 


Safe, Clean Sidewalks 
Mean Extra Goodwill, 
Extra Profits 


JUST AS SURE as you're reading this, it’s the store with 
clean, safe, ice-free sidewalks that gets the trade every 
time ... that builds goodwill and sales. 

That is why so many successful, alert operators have 
a standing rule. “At first sign of sleet or ice or snow, 
sprinkle the sidewalk with STERLING Auxger-Action 
ROCK SALT.” And, of course, get out a display of 
STERLING’s handy 10-pound bags for your customers 
to take home then and there—when they need it. 

It’s a natural to build goodwill and profits. And you 
can double your sales by offering 2 bags as a unit sale 
... one for keeping sidewalks and driveways clear... 
one for the car to free wheels when they get stuck. 

So order STERLING Auger-Action ROCK SALT 
now. Keep it handy for your own use... and for quick 
display when storms hit. You’ll be glad you did. 

33 radio stations pre-sell your customers STERLING 
ROCK SALT before winter storms. 


STERLING:*ROCK SALT © 






We kee i 
P Our sid, 
Safe and ~<a 


STERLING 
ROCK SALT 


Why dont you? 


} FREE - 


Send for 
yours today! 


International Salt Company, Inc., Dept. H, Scranton 2, Pa. 


(] Please send me free display material for STERLING Avxger- 
Action ROCK SALT. [) Please have your representative con- 
tact me. 
Name a a 


Store name - a ee eee saa 


Street and number aeaiiemate et 
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Pomeroy Resigns as Vice-President Of 
American Hardware; Name Booth to Post 


Evan J. Parker, president 
of the American Hardware 
Corp., New Britain, Conn., 





L. CURTIS BOOTH 


manufacturer of Corbin and 
Russwin builders hardware, 
announced the _ retirement, 
due to ill health, of Earle V. 
Pomeroy from his position 
of vice-president in charge 
of P. & F. Corbin sales. 

Mr. Parker stated, “It is 
with great regret that I have 
accepted Mr. Pomeroy’s 
resignation after 29 years in 
service of the company. 
Since joining the corporation 
in 1923, Mr. Pomeroy has 
exhibited unstinting loyalty 
to the corporation in his ca- 
pacity as export sales man- 
ager and as vice-president, 
which position he assumed in 
January, 1949.” 

Mr. Parker also an- 
nounced that at a special ex- 
ecutive committee meeting of 
the board of directors, L. 
Curtis Booth was appointed 
vice-president in charge of 
P. & F. Corbin sales to suc- 
ceed Mr. Pomeroy. 

At the announcement made 





EARLE V. POMEROY 


at the corporation’s execu- 
tive offices in New Britain, 
Mr. Parker stated, “It is 
with great pleasure that | 
can announce that Mr. Booth 
shall succeed to this posi- 
tion in view of his very ex- 
tensive knowledge of the 
hardware industry and his 
wide acquaintanceship in the 
hardware trade. Mr. Booth 
has served with the corpora- 
tion since his graduation 
from Yale Scientific School 
in 1928. From his beginning 
as a sales trainee he has ad- 
vanced from one important 
position in the sales organi- 
zation to another, occupying 
posts in the contract sales 
department, special and 
marine hardware sales, 
reaching the position of as- 
sistant sales manager in 
1947 and, finally, in 1951 as- 
suming the post of general 
sales manager of the cor- 
poration’s products marketed 
under the Russwin name. 

Mr. Booth has recently 
been awarded a membership 
in the American Society of 
Architectural Hardware Con- 
sultants. 

Mr. Geddes Parsons, who 
has served the corporation 
for 10 years, will continue in 
his capacity as general sales 
manager of the P. & F. Cor- 
bin Div. 





Morck to Handle Mirro 
Products in Midwest 


Darwin E. Morck has been 
appointed retail sales repre- 
sentative for Mirro aluminum 
cooking utensils, manufac- 
tured by Aluminum Goods 
Mfg. Co., Manitowoc, Wis., in 
western Minnesota and the 
Dakotas. 

He recently spent several 
months completing the com- 
pany’s training program be- 
fore being assigned to his 
new territory. His headquar- 
ters is in Moorhead, Minn. 





Named by Mastic Tile 


Flooring Distributors, Oak 
Park, IIl., has been appointed 
a distributor of products in 
that area for the Mastic Tile 
Corp., of America, Newburgh, 
N. Y., it has been announced 
by Carl Resnikoff, Mastic 
Tile’s vice-president in charge 
of sales. 
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1 of KILGORE ‘‘POCKET SQUIRT” 
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general ORIGINATED REPEATING WATER PISTOLS 
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arketed f Yes, Kilgore knows 
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rinue in RETAIL PATENT APPLIED FOR for a price that meets mar- 
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F, Cor- Our original SQUIRT hit the market like an ava- 
No. 345 lanche for it was a good water pistol. But frankly, under 
KILGORE ‘‘SPACE SQUIRT” today’s market its rather complicated pump mechanism 


makes the pistol too high priced. 
st Now, we've done it! Our exclusive pump which as- 
a  & ~— sures faithful performance is effective . .. and yet so simple 


Mirro 



















as been that — well, just look at the suggested retail prices of our 
er three new models which will be introduced in time to meet 
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anufac- > 
Goods Big Production Before Water Pistol Season Starts 
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e com- samples, catalogue pages and electros soon after the first 
2m be- of the year. Our production plans assure ample stocks on 
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uar- 
finn RROURe WESTERN SQUIRT Our representatives will contact you soon in reference to your Spring 
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Place your order early and be assured of stock. 
‘ile 
s, Oak 
jointed 
cts in New York Offfce Chicago Office 
ic Til 2 WESTERVILLE, OHIO kom 751 Room 14-102 
1c ue ° Fifth Ave, Mdse. Mort 
burgh, U.S.A. Bidg. | 
yunced 
Mastic P 
sharge | 


, 1952 HARDWARE AGE, NOVEMBER 13, 1952 














National Retail Association 
Expands Staff and Services 


Three major moves have 
been made in the headquar- 
ters staff of the National Re- 
tail Hardware Association at 
Indianapolis, Ind., in order 
to expand the association’s 
service activities, it was re- 
cently announced by Russell 
R. Mueller, managing direc- 
tor. 

John H. Walsh on Oct 1 
was appointed Merchandising 
Service Manager in charge of 
the new NRHA merchandis- 
ing program. Harry A. Har- 
lan rejoined the Association’s 
staff on Nov. 1 and will head 
its new management service. 
A new department, that of 
dealers service, has been 
formed, and will be under the 
supervision of Thomas H. 
Jenkins as director. 

The new merchandising de- 
partment, while retaining the 
principal service activities of 
the department, will be ex- 
panded at a later date. Mr. 
Walsh, who comes to his new 
post from the New England 
Hardware Dealer’s Associa- 
tion for which he did similar 
work will have under. his 
supervision the following: 

Store planning; store fix- 
ture design; preparation of 
merchandising bulletins, co- 
ordination of wholesalers-re- 
tailer activities, and consult- 
ing with manufacturers on 
retailer merchandising aids. 

The new management ser- 
vice, under the supervision of 
Mr. Harlan, will be a contin- 
uation and expansion of the 
former store accounting ser- 
vice to include the develop- 
ment of a management man- 
ual. This manual will 
interpret the store operating 
experience figures of the an- 
nual Hardware Store Survey. 
The service department will 
also undertake studies of 
hardware store sales by de- 
partments and also. by 
months. 

Mr. Harlan had been man- 
ager of the former store ac- 
counting service for four and 
one-half years prior to his 
resignation approximately 18 
months ago to engage in busi- 
ness for himself. 

Mr. Jenkins, who heads the 
new dealer service depart- 
ment, will maintain liaison 
between all departments of 
the National Association and 
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between the National and its 
affiliated associations. He will 
be responsible for the produc- 
tion, distribution, and han- 
dling of all membership ser- 
vice materials. 

He was previously manager 
of the Association’s former 
store accounting service, and 
prior to that was in field ser- 
vice work, working with the 
secretaries of field and re- 
gional associations. 


George Fabel Elected 
Thermoid Co. President 


George S. Fabel formerly 
vice-president, has been 
elected president of the Ther- 
moid Co., Trenton, N. J. He 
succeeds Fred E. Schluter 
who remained on the board 
of directors after serving as 
president of the company 
since 1935. 

Mr. Schluter resigned the 
presidency in order to devote 


more time to outside in- 
terests. He stated that he 
would retain and maintain 


his interest in the company. 
Thermoid manufactures auto- 
motive and industrial rubber, 
asbestos and textile products 
in New Jersey, North Caro- 
lina, Indiana, Utah and Cali- 
fornia. 


Mr. Fabel, named presi- 
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dent at a recent board of di- 
rectors’ meeting at Ther- 
moid’s Trenton offices, has 
been with the company for 
more than 30 years. His first 
job was in the factory in the 
molded rubber goods depart- 
ment. After holding several 
supervisory jobs in the fac- 





GEORGE S. FABEL 


tory, he transferred to sales, 
where he was associated with 
both the company’s automo- 
tive replacement and indus- 
trial rubber divisions. 

In 1930 he was appointed 
vice-president and _ general 
manager of Southern As- 
bestos Co., a Thermoid sub- 
sidiary at Charlotte, N. C. He 
was later named president of 
Southern Asbestos and be- 
came a director of Thermoid 
in 1939. He was elected a 
vice-president of the company 
last spring. 


Name Lapham Sales 
Head of Sessions Clock 


The Sessions Clock Co., 
Forrestville, Conn., has an- 
nounced the appointment of 
Douglas A. Lapham as sales 
manager and Joseph Walle 
as manager of the service 
division. 

Mr. Lapham was formerly 
with Booz, Allen & Hamilton 
as sales and merchandising 
consultant. He has also 
served as assistant general 
sales manager for all Silex 
products. 

Mr. Walle was previously 
a service representative with 
Western Electric, Frigidaire 
and the Sunbeam Corp. 


Beldon Mfg. Co. Marks 
50th Anniversary 


Belden Mfg. Co. recently 
held open house in its Chi- 
cago, Ill., and Richmond, 
Ind., plants for families and 
friends of its employees, to 
celebrate its 50th anniver- 
sary. More than 11,000 at- 
tended the celebrations which 
were held in the two plants. 

Belden Mfg. Co. was 
formed by Joseph C. Belden, 


and incorporated in 1902. 
Besides Mr. Belden, there 
were 14 stockholders, and 
the total capital was $50,000. 
The company has grown 
steadily. Today its 1,900 
shareholders hold 320,614 


shares of stock, and the last 
vear’s sales totaled $24,347, 
000. 














Managing Director Russell R. Mueller (second from right) discusses the work of the 
NRHA's three new service departments with their managers, left to right, Harry A. 
Harlan, management service; Thomas H. Jenkins, dealer services, and John H. Walsh, 
merchandising service. 
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$ix Sales Points to help you sell 


‘more [LeELMine Wall Co 








Cross-section of 
Neoceta filament 























Makes edging a cinch! Paints 
an even, straight line around 
doors and ceiling-wall lines. 











Pittsburgh's new feather-tip 
wonder-bristle, Neoceta, is 
scientifically designed for 
painting. Molded-in grooves 
hold more paint. 





Continuous 
Neoceta 
filament 
forms 
securely 
held bristles 


4 Metal ferrule 











Neoceta filaments are bent 
double and anchored in metal 
ferrules— forming rows of 4 
bristles. Paint dripping is kept 
ata minimum. 





Full 7-inch width means 75% 
greater coverage with fewer 
strokes and less dipping. Spe- 
cial pan accommodates full 
width perfectly. 






















H™ are six concrete, worth-while sales points to use in selling your 
customers the new FleetWing WALL COATER! Study them care- 
fully—they’ll pay off in dollars and cents! Your customers want to know 
about a product before they buy it—what it will do for them and why. 
Now you have the answers to give them—to prove the FleetWing will 
do a better, faster, smoother paint job than they ever dreamed possible! 
Remember, too— it’s backed by the research and prestige of the Pitts- 
burgh Plate Glass Company! Start selling the FleetWing today—contact 
your nearest Pittsburgh Branch, or write: PirrsBuRGH PLATE GLAss 
Company, Brush Div., Dept. A-11,3221 Frederick Ave., Baltimore 29, Md. 


Perfectly balanced... wonder- 
ful for women to use! Because 
there's no heavy rubber-filled 
ferrule, the FleetWing weighs 
a mere 82 ounces! 





There’s a Pittsburgh brush for every home and industrial wot 











And what a beautiful 

job the FleetWing does! 
Produces a satin-smooth 
brush surface that's 
the dream of every 
home decorator! 
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SASH BRUSH—>paints 2” BRUSH—one of 4” BRUSH—for ap- MAINTENANCE 

i window sash sticks many small brushes plying varnish, enamel BRUSHES — make 
without painting the for painting and var- or flat paint to floors, quick work of home or 

* glass! Gives a smooth, nishing chair rungs, walls and other large factory housekeeping. 

As advertised in straight stroke. grillwork, railings, etc. surfaces. In a variety of sizes. 





BETTER HOMES & GARDENS 


Reaching 3,585,709 PITTSBURGH BRUSHES 


homes monthly 
G BRUSHES + PAINTS «+ GLASS + CHEMICALS + PLASTICS 


ae ac ee ae ee GLASS COMPANY 
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New BULLETIN AIDS 
IN SELECTION OF 
PROPER PUMP FOR 
YOUR SERVICE= 


24 pages of informative 
engineering and application 
dite on horiteutal end - 
SUCTION centrifugal pumps 


in sizes from 1/4 to 150 hp 


Profusely 
illustrated—you can apply 
and buy directly from the Bulletin. 


EVERYTHING YOU NEED TO KNOW TO 
CORRECTLY APPLY PEERLESS PUMPS 
TO MOVING OR TRANSFERRING LIQUIDS 


You'll use this bulletin over and over again. From 
it you can select the proper pump for your liquid 
transfer service from one of the broadest lines of 
general purpose pumps offered by any manufactu- 
rer. In the complete Fluidyne pump line Peerless 
provides: 

1. ALL TYPES OF DRIVE, electric, 
and flexible coupled drives. 

2. COMPLETE RANGE OF SIZES, with motor sizes from 
% to 150 hp. 

3. BROAD RANGE OF CAPACITIES, from 5 to 5500 gpm. 
4. WIDE RANGE OF HEADS, up to 260 feet. 

Bulletin is complete with product illustrations and 
descriptions, pump cross sections, parts lists, di- 
mensional data in both diagram and chart form, 
easy-to-read pump selection tables and pages of 
useful pump engineering data. 

WRITE TODAY FOR YOUR FREE COPY. Simply use a 
penny postcard and request Peerless Pump Bulle- 
tin No. B-2300. 





V- or flat belt pulley 





FOOD MACHINERY AND CHEMICAL CORPORATION 


Address Inquiries to Factories at: 


Chicago, St. Louis, Phoenix; Dallas, Plainview 
and Lubbock, Texas; Albuquerque, New Mexico. 


PEERLESS PUMP DIVISION 


Los Angeles 31, Calif. or Indianapolis 8, Indiana 
Offices: New York, Atlanta, Fresno, Los Angeles, 











| lighting fixtures, 





Rittenhouse Co. and 
Pryne & Co. Merge 


The Rittenhouse Co., Inc 
Honeoye Falls, N. Y., and 
Pryne & Co. Inc., Pomona, 





RALPH PRYNE 


| Calif., have joined forces in 


the formation of a national 
sales organization to be 
known as the Pryne-Ritten- 
house Sales Corp. 

The Rittenhouse Co. manu- 
factures a complete line of 
electric door chimes and 
transformers; Pryne & Co. 
manufactures Blo-Fan and 
Aerofan electric exhaust ven- 
tilators, Pry-Lite recessed 
and Glo- 
master recessed wall heaters. 

Ralph Pryne, president of 
Pryne & Co., is also president 
and sales manager of the new 
firm. Lloyd Rittenhouse, head 
of the Rittenhouse Co., Inc., 
is vice-president of Pryne- 
Rittenhouse Sales Corp. 
Charles Cabana, Jr., is as- 
sistant national sales man- 
ager. 

Five major sales divisions 
are being established in the 


| United States and Canada 


to give both manufacturers 


| a more intensive coverage of 


This includes 


the trade. 
electrical wholesalers, elec- 
trical wiring contractors, 





LLOYD RITTENHOUSE 
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architects, and builders, Each 
division will be staffed with 
a local sales force, and super- 


» vised by a division sales man- 


ager. 
W. J. Kingsley of Pomona 
is western division sales man- 
ager, in charge of 11 western 
states. Four divisions east of 
the Rockies are supervised 
by Preston E. Maynard, with 
headquarters in Chicago. 
Four division sales managers 
work under his direction. 
Headquarters for the new 
corporation will be at Po- 
mona. Branch offices will be 
located at Honeoye Falls, 
Chicago, Ill. and Newark, 
N. J. Warehouses for the 
products of both manufac- 
turers will be maintained at 
Los Angeles, San Francisco, 
Chicago and Newark. 





Ray Mountain Appointed 
Clarvan Sales Manager 


J. L. Clark, president of 
Clarvan Corp., Milwaukee, 
Wis., has announced the ap- 





RAY MOUNTAIN 


Ray Mountain 
charge 


pointment of 
as vice-president in 
of sales. 

In his new 
Mountain will 
for the complete line of Clar- 
van inflated plastic toys, 
premiums and specialties, as 
well as a distinctive line of 
plastic household accessories. 

Mr. Mountain was for- 
merly vice-president in 
charge of operations and 
sales of the Glolite Corp., 4 
division of Noma _ Electric 
Corp. Previously he was as- 
sociated with the Jewel 
Products Co. of Bloomfield, 
N. J., and the Hy-Grade 
Lamp Div. of Sylvania 
Corp., in sales and mana- 
gerial capacities. 


position, Mr. 
direct sales 
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a wenthes calls the PROFIT TU E 
2% for the BEST SPACE 


AS EASY TO SELL 
AS ANY OTHER 
TROUBLE-FREE APPLIANCE PACKAGE 


1. SAFEST IN THE WORLD 


It’s as safe as a toaster—no fumes, no fire hazard, 

_no exposed elements—absolutely as safe as the 
radiators in a regular heating system. U. L. Ap- 
proved —of course. 


2. HIGHEST EFFICIENCY 
Heats by true convection—distributes abundant, 
uniform, healthful steam heat to every corner of 
the room—leaves none of the “cold spots’ of 
directional heaters. 


3. LESS THAN 2¢ PER HOUR TO OPERATE 


Most economical space heater on the market— 
delivers more heat for less. Exclusive patented 
all-steel construction transfers heat 4 times faster 
than old-fashioned cast iron radiators—and does 
it at lower operating cost. 


4. PERFECT PORTABLE HEAT ANYWHERE 
ELECTRESTEEM is amazingly lightweight —carries 
easily (has convenient carrying handle) to provide 
ideal supplementary heat anywhere. 


IT’S EASY TO SELL WHEN YOU TELL ELECTRESTEEM’S 4-POINT SUPERIORITY 


ELECTRIC STEAM RADIATOR CORP. 


2 Electric Avenue (Bourbon County) Paris, Kentucky 


ELECTRESTEEM 
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SELL THIS SAFE, HEALTHFUL STEAM HEAT FROM 
ANY AC or DC WALL PLUG! Your space heater line isn't com- 
plete without the best-selling, profit-building ELECTRESTEEM! There's abso- 
lutely nothing comparable—it's the finest auxiliary heater in the world. 
Stock and sell both fast-moving models: 8-SECTION delivering 3,250 
BTU per hour; 10-SECTION delivering 3,940 BTU per hour. Available 
in choice of attractive Walnut or Ivory finish. Each model delivers SAFE, 
healthful man-sized Steam Heat on midget-sized power consumption. 


ELECTRESTEEM puts you in the space heater business 
WITH THE BIG PROFIT MARKUP YOU WANT! 
ELECTRESTEEM has the ‘selling look,” the superior advantages, the right 
retail price—and best of all—YOUR MARKUP IS RIGHT! And, Mr. 
Appliance Dealer, your market is virtually untapped, with an estimated 
44,000,000 sales prospects. Here they are: Every home—for nursery, 
basement den, attic, workshop, bathroom, sickroom. Hundreds of other 
profitable markets—summer cottages, motels, trailers, gas stations, yard 
offices, ticket booths —wherever safe supplementary heat is desired. 
There's no limit to the market—no limit to your profitable selling. 
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A TIMELY TIP 


to Profit-Minded 











WOOD GARDEN BARROWS 


Made of one piece exterior 
waterproof plywood to with- 
stand any weather. Pneu- 
Matic, semi-pneumatic or steel 
wheels. 





“. ‘Dealers... 


Take a tip from the retailers 
who have profit proof! Jack- 
manco, the quality line, out- 
sells all others 2 to 1. The 
Jackmanco name is a power- 
ful sales attraction. Custom- 
ers know it’s a brand of 
proven dependability, fea- 
turing modern design, skilled 
workmanship and styles to 
suit every requirement for 
home or garden use. 


‘oe / 
NG, 


LAWN ROLLERS 


Various types — drums made 
of quality sheet steel; edges 
rounded to prevent cutting of 
sod; adjustable scrapers of 
channel steel. 


SACKSOM 0. ..0ccececcecees 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


Oldest and Largest Wheelbarrow Maker in America 
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E Z Paintr Corp. Absorbs Na-Enamel: 


Paint Business to Vibrocrafters, Inc. 


News of the Trade 


E Z Paintr Corp., Milwau- 
kee, Wis., manufacturer of 
paint rollers, has absorbed 
through merger the Nu- 
Enamel Corp., under a con- 

| fiming order issued Oct. 3 
by Judge Barnes of the 
United States District Court 
in Chicago. 

According to the plan, 
Burgess Vibrocrafters, Inc., 
New York, acquired all 
rights for manufacture, sale 
and distribution of Nu-En- 
amel products in the United 
States. 

Herbert L. Stern, Jr., of 


| the law firm of Gottlieb and 


Schwartz, Chicago, counsel 
for E Z Paintr Corp., ad- 
vised the court that since 
submission of the plan, the 
shareholders of two of E Z 
Paintr Corp.’s partially- 
owned _§ subsidiaries, had 
voted to merge their respec- 
tive corporations with E Z 
Paintr Corp., with the result 
that the earnings and assets 
of those corporations would 
accrue to the benefit of the 
merged company. These sub- 
sidiaries inelude Ebsco 
Corp. and E Z Paintr Fin- 
ishing Corp. Arnold Brumm, 


Reo Appoints Two New 
Southern Distributors 


Two new southern dis- 
tributors have been named to 


handle Reo Motors’ (Lan- 
sing, Mich.) line of power 
mowers, Sam Briggs, vice- 


‘president in charge of the 
company’s lawn mower divi- 


| sion, announced recently. 


The new distributors are 
Ogilvie Hardware Co., Inc., 
Shreveport, La., and Howard 
Griffin Sales & Service, Mon- 


roe, La. 





Bimblick Heads Eastern 


| Sales for Doughboy 


Robert B. Bimblick has 
been named to the newly 
created position of eastern 
sales manager for Doughboy 
Industries, Inc., New Rich- 
mond, Wisc., manufacturer 
of inflatable plastic toys for 
home and beach. 

Mr. Bimblick has_ been 
identified with the toy busi- 
ness for a number of years. 
In his new position he will 
have charge of a territory 


president of Ebsco, has been 
appointed general factory 
manager of E Z Paintr, and 
Mr. Ronald Darrell, presi- 
dent of the Finishing Cor»., 
will act as superintendent of 
the finishing division of the 
merged organization. Emery 
J. Langteau wil! continue to 
act as general sales manager. 

Officers and directors of 
the merged company are 
Vern. T. Touchett, president 
and director; Robert L. 
Touchett, vice-president, 
treasurer and director; Her- 
bert L. Stern, Jr., secretary 
and director; Herbert L. 
Stern, Sr., former president 
of Balaban & Katz Corp., 
director, and John A. Phar- 
ris and William V. Geehan, 
both of Milwaukee, vice- 
presidents. 

Operations of the merged 
company will be conducted 
from E Z Paintr Corpora- 
tion’s newly acquired 40,000 
sq. ft. plant located in Mil- 
waukee. Another E Z 
Paintr subsidiary, the Black 
Panther Tool Corp., will also 
conduct its operations in the 
new plant with Miles Blunt 
as president. 


that includes the New En- 
gland states, New York, New 
Jersey, Pennsylvania, Mary- 
land, Delaware and the Dis- 
trict of Columbia. He will 
make his headquarters at 200 
Fifth Ave., New York City. 

The company has other di- 
visions engaged in milling 
and the manufacture of ma- 
chines and heat seal units. 
The firm plans to maintain 
warehouse stocks in the East 
in order to better serve the 
trade. 





ROBERT B. BIMBLICK 


HARDWARE AGE, NOVEMBER 13, 1952 














435-Cl’ 


HARDWAR! 

























Ine. 
s been ~~. 
ee es 
actory — ——— 
r, and _ mesasatineeeees 
presi- te 
Cor ., 
ent of 
of the 
\mery 
1ue to 
nager’. 
ogee THE FIRST REAL PIPE 
are 
aa THAT IS PLASTIC! 
PS. da 
‘ident, CARLON CARLON .. . the fastest selling pipe in America 
Her- 1S today . . . is its own salesman! The features 
ty FLEXIBLE! 
ei, : your customers want in piping are built into 
oa CARLON. It is easier to handle, faster to in- 
Phar- stall, and lasts many years longer than ordi- 
—_ nary pipe. CARLON is convenient to stock, too, 
because it requires minimum space and 400- 
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Your H-I salesman—Mr. Tackle Specialist—is coming 
your way. He'll show you the largest, fastest selling, 
most profit-packed line of fishing tackle on the market 
today—the H-I line for 1953. It's not only the finest 
and largest tackle selection we've ever offered, but, 
more than 500 numbers have been reduced in price! 





Next year will be the biggest tackle selling season in 
history. Get ready to cash in with H-I—the tackle line 
that’s preferred at both famous fishing and active buy- 
ing spots! The first step is to see your H-Il tackle 
specialist. Plan to spend plenty of time with him... 


HORROCKS 
BOTSON 


<J 














Chase Brass & Copper 
Names Weir Sales Head 


William J. Weir has been 
appointed sales manager of 
wholesale accounts for Chase 








: 
WILLIAM J. WEIR 


Brass & Copper Co., Ince., 
Waterbury, Conn., a subsi- 
| diary of Kennecott Copper 
| Corp., it was announced by 
Walter E. Evans, manager 
of mill and warehouse sales 
for Chase. 

Mr. Weir, who will spe- 
cialize in the sale of brass 
mill products to wholesale ac- 
counts purchasing for resale, 
began work for Chase in the 
metallurgical department of 
the Chase-Cleveland Mill. He 
served as condenser tube 
sales manager at Cleveland 
before being transferred to 
Waterbury in the same ca- 
pacity. 





Pump Manufacturers 
Discuss 1953 Sales 


(Continued from page 212) 
electric water systems, and 
an envelope of auxiliary pro- 
motional aids—radio spot 
announcements, newspaper 
releases, and the like. 

A. H. Hemker, manager 
of G-E farm industry sales 
suggested that dealers would 
do a better job selling the 
farm market by keeping the 
farmer’s viewpoint in mind. 
“The farmer buys for the 
same reasons you or I do,” 
he said, “for benefits he ex- 
pects to receive.” 

“The REA Story was pre- 
sented by Riggs Shepperd, 
deputy administrator of the 
Rural Electrification Admin- 
istration, Washington. 

E. D. Smith, chairman, 
farm section of the Edison 
Electric Institute, Dayton, 
Ohio, reviewed experience of 
the Dayton Power and Light 





Manufacturers of the Largest Line of Fishing Tackle in the World 
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Co., which he represents, in 
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selling electrical appliances 
to increase line load. He re- 
marked that “We decided to 
put our heaviest promotion 
behind the electric farm 
water system since the sale 
of a whole line of related 
household electrical appli- 
ances depends pretty much 
on a continuous supply of 
running water.” 

By unanimous vote, all 
officers and directors were 
re-elected for another term. 
They are: 

H. R. Lafferty, president; 
D. L. McDonald, vice-presi- 
dent; John P. Curtin, vice- 
president of George D. Roper 
Corp., Rockford, IIl., trea- 
surer; Herbert C. Angster, 
executive secretary and di- 
rector. 

Re-elected directors were 
G. R. Deming and N. J. 
Gould; Robert Hula, vice- 
president and secretary of 
Clayton Mark & Co.; F. E. 
Myers II, vice-president of 
F. E. Myers & Bro. Co., 
Ashland, Ohio. 





Thatcher Co. Moves 
New York Offices 


Effective Oct. 20, both the 
office for the three glass con- 
tainer divisions of Thatcher 
Glass Mfg. Co., Inc., in New 
York City, and the office for 
Thatcher’s new McKee Glass 
Div. will move to a new loca- 
tion at 11 W. 42nd St., New 
York, N. Y. The head office 
for all divisions will remain 
in Elmira, N. Y. 








E. W. Pipkin is the newly 
elected president of the Ama- 
rillo Hardware Co., Ama- 
rillo, Tex., wholesaler, as re- 
ported in the Oct. 30 issue, 
p. 217. He succeeds Ed W. 
Hardin who died several 
weeks ago. Mr. Pipkin was 
formerly first vice-president 
and is associated with the 
Amarillo company for 38 
years. 
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New Sales Appointments 
Listed by O-Cel-O, Inc. 


C. R. Hardt, vice-president 
of O-Cel-O, Inc., Buffalo, N. 
Y., has announced a reorgani- 
zation and expansion of the 
sales department of the com- 
pany in order to lay the 
groundwork for broader mar- 
keting of the company’s pres- 
ent and future products. 

William R. Johnson has 
been appointed director of 
sales to head up the expanded 


sales activities. He will co- 
ordinate the sales and de- 
velopment divisions of the 
department. 

James F. Cleary has been 
named manager of the newly 
established development di- 
vision of the sales depart- 
ment. This division will be 
charged with the evaluation 
of new products of the com- 
pany in terms of markets, 
competition, packaging, pric- 
ing and merchafidising. It 
will take new products from 


News of the Trade 





the research stage up to the 
point of their release to the 
sales division. This new di- 
vision has been called for by 
the many new products now 
in the test stage at O-Cel-O. 

Appointment as_ general 
sales manager replacing Mr. 
Johnson is Frank L. Have- 
ron. Under Mr. Haveron, 
Robert H. Durdan will be in 
charge of non-food sales and 
Stan W. Drake will be in 
charge of the company’s in- 
dustrial sales. 


E. A. Vallee Retires 
From A-P Controls Corp. 


A-P Controls Corp., Mil- 
waukee, Wis., has announced 
the retirement of Earl A. 
Vallee as an officer of the 
company. 

Widely known for his ac- 
tivities in the heating and 
refrigeration fields, Mr. Val- 
lee joined A-P in 1935 as 
sales manager. For the past 
10 years he has been execu- 
tive vice-president. 






















O.B.C. Certified 
Lite weight guide and 
fisherman's special. 
Automatic rewind start- 
er. Precision made. 
Trolls perfectly. Sturdy 
and reliable. Approx- 
imote speed range 1 
to 10 miles per hour. 


SELL THE NEW IMPROVED 





°*5 HP 

O.8.C. Certified 
Alternate firing lite- 
twin. Most popular size. 
Gear Shift. Forward, 
Nevtrol and Reverse. 
Automatic rewind start- 
er. Precision made. 
Beautifully finished. 
Approximate speed 
range O to 17 miles per 
hour. 
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8.5 HP 
O.B.C. Certified 
Alternate firing lite- 
twin. Gear Shift. For- 
ward, Nevtral and 
Reverse. Automatic 
rewind starter. Precision 
made. Approximate 
speed range 0 to 23 
miles per hour. 









| YOVAECER 


GEAR SHIFT OUTBOARD MOTORS 
WITH FORWARD, NEUTRAL AND REVERSE 


@ Write for Voyager’s jobber and dealer franchise 
advantages. Perfectly made motors. Latest features. 
Gear Shift with Forward, Neutral and Reverse. Easy 
starting. Dependable. Powerful. Competitively priced. 
Good profit. Fully warranted by one of America’s 
oldest outboard motor manufacturers. A complete 
line with horsepower ratings O.B.C. Certified. Dealer 
and jobber inquiries invited and promptly answered. 


OUTBOARD MOTOR BRANDS, INC. 


BOX 994 > MINNEAPOLIS, MINNESOTA 














To be O.B8.C. Certified 
Alternate firing senior- 
twin. Gear Shift. For- 
ward, Neutral and 
Reverse. Equipped with 
convenient separate 
6 gallon cruising tank. 
Automatic rewind start- 
er. Precision made. 
Beautiful design and 
finish. Estimated speed 
0 to 27 miles per hour. 
(available June Ist). 













































Get a Good Grip | 
on Sales 





with Quick-Selling U. S. 


Neoprene Coated Canvas Utility Gloves 


Your customers will want these Utility Gloves 
for all sorts of jobs, outdoors and indoors. Soft 
flannel lining and curved fingers dipped in Neo- 
prene, specially compounded for extra wear and 
comfort. Knit wrist or gauntlet style. Heavy- 
weight for good protection under severe work- 
ing conditions. Other styles and weights are also 
available. Ask your U. S. Rubber Branch for 
descriptive folder and prices, or write to ad- 
dress below. 


U. S. Industrial 


Gloves 
© 


UNITED STATES RUBBER COMPANY 
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Providence 1, R.1. 





Scott Gets Sales Post 
With Evinrude Motors 
Evinrude Motors, Milwau- 
kee, Wis., manufacturer of 
outboard motors, has ap- 





ROBERT SCOTT 


pointed Robert Scott to the 
newly created post of assis- 
tant sales manager in charge 
of dealer relations, it was 
announced by Howard F. 
Larson, director of sales. 

In his new post Mr. Scott’s 
major responsibility will be 
to give all possible service 
and assistance to the nearly 
4,000 Evinrude dealers in all 
parts of the country. 





Deepfreeze Appoints 
Nelsen Service Head 


Appointment of Loris M. 
Nelsen as service manager 
to succeed Sylvester J. Sei- 
bert, who was recently 
named Canadian field sales 
manager, has been announced 
by Ben G. Sanderson, gen- 
eral sales manager of Deep- 
freeze. 

Mr. Nelsen has been as- 
sociated with Deepfreeze 
since 1946, first as domestic 
service manager and _ field 
service engineer, and, for the 
past five years, as assistant 
to Mr. Seibert. 





American Crayon Lists 
Organizational Changes 


The American Crayon Co., 
Sandusky, Ohio, through the 
executive vice-president, Le- 
land P. Spore, announced the 
following organizational 
changes and promotions: 

Gordon E. James to gen- 
eral sales manager. Mr. 
James joined the company in 
1920, starting as educational 
salesman in the central west- 
ern states, progressing to di- 
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rector research and advertis. 
ing and to director general 
sales division, the position 
held prior to his new promo. 
tion. 

Bernard Moffet to assistant 
sales manager — West. Mr. 
Moffet joined the firm in Jan- 
uary, 1935, as sales repre- 
sentative, and held the pogi- 
tion of district manager prior 
to the present assignment. 

Paul F. Heile to assistant 
sales manager— East. Mr. 
Heile started January, 1936 
as a salesman in Pennsyl- 
vania and West Virginia, and 
was educational manager for 
the district up to the time 
of assuming his new duties, 


Continental Can Names 
Yivisaker and Neuman 


Two new general manager 
posts, each carrying full re- 
sponsibility for all sales and 
manufacturing operations 
within a given district, have 
been created within Conti- 
nental Can Co.’s_ Eastern 
(Metal) Div. 

According to Reuben L. 
Perin, division vice-presi- 
dent, the positions have been 
created to decentralize super- 
vision of plants and _ sales 
offices and thereby provide 
better service to customers. 

Under the new setup, Len- 
vik Ylvisaker will be general 
manager of the northeastern 
district. His territory will 
include plants in Syracuse, 
Paterson, Passaic, Malden, 
Pittsburgh and Oil City, Pa. 
and district sales offices in 
Boston, New York, Syracuse, 
Cleveland and _ Pittsburgh. 
Mr. Ylvisaker was formerly 
manager of the company’s 
Pittsburgh plant. 

Wilbur K. Neuman will be 
general manager of the 
southeastern district which 
includes plants in Birming- 
ham, Tampa, Auburndale, 
Fla., Baltimore and Hurlock, 
Md., and district sales offices 
in Tampa, Atlanta, Balti- 
more and Philadelphia. Mr. 
Neuman was formerly direc 
tor of product sales. 


Youngstown Distributors 


The Forster Distributing 
Co., Minneapolis, Minn., and 


the Leo C. Lippert Co., Inc, 
Sioux Falls, S. D., have been 
appointed Youngstown Kit 
chens distributors, D. F 
Rucks, Jr., sales manager, 
has announced. 
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News of the Trade 
Olson Succeeds Hoover new distributors: Roberts | 
Co., Washington, D. C.; 


At National Mfg. Co. 


J. Raymond Olson recently Portland, Ore.; Builders 
has been named northwest Specialties & Supply Co., 
representative for National Cleveland, Ohio; Presto 


Grand Rapids, Grand Rapids, 
Mich.; and Atlantic Distrib- 
utors, Miami, Fla. 





Expansion Program 


cluding the installation of 
new machinery and the ad- 


exclusively for the produc- 
tion of jet pumps, has been 
announced by the 
Pump & Mfg. Co., Dayton, 
Ohio. 

Gerard J. Carney, general 
sales manager, said that two 
principal factors are respon- 
sible for the expansion pro- 
gram: the great demand for 
new 
electric 





J. RAYMOND OLSON 


Co., Sterling, Ill. He 
Glen L. Hoover, 
who has represented Na- 
tional for many years. Last 
month Mr. Hoover decided 
to give up his territory. 


Mfg. 
succeeds 


water 





Dayton Pump Announces | 


An expansion program, in- 


| 


Floorcovering Distributors, | 


dition of a new assembly line | 


Dayton | 


low-priced Rapidayton | 
systems re- 
cently announced, and plans | 


Mr. Olson, who will main- of the company to introduce | 
tain his headquarters Mm a line of new jet pumps. 
Minneapolis, has been with 


Gamble-Skogmo about 20 
years, as store manager and 
buyer of hard lines. 


Diamond Co. Moves 

The New York City office | 
and stockroom of the Dia- 
mond Expansion Bolt Co., 
Inc., Garwood, N. J., have 
been moved to 25 Warren 
St., 


nouncement. 





Trimedge Names Six 


Trimedge, Inc., Youngstown, 
Ohio, has announced the ap- 
pointment of the following 


American 





At the American Pad & Textile Co.’s recent annual sales 
conference, held at the firm's plant in Greenfield, Ohio, Henri 
Marc, president, told the group that 1951 had been a banner 
year for the company. He stated that more products were 
sold, production and deliveries were better than ever before. 
The firm manufactures the Tapatco line of sporting goods. 
The meeting was attended by the management group, the | 
advertising department and the entire sales organization vf 
the exception of Hughson & Merton, West Coast representa- 
tives and Bob Crowder, Rocky Mountain representative. 
Standing, left to right, are: Pooch Wile, 
Van Canagan and Harry Featherlin; seated, same order, are: 
Bob Logan, Ned Herrold, Paul Gessner and Larry Horan. 
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“Shucks, Clara —it was a cinch 
'with my PARKER COPING SAW!” 


It’s a cinch too, to cut 
a fancy sales record of 
your own, with an ade- 
quate stock of Parker and 
Trojan Coping Saws. Your 
customers will be im- 
pressed, and quick to 
‘buy, when they spot a 
choice of eleven different 
Coping Saw styles and 
prices displayed on your 
counter. That's why the 
Parker-Trojan Line gets 
fast action, rapid turn- 
over, more profits for you. 








Fy t| Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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W. T. Fyler to Cover 
New England for Revco 


Ww. T. Fyler has been ap- 
pointed New England repre- 
Revco, 


sentative for Inc., 





W. T. FYLER 
Deerfield, Mich., manufac- 
turer of Chill Chest food 


freezers. 
The newly appointed rep- 


resentative will cover six 
states; Maine, Massachu- 
setts, Connecticut, Vermont, 
New Hampshire and Rhode 
Island, according to Harold 
Overmyer, Revco vice-presi- 
dent in charge of sales who 
made the appointment. 





Murken Named Manager 
By Quaker Rubber Corp. 


F. P. Murken has been ap- 
pointed manager, Industrial 
Hose Div., Quaker Rubber 
Corp., Division of H. K. 
Porter Co., Inc., Philadelphia, 
Pa., it was announced by G. 
A. Dauphinais, vice-president 
and general manager. 

Mr. Murken, in his new po- 
sition, will be in charge of 
sales for all types of indus- 
trial hose manufactured by 
Quaker. He came to Quaker 
in 1944 and has held various 
positions in both sales and 
technical service. Until his 








Fairmount Hardware Co. Store Opened 
In Bangor, Me., by Arthar Hartstone 


Fairmount Hardware Co., 
569 Hammond Street, Ban- 
gor, Me., was recently opened 
under the ownership of Ar- 
thur Hartstone, one of Ban- 
gor’s leading roofers. 

The store, shown in the 
accompanying photograph, 
carries a full line of paints, 
hardware, house furnishings, 
electrical appliances, house- 
wares, building supplies, 


stove pipe and building ma- 
terials. At the moment some 
stock of ammunition is car- 
ried, but this will be ex- 
panded to include guns, and, 
later on, fishing tackle. 
Arthur Hartstone spent 30 
years in the roofing business 
and his old crew has been re- 
tained to run the roofing jobs 
while Arthur expands the re- 
tail hardware business. The 


News of the Trade 








present appointment, he had 
been manager, Wrapped Hose 
Div., where he had devel- 
oped new types of materials 
handling hose. 





Kitchen Cabinet Group 
Plans Annual Meeting 


The Steel Kitchen Cabinet 
Manufacturers Association 
will hold its Second Annual 
Meeting at the Cleveland 
Hotel, Cleveland, Ohio, on 
Wednesday, Dec. 3. The As- 
sociation is just completing 
its first full year of active 
service to manufacturers and 
users of steel kitchen cabi- 
nets. 

Starting with 17 com- 
panies, the present member- 
ship consists of 22 producers 
of steel kitchen cabinets. 
During the year there has 
been put into practice the 
plan of quarterly Associa- 
tion meetings. 





roofing business is run under 
the family name, at the same 
address, while the hardware 
store takes on the name of 
the locality known as Fair- 
mount section of Bangor. 

There is a large sales room 
stocked with the latest items 
found in most popular hard- 
ware stores. The goods on 
display show themselves to 
good advantage because of 
the abundance of sunshine 
that pours through the eight- 
een feet of windows. 





This is the front of the Fairmount Hardware Co. store showing the firm's diversified 
hardware display and the signs announcing the store’s grand opening. The window is 
18 ft. long affording ample display space to stop traffic and bring customers inside. 


226 


Starrett Co. Announces 
Changes in Personnel 
W. J. Greene, vice-presi- 


dent and director of sales, 
the L. S. Starrett Co., Athol, 





THOMAS R. GRIFFITH 


Mass., announced the follow- 
ing changes in sales person- 
nel: 

Thomas R. Griffith, previ- 
ously with the New York of- 
fice, has been assigned the 





HAROLD E. SHERWOOD, JR. 


northeastern Pennsylvania- 
south central New York ter- 
ritory replacing Clyde Star- 
rett, now transferred to the 
home office. 


Tudor Garland has been as- 
signed to the New York of- 
fice under Don Gilbert, New 
York branch manager. 


Walter Clark has been as- 
signed the north central New 
York territory, assisting Jack 
Lynch. 

Harold E. Sherwood, Jr. 
has been assigned the Loui- 
siana-Mississippi-South Texas 
territory replacing Robert F. 
Weintritt, resigned. 

Frederick Clarkson, for- 
merly with the Hanson-Whit- 
ney Co., Hartford, Conn., has 
been appointed assistant to 
C. G. Nordmark, advertising 
manager. 
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| LUBRICANT 
| OFA THOUSAND USES! } 


Nationally Advertised to reach 45 million 
potential users in: Saturday Evening Post, 
Sports Afield, Outdoor Life, Popular 
Science, Flower Grower, Motor Boating, 
and many others. 


Mou in FH tanly Sige ! 
“A” TUBE: 54 x 314 inches for hunters and 
fishermen. Special nozzle fits oil ports. 1 doz. 
or 3 doz. to counter display carton. 

“B” TUBE: 1 x 6 inches for lawn mowers, 
bicycles, model trains; also for general 
household, automotive and sporting uses. 
1 doz. to counter display carton. 

“C” TUBE: 2 x 8 inches— Large economy size 
for outboard motors and other marine and 
household uses. Packed in two types: 
(1) Grease Type, ““Lubriplate No. 
105”—for non-gear shift out- 
boards and general grease appli- 
cations. 

(2) Fluid Type, “‘Lubriplate Hy- 
poid 90” for gear shift outboards 
and others whose manufacturers 
recommend fluid type lubri- 
cants. 

Individually boxed. Display 
easel on request. 


JOBBERS inquiries invited — DEALERS write for name of nearest jobber. 


LUBRIPLATE DIVISION 








Attractively packed in counter 
display cartons. (“B” Tube Dis- 
play 6" x 214" x 714") 





















Fiske Brothers Refining Co., 129 Lockwood St., Newark 5, N.J. 
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“A QUALITY TORCH AT A 


COMPETITIVE PRICE... 
\ Well bnown to the hardware trade! 


Nt ee ee een neem aan aE” 
This moderately priced blow torch is powerful, depend- 
able, safe! It has been honestly engineered to give the 
user maximum service ...is backed by more than 80 
years of manufacturing experience with liquid fuel 
appliances. The massive cast bronze burner with wind- 
shield produces a hot blue blast in any weather. It will 
handle the heaviest kind of a job. The improved valve 
eliminates orifice enlargement. The larges undervein 

means longer service without necessity of 


_——oo~e 


cleaning. The cool composition valve wheel 
has a deeply corrugated never-slip grip. The 
pressure pump is effective and blow proof. 
Tank is Terne plate steel with sprayed bronze 
finish ... one-quart capacity. Get complete 
details now on this quality torch at a 
competitive price; be sure you have full 
information on other Turner torches, 
too, as well as on Turner’s popular 
line of fire pots... . 
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PUTTY KNIVES 
SCRAPERS and > 
TAPING KNIVES 

















News of the Trade ~ 








HARDWARE BRIEFS 








Arizona 


The State Hardware & 
Supply Co., 4818 E. Speed- 
way, Tucson, has been opened 
by Jack Nevins, marking 
another expansion for the 
seven-year-old firm. 





Florida 


The Jasper Furniture & 
Hardware Co., Jasper, for- 
merly owned by Eddie Mc- 
Ghin and his son, Cleon, has 
been bought by L. J. Hollo- 
way. 





Leland Hudson, proprietor 
of Hudson’s Hardware, St. 
Petersburg, recently moved 
his business to 700 Ninth St. 
N. and held a grand opening. 





lowa 

Ted Breiholz has purchased 
the interest of his father, 
August, in the Breiholz Hard- 
ware, Pomeroy. 





C. W. Killam has taken 
possession of the hardware 
store recently purchased from 
A. V. Lauver in Rippey. 





The Torley Hardware store 
has moved from 111 W. First 
Ave., Monmouth, to a new 
building at 120 S. A St. 





The Barnes’ Hardware, 
Hugoton, ran a Change of 
Ownership Sale during the 
month of October and on 
Nov. 1 Neil Floyd took pos- 
session of the store. 


The A. A. Bower Hard- 
ware Co., Norton, conducted 
a storewide sale last month 
to commemorate the firm’s 
50th year of business in the 
city under that name. 








Kentucky 


The Brazin Hardware Co., 
Shelbyville, has completed 
the remodeling of the entire 
interior of its store. The main 
salesroom has been redeco- 
rated and new floor cases 
have been installed, among 
other improvements. 


Maryland 


John S. Oaks recently pur- 
chased the hardware store of 
Norman L. Kuhn, located in 
the Stumbaugh Building in 
Greencastle. 





Massachusetts 


Edward F. Collins, pro- 
prietor of the Lincoln Hard- 
ware, 46 Broad St., Marlboro, 
has announced that Elliott 
Works has been appointed 
manager of the store. 





The Plainville Hardware 
Store, on East Bacon St., 
Plainville, suffered smoke and 
water damage recently when 
a fire broke out in the store. 
The fire started from an oil 
stove left burning all night. 





Minnesota 

The Gysler Hardware, Park 
Rapids, held a grand opening 
recently. 





W. H. Sanford has sold 
his interest in the Sanford 
& Mahar Hardware store, 
Shakopee, to his partner, 
A. H. Mahar, who with his 
wife will operate the store 
under the new name of 
Mahar Hardware. 





Mississippi 

Formal opening of Com- 
bel’s Merchandise Mart, 
Biloxi, hardware and appli- 
ance store, was held recently. 
Store is owned by U. S. 
Joachim. 


Missouri 


A. M. Bunting has pur- 
chased the Mission Hardware 
Co., 5606 Johnson Dr., Mis- 
sion, from Mrs. Mary E. 
Koffler. 

McKinney & Paulk Hard- 
ware store, 211 N. Williams, 
Moberly, has recently opened 
for business. 


New York 

The Bayside Hills Hard- 
ware & Paint Co. store, 212- 
22 48th Ave., Bayside, L. I., 
was severely damaged by fire 
recently. 
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“jeweiky small items neatly — 
(MAIR PINS stored . . . easily 
“ToIeTaies a : identified. Available _ 


— F in 6 sizes with 
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= * WOODRUFF KEYS 
«MACHINE KEYS 
*MACHINE RACK 
“TAPER PINS 
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NO NAILS 
« VO SCREWS 
VO BOLTS 


SAWHORSE BRACKETS 































Set Up or Knocked Down 
| in a Jiffy 


Use 2 x 4’s for legs, and a 2x4, 2x6, 2x8, 
2x10, or 2 x 12 for the crossbar. 





! 


Easy to Sell when you show 
it in use 
We furnish advertising materials, including 
display sign and instructions for setting up 
this convincing demonstrator sawhorse. Set up 
one in your store and you will get quick results. 










Packed 12 Sets 
to a Carton 


—each set in an individual 
package which may be used 
as a colorful counter display. 


Maliontally Udvorlited ORDER FROM YOUR | 


JOBBER, OR DIRECT IF HE CANNOT SUPPLY YOU 


GRAND HAVEN STAMPED PRODUCTS CO Grane 
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‘“. WANT FASTER SALES 
‘FROM FASTENERS? 





Stock and sell our Complete  *s, 
Line of PHILLIPS SCREWS ~ 


Southington offers a complete line of Phillips ~ 
Fasteners including the Phillips Recessed Head +4 
Self-Centering Wood Screws. Known for depend- %, 
ability, uniformity and wide size range, the Southington %*, 
line is one of the country’s most popular fastener lines. *% 


Contact The Jobber Nearest You. 





THE SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 Southington, Conn 








§+ PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog NEM $204 | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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News of the Trade 











HARDWARE BRIEFS 








Mr. and Mrs. Robert Good- 
row have opened a hardware, 
plumbing and heating supply 
store at 10 N. Main St., May- 
field. 





The New Hartford Hard- 
ware Center, New Hartford, 
operated by W. J. Foxen- 
burgh, has recently opened 
for business. 





Ohio 

Grand opening of the North 
Olmstead Hardware Co., But- 
ternut Ridge and Lorain Rd., 
Fairview, was held by its 
new owners, Dick Hartman 
and Roy Tompkins. 





The Xenia Hardware Co., 


22 E. Market St., Xenia, re- 
cently held its grand open- 
ing. Kenneth S. Forbes is 
manager and part owner of 
the new store. 


Oklahoma 


The Gardenhire & Hayes 
Hardware has moved into a 
new building, one that for. 
merly housed the New The 
ater in Heavener. The build- 
ing has been remodeled and 
modernized. 


Utah 


The State Hardware Co. 
store has opened at 2348 
Washington Blvd., Ogden. 
Bryant Lyons is manager of 
the store. 











Macinnis Promoted By 
Boston Varnish Co. 


Renshaw Smith, Jr., who 
recently became _ executive 
vice-president and general 
manager of Boston Varnish 
Co., Boston, Mass., has ap- 
pointed Harold E. MacInnis, 
Jr., as advertising manager 
of the company. 

As advertising manager, 
Mr. MacInnis is a member 
of the Kyanize Sales Com- 
mittee, the Coordinating 
Committee and other man- 
agement groups. 





Moody Wins Golf Test 
Of Pot & Kettle Club 


John Moody of Reid & 
Barton Silversmiths, Long 
Island, N. Y., was the first 
place winner in the San 
Francisco Pot and Kettle 
Club’s golf tournament heid 
at Green Hills Country Club, 
Millbrea, Calif., recently. 

Second place went to Cal 
Lewis of Hardware World. 
Third place honors went to 
Al Ormsby, A. C. Gilbert Co. 
representative. 


Royal Vacuum Names 
Seven Distributors 


Edwin A. Hamala, direc- 
tor of sales and advertising 
for the Royal Vacuum 
Cleaner Co., Cleveland, Ohio, 
announced the appointment 
of seven distributors. 


The newly appointed firms 


are: Choquette & Co., Inc, 
Providence, R. I.; Keps Elec- 


tric Co., Pittsburgh, Pa.; 
Radio, Television & Appli- 
ance, Inc., Seattle, Wash.; 


Republic Supply Corp., De- 
troit, Mich.; Schafer-Wright, 
Inc., Portland, Ore.; Simon 
Distributing Corp., Washing- 
ton, D. C. 





Moore Enameling Names 
Douma in Michigan State 


The Moore Enameling & 
Mfg. Co., West Lafayette, 
Ohio, has announced the ap- 
pointment of George M. 
Douma as sales representa- 
tive for the state of Michi- 
gan. 

Mr. Douma will headquar- 
ter at Grand Rapids, Mich. 

Moore manufactures sev- 
eral complete lines of porce- 
lain enameled ware. 





GEORGE M. DOUMA 
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Olin Announces Three 
Sales Appointments 


The appointment of Robert 
G. Swanson, Harold E. White, 
and Thomas E. Henshaw as 





ROBERT G. SWANSON 


salesmen of Western-Win- 
chester firearms and am- 
munition has been announced 
by J. T. Boone, sales man- 
ager of the Arms and Am- 
munition Div. of Olin Indus- 
tries, Inc., New Haven, Conn. 

Mr. Swanson, before com- 
ing with Olin, was affiliated 
with Otis Elevator Co. for 
six years. He will work with 
Western-Winchester district 
manager George Bolton, and 
will travel western New 
York, northwestern Pennsyl- 
vania, and part of Ontario. 

Prior to his association 
with Olin, Mr. White served 
Ventura County, Calif., as a 
conservation officer for a 
period of 22 years. From 
1931 to 1944, he served as 
Game Warden and at the 
time of his departure from 
the conservation service, he 


was Chief Game Warden. 
Mr. White will assist re- 
gional manager William E. 


Talley, and will work in the 
southern California  terri- 
tory. 

Mr. Henshaw was former- 





HAROLD E. WHITE 


News of the Trade 





ly associated for six years, 
years with Harvey E. Hen- 
shaw’s Shooters Supplies, of 
Pittsburgh. 
Olin, he was a salesman for 
Logan & Gregg Hardware 
Co., Pittsburgh. Mr. Hen- 
shaw was Statistical Officer 
with the All Sportsmans 
Trap League from 1947-1949, 
and treasurer of the Western 
Pennsylvania Sportsmans 
Association. His territory 





THOMAS E. HENSTAW 


will cover western 
vania, parts of West Vir- 
ginia, and western Maryland. 
He will serve with district 
manager George Bolton. 





Murray Corp. Appoints 
Indiana Distributor 


Appointment of the Ohio 
Valley Hardware & Roofing 
Co., Evansville, Ind., as dis- 
tributor for Murray steel 
kitchens and gas and electric 
ranges, was announced by C. 
H. Menge, vice-president in 
charge of sales, the Murray 
Corporation of America, De- 
troit, Mich. 

Richard F. Becker is vice- 
president in charge of sales 
for this new Murray distribu- 
tor. 

Included in the Murray 
franchise for the Evansville 
distributor are forty - two 
counties in Southern Illinois, 
Southern Indiana and West- 
ern Kentucky. 





Koether Named New 
Blackstone Sales Head 


H. F. Koether is the new 
district sales manager for 
Blackstone Corp., James- 
town, N. Y., manufacturer 
of home laundry appliances. 
His headquarters will be in 
Denver, Colo., and the terri- 
tory covered will be the 
Rocky Mountain States. 
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WASHINGTON LINE 


AND THE NATION’S 
NO.1 SELLING AID! 


The No. 600 
Demonstrator 


Is A Complete 
Department 

That Displays, 
Stocks, And Sells 
Residential 
Rolling Door 
Hardware 





‘gre: 
eu 


FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 
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ells Fast 


BECAUSE IT 


Holds Fast! 


IT’S TRIPLE-TESTED! 


Scientifically tested by U.S. 

Testing Laboratories, performance-tested by 

Tip-Top Quality Control Laboratories, result-tested 
by millions of consumers! Tip-Top Household Cement 
assures permanent bond to glass, china, 
fabrics, plastic, wood, leather, many 
other materials. This crystal-clear 
all-purpose cement has hundreds 
of uses. A standard item in homes 
all over the country. 













Retails 


25¢ 
per tube 











No. 1202—EYE-CATCHING SELF-SERVICE 
DISPLAY CARTON Free with every dozen 

tubes. Size 9” high x 7” wide. Each tube 
individually packaged in attractive box. % 


No.1201—SALES-MAKER FOR 
QUICK COUNTER ACTION 
Free, colorful ‘‘Demon- 
strator” display with 
every dozen tubes. Ac- 
_ sample materials “shi ae 4 
sealed to each side of ip pa = q 
display with Tip-Top Ee = = AZ ; 
Household Cement. 
Holds 6 tubes on each 
side. Size 11” high x 
12” wide. 


Feature |p, G- the line that gives you a maximum mark-up! 





Send for free samples, catalog pages and price lists today. 


The 


Tip-Top Products Company - 


Household 


Cement 


Omaha 2, Nebraska 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Goodrich Appoints Six 
To Handle Play Pond 


In an effort to achieve bet- 
ter distribution and greater 
customer service for its Kor- 
play pond, the B. F. 
Goodrich Co., Akron, Ohio, 
announced the appointment 
of six new manufacturer’s 


oseal 


representatives located 
throughout the United 
States. 

The names of the manu- 


facturer’s representatives 
and breakdown of areas that 
each will handle are as fol- 
lows: 

Robert P. Ingram & Co., 
Kansas City, Mo., will direct 
distribution for Nebraska, 
Iowa, Kansas and Missouri. 

Charles T. Wheat & Co., 
Memphis, Tenn., will handle 
Kentucky, Arkansas, Louisi- 
ana, Alabama, Mississippi 
and Tennessee. 

Blake & Conroy, New 
York, N. Y., will distribute 
in New England, the Middle 
Atlantic states, Virginia, 
West Virginia, Indiana and 
Michigan. 

Robert Patterson & Asso- 
ciates, Chicago, Ill., will 
handle Illinois, Wisconsin, 
Minnesota, North and South 
Dakota. 

Gulf Distributors, 
Fla., will dis- 
four south- 
North and 
Georgia and 


Stream 
Coral Gables, 
tribute in the 
ern states of 
South Carolina, 
Florida. 
Anderson Sales 
Angeles, Calif., .will handle 
the 11 western states of 
Washington, Oregon, Cali- 
fornia, New Mexico, Arizona, 
Colorado, Nevada, Montana, 
Wyoming, Utah and Idaho, 
and Texas and Oklahoma. 


Co., Los 


Hana Co. to Represent 
Hicraft Tools in East 

J. D. McFarland, presi- 
dent of the Hicraft Tool 
Co., Greenfield, Ohio, manu- 
facturer of auger bits and 
hand tools, has announced 
the appointment of the 
Hana Co., 220 Delaware 
Ave., Buffalo, N. Y., mazfu- 


facturers’ representative, to 


handle the company’s prod- 


ucts in New York State and 
western Pennsylvania. Ger- 
ald N. Abt is managing di- 
rector of Hana Co. 





Palmer Joins Staff Of 
T. Harry Skinner Co. 


J. H. Palmer has. recently 
joined the 7. Harry Skinner 
Co., New York manufac- 





J. H. PALMER 


turers’ representative, as of- 
fice manager. 

In 1934 Mr. 
Weed & Co., wholesale hard- 
ware firm, Buffalo, N. Y., 
leaving there in 1938 to join 
Wanamaker’s - Philadelphia. 
He served there until 1941 
when he entered military ser- 
vice. 

Upon his return from 
Japan in 1946, he joined 
Wanamaker’s-New York as 
manager of the Appliance 
Div., leaving there in 1947 to 
join Grand Union Co. where 
he served as premium buyer, 
route division-sales promotion 
manager and non- foods 
buyer, Chain Store Div., until 
his resignation. 


Palmer joined 





Shurack to Represent 
Pennwood on East Coast 


Edward I. Shurack, manu- 
facturers’ representative, has 
been appointed to represent 


the Pennwood Numechron 
Co., Pittsburgh, Pa., manu- 


facturer of timing devices and 
precision instruments, on the 
East Coast. 

The representative 
maintain headquarters at 230 
Fifth Ave., New York. 


will 
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| CITY CHAINS, SMALL STORES, SPECIAL DEPARTMENTS 
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BIG | 
34 INCH WIDE 10 FOOT . , 
State and WHITE BLADE : : ; 
nia. Ger- } p 
laging di- 
be ; 
ff Of PREPARE FOR QUICK SALES| 
Co. on the NEW CARLSON RULE! 
7 recently It’s a real promising seller for all measuring needs... because 
y Skinner it offers more. The new BIG CHIEF is especially designed fer 
manufac- extended overhead and reach-in measurements. Its 34’ wide 


blade has extra rigidity...extends farther horizontally and a 
full 10 feet overhead without buckling. The easy-to-read white 
blade automatically converts inches to feet at a glance. It’s a 
more useful rule...and you offer these additional CARLSON | 
FEATURES that always spell more S-A-L-E-S: | 










* Double graduations in feet and inches 


beatin porte white face with the MONARCH "JUN iOR” 


Built-in automatic brake | 











































Easy-action swing-tip o aa ki eal te 
ORDER FROM YOUR JoBBER Price-Marking Machine 
Produced under patents 2089209, 2510939 
CARLSON & SULLIVAN, Inc. @ Helps sell merchandise 
MONROVIA, CALIFORNIA @ Tightens controls, pays for itself 
R —__—_________——| ® Prevents mistakes and misunderstandings 
ae @ Neat, tamperproof price-marking 
—s IDEAL FOR — XMAS SELLING @ impresses customers with store efficiency 
= ee —_— @ Aids inventory keeping $7 500 
ae. me (Larson) @ Big and sturdy enough to do the work 
Sane @ Light enough to be easily carried fon. factory 
til 1941 Make Your Own i ath 5 Fan ’ . 
tary ser- @ Green help learn system easily 
@ Hand-operated; also available 








n from 5 A WwW with motor drive 


e joined | @ Accurate, legible price-marking — 


Sark a t | st 
. ppliance # . at low co 


1 1947 to 


o. where Rg R A C K ET For illustrated folders and free 
sample price-marking tickets, 


















.—— tags and labels, use the handy 
n-foods 2 Styles or Sizes No. | for |" Lumber coupon 
iv., until No. 2 for 2" Lumber 
Cash in on the already made sales for "Make Your Own" Saw =~ 
Horse Sets, originated by Chas. O. Larson Co. Home crafts- — 
men will buy several sets. 
ent Attractively packaged and all hardware needed The MONARCH 
oast is included for the useful Saw Horse Set, with 
Cc complete “easy to assemble" instructions. Marking System Company 
es eg Each set includes illustrated folder on "How to Use Wood 216 South Torrence Street, Dayton 3, Ohio 
tive, poe Working Tools" for the amateur. 
mS Sold through recognized distributors and jobbers or write for We are interested in accurate, speedy, economical price-marking. 
2 colorful literature on the Larson “Make Your Own" construc- Please send sample Monarch Tickets, Tags and Labels; also folder 
, sang tion sets. about Monarch “Junior” Price-Marking Machines. We understand 
‘ices an : — 
on Also Manufacturers of BRIGHT WIRE GOODS AND DISPLAY HARDWARE ave & ne eoigetion. -_ 
STORE NAME 
vu] | CHAS. ©. LARSON CO. || 
at oe 
ea 23 STERLING °* ILLINOIS 
. POST OFFICE ZONE STATE 
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RIGHT CONNECTION 
for volume sales 


« 


GLASS-TOP FUSE 
and LEADER 


ever since! 
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engineered for 


DEPENDABILITY 


merchandised for 


2 
E VoLUME SALES 
d Ask for details of the 
B No. 1 deal — 1250 feet 
g of ROYAL quality wire 
i plus a steel counter 
display rack. 
| 
£ 
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aged for quick 
turn-over and 
greater volume 


















Nine Agencies to Handle 
Products of Speco, Inc. 


Establishment of nine dis- 
trict sales agencies to handle 
department store and jobber 
sales of Ice Rem, ice and 
snow melting chemical pel- 
lets, was announced by Speco, 
Inc., Cleveland, Ohio. 


Agencies appointed and 
their territories are: 
Theobald Co.,  Philadel- 


phia. Pa., will cover eastern 
Pennsylvania, southern New 
Jersey, Delaware, Virginia, 
Maryland, North Carolina 
and District of Columbia. 
Tom Coffey & Sons, De- 
troit, Mich., will travel Mich- 


igan. 

James Donlon & Associ- 
ates, Buffalo, N. Y., will 
handle New York, not in- 


cluding metropolitan area. 

Edelston & Harmon, Chi- 
cago, Ill., will cover Illinois, 
Indiana, Wisconsin, Minne- 
sota and North Dakota. 

L. S. Gershon & Son, Kan- 
sas City, Mo., will travel Mis- 
souri, Kansas, Iowa, Ne- 
braska, Oklahoma, South Da- 
kota. 

Bernie Leinoff, Paterson, 
N. J., will handle Metropoli- 
tan New York and northern 
New Jersey. 

Medill Sales Co., Denver, 
Colo., will cover Colorado, 
Wyoming, Montana, Idaho, 
Utah, New Mexico, Arizona 
and West Texas including 
El Paso. 

John E. Naumann Co., 
Cleveland, will travel Ohio, 
Kentucky, West Virginia and 
western Pennsylvania. 

A. B. Patterson, Newton 
Center, Mass., will handle 
New England states. 

In addition to Ice Rem, 
these agencies will handle 
sales of a number of other 
Speco products including 
Hum-I-Dri, chemical dehu- 
midifier and moisture ab- 
sorbent. 





Koether Co. to Handle 
Camfield Products 

The Camfield Mfg. Co., 
Grand Haven, Mich., has 
appointed the H. F. Koether 
Co., Denver, Colo., as its rep- 





News of the Trade : ‘ie 


MANUFACTURERS’ AGENTS 


resentative in the Rocky 
Mountain area. 

The Koether company will 
handle the Camfield line of 
automatic toasters and cof- 
feemakers, and the Fluor-o- 
shield line of fluorescent 


light diffusers. 





Premax Products Names 
Two Representatives 


George O. Benson, mana- 
ger of Premax Products, an- 
nounced the appointment of 
Norman F. Hentcy, Lan- 
caster, N. Y., as northeast- 
ern representative for the 
Premax line of glass and 
steel fishing rods and related 
products, as well as the sev- 
eral hardware items manu- 
factured by Premax. 

His territory includes New 
York state outside. of the 
metropolitan area and the 
eastern seaboard states to 
and including the District of 
Columbia. 

Martin & Fuller Co., Los 
Angeles, Calif., was also 
named by Mr. Benson as reép- 
resentative for the firm. 
The West Coast agent will 
cover the states of Nevada 
and California. 


Dillon Stevens & Co. 
Moves in Los Angeles 


Dillon Stevens & Co., Los 
Angeles, Calif., manufactur- 
ers’ representative, has 
moved to larger quarters at 
1348 Venice Blvd., Los An- 
geles. 

The recent move was ne- 
cessitated by expanding office 
and warehouse requirements. 
The firm’s San Francisco 
branch office remains at 420 
Market St. 





Larry Lingnor Joins 
Deming & Associates 
Larry Lingnor, Milwaukee, 
Wisc., has recently become 
associated with Stan Deming 
& Associates, Chicago, Ill. 


manufacturers’ represen- 
tative. 
Mr. Lingnor will cover 


Wisconsin, Minneapolis, St- 
Paul, Duluth and the Upper 
Peninsula of Michigan, call- 
ing on wholesalers. 
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SCREEN HARDWARE | 
a For all-around dependability, steady re- 
peat sales, a fair profit and satisfied cus- 
2 Rocky tomers, you can always rely upon Champion 
Sereen Door Hardware to hold trade. 
pany will 
i line of 
and cof- Buy Now 
F luor-o- . 
uorescent ff for the Spring 
Selling Season 
Names FINISH NO. 
oe Dull Brass Plated 130 CS 
1, mMana- 
i ae Japanned 130 JS 
tment of Packed 1 set in a box, 
vy, Lan 3 dozen sets in a case 
ortheast- No. 1305S 
for the 
lass and Nearly all hardware jobbers handle some 
d related products in the big CHAMPION line. I i 
the sev- = S / ti ll k 
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5 aa am Pee — Nationally Known 
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tates to _ t [| d rt d 
cower hationaiy auvertise 
Co. Ta bb to boost your sales 
‘ : - 
n as rep- A.) ers = Dea = " There are two good reasons for stocking Accurate Tapes. 
1e _ Z One —they’re nationally known for quality and have 
ge iy been for over a quarter century. Two — national adver- 
. b tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
‘“ : mean more tape sales, bigger tape profits for dealers who 
20. SE A » AA — —_ display Accurate Friction and Rubber Tapes. Start 
jeles 4 2 = a -« the WINCH that cashing in on the big demand, now. 
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Better Building Product 
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Made 


ALCOA ALUMINUM 





SCREENING MADE FROM ““orvnencc™ 


Made by these leading 
screen weavers 


American Wire Fabrics 
Corporation 

Chase Brass & Copper 
Company 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire 
Company) 

Dixie Screen & Wire 
Products, incorporated 
Hanover Wire Cloth Ce. 
Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. 
Corporation 

Keystone Wire Cloth Co. 
New York Wire Cloth 
Company 

Pacific Wire Products 
Company, Inc. 
Pennwoven, Inc. 

Spargo Wire Company, 
Incorporated 

Standard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 









ALCLAD ALUMINUM 


acts 


From Alcoa...First in Aluminum 
... came the discovery that 
made possible this better, non- 
staining, longer lasting screen- 
ing. Now it is in greater demand 
than ever, because homeowne-s 
have seen how it ends screen 


troubles. Order now from 
your jobber. 


“SEE IT NOW” with Edward R. Murrow 
—CBS-TV every Sunday... brings the 
world to your armchair. Consult your 
newspaper for local time and channel. 





ALUMINUM COMPANY OF AMERICA 
824-L Gulf Building . Pittsburgh 19, Pa. 
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NEWS OF 


McAvoy Co. to Handle 
Gries Reproducer Corp. 


The C. J. McAvoy Co., 
Memphis, Tenn., manufac- 
turers’ representative, has 


been named by the Gries Re- 
producer Corp., New York, 
to handle its products in the 
southern section of the coun- 
try. 

The McAvoy firm will 
cover the states of Tennes- 
see, Mississippi and Alabama 
for Gries. The agent will 
call on hardware wholesalers, 
housewares’ wholesalers and 
industrial supply distributors 
offering the manufacturer’s 
die cast products, including 
wing nuts, cup hooks, cap 
nuts, screen clips and rivets. 





Tessman Co. to Handle 
Paine Lines in Calif. 


Ted Tessman’s Agencies 
Co. has been appointed by 
the Paine Co., Addison, III, 
to stock and sell its complete 
line of hanging and fasten- 
ing devices in southern Cali- 
fornia and surrounding area. 





Seymour Packing Names 
Two Representatives 
Two new factory repre- 
sentatives for Seymour Baits 
have been announced by Dar- 
rell Ward, manager of sales 





Olin Industries, Inc., 
Adds Morton to Staff 


The appointment of Charles 
R. Morton as salesman for 
Western-Winchester firearms 
and ammunition was an- 








CHARLES R. MORTON 





News of the Trade _ 


MANUFACTURERS’ AGENTS 


advertising 
Packing 


promotion and 
for the Seymour 
Co., Topeka, Kan. 

L. H. Gerlach & Associates, 
Chicago, Ill., will represent 
Seymour in Illinois, Indiana 
and Michigan territories. 

R. F. Dunn, Oakland, 
Calif., will represent Sey- 
mour in California, Oregon 
and Washington. 


Accetta & Son Appoints 
Barrett & Wellman Co. 


Appointment of Barrett & 
Wellman Co., Los Angeles, 
Calif., as southwest repre- 
sentative was made by Tony 
Accetta & Son, Cleveland, 
Ohio. 

Barrett & Wellman will 
cover the states of Califor- 
nia, Arizona, Nevada, Colo- 
rado, Utah and New Mexico 
for the Accetta line, which 
includes such fresh and salt 
water lures as the Pet Spoon, 
Jigit, Jigit Eel, Weed Dod- 
ger, Jigolet and others. 





C. H. Stratton Co. 
At New Location 


The C. H. Stratton Co., 
manufacturers’ _representa- 
tive, Philadelphia, Pa., have 
moved to a new location in 
that city. 

Previously located at 2601 
N. Broad St., the firm is now 
at 7852 Montgomery Ave. 


nounced by J. T. Boone, sales 
manager, Arms and Ammu- 
nition Div. of Olin Indus- 
tries, Inc., East Alton, III. 

Mr. Morton will work with 
Western-Winchester district 
manager Tom Lynott, and 
will travel in Montana and 
the northern part of Wy- 
oming. 





New Plant for Reynolds 


Reynolds Metals Co. 
Louisville Ky., has awarded 
a joint general and mechani- 
cal contract for the construc- 
tion of its Robert P. Pat- 
terson aluminum reduction 
plant at Arkadelphia, Ark., 
to Ditmars-Dickmann-Pick- 
ens Construction Co., of Lit- 
tle Rock. Ark., and W. &. 
Bellows Construction Co., of 
Houston, Tex. 
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GIVE YOUR CUSTOMERS what they want— 
low-cost, handsome, handy Kimble Glass 
Bars. Sparkling bright, they’re made of 
velvet-smooth, clear glass . . . have pol- 
ished metal fittings. 


A. Kimble Button-End Glass 


Bars — 
erystal or opal glass with adjustable 
metal fittings. 18'’ long. 


B. Kimble Double-Purpose Glass Bars — 
crystal glass with adjustable fittings 
for partial or full-length use. 24’’ long. 


C. Kimble Bent-End Glass Bars — 
¥,"' crystal or opal glass with strong, 
modernistic metal fittings. 18°’ and 
24° lengths. 


D. Kimble Deluxe Glass Bars— 
¥/," crystal-clear gloss with heavy, 
streamlined metal fittings. 18’’ and 
24"' lengths. 


‘Subsidiary of Owens-Illinois Glass Company 


Tremendous production facilities at 


KIMBLE GLASS COMPANY 


with low-cost KIMBLE GLASS BARS 


Kimble make it possible for us to offer 
you these popular bars at a special low 
cost that stimulates sales and gives you 
a high profit margin at the same time. 

Order Kimble Glass Bars today from 
your wholesaler, or write to us direct. 


Kimble glass bars won't rust... 
stay new-looking! 





Toledo 1, Ohio 








MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Always in demand because of their 
long-wearing durability on the most 
rugged Cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 





DUET double-action CLEANING CLOTH 


Ideal for washing walls, for cleaning 
and polishing! Won't tear or unravel! 
Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
the market! 


For the finest imported chamois skins... 
Be sure to demand the nationally known 
AMSCO brands: British Lion, Britannic, 
Joan of Arc and DuBarry. Prepared by 
the oldest and best-known tanneries 

: in England and France. 
ORDERS FILLED PROMPTLY FOR SPONGES. CHAMOIS, DUETS! 


Ask Your Deoler for These Famous Brands. If He Can't Supply You Write Direct 


AMERICAN SPONGE & CHAMOIS C0, ne. 2 








aS: 
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ARTWIRE Kitchen Aids make 


Kitchens brighter, work lighter 


A. Double Duty Dishdrainer—With Solid Rubber Legs. 
Standard size $1.19 ea. Large family size $2.69*. 

B. Drain-A-Tray — of HEAVY UNBREAKABLE Styrene 
PLASTIC in Red, White, Yellow, Green. @ $2.79*. 


*slightly higher in the west 
CHECK THESE BEST VALUES . . . EXTRA PROFITS FOR YOU 





Practical Kitchen Aids “*Vinylite” Kushion Koated 


or 
/X 
Z 
the "PIONEER" for 18 years. Give them 


} 7 the opportunity to choose. 
Contact our local representative 
or write for catalog. 
ARTWIRE CREATONS LNG. surren sy 
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—DISPLAY prominently a complete line of 
“ARTWIRE" Kushion Koated Kitchen 
Aids. 


—Hiousewives have recognized this line as 



































OBITUARIES 








E. Gunnard Lindquist 


E. Gunnard Lindquist, 56, 
vice-president and secretary 
of the Ace Hardware Corp., 
Chicago, Ill., died Nov. 1 of 
a heart attack at his Cedar 
Lake, Ind., home. 

Mr. Lindquist was one of 
the founders of the Ace 
Hardware Corp., which oper- 
ates 155 hardware stores in 
the United States. 

In the hardware business 
for 40 years, Mr. Lindquist 
operated two stores in Chi- 
cago. He had been president 
of the Chicago Retail Hard- 
ware Association in 1928 and 
chairman of its board of di- 
rectors in 1929, 

Survivors include his wid- 
ow and a brother. 





Bogardus Mitchell 


Bogardus Mitchell, hard- 
ware sales representative for 
Atkins Saw Div., Borg-War- 
ner Corp., Indianapolis, Ind., 
died Oct. 12 in the Memphis 
home of his parents, Dr. and 
Mrs. Edward D. Mitchell. 

Mr. Mitchell joined Atkins 
in 1939 working out of the 
Atlanta branch calling on 


Stronghold Screw Buys 
New Factory Building 


Stronghold Screw  Prod- 
ucts, Inc., 212 W. Hubbard 
St., Chicago, announced the 
purchase of a modern one- 
story building, comprising 
80,000 sq. ft., located at 1801 


W. Winnemac Ave., Chi- 
cago. 

According to B. J. Sack- 
heim, president, acquisition 


of the building will enable 
Stronghold, producer of 
screws, nuts, bolts, etce., to 
double its present manufac- 
turing facilities. 

He indicated that Strong- 
hold would take possession 
of the building on or before 
April 1, 1953. 


Standard Tool Opens 
Dallas, Tex., Branch 

The Standard Tool Co., 
Cleveland, Ohio, recently 
opened a branch in Dallas, 
Tex., and celebrated the oc- 
casion with a buffet lunch- 
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wholesalers and 
dealers. Prior to his illness 
he lived in New Augusta, 
Ind., covering Indiana, Ken- 
tucky and Ohio. 

Survivors besides his par- 
ents are his widow, a broth- 
er, and a sister. 


hardware 


J. H. Lee 


J. H. Lee, 78, one of the 
pioneer merchants of Mus- 
kegon Heights, Mich., where 
ne had been in the hardware 
business for nearly 25 years, 
died Oct. 23 after a short 
illness. 

Mr. Lee owned and oper- 
ated the J. H. Lee & Sons 
Hardware since 1928. When 
it opened, the business was 
staffed by three _ persons. 
Now it has several times 
that number employed. In 
1939 Mr. Lee purchased an 
adjoining building, remodeled 
it and opened a modern hard- 
ware. 

Active in business circles, 
he was president of the Mich- 
igan Retail Hardware Asso- 
ciation in 1920 and _ since 
served on its advisory board. 


News of the Trade 





During his year as president, 
he originated District Meet- 
ings as one of the Association 
services which since that day 
has continued to sponsor 26 
meetings annually through- 
out the entire State of Mich- 
igan. 

The Lee name will be car- 
ried on in the hardware busi- 
ness by two sons, Kenneth in 
hardware business in Chicago 
and Robert J., who has been 
associated with his father in 
the Heights store. 

He is survived by 
widow and two sons. 


his 





Adam F. Mueller 


Adam F. Mueller, 63, sales- 
man in the Chicago office of 
the Bommer Spring Hinge 
Co., Brooklyn, N. Y., died 
Sept. 30 of a heart attack, 
after a two-week illness. 

Mr. Mueller began his ca- 
reer with the Bommer com- 


pany in 1926. In 1931 he 
left the firm and _ entered 
business for himself. He re- 


turned to the Bommer organ- 
ization in 1940, where he 


remained until he passed 
away. He had traveled the 
states of Illinois, Indiana 


and Wisconsin, and part of 

Ohio. 
He is 

widow. 


survived by his 


Irving E. Dyer 

Irving E. Dyer, 53, Stanley 
Tools, New Britain, Conn., 
salesman, associated with the 
Stanley Works for 27 years, 
died Oct. 20 in Minneapolis 
after a lingering illness. 

“Irv” as he was called by 
his many friends in the 
trade, first went to work for 
Stanley Tools in 1925, and in 
1935 was assigned to the 
Chicago office and became the 
sales representative for 
Stanley Tools covering lowa, 
Minnesota, North Michigan, 
Wisconsin and the North and 
South Dakotas. In 1950, he 
celebrated a quarter century 
with the company. 





Frank Doyle 

Frank Doyle, 76, partner 
of the Doyle Hardware Co., 
upstate New York, died Oct. 
21 as the result of a heart 
attack. 

Mr. Doyle was _ president 
of the Doyle Hardware Co. 
and of the Utica Distribut- 
ing Co., Utica, N. Y. He was 
also past president of the 
New York State Retail 
Hardware Association. 

Surviving are a son, James 
T., an officer in the twr com- 
panies, and a daughter. 





eon and open house inspec- 
tion. Approximately 200 rep- 
resentatives, consumer ac- 
counts and authorized dis- 
tributors of the company at- 
tended the affair. 

The new Standard Tool 
Co. building contains 5,000 
sq. ft. of air-conditioned 
office and warehouse space, 
from which all of Texas, 
Oklahoma, Louisiana, New 
Mexico, Arkansas and a part 
of Kansas will be serviced 
with the firm’s products. 
Charles R. Duffy, Jr., is man- 
ager of the district office. 





Kentile Opens New 
Plant in New Jersey 


Kentile, Ine., Brooklyn, 
N. Y., manufacturer of re- 
silient tile floor covering, 
has expanded its facilities 
by opening a $2,000,000 mod- 
ern plant in South Plainfield, 
N: J. 

The new plant occupies 47 
acres on the main line of the 
Lehigh Valley Railroad, and 


is quickly reached from all 
important New Jersey high- 
ways. It will be used for 
the manufacture of resilient 
tile, and as a warehouse. 


Dishwashers Now Being 
Made at New G-E Plant 


Assembly of major appli- 
ances has begun at General 
Electric’s new Appliance 
Park under construction in 
Louisville, Ky., it was an- 
nounced recently. 

Electric dishwashers are 
the first product to come off 
the lines at the new plant 
which, when completed, will 
include five manufacturing 
buildings for the production 
of all of the company’s 
major appliances. 

Harold T. Hulett, general 
manager of the electric sink 
and cabinet department, said 
the present assembly lines 
soon would be turning out 
between 1.000 and 1,200 dish- 
washers and _ dishwasher- 
sinks weekly. 


Home Builders Set 1953 
Convention Site, Dates 


The 1953 Convention and 
Exposition of the National 
Association of Home Buildees 
will be held in Chicago, Jan. 
18-22, at the Conrad Hilton 
Hotel, according to Paui 5. 
Van Auken, convention-ex- 
position director. 

Mr. Van Auken has an- 
nounced that the number of 
exhibit spaces has been in- 
creased about 50 per cent 
over last year’s record show. 
More than 250 leading manu- 
facturers of building ma- 
terials and home equipment 
will display their products 
in the exposition hall, mez 
zanine and third floor of the 
hotel. Because all regular 
spaces were sold out on the 
first day of space assign 
ment, the association has 
also taken over large areas 
of the sixth floor which aré 
available to manufacturers 
in the order in which appli- 
cations are received. 
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Shown here is the Honorable 
Vincent R. Impellitteri, Mayor 
of New York City, burning 
ribbon as he officially 
opened the National Electric 
Industries Show held recently 


city. The Mayor is 


doing the job with a Bernz-O- 


Matic Torch. 


The sales force of the Root-Lowell 
Corp., Chicago, IIl., are shown be- 
hind a product display during a 
week-long sales conference held re- 
cently at the firm’s factory in 
Lowell, Mich. Representatives from 
all over the country met with com- 
pany sales executives and discussed 


policies, advertising promo- 
tions and new products. 
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Here are the 1952-53 officers of the Spokane 

Pot and Kettle Club. Seated, from left to 

right, J. Conley, recording secretary; G. 

Meyrick, corresponding secretary; E. Hatch, 

treasurer. Standing, same order, W. Horn, 

vice-president; R. L. Roller, president; J. T. 
Berger, retiring president. 


Time out for smiles was taken at 
the recent Fall Sales Conference of 
Walter E. Selck & Co., Chicago, 
Ill. However, the serious portion of 
the program dealt with the present 
policies and future plans of the 
company. Dave Broderick served 
as chairman of the meeting. 


At left is one of the several groups of sales 
representatives who came from all parts of 
the country to attend the annual sales meet- 
ing of Creative Plastic Corp., Stony Brook, 
N. Y. The groups inspected the 4irm’s plant, 
and Todd Harris, Creative's president, gave 
them their first look at the new 24 in. shat- 


terproof level (on table). 
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FREE— 
Self Merchandising 
Display given with 
26-Rod Assortment 


REDI-BOLr 


CUT YOUR SPECIAL BOLTS ) 
FOR ON-THE-JOB REPAIRS | 







RED OUT 


THREADED STEEL RODS 





NO NEED TO STOCK SPECIAL BOLTS 


.. Your Customers can heat, bend, and 
cut REDI-BOLT to any size or shape. 


REDI-BOLT is a new repair and 
construction material — tough, cold- 
drawn steel rod, threaded the full 36- 
inch length. It has a special rust-re- 
sistant finish. Available in seven sizes 
a=w~wi/4", 5/16°, 3/8", 7/16", 1/2”, 5/8’, 
and 3/4”. 

REDI-BOLT has a great appeal to 
everyone who walks into your store, 
because it has thousands of uses every- 
where. It can be cut into long straight 
bolts, in any length up to 36 inches. 
It can also be easily bent, after heat- 
ing with a blow torch, into U-bolts, 
L-bolts, Eye-bolts, or any one of a 
dozen other useful shapes. Many uses 
in your own shop. 








ADVERTISED 
IN LEADING 
PUBLICATIONS 


ASK YOUR JOBBER or WRITE... 





NO W...also available in 


REDI-BOLT, INC., Dept. HA, 5248 Hohman Ave., Hammond, Ind. 


the popular Hie" SIZE 
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CHARLES F. WATSON 
figures that he travelled 
more than a million miles 
as a salesman before he 
completed 62 years in the 
hardware trade, in 1949, 
when he retired to his 
home in Springfield, Mass. 
For the first 14 years of 
his business career he sold 
whips, and then he started 
a 48 year connection with 
the Lisk Mfg. Co., now 
the Lisk-Savory Corp., of 
Canandaigua, N. Y. This 
latter stint of selling was 
confined to the New England States but in his 
earlier days when he was selling whips he trav- 
elled the South and West “from Texas to 
Montana.” He recalls that on some occasions he 
had to ride freight train cabooses. “It was the 
only way to get to some of the towns and the 
regular railroad schedules called for one freight 
train a day, three times a week,” Mr. Watson re- 
calls. A son, C. Prescott Watson, is following in 
his footsteps and has represented the Lisk-Savory 
Corp. for 27 years. The elder Mr. Watson is 4 
Mason and is a past potentate of Melha Temple 
Shrine. His favorite pasttime is reading. Mr. 
Watson, who will celebrate his 84th birthday on 


CHARLES F. WATSON 
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Dec. 29, resides at 24 Mountainview St., Spring- 
field, Mass. This grand old man remembers that 
he visited every city in the United States and 
Canada, and has also been to Bermuda, Cuba, 
Hawaii and Mexico. 
attended the inauguration of every president, from 
Benjamin Harrison in 1889, to Franklin D. Roose- 
velt, in 1933. Mr. Watson is a good authority for 
his observation that “There isn’t any other kind 
of merchant who gives so much advice and free 


He proudly claims that he | 





service to townspeople as the hardware dealer.” | 


WIRT B. KING, direct 
factory representative 
with his office at 
Woolsey St., Berkeley 5, 
Cal., has been selling to 
the hardware trade for 
more than 52 years, with 
the exception of one year, 
when at the age of 65 he 
retired. Mr. King and his 
associates solicit business 
from jobbing and whole- 
sale distributors of hard- 
ware, sporting goods and 
toys in the 11 Western 
states. After being mus- 
tered out of service in the Spanish-American War, 
in November 1898, Mr. King entered the employ of 
the Louden Machinery Co., Fairfield, Ia., as travel- 
ing salesman. Subsequently he went with F. E. 
Meyers & Bro., Ashland, O., and then Whitman & 





WIRT B. KING 


2500 | 


| 


Barnes Mfg. Co.’s Kansas City branch and its suc- | 


cessors, 


Carr Mfg. Co. In 1910 he patented a | 


spring device for mowing machine oilers. This | 
was put on the market by John H. Graham & Co., | 


which gave him a job selling their lines to the 
jobbing trade in the middle western territory. In 
1913 he was placed in charge of the San Francisco 
office. 


of California, and is a Mason. Mr. King will be 78 


on Nov. 24. 


president 
manager of the Eastern 

Pennsylvania Supply Co., 

Wilkes-Barre, Pa., has en- 

gaged in the hardware 

business for 55% years, | 
and for more than 48 years 
he has been connected 
with the same company. 
Previous employment was 
with Jenkins & Williams, 
and J. J. Jenkins Hard- 
ware & Plumbing Store, 
both of Edwardsville, Pa.; 
Edwards & Co., and A. J. 
Roat Hardware, both of Kingston, Pa. Mr. Miles 
was president of the Pennsylvania Wholesale 
Hardware Association, 1933-34, and is a member 

(Continued on page 242) 





JOHN M. MILES 
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JOHN M. MILES, vice | 
and general | 


He continued there until the office was | 
closed: in 1939 when he retired. Reentering the | 
selling field the following year he represented | 
Surpless, Dunn & Co., New York, and several fac- | 
tories. He is a member of the Commonwealth Club | 









FAIRMOUNT Wd A 


SOCKET WRENCHES 





MAKE Wk W YK 


OUT OF HARD WORK 


A new line, a complete line, of ultra modern 
design. Developed and engineered by professional 
users, it more than meets the most exacting needs. 


Behind 
Wrenches are many years of precision crafts- 
manship. Every piece of steel accepted must pass 
rigid chemical and magnetic tests for surface and 
subsurface defects. Advanced metallurgical knowl- 
edge and heat treating methods give the ultimate 
in strength — maximum power combined with 





the manufacture of Fairmount Socket 


compactness. 


A wide range of sizes and attachments in four 
drives — Heavy Duty, Standard, Light and Midget 
— to fill the most rugged assignments or with 
strong, thin walls permitting access to closest of 
quarters. Fairmount Socket Wrenches have unusual 
eye-appeal, too. All processed by modern polishing 
methods and triple chrome plated. 


A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 


INC. 


pgolo) Mm.-mm 2°) ici), icp 
10611 Quincy Ave., Cleveland 6, Ohio 
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for INDUSTRIAL USE: 
THE INDUSTRIAL LINE featuring 
heavy-duty large diameter genuine 
lambswool rollers in 3 sizes—9"', 

14", 18": also 9" industrial Roller 
with Standard Frame. Equipped 
with 4-ft. handles (longer poles 
easily attached). Available with 
Lambswool or Roll  Stipplers. 
Works with all paints. Has exclu- 
sive ''Flip-Lock." 


for GENERAL USE: 
THE STANDARD LINE in 3 sizes 
4/,"", 7", and 9° Wool Rollers. 
Roll 'Stipplers and Glazing Rollers. 
Handles threaded to receive ex- 
tension poles. Finest quality, pop- 
— Equipped with "'Flip- 
ock,"’ 


for HOME USE: 
THE “DO-ALL" KIT, with Extend- 
a-Handle Paint Roller. Lets you 
paint without a ladder! Works 
with ALL PAINTS on ALL SUR- 
FACES! Handle is threaded to 
receive mop or sweeper pole. 
"'Do-All" Kit includes Paint Roller, 
Deep-Well Point Tray and Mix-'n- 
Clean Paddle. A terrific seller in 
the popular price range. 


Each ARSCO RE-FILL I8 A 
COMPLETE ROLLER UNIT. 
No loose metal end caps. 
Not just a slip-on. 





INDUSTRIAL MODEL 
ipped with long 4 ft. handle. 
Genser poles easily attached.) 





PRAmARARAMAMAmAmAmT 


pure itvavivaviivayl 





GUARANTEES SALES of 
3 PROFITABLE LINES:* 



































@ ENGINEERED and DESIGNED 
for long life and efficient use 
by professional painters as well 
as laymen. 


@ TESTED and approved for ALL 
PAINTS—Oil, water and rubber 
base, on ALL SURFACES. 


@PRICED RIGHT—for rapid turn- 
over and good profits for thd 
dealer. 















*30 DAY SALES 
GUARANTEE 


For real first hand proof 
that Arsco means more sales 
and profits for you, with less 
inventory, place a trial order 
today. If not convinced in 
30 days, return ail or the un- 
sold goods for a full refund, 
no questions asked. Fair 
enough? 


ROO SU BOTOTOBOBS 
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THE AMERICAN PRODUCTS CO., 3301 Edson Ave., N. Y. 69, N. Y. 


Please send me illustrated literature, price list, and discounts 
on the complete line of ARSCO Paint Rollers. 
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of the Membership Committee of the Middle At- 
lantic Wholesalers Association. For 14 years he 
was a school director in Kingston and for 10 years 
was a member of the Civil Service Board of King- 
ston. He was once chief of the transcribing de- 
partment for Luzerne County, Pa., and is a past 
president of the Luzerne County School Directors 
Association. He was a delegate to the Electoral 
College which elected Calvin Coolidge. He is a 
member of the Welsh Congregational Church. For 
four terms he was a director of the Wyoming 
Valley Chamber of Commerce, Wilkes-Barre and 
for 10 years was chairman of the Convention Com- 
mittee. He is a member of the Kiwanis Club, the 
Westmoreland Club, Shrine Club, Irem Temple 
Country Club, Craftsmen Club, and is affiliated 
with all branches of the Masonic Order. He is 
also a member of the Wyoming Valley Merchants 
Association, his local chapter of the American 
Red Cross, and the local Community Chest. Mr. 
Miles celebrated his 66th birthday on May 5. 


J. R. HEICHEL, man- 
ager and co-owner of the 
Union Hardware & Supply 
Co., Ashland, O., has been 
associated with the busi- 
ness since its founding in 
1895. In 1910 he became 
sales manager and buyer. 
In 1935 he bought out the 
two remaining partners in 
the business and then took 
in his two sons as part- 
ners. They are Robert M. 
Heichel and Guy C. Hei- 
chel, who do all the buy- 
ing. Mr. Heichel is a 32nd 
degree Mason and also is a member of his local 
Chamber of Commerce. Mr. Heichel, who cele 
brated his 74th birthday on May 23, finds diver- 
sion in tending his flower and vegetable gardens. 





J. R. HEICHEL 
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3 reasons why you can sell 


| “MR. BLISTER” 


THE ELECTRIC PAINT REMOVER 





1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 
3. Pleased users develop added sales. 





It’s fast, safe . . . no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on .A® 
boats. Used indoors or 4 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler. 









REMOVES PAINT, 
WALLPAPER, PUTTY 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 

. agi CABINET THAT SELLS MORE Oil 
STANDARD HOLE- WITH SNAP-IN COLORS FOR YOU ON SIGHT 
IN-CAP WITH PLASTIC NOZZLE COLORFUL TINTING CHART ON 
METAL NOZZLE GUNS FOR ALL GUNS CABINET SHOWS THE DOZENS OF 


SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 


WHITE 














Now more popular than ever with contractors, builders and 
home owners! So easy to use ... either way the caulking OlL COLORS AND 
compound never touches the sides of the gun. No after- 
cleaning required. Plastic nozzle supplied with each 
cartridge of non-staining, non-hardening, CALBAR 
Caulk-O-Seal. Meets all specifications! 


NO INCREASE IN PRICE! 


simplifies inventory . . answers all needs! 













Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil coler sales 
zoom up! 











L  -» CALBAR PAINT & VARNISH CO. , 

s local ‘ f Shetticld Arorrze 
o cele- PAINT CORPORATION 
diver- . CLEVELAND 19, OHIO 
irdens. ‘ Ba aie 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


their accounts past due in August. 
Other cities that also showed 
slow collection rates were: Atlanta, 
24.4 pct; Boston, 23.4 pct; San 
Francisco, 22.7 pct and Minne- 
apo!is, 22 pct. 

A comparison of retail store col- 
lections for Aug., 1952 with May, 
1952, and Nov., 1951, follows: 


Greater Number 
Of Retail Failures 


Failures in retail trade amount- 
ed to 74 in the week ended Oct. 23, 
compared with 59 in the previous 
week, Dun & Bradstreet, Inc. re- 
ported. This was the sharpest rise 
in any category. Total commercial 
and industrial failures in the week 
rose to 154 from 139. 





Pct of Accounts 
Discounting or Pay- 


ing when due Pct Past Due 
Aug. May Nov. Aug. May Nov. 
1952 1952 1951 1952 1952 1951 
RETAIL STORES 83.2 $4.2 34.6 16.7 15.8 15.4 
HARDWARE STORES 92.6 84.5 89.2 7.4 15.5 10.8 
All Stores— 
Atlanta ; 75.6 80.0 82.9 24.4 20.0 17.1 
Baltimore 85.3 90.2 87.1 14.7 9.8 12.9 
Boston 76.6 78.9 83.4 23.4 21.1 16.6 
Denver 86.3 92.2 83.5 13.7 7.8 16.5 
Houston 88.9 85.0 90.4 11.1 15.0 9.6 
Kansas City 89.0 88.7 87.4 11.0 11.3 12.6 
Los Angeles 85.6 80.9 83.7 14.4 19.1 16.3 
Louisville 89.2 87.1 83.7 10.8 12.9 16.3 
Minneapolis 78.0 85.3 83.5 22.0 14.7 16.5 
Newark 83.0 70.0 75.8 17.0 30.0 24.2 
Pittsburgh 79.2 82.9 88.3 20.8 17.1 11.7 
San Francisco 77.3 84.9 84.6 22.7 15.1 15.4 
Seattle 81.1 84.2 84.1 18.9 15.8 15.9 
Cleveland 85.5 80.9 7 14.5 19.1 ei 
Dallas 93.8 77.3 6.2 22.7 
Detroit 89.6 74.4 10.4 25.6 
Memphis 84.9 89.7 15.1 10.3 
Omaha 88.7 84.1 11.3 15.9 
Portland 80.1 88.3 19.9 11.7 
Richmond 75.0 86.3 5.0 13.7 
St. Louis 86.9 88.5 3.1 11.5 
Salt Lake City 82.2 84.5 17.8 15.5 
Sioux City 88.0 85.0 12.0 15.0 
Wichita 86.0 95.0 14.0 5.0 





Latex Base Encme! | 
Anounced by Glidden 


A new latex base enamel, for in- 
terior use, has been developed and 
will be marketed next Spring, the 
Glidden Co. announced at a recent 
company meeting. 

The new enamel will be produced 
in a full range of colors, from deep 
tones to pale pastels, to match 
those of Glidden’s Spred Satin 
Dramatone System. 

The company reported its con- 
sumer product sales through 
August showed a 15.5 pct increase 
over the 1951 level. 
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Inventory Building 
Bolstering Business 


One of the strongest supporting 
factors in the favorable business 
outlook for the present quarter is 
the movement toward rebuilding 
inventories which is now going on, 
according to the International Sta- 
tistical Bureau, Inc. Inventory 
buying was held likely to continue 
an important factor in this respect 
well into the second quarter of 
1953. 

“A considerable amount of the 
stimulus to business will come from 
the inventory replenishment poli- 





Over $1 Billion 
In Christmas Clubs 


Distribution of Christmas 
Club checks, which will be made 
in the week beginning Dec. 1, 
will be the highest in 42 years— 
$1,023,000,000. 

This amount will be split up 
among 11,712,000 depositors. 
The average distribution will be 
$87.35, just slightly lower than 
the $87.50 a year ago. There 
were 7.7% more members this 
year. 











cies of both retailers and whole 
salers, whose stock levels are well 
below those of a year ago, at a 
time when sales are moving up,” 
the bureau continued. 

“Manufacturers’ participation in 
the inventory replacement process 
will be less marked, since raw ma- 
terial and semi-finished stocks were 
less affected during the strike 
period than had been anticipated. 
Nevertheless, there will be continu- 
ing build-up in this area, especially 
in the field of major appliances. 

“On an over-all basis, the ad- 
vance in inventories will continue 
to be aided by the growing volume 
of defense output, but non-defense 
goods will play a more important 
role than in any earlier period: of 
this year.” 


Manufacturers’ Sales, 
Inventories Higher 


Manufacturers sales in Septem- 
ber, after seasonal adjustment, 
were 7 pct higher than in August 
and nearly equalled the year’s high, 
reached in April. 

Producers of durable goods in- 
creased their output 9 pct over 
August, according to the Dept. of 
Commerce. Manufacturers’ inven- 
tories were $43.3 billion in Sep- 
tember compared with $42.7 billion 
a year ago. 


Factory Wages Hit 
Peak in September 


Average earnings of factory 
workers touched an all-time record 
high of $69.58 a week in Septem- 
ber, reported the Labor Dept. 
There was a $1.78 rise in weekly 
earnings, accompanying a_ half 
hour lengthening of the work week 
between mid-August and mid-Sep- 
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LOWEST PRICED, 
BIGGEST SELLING... 














Smart Horizon Blue enamel finish 
All Arvin Ironing Tables are packed 
in flat-shaped, space-saving cartons 
—one-unit delivery. 


. . Wire or Write 
Style 1200 (Notiilustrated)— Lowest priced, . 





= Arvin 
-height 


PATENT PENDING 
£ ADJUSTABLE ALL-METAL IRONING TABLE 


STYLE 1400—Out-pulls all others in promo- 
tions—because it’s not only the lowest priced, 
fully adjustable, nationally advertised iron- 





ane Sg ar . ‘ - 
(F Guarenived by © ing table, but also has the easiest, widest 
— range of adjustability, the most wanted fea- 
48 sovcarest® 


tures and the greatest consumer acceptance. 
Store after store has reported record pro- 
motional turnover! Get your share—plan a 
big-volume promotion and order now! 






a ser 


ARVIN INDUSTRIES, Inc., C 





biggest selling, nationally advertised 
“Standard”’ ironing table. Big selling 
features are one-motion opening and clos- 
ing and finest fully automatic safety lock. 


| DISTRIBUTED BY S2bnanton & 





ake. 


+ WESTERN MERCHANDISE MART, SAW FRANCISCO 3 





+ AMERICAN FURNITURE MART, CHICAGO 11 





Jom the Arvin 1200 with the Arvin 1400 
for a 2-way, smash-hit promotion. 


NATIONALLY ADVERTISED Send for complete catalog 









a STREAM of profits 
- SPRAY your way 
from FAUCET-QUEENS! 


a flick of the finger 





L, 


flexible type 
retails for AY 


Model “‘A’’ FAUCET- QUEEN has 
flexible bellows-like neck for 
teaching every part of the sink. 
Has strainer & anti-splash fixture. 








regular model 


retails for 29¢ 


Regular model FAUCET-QUEEN 
has rigid-neck sprayer. Also 
strainer and anti-splasher. More 
than 22,000,000 soid! 





Prize-winning display with 1 doz. 
assorted colors. $3.90 per doz. 


Easel-back display with 1 doz. 
assorted colors. $2.30 per doz. 














Order now from your jobber 


Faucet (Due. 


119 W. Hubbard St., Chicago 10, 
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TOP SPOT ” 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . 


leaves safe, smooth edge. Precision built. 


RA” people's choice.” 
5-YEAR S&S, 


GUARANTEE ————/ 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON. VT 
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EVERY HOME NEEDS 
ffpocrin 
TUFWEB 


Makes 
indoor 
and 
outdoor 
furniture 


NEW 


MODERN 
Get this introductory 


COUNTER CABINET 


with bin for TUFWEB Metal 
Furniture Clips 


40% 
PROFIT 
ON SELLING 
PRICE! 
FREE 
FREE 
FREE 
FREE 








cabinet 12 Popular colors 


Display Posters 
customer Leaflets 


newspaper mats 

Costs you only $72.00 
Sells for about $120.00 
Get whole story from 
Martin Fabrics Corporation, 
48 W. 38th St., New York 18, N. Y. 





—— 


=~ 
ACO » 


WATCH 


Coming Soou 
Improved J4CO° 
E-Zee WASH 


— 


FOUNTAIN 
BRUSH 


UL eae 
Even Faster Sates! 


a Me 


WATCH for IT 
WAIT for IT 


Jace 


LAITNER BRUSH co. 


BROOKLYN Seren 26. MICH 
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tember to 41.1 hours, the highest | 


September level since 1944, ac- 
cording to the Bureau of Labor 
Statistics’ preliminary estimates. 


Retail Trade Showed 
Rise in September 


Sales of retail stores in Septem- 
ber, amounting to $14 billion, 
showed a rise of about 7 pct over 
the same 1951 month, the Dept. of 
Commerce reported. 

“Reflecting for the most part the 
rapid advance in sales of automo- 
tive dealers as passenger car pro- 
duction moved _ sharply 
from previous lows, total sales 
after seasonal adjustment were up 
by about 4 pct from August to 
September; only slightly below the 
June high point,” the Department 
said. 

September automotive _ sales 
were 30 pct above August after 
seasonal adjustment. With the ex- 
ception of this group, changes in 
most groups were “generally 
small.” 


Flint Sandpapers 
Cut to Five Grades 


A reduction from 10 to five grade 
sizes in flint sandpapers is being 
introduced by The Carborundum 
Co., Niagara Falls. The change 
becomes effective Dec. 1. 

The resulting reduction in as- 
sortment of grit sizes required for 
stock supplies will be of particular 
interest to dealers and jobbers. 
With no increase in overall inven- 
tory requirements, dealers can now 
maintain greater, and more uni- 
form, stocks on hand to meet cus- 
tomer needs. 

Designations have also been 
changed so that the customers can 
order the papers by extra fine, fine, 
medium, coarse or extra coarse 
grit, the designations for the new 
Indian Head flint papers. 


Building Permit 
Issuance Lower 


Building permits issued in 215 
cities in September had a total 
value of $388,886,585, a 5.8 pet drop 
from the $412,834,648 reported 
in the same month a year ago, 
according to Dun & Bradstreet. 
September was the sixth month 
this year in which value of permits 
was below the level of a year ago. 
The September total was a 1.5 pct 
drop from August. 


upward | 








S MOTOR- DRIVEN 
Clippers... 


FAST, SMOOTH HAIRCUTS LEAD 
TO FAST SALES 


Compact Oster clippers are at home in the 
most inexperienced hands. Cool-running 
universal motors assure economical, de- 
pendable operation. For bigger clipper 
volume, ask your jobber to show you the 
famous line of Oster Clippers. 






HAND CLIPPERS 
for human and animal 
use. A full line of high 
quality models. 


You'll do better with 
JOHN OSTER MFG. CO. 
Racine, Wisconsin © 1952 











00 COMPLETE 
ENSEMBLE 











ENSEMBLE AS-193 


CURTAIN SCREEN, 
ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY! 





HARDWARE AGE, NOVEMBER 13, 1952 














ae 


HARDWARI 





% 
es 
sh 


R-DRIVEN 
Crs... 


TS LEAD 


ome in the 
ol-running 
mical, de- 
er clipper 
w you the 


‘LIPPERS 
and animal 
line of high 
els. 


© 1952 





13, 1952 





: if : 
Give em two feer..§ and kick up your protits 


<— 
hike 


ee 


“FLIGHT” in 
Teal Blue 
Thrush Brown 
Raven Black 


“VANITY” in 
Claret Red 

Mint Green 
Ebony Black 


“APARTMENT” in 
Spruce Green 
Marigold Yellow 
Iris Blue 

Poppy Red 





BISSELL SWEEPERS 


Ask yourself this. How many of your nationally ad- 
vertised items can be effectively displayed in minimum 
Space to bring you maximum profits? 


Not too many, are there. But here’s one good answer 
—FASHION COLOR BISSELL SWEEPERS! A Bissell Dis- 
play Rack takes up only 2-square feet of space. Yet the 
profit it produces gets you maximum mileage from 
those 2 short feet. 


It’s something to think about, especially with 
Christmas coming. Bissell’s striking Fashion Colors 
can’t help but do a striking sales job for you— provided 
you give gift hunters a chance to see ’em! 


Try it. Move that Bissell Rack out to a traffic spot. 
It’s bound to be one of the best moves you ever made. 


P.S. Of course you can’t sell what you haven’t got. 
If you haven’t got enough of all the colors—get ’em! 
Order your Christmas assortment now. 


Bissell Carpet Sweeper Company 
Grand Rapids 2, Mich. 









WHEN YOU 
STOCK AND DISPLAY THE 


E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 
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Sets the Pice 


QUALITY RUBBER PRODUCTS 


CORRUGATED MATTING 





Ace Corrugated Matting is a qual- 
ity all-rubber matting. It is distribu- 
ted everywhere for use in stores, of- 
fices, plants, schools and other 
places with heavy foot traffic. Re- 
duces noise and provides walking 
safety and comfort. 









ACE RUBBER PRODUCTS, INC. 


100 Beech Street Akron 8, Ohio 
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¢) x-acto 


HANDICRAFT KNIVES * BLADES * TOOLS 


{ 


No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 

















GENERAL 
CATALOG 


Ye 


@ The most complete Indu 
@ Full data on all types and 


@ Time and money-saving 
tion recommendations 














and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, 
1056 So. Central 


KENLY & CO. 
Ave., 


Chicago 44, Ill. 





248 


Sheet Steel Shortage 


| Hits Refrigerators 


A critical shortage of refrigera- 
tors may develop soon, unless pres- 
ent government restrictions on 
sheet steei supplies are relaxed, 
Lee H. D. Baker, vice-president- 
appliances of Admiral Corp., told 


| 300 domestic and international dis- 


tributors meeting Oct. 31, in 
Chicago. 

He said the company’s Midwest 
Manufacturing Corp. subsidiary at 
Galesburg, Ill., currently is produc- 
ing 1953 refrigerators on a hand- 
to-mouth supply of steel. With 
only one-third of the base period 
steel usage being allotted by the 
government for the first quarter of 
1953, all production will continue 
to be allocated to distributors. 

Baker said Admiral ran out of 
refrigerators several weeks ago 
and was entering the 1953 selling 
season two months earlier than 
usual with new models. Fall busi- 
ness has been good, he pointed out, 
and the outlook for refrigerator 
sales is bright for the next eight 
months. 


Dept. Store Sales 
Higher for Month 


Department store sales for the 
country as a whole showed a 6 pct 
rise over a year ago in the week 
ended Oct. 18, reported the Federal 
Reserve Board. Sales were up 4 
pet in the four weeks ending on 
that date but they were off 1 pct 
from a year ago for the year 
through Oct. 18. 

The weekly index, without sea- 
sonal adjustment, at 124, was off 
two points from the figure of 126 
for the previous week. It also com- 
pared with 116 in the same 1951 
week. 

The gain in sales for the week 
was due in part to the Columbus 
Day holiday. Many stores also are 
again adopting a _ second night 
opening weekly. 


G.E. Files Fair Trade 


Suit on S. Klein's 


Charging violation of fair trade 
laws in the sale of small General 
Electric Appliances, General Elec- 
tric’s Small Appliance Division has 
filed suit for a permanent injunc- 
tion against S. Klein’s-on-the- 
Square, Union Square, New York 
City, women’s apparel store. This 
is the third suit G.E. bas filed in 


New York City recently in con- 


nection with its fair trade program, 

“Our Fair Trade Section is con- 
tinually investigating any price 
violations uncovered by complaints 
or surveys,” W. J. Pfeif, manager 
of the G.E. Fair Trade Section 
said. “Violators will be notified 
of our fair trade prices, and if 
these retail prices are put into 
effect, we will continue to take 
such legal action as is necessary.” 





Million New Homes 
Predicted for 1953 


At least one million new 
homes will be built next year, 
Frank W. Cortright, executive 
vice president of the National 
Association of Home Builders 
predicted in addressing the first 
national convention of the Amer- 
ican Institute of Wholesale 
Plumbing and Heating Supply 
Associations, meeting in Atlan- 
tic City. 

“Although there will be a new 
Congress, new executive branch 
of the government and possibly 
new officials in at least some 
Federal agencies, I am confident 
the Administration will continue 
to encourage a high volume of 
building,” he said. 

“However, an adequate supply 
of mortgage funds is essential. 
The entire picture could change 
if mortgage credit controls were 
reimposed.” 











Appliance Maker Says 
Margins Too Close 


Margins of profit for manufac- 
turers of consumer goods “have 
seldom been so dangerously low, 
and they are shrinking every day,” 
John W. Craig, vice president of 
Avco Mfg. Corp. and general man- 
ager of its Crosley Division, said 
in addressing the Porcelain Enan- 
eling Institute at its annual meet- 
ing in White Sulphur Springs, 
W. Va. 

He called on industry’s present 
suppliers to “keep up their develop- 
mental homework” and seek neW 
means of lowering the costs of 
their goods and services; other- 
wise, he said, industry would have 
to look elsewhere for new and 
costly materials for its products. 

“You are going to have to help 
us pare our costs to give the cus- 
tomer the best possible price on 
our products,” he added. “Con- 
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ols were This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 








Says 


se 

manufac- 100 ways to 
ds “have : 
a make a profit! 





ery day,” 


sident of — P ' 
You can do it with the Moline clevis line 











sral man- 
ion, said Ask Your 
n Enan- Jobber to Yes, sir, the Moline line offers you over 100 different 
ial meet- show you clevis styles . . . 100 different ways for you to make a 
Springs, .~ complete sale and gain a profit. Each Moline clevis is made to 
wall line , 
take heavy duty—to do a dependable job for your 
- present customers. These strong, high 
develop- quality clevises have pleased old 
eek new We manufacture all type screw customers and won new ones for 
costs of drivers with wood and plastic Pom over a quarter century. It will pay 
: other- pt egg Sangeet 20 more sets not illustrated. you 100 ways to stock up with 
uld have oe. oe ? * Write for samples & catalog. Moline clevises now and be 


ready for the busy season ahead. 


ew and 
ducts. Oxw |e ele) tetova & 7. F Write today for catalog and prices. 
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“Con- | 





13, 1952 HARDWARE AGE, NOVEMBER 13, 1952 249 
























—F 





ASSORTMENT No. HS-238 


SCREW HOOKS 


@ tee. 2s cc 
pletely refillable. 





es, we now bave 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 











238 electro galvanized screw 
hooks . . . 7 sizes from No. 14 
all sizes com- 


ASK YOUR JOBBER OR WRITE TO US 


| 2 
Shavott Bolt aude Scheu! Co: 


2 MORE 
SHARON REFILLABLE 
ASSORTMENTS 


to make your fastener department 
more complete . . . 


more profitable 





ASSORTMENT No. SE-656 


SCREW EYES | 


656 electro galvanized screw eyes... . 
10 sizes from No. 216 to No.0... | 
every size completely refillable. | 






BOSTON 
MASS. 





NATORAL FAST 
SELLERS! 








Household Tool Kit #A441 


AMALITE Economical 


Tool Kits 


Place these fast selling Amalite Kits to work for 
youl Watch how ~, actually sell themselves! 

oa _ ne J packed 3. ~~~ 
eye-a ng, red, blue, and green 4 lades 
Ct) hove eable and are mode of hardened 
and tempere 





tool steel. The extra-large handle 
Is made of attractive durable plastic and is com- 
fertable to the grip. 


Write today for our complete catalog. 
“SET YOUR SICHT ON AMALITE” 


Chiles a 


1884 PITKIM AVENUE, BROOKLYN 172, N.Y. 


waltliva 


Manufacturers of hardwure spree 
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NOW. ..A LEAK-PROOF NOZZLE 


| 








JUST WHAT YOUR 
CUSTOMERS HAVE 
ALWAYS WANTED 


\\ NEVER A DRIP 
OR A 
DRIBBLE 


: " Patents Pending 


" ye toe 


Developed after long research—proven | 
by extensive tests—the Trans-Flo 
Nozzle offers many advantages: 

- Leak-proof. 

- Light in weight. 

Warm to the touch. 

Durable (molded of tough Tenite I!). 





Modern, streamlined design. } 
. Fully adjustable spray. 
Fits standard hose ti 
. Transparent, green plastic. | 
(Looks well with opaque green or 
red hose.) 
Not a substitute but a definite improve- | 
ment over any other nozzle on the 
market today. 
Write us for complete information and prices. | 





PY r RENE 


PLASTICS DIVISION 
THE VLCHEK TOOL COMPANY 
3001 East 87th Street © Cleveland 4, Ohio 


>, = 


tinuous price increases in raw 
materials and fabricated parts just 
can’t be absorbed by manufactur- 
ers any longer. 

There are two avenues open to 
producers — particularly those in 
the appliance field. One is to sub- 
stitute equally efficient, but lower- 
costing materials for the standard 
ones now in use whose prices have 
risen beyond economically sound 
levels. 

The other is to develop entirely 
new materials and nourish the 
technical skills necessary. to put 
them to use.” 

Mr. Craig declared that while 
business ahead looks good, “higher 
manufacturing costs, higher dis- 
tributing costs and higher costs of 
doing business on the retail level 
are taking dollars out of profit 
margins and the incentive out of 
doing business in an _ alarming 
number of cases. Attractive and 
economically sound markets must 
be created if we are to furnish the 
public with the products they want 
at the prices they are willing to 


pay.” 


More Home Laundry 
Appliances Shipped 


September factory sales. of 
standard-size household washers 
amounted to 283,732 units, com- 
pared with 254,537 in August, an 
11.4 pet rise, reported the Amer- 
ican Home Laundry Manufactur- 
ers’ Association. The September 
total was down 9.6 pct from the 
313,746 units sold in September, 
1951. 

Sales of automatic tumbler dry- 
ers in September amounted to 
71,516 units, compared with 53,376 
in August, a 34 pct rise. They were 
also 63.5 pct above the 43,752 re- 
ported in the same month last year. 

Factory sales of household iron- 
ers in September amounted to 
22,492 units, a 36.5 pct rise over 
the 16,477 sold in August and 22.9 
pet over the 18,300 sold in Sep- 
tember, 1951. 


Farmers Income 
Expected to Decline 


There may be a drop of about 
5 pet in net income of farmers iD 
the United States next year, the 
Agriculture Department estimates. 
Realized farmers’ net income this 
year was estimated by the Depart- 
ment at $14,200,000,000, slightly 
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GOLDBLATT 


SOE 
& d 


Give You... 


. + Grower Profits ¢ Faster Turnover E 
- “+ Satisfied Customers * Repeat Sales 










ONE SOURCE FOR 
= ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 












SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt's illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 


offer attractive dealer discounts. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 








 Cousider these five big features! 


5 Olattonal tebe 


Your trade will app ges of buying hard- 


, Modern designs ware that has proved its built-in quality features in actual 
service tests. *« Over fifty years of manufacturing experi- 


Finest basic materials ence qualifies these products for the fine prestige they have 
= : acquired for efficient, dependability. « Specify National for 
3] Precision construction every building project, a complete 
line for serving practically every \ 
Long, smooth operational life bvilding need. + Send for com- 
plete catalog or illustrated wall 
Attractive, protective finishes hart—they're great selling aids. 


ci 








Sterling 
Illinois 





ales 


, toP s 
: “and profits: 


sold through 


COLUYMBIAN 
Peosed THE COLUMBIAN VISER MFG CO 


CLEVELAND 4 OHIO 
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es of hardware € 





for all typ 
@ Padlocks @ Curtain springs 
@ Window sash locks @ Window screen springs 
@ Screen door closer springs @ Door check springs 
@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 


1275 


wisi: cee ; (FJ 
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INTRODUCES _ 


Twin-Brush FP-33 


‘Floor Conditioner | 


$6450 


RETAIL 






“ iy now adds the newest 

' } type of floor machine to its 
* complete line... a versatile 
/ floor conditioning unit that 


SOUP ee 








_-* polishes, buffs, waxes, scrubs, 
_-# “steel wools,”* and sands*. 
4 Twin 6” brushes — easiest 
to guide * Weighs 19 Ibs. 
* Powerful % H.P. motor 
|~- Underwriters’ Approved 
* ~— * White plastic bumper. 
i Backed by national adver- 


TON meu ee grates 






ing aids. 


*Unit in reconditioning kit 
at slight extra cost. 





tising, complete merchandis- © ~ 










125 
Profit-Makers 
for You 
in 
SANDS NEW 
'52 CATALOG 
Order Free CopyToday! 


Sands now offers you 125 moneymakers in a 
complete line of new and improved Sands 
Levels, and expanded line of Sands masons’ 
and plasterers’ tools. All are quality items 
guaronteed by Sands. New catalog is de- 
signed for easy ordering. Gives all the 
soles features that assures big, profitable 
volume. Order free copy today. 


SANDS LEVEL 
AND TOOL COMPANY 


«* SANDS «> 
LEVEL ETOOL CO. 


esr (‘ee 


Clinton. 1N?- 


CLINTON, INDIANA 






"Sands Levels 
Tell the Truth” 
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under the 1951 estimate of $14,- 
300,000,000. 

Gross farm income this year is 
expected to total about $37,600,- 
000,000, or about 2 pct above last 
year. The total for 1953 is expected 
by the department to be no larger 
than this year’s record high and 
it may be somewhat less, with the 
anticipated further rise in farmers’ 
expenses. 


Ekco Sales Record 
Set in 3rd Quarter 


Ekco Products Co., which claims 
to be the world’s largest house- 
wares manufacturer, reports that 
sales in the third quarter were the 
highest in the firm’s 64 year his- 
tory. 

Sales in the quarter were $11,- 
504,538, compared with $7,489,333 
in the same quarter of 1951. 

Sales for the first nine months 
were $31,075,100 as compared with 
$26,416,783 in the same period of 
1951. 

Sales were outstanding on mer- 
chandise that had been given spe- 
cial promotion, such as the Flint 
line of kitchen tools and cutlery, 
Ekco reported. 


Expects 1953 to Be 
Bigger TV Year 


A market analysis made by the 


| General Electric Tube Department, 


indicates that 1953 television pro- 
duction will run ahead of this 
year’s expected total by more than 
three-quarters of a million sets. 

Production in 1953 will hit an 
estimated 6.2 million, highest since 
the record year of 1950. 

G. E. attributes the rise in set 
production to the expected estab- 
lishment of new stations including 
many in the ultra-high frequency 
channels, as an expected accelera- 
tion in the replacement of old sets, 
in many cases because of the new 
u-h-f operations. 


Factories Increased 


Output of Vacuums 


Factory sales of standard-size 
household vacuum cleaners in Sep- 
tember totaled 237,541 units, com- 
pared to 222,413 in August, an in- 
crease of 6.8 pct, according to in- 
dustry-wide figures announced by 
the Vacuum Cleaner Manufactur- 
ers’ Association. 

September sales compared to 
210,086 units sold in September, 
1951, a gain of 13.1 pet. 


Gas Range Shipments 
Continue to Rise 


September domestic gas range 
shipments amounted to 218,600 
units, compared with 183,600 units 
in the same 1951 month, a 19.1 pet 
rise, reported the Gas Appliance 
Mfrs. Association. This was the 
fourth successive month in which 
shipments showed a rise. 

For the first nine months of this 
year shipments amounted to 1,590,- 
100, compared with 1,803,800 units 
in 1951, an 11.8 pet drop. This was 
an improvement over the situation 
at the end of the first half when 
shipments were off 22.3 pet from 
a year ago. Shipments for third 
quarter rose to 551,800 units from 
468,100 units in the same 1951 
quarter, a 17.9 pct rise. 


To Raise Output Of 
Odorout Lamps 400% 


Because of an increased demand 
for Odorout lamps, Westinghouse 
Electric Corp. has announced plans 
for a 400 pct increase in produc- 
tion. 

The lamp, used in special fix- 
tures, destroys odors electrically by 
creating ozone, a natural oxidizer. 

A company spokesman said that 
more than 40 manufacturers are 
already producing different types 
of fixtures for the Odorout. 

The lamp, which is about the size 
and shape of a walnut, produces in- 
visible ultraviolet rays which react 
upon the oxygen in the air. Since 
it uses little current the cost of op- 
eration is claimed to be only about 
5 cents per week. 


Living Costs Index 
Takes Slight Dip 


A 0.2 pet drop in the cost of 
living in September after a six 
months’ steady rise to a record 
high, was reported by the Bureau 
of Labor Statistics. It attributed 
the drop to a 1 pct decline in the 
retail price of food. Aside from 
this item, the price of many things 
increased between Aug. 15 and 
Sept. 15. These included clothing, 
house furnishings, miscellaneous 
goods and services, fuel, electricity 
and rent. 

The bureau’s index was at 190.8 
on Sept. 15. This compared with 
the record 191.1 set a month 
earlier. 
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DIAMOND Line of 
ow WRENCHES and PLIERS 


“THERE IS NOTHING FINER THAN A DIAMOND" 





SOLD BY LEADING 
JOBBERS EVERYWHERE a ; | : y , DIAMOND 


Featherweight 

Adjustable Wrenches 

are made of alloy steel 

of remarkable strength. 

They are actually twice as 

strong, yet a third thinner 

and lighter than standard pat- 

terns. Diamond Wrenches and 

Pliers are distinctly quality tools 

offered at popular prices for the 

home owner, mechanic, farmer and 

tradesman. They are designed for any 

job where the work is precise, hard and 

continuous. Diamond Diamalloy tools are 

beautifully electroplated to appeal to the most 
discriminating buyers. 





< 
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DIAMOND CALK 
HORSESHOE Co. 


4622 Grand Avenue Duluth, Minn. 











HARDWARE DEALERS FROM 


COAST TO COAST SPRING 
depend upon the complete Wilcox- 

Crittenden line of heavy and shelf a4 i ~ 7 E ys 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, y.4°a HE 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 
part of every hardware dealer's 
stock in trade. They’re all fully 
described in the W-C Hardware 
Catalog “L” —sent free on request. 


WILCOX-CRITTENDEN 
“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 

















PET puts power tools 


within easy reach of all! 
TURNOVER prt 


built the PET business 
... let PET turnover build yours! 


® Portable Electric Drills e Portable Paint Sprayers 
® Electric Drill Kits e Portable Polishers & Sanders 
® Portable Electric Saws e Fractional H.P. Motors 


Call your jobber or write: 


PORTABLE ELECTRIC TOOLS, Inc. 
320 West 83rd St., Dept. HA-112, Chicago 20, Ill. 
In Canada: Portable Electric Too!s, Ltd., Toronto, Ontario 


WER TOOLS 
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Acclaimed by Users 
.. «. EVERYWHERE! 


A Handsprayer Line 
that will PAY its way 
in any Hardware Store 





Deluxe KEN*SPRAYALL 


The fastest selling sprayer for HOME 
GARDENERS today! Brass and 
Neoprene tubing. Fingertip control. 
Rotating nozzle. Adjustable spray 
from fog-mist to full stream. Re- 
tails: $8.95 (Denver & West $9.65). 
Write for details on complete line 
of KEN*SPRAYALL products, 
“America’s Most DEPENDABLE 
Handsprayers.” 
SPRAYERS & NOZZLES, INC. 
Dept. H-111, 2575 28th Avenue North 
St. Petersburg 4, Florida 
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Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


1 
' 
catalog and full profit details... i 
' 
Bennett-Ireland Inc. ' 
Norwich, N.Y. Dept. 1152 North St. H 
Send me catalog and information on : 
Flexscreen. 8 
' 
' 
AD shy Guieviubtel Gunite pine lecewes oes acre H 
t 
BE eS Bree Pee eee ae ' 












More Washers Were 
Shipped in September 


Factory sales of standard-size 
household washers in September 
totalled 283,732 units, compared to 
254,537 in August, an increase of 
11.5 pet, according to figures for 
the organization’s membership an- 
nounced by the American Home 
Laundry Manufacturers’ Associa- 
tion. The September total com- 
pares to an industry-wide total of 
313,746 units sold in September, 
1951, or a decrease of 9.6 pct. 

Automatic tumbler dryers sold 
in September aggregate 71,516 
units, compared to 53,376 in Au- 
gust, an advance of 34 pct, and were 
63.5 pet more than 43,752 in the 
comparison month last year. 

Factory sales of household iron- 
ers in September were 22,492 
units, up 36.5 pet from 16,477 sold 
in August and were 22.9 pct great- 
er than 18,300, sold in September a 
year ago. 


Sees Gas Appliances 
Losing Sales Position 


The sale of gas appliances, with 
the exception of house heating, has 
not kept pace with the sale of com- 
petitive appliances, Charles E. 
Bennett, president of the American 
Gas Association, said at the organ- 
ization’s convention in Atlantic 
City. He termed this a “serious 
threat to our base load.” 

“We sense a failure in the mar- 
keting of high quality gas appli- 
ances as compared with the number 
of high quality competitive appli- 
ances sold,” he continued. “There 
is evidence that we are failing to 
capture the replacement market. 
Indications are that inferior gas 
equipment is being installed in too 
many new homes. Recent surveys 
indicate that too many customers 
are not aware of the excellent per- 
formance of modern gas appli- 
ances.” 


Veneer Wallpaper 


A genuine wood veneer wallpa- 
per has been put on the market by 
Hoenig Plywood Corp., New York, 
N. Y. This wooden wallpaper, 
called “Microwood,” is made from 
birch and beech wood and is 
stained in a choice of 12 colors. It 
is said to be priced in the level of 
good quality wallpaper. The wall- 
paper, which can be cleaned with 
furniture polish, is imported. 








\ LANTERNS 


Good to Look At 

Important to Own 
Because the little red COMET 
Lantern is decorative when not in 
use—it will sell on sight to the 
large percentage of your customers, 
who need a safe, dependable light 
for emergency use. 

Write for Dealer Helps 


|R.E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 

















“DB SKIS are 
Very Fine SKIS” 


say MITCHELL & NESS 


ee 





“DB SKIS have a very fine reputation,” 
say MITCHELL & NESS, outstanding 
dealer in Philadelphia. “DB SKIS offer 
an excellent markup. A complete line 
from beginner to expert." Micarta 
molded plastic bottoms, or popular, 
firm Superflex, plus solid hickory models. 
Tough top edges, plastic tips and tails 
available, Outstanding workmanship. 
For real Profit stock DB SKIS: Dis- 
tributed by BANCROFT, Mfd. by 
DERBY & BALL, Waterbury 10, Ver- 
mont, Write for price list. 
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Burpee BY eeds Grow 
and SELLS 


*THERE’S A REASON 


Burpee’s Fordhook Farms are the best 
known seed experimental farms in the 
world. Here experts study thousands 
of field trials each season to maintain 
Burpee high quality. Home of the world- 
renowned Fordhook Bush Lima Beans. 


This view is a corner of the extensive 
Flower Seed Trials at Fordhook. 


<_cittice er. 


¥ 


65 
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Wholesale Seed Growers 


W. ATLEE BURPEE Co. PHILADELPHIA 32, PA.—CLINTON, IOWA—SANFORD, FLA.—RIVERSIDE, CALIF. 


you ride 


HY-KO “9 Sue 


America’s Most Complete and 
Best Selling Line of The only riding type 


lawn mower expressly 
; designed and priced 
HOUSE NUMBERS " for the ordinary cus- 
LETTERS . SIGNS i tomer. A real hit in 
“a 1952. Users took all 


. all light reflecting! t 
eS ee 4 we could make. Trade 


Made of highest quality aluminum, m Me 
enamel and light-reflecting beads. , delighted. Re-orders 
now coming in fast. 


Day and night visibility. Won't 
rust, break or fade. Weather re- 
sistant. 


FREE DISPLAY RACKS AND WINDOW SIGNS a power mower that everyone 


fiese etter dauetness 
Sign Assortment wants and many can afford 


Strong, light, practical; easy to operate, steer, control, back 
up. Moderate in price; comfortable to ride and remarkably 
safe. MOW-CYCLE cuts grass, pulls lawn roller, serves as 
a scooter. Gives complete lawn care without walking. So 
simple that teen age youngsters manage it. So sturdy that 
fat grown-ups enjoy working it. Americans love to ride. 


YOUR customers will buy MOW-CYCLE, Write today for 


Letter Assortment 3 cme , ‘ : 
™ coo RERLS trade information. 
—— | MUSGRAVE MANUFACTURING CO. 
dy) PRODUCTS CO. DRI De ow 2903 Columbus Ave. Springfield, Ohio 


1260 West Fourth St. 
Cleveland, Ohio 


HARDWARE AGE, NOVEMBER 13, 1952 











> YOU SHOULD STOCK 


CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 


@ Nuts @Taper Pins © Studs 


© They’re Quality Made to be Trouble Free 

@ They're better packaged for easier stock 
room service 

@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 























“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
18” cutting width. 
An economy 
mower for your 
customers — 
a profitable 
one for 
you. 






























LAWN MOWERS 
RING CO 


Telephone 2-7449 


"IP MANTIFATI 


ANUTIA 


SPRINGFIELD 7, MASSACHUSETTS 
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Retail Organization Plots Course to Follow 
When Defense Production Dwindles 


The nation’s department stores 
are getting ready for the time when 
defense spending begins to ease 
off and the country goes back to a 
consumer-demand economy. 

George Hansen, president of the 
National Retail Dry Goods Associa- 
tion and president of Chandler & 
Co., Boston, is preparing to name 
a committee to study all aspects of 
the situation and to blueprint plans 
for action. The committee will be 
made of executives from depart- 
ment, chain and specialty stores, 
both large and small. 

Recommended policies are to be 
outlined in all store operating pro- 
cedures “having a bearing on eco- 
nomic welfare.” It was stated that 
it will be designed to “encourage 
the individual efforts of all mer- 
chants in sharing the responsibili- 
ties which retailers must assume— 
responsibilities which mean a 
greater, stronger economy for us 
all.” 

Barring a world conflict, the as- 
sociation said, generally accepted 
economic forecasts indicate that 
the high point in the nation’s 
build-up for defense will be reached 
in late 1953 or early 1954. 

“At that time,” the association’s 
statement announcing the study 
continued, “Production for defense 
purposes will have passed its peak 
and as a nation we will begin re- 
tooling to an economy geared to 
normal peacetime conditions, in 
which the ultimate sole barometer 
will again be the basic law of sup- 
ply and demand, 

“Because so great a part of our 
productive capacity is now devoted 
to national defense supported by 
high government expenditures, the 
change to a normal, unsupported 
and self-reliant economy cannot be 
an immediate one. Rather, it will 
be a gradual change necessarily 
accompanied by a _ reorganization 
of entire industries, a remodeling 
of manufacturing equipment, and 
most important, a national] redis- 
tribution of manpower  require- 
ments. 

“This change—probablv the most 
drastic faced by any nation, for it 
comes when we are not actually at 
war—is expected to take 18 months 
to two years to be fully completed. 

“Retailing’s role in exchanging 
an economy currently established 
on defense spending to one based 


on consumer demand will be an 
enormous one. As a major industry 
responsible for the distribution of 
our national production to the ulti- 
mate purchaser, it must be prepared 
to do its part in making certain 
that the forthcoming economic 
change is made with the least pos- 
sible unsettling effect upon every 
phase of our business and social 
existence.” 


Brown Tones Most 


Popular in Paints 


American women showed a 
greater preference for browns than 
grays for painting the interiors of 
their homes, it was revealed by the 
Martin-Senour survey of colors 
used during the past year. 

The previous year’s survey 
showed various shades of grays 
running even with sunny yellows 
for top popularity in the balloting 
by thousands of women through 
actual purchases. 

The 1952 listing shows numer- 
ous warm tans, some dark browns 
and reddish browns being used for 
interior decorations. Sunny yel- 
lows remain high in popularity. 

Green, once the most popular in 
interior paint colors, had dropped 
away for two years, but came back 
into the top 20 colors this year with 
a significant difference—the greens 
are gray greens and gray-blue 
greens. 

Reds continued to be popular, 
both in deep tones and in coral 
tints. 


Sees Great Potential 


For Plastic Wares 


While there has been a steady 
rise in the volume of plastic house- 
ware sales in the past few years, 
the present market potential is far 
from saturation, according to 
Amos L. Ruddock, chairman of the 
SPI Marketing Committee, and 
plastics merchandising manager 
of the Dow Chemical Co. 

He estimated that each family 
in the country consumes about one 
and a half pounds of plastic house- 
wares annually and that this fig- 
ure can easily be increased to 15 
pounds per family. Reaching of 
such a goal, he noted, “depends 
upon the ‘co-ordinated’ efforts of 
the plastics industry, including 
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PRICE PROTECTED . . . NATIONALLY ADVERTISED 
. +» POPULAR IN THE HOME AND WORKSHOP 


To insure that you make your full profit, a Jr 3 
Rogers Gorilla Grip Glue is price pro- J ° 
tected . . . is sold only through local 








wed a 
vns than hardware stores like your own. 
priors of To keep your market wide awake, Rogers 
d by the Glue is ot able ae in _— 
ing natio lications such as Popular , 
of colors = om Popular Mechanics and Popular FSi 
Homecraft. You're dollars ahead when 
survey you sell popular Rogers Glue. 
f grays Cash in on this fast moving item. Rogers users 
yellows Listo is America’s ‘‘ Pocket = satisfied cunvears Cat 
llotin U Pricing System’’ because keep coming back for more. 
valloting There’s only one ay om agelllye in sn Rogers Glue is easier to 
through ient, so easy to use. Only work . . . makes a stronger, 





more solid joint or mend. 


Order today through your 
jobber or write direct to: 






Listo gives your customers 

large, clear, easy-to-read 
numer- prices. And only Listo 

writes on everything! 
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H H EXTRA DUTY LEADS THAT 
used for the Marking Pencil DON’T FALL OUT OR BREAK 
ly Listo bas th 
ny yel- that patented Gripe 
- UTTER MALELTLALIME prevents break. “aa 
pular in pars keeps 
dropped BLACK RED GREEN falling out. : 
me back § cotors BROWN BLUE YELLOW oe} , ©1932 
sar with AP ge ISINGLASS & GLUE CO. 
. . n 
, rahe Strength on Square tne GLOUCESTER, MASS. 
ray-blue z 
Your most profitable staple .. . 
popular, The original PLATT . 
n coral Eo New ADJUSTABLE , 
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STOP BELT SQUEAKING, SLIPPING Canva -Sastic 
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AvenTS Millions in use for holding: selling feats . 
steady S. Pure homogenized TARPS V All type of tools—in heme and § 1—Adjusted in a jiffy. 
house- ome “aeeeaae ceneky | factory & 2—Finished in plated spring 
' feather, bosts, shoes, STONE | V Kitchen utensils ® steel. 
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McGill Brand 
mouse and rat 
TRAPS 


@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















: STAINLESS STEEL # 
‘G>) FASTENINGS 
ty ALL TYPES 

Mera Me HBF 


| a a 


In-Stock-Service on small or 
large quantities ¢ Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws © Set 
Screws © Nuts, Washers, Etc. 


Class 3 AN Drilled Fillister Heads 


Fast service on special screw 
machine products. 
WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 
New Catalog just off the 


~ wk 





232 Union Avenue ° Paterson 2, N 
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press—write today 
| STAINLESS SCREW CO. 
x AR mory ome 


suppliers, molders and retailers 
alike.” 

Mr. Ruddock declared that to 
further increase the sale of 
plastics housewares, “retailers 
should develop the idea of mass 
display more than ever before, use 
color variety in display, as well as 
more overhead lighting,  see- 
through shelving and eye-level dis- 
plays.” 


Commerce Chamber To 
Hold Parking Clinics 


A direct attack on retailers’ 
parking problems is being made by 
the United States Chamber of Com- 
merce, which holds lack of park- 
ing to be “public enemy No. 1” for 
all retailers and their customers. 

Initial action will center on an 
extended series of “parking clin- 
ics” which have already gotten un- 
der way. These are to be held in 
various cities with retailers of that 
and surrounding areas. Meanwhile, 
the Chamber has prepared various 
publications for distribution for the 
asking. 


instalment Credit 
Total Up in September 


Total consumer credit outstand- 
ing rose to $284 million in Sep- 
tember, the Federal Reserve Board 
reported. 

The increase in _ instalment 
credit outstanding, as measured 
by the Federal Reserve Board, 
was estimated at $2,085,000,000 in 
the 12 months ending Sept. 30, 
1952. 

Charge accounts dropped $63 
million in September. 
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CEDARBERG 


WEED BURNER 


@ One-hand operation 

© 2% hours per gallon 

© Year-round use 
YOUR CUSTOMERS can start trac- 
tors and trucks... melt snow and ice 
. - . burn snow-covered brush in the 
coldest weather—with the Cedarberg 
Weed Burner. Operates 214 hours or 
more on a gallon of kerosene, No. 1] 
range oil or tractor fuel. Non-plug ring 
nozzle generator puts it in a class by 
itself. Only 8% lbs. . . . Suggested 
retail $19.95. 


Write for bulletin. 


Codewborg NEG. C0 


Od 


























533 South Fourth St. © Minneapolis 15, Mins. 











“METAL “FOLDING PLAY SETS 





id for Catalog 
HARRY M. Wore, “66 Lake Shore Drive, Chicage 11 











HARDWARE HUMOR 
By Hardware Age 





"The more you mention how easy 

it is to carry around, the more 

| think of my neighbor who is always 
borrowing things." 


——"Selling Is Our Business" — 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN  Sheanization 


200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representative__—— 


— 











CHROME 
NIPPLES 


VY," to 4" sizes 
Yq" and Yq" size 
packed 12 to a box 
Write for catalog 
PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Garden Ave., Pittsburgh 12, . 
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MARSHALLTOWN TROWEL COMPANY 


e MARSHALLTOWN, IOWA 











+e profit! That’s MousE 
qrep*. Carton of 14 pack- 
ages costs you only — 
You sell for $3.50 = a 
package). You make 
1.50 on every carton. 
75% profit! a 
ousE SEED* is the 
on easy way to kill 
mice. The tiny, chemi- 
cally treated grain A 
simply put in saucer an 
placed where mice ap- n 
ar. Mice eat the orang 
and die—usually within 
hours (not several days). 
Excellent results for over 
years. Advertised in maga- 
zines to millions of mice- 
hating homes. A 
sist on Mouse EED*— 
ote only by Reardon. - 
der now. If your wholesa ad 
hasn’t it, write us, giving = 
name. *Reg. U. S. Pat. Off. 
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>, Inc. 
| 12, Pa. 
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Wholesalers: write 

for complete information. 
W. G. REARDON LABORATORIES, INC. 
302 North Main St., Port Chester, N. Y. 


Soles-making cellophane 
window package. Colorful 
display carton: occupies 
only 5%” x 65”. 




























































































HOT WATER FAST 


With 


Hlashial 


America's Favorite 


Electric Water Heater 


Just put the unit in a container of water and plug into 
electric circuit (110 volt AC or DC). Weighs 1 Ib. 2 oz. 
Heats water in record time. 


Has many uses, such as: Heatin 








water for laundry, 
bath, shaving, warming baby’s milk, sterilizing bottles, 
heating canned foods, etc. Ideal for homes and farms 
not having any other good way to heat water fast and 
conveniently. 
































the only successful rubber tire roller skate is 
made by CHICAGO 


_—_— 





| in America’s leading consumer magazines. 

















ONLY $5.95 LIST |—socomr 
| * THROUGH JOBBERS 
| G. L. ELECTRIC CO. Write tor 
20725 Harper Detroit 24, Mich. Literature 
| A PROFITABLE ITEM TO CARRY 


Portable Electric 
Hand Lamp 





There’s profit for you in this new and highly 
popular Big Beam model with the hermetically 
sealed beam bulb. It’s ideal for sportsmen, 
motorists and home owners. The entire line of 
Big Beam portable hand lamps is advertised 





MODEL 166 
U-C LITE MFG. CO., 1036 W. Hubbard St. - 


LESS BATTERY 


Chicago 22, Ill. 











CHRISTMAS 
Gift Suggestion 





Sa 





a" Die-cast of Magnesium, strongest of all light metals, about 1/3 lighter than aluminum, saves labor fatigue. Finished in beau- 
tiful enameled Gold Bronze with Royal Blue putty sealing lens. Packed in polyethylene bag plus a Christmas box. Unconditionally 
gucranteed. A GIFT sure to please. Counter displays available on request. 


MAYES BROTHERS TOOL MFG. COMPANY, Port Austin, Mich. 


MAYES’ Magnesium 
Level—"Accro-Lite" 
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Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 






WILL NOT SHRIN| 
STICKS AND STAYS pir 
' 
Po ——— 























POLK HAR C ri 
Aur aagune, SF. 
PAIR CHAM, 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What's more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many a materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
y Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


“DAISY” une 
FORCE CUPS 


RED OR BLACK RUBBER WITH 
GREEN ENAMELLED HANDLES 




































The DAISY Line of House- 
hold Rubber Goods ,, sui «; 


fast selling, long profit items for Hard- 
ware Stores. To name a few—Force Cups, 
Tank Balls, Bath Sprays, Sink and Bowl 
Stoppers, Faucet Washers, etc. Get new 
catalog and prices now. Write— 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 


























Promotions 


Manufacturers’ New Merchandising Plans 


Presto Fry-Master 
Being Re-introduced 


An extensive advertising cam- 
paign, beginning with a 4-color ad 
in the Dec. 6 issue of the Saturday 
Evening Post, will reintroduce the 
Presto “Fry-Master.” 

This pressure-fryer, on which 
manufacture was suspended at the 
outbreak of the Korean War due 
to shortage of materials, has been 
restored to the National Pressure 
Cooker Co.’s appliance line and will 
be immediately available for 
Christmas selling. 


Yale & Towne Has 
Marionette Show 


A musical marionette show en- 
titled, “‘How to Foil the Burglar,” 
which was presented for the first 


time at the National Hardware 
Show, in New York, by the Suzari 
Marionettes, will be taken to 
audiences in different parts of the 
country by The Yale & Towne Mfg. 
Co. 

The show is part of the program 
which Yale & Towne, in coopera- 
tion with the F.B.I. and other pub- 
lic agencies, is conducting to edu- 
cate the public in the simple meth- 
ods to get greater security at 
home. 

In addition to the show, a folder, 
“How to  Burglar-Proof Your 
Home,” that contains a “score 
yourself” check list for the home 
owner, is being made available by 
Yale & Towne to retail hardware, 
building materials stores, insur- 
ance companies and public service 
agencies for distribution to the 
public. . 


Sales and Profits of Department 
Stores Rose in First Six Months 


There was a modest increase in 
sales and a slight rise in net 
profits of department stores in the 
first half of the fiscal year ending 
July 31, reported the Controllers 
Congress of the National Retail 
Dry Goods Association. 

There was a 2 pct rise in sales 
and transactions over the same 
period of 1951 and optimism was 
expressed for, the second half of 
the fiscal year. 

Net profit from merchandising 
operations of department stores 
with annual sales over $1 million, 
advanced 1.1 pct, compared with 
the low of 0.8 pct of sales at the 
same time last year. On the other 
hand, the specialty store group, 
with sales over $1 million had a 
net loss from merchandising op- 
erations of 0.5 pct on sales, as 
against a merchandising progt of 
0.4 pet in the first half of 1951. 

It was emphasized in the report 
that despite the general improve- 
ment in net profit, 43 pct of the 
reporting stores had either lower 
profits or greater losses from mer- 


| chandising activities than were 
| realized during the first half of 
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the previous fiscal year. 
The average gross sale amounted 





to $4.08, as compared with $4.06 
a year earlier. 

Lower mid-year inventories were 
shown by a large majority of the 
reporting stores. The group of 
stores with annual sales above 
$50 million showed a 19 pct drop 
in inventories under July 31, 1951, 
the largest decline of any group. 

Department stores with sales 
over $1 million had a drop of 03 
pet in total operating expenses, 
to 34.3 pct of sale. Expense ratios 
in specialty stores, however, rose 
0.4 pet to 36.9 pct of sales. 

Lower total operating expenses 
were reported by 50 pct of the 
stores in the operating group, 
with 47 pct having losses. Pay- 
roll expense rose to 19.2 pct of 
sales. 

Outlook for retailing for the 
balance of the year is more opti- 
mistic, said Raymond F. Copes, 
general manager of the congress, 
in concluding the report. 

“With prices leveling off, de 
mand and supply seem to be con- 
forming to more normal relation- 
ships,” he said. “This relaxation 
of inflationary pressures should 
permit better retail operations.” 
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THE H. B. IVES CO. NEW HAVEN, CONN., U.S.A. 








MOST HOUSEWIVES PREFER THIS 


| 
| 
eki ng’ CAKE Cover Ser 





tha L-82 Deluxe Lock- 
Looks like fine crystal, protects foods and ing — Cover 
shows off their appetizing goodness ...and ly AST. 


Retails at $2.98 
best of all the large crystal Styron covers 68 Stendaed 


are light, durable and so easy to clean. 1 11/," Cake Cov- 


Housewives, food stores and restaurant er set .. . $1.98 
Cover only $1.29 


owners, all agree they're tops. Ask your 
supplier for complete 
specifications, colors, 
etc., and keep well 
stocked on the 101 
other nationally ad- PLASTIC HOUSEWARES 
vertised Lustro-Ware eatin ecu? te 
items... . Columbus gas" "yon iy 
Plastic Products, Inc., liane 


Columbus, Ohio. 243 sorrento 1% 








EVERYBODY KNOWS THIS QUALITY 


DUST 
PAN 


DUST POCKET OUST PAN 
5 
(Witheut Hood) 





Preferred by to- 

day's housewives. 

Demanded by jan- 

itors and institu- 

tions. 

With All 

These Features: 
© Inserted steel edge. 


* Wire reinforced 
corners. 


© Dust retaining hump. 

© 26 gauge material. 

° _— x 8" x QUST POCKET: 
2. 





AVAILABLE IN TWO STYLES: 
No. 550 Open Pattern (No Hood) 
No. 600 Hooded Pattern. In black, green or red enamel. 


Write today for literature 


PATENT NOVELTY CO. 


Dept. HA FULTON, ILLINOIS 

















Beaver Caulking Guns 







Immediate For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. © All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 
Sold with caulking materials—handles light oils. © Posi- 

e tive ratchet drive. © Threaded nozies—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE sizes—6!/2", 10” and 15". List prices—$6.50. 

$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 

























HYPONCX 


PLANT FOOD 


Now demanded by millions for houseplants, flowers, vegetables, lawns, | 
me so Produces vigorous, beautiful growth in all plants quickly. Pays * 
ealer 331%, profit. Attractively packaged for display. Does not deter- 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
1-oz. makes 6 gallons liquid plant food. 


















Retails Your Cost Fret O8 pg Hivag 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case OG ian, a 
3-0z. can 25c..... 36 to case wi. 12 Ibs...... $6.00 case (* coche by» 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case ee 
1-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 45 aperenistd OE 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 









SELL 


EUS US 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor [MMsisdbaiitteeel Meu eee meee UL Laas 
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Harrow 








T-32 GUN TACKER 





REPLACES HAMMER 
AND TACKS AT 
TRIGGER RATE SPEED 


® Shoots 10 staples 
in time it takes to 
hammer 1 tack 

® More economical 

© Greater efficiency 


o%. I LTT AL PALL ILE Lo 
a NE NIU TREET BR KLYN 12. N Y 





THE LAST WORD IN 
WIRE PRODUCTS 


BRASS, COPPER, DARK, / 
\. TINNED, GALVANIZED / 
\ COILS AND SPOOLS , 

\ 10Z.TO 2018. / 

\ PACKAGES / 

N ee 








STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 








N < 


NCHO! 


wikt CORPORATION 
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Economists See No 
Recession in 1953 


A “gentle increase” in consumer 
prices which will level off or even 
decline in the latter part of 1953, 
is expected to accompany a steadily 
increasing rate of business activity 
of the next few years, say econo- 
mists of the Prudential Insurance 
Co. of America. 

The Prudential economists pre- 
dict that increased Government and 
consumer spending will more than 
offset an anticipated reduction in 
private housing and the decrease 
in business expenditure on plant 
and equipment. 

Consumer spending is the most 


important single item in the busi- | 








ness picture, in the opinions of the | 


Prudential economists. 
that they expect personal income 
will be at the rate of $282 billion 
by September 1953, which after 
taxes and savings would be about 
$231 billion. 


Defense spending and Govern- | 


They say | 


ment non-spending will rise to $88 | 


billion by next fall from its pres- 
ent level of $80 billion, they pre- 
dicted. 

They claim the present defense 
expenditure plans call for the main- 
tenance of this level well into 
1954, and that a decline will not 
have to be reckoned with until per- 
haps late in that year. 

The report said that the demand 
for new homes, next year, will 
probably fall below 900,000 units. 


Farm Crops Helped 
Boost Personal Income 


Personal income in September 
was $31 billion higher than the 
revised August total, the Office of 
Business Economics, Dept. of Com- 
merce, reported. 

About half of the August-Sep- 
tember increase was in wage and 
salary disbursements by private in- 
dustry. 

Private-industry wages and sala- 
ries advanced $2 billion to an an- 
nual rate of $1514 billion as pay- 
rolls continued to rise in the dur- 
able goods manufacturing indus- 
tries which had been affected by 
the steel work stoppage. 

Farm proprietors’ income, which 


is subject to considerable irregu- | 


larity on a monthly basis, increased 
sharply in September with an up- 
turn in the volume of crop and live- 
stock marketing. 








Here is a new tool that hand a | = 
shops and service men buy on si 
forged, heat treated, alloy stee an 
baa puller .. « thet makes tough jobs easy 

. that every household can afford. 

No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
5¥2"'; Reach 3''; Screw 2"' x 7°’). 

On your counter or in your window this dis- 
pla ees will bring you extra sales and 


Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO, 


5346 Northwest Highway, CHICAGO 30,U.S.4 











Registered ©. 0. Fat, Oise 





ripper cha 











GIBSON GOOD TOOLS, INC. 
Box 268 Orange, Mess., U.S.A. 








CHAIR-LOC 


Amazing New Chemical 
S-W-E-L-L-S Wood 












© Penetrates wood fibree— 
makes them e-x-p-a-f-@ 
permanently. 


© Quickest and easiest way 
to fix loose ehair run 
legs, handles, dow 
dove-tails, ete. 


A Fast-Selling Impulse item 


Write for Free Samples and 
NOT Literature 


otbs CHAIR-LOC CO. 


Lakehurst 3, N. J. 


Slides Paint Off 
Like Butter! 
| ta 


i - Leg Bull Dog Cream Remover © Cannot 
= Scorch, Burn or Damage the Surface 
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Your cus 
the Artmo 
Tripod ( 
24 Feet of 
—Selected 
ished hard 
proof — 
rust-proof 
the R 
Tripod Le; 
matica 
compactl 
spac 
lingerie, 
alongs! 
only $3.7 


ART 


Dept. F 




















Write for full information, price lst. GRANI 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 3101 W. Grane 
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AN ARTMOORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fin- 
ished hardwoods—Snag 
proof — Metal parts 

rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 
ay etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. - 


See your jobber or write 


ARTMOORE Co. 


Dept. HA-112, 1913 North 3rd Street 














CHAIRS seus 


* 
All types, wood and e 
steel in stock. a 
Also Folding Tables e 

State requirements! 8 
Write us when 
you have in- e 
quiries from e 
churches, 

a= schools, clubs, . 

etc. 
ADIRONDACK CHAIR CO. \i%7.'reisy 
oY.1,8Y¥. @ 
7. 


ALL 
SIZES 














MEET HANSER'S HUSTLERS! 


trated in a rich sales territory 
work 


. . - 35 result- 

ing directly for you, giving you 

Complete Coverage in: 

NEW ENGLAND STATES; 

. Metropoli- 
JERSEY ; 






” Th 





ORGANIZATION 
Manufacturers Representatives 
1841 Broadway New York 23, N. Y. 














GRAND 
DOOR HOLDERS 











MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinois 
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Plastic Toy Trade 
Takes Big Stride 


A new record for expansion by 
the plastic toy industry seems cer- 
tain this year, in the opinion of 
Norman G. Wintermantel, presi- 
dent of the Toy Manufacturers of 
the U. S. A., Inc. The volume of 
plastic toys, he said, is placed by 
trade estimates between $75 and 
$100 million, manufacturers’ value. 
This figure includes a large volume 
of plastic toys used as premiums 
as well as those distributed through 
retail channels. 

“There seems no doubt,” Mr. 
Wintermantel stated, “that the 
volume of plastic toy production is 
up between 15 and 20 pct over last 
year. 

Citing new applications in con- 
nection with plastic toys, he men- 
tioned the recent developing of 
plastic wading pools and large in- 
flated plastic animals. This type of 
merchandise, he said, has made 
rapid strides in achieving consumer 
acceptance in the past two years. 


Dealers to Handle 
Pre-fab Bendix Sales 


National Homes Corp. expects to 


build 20,000 pre-fabricated homes | 


in the next 12 months, James R. 
Price, president said at a preview 
of the company’s 1953 homes, held 
in New York City. The company, 
he said, is going a step further in 
providing a complete assembly-line 
produced house. Half the homes, 
he said, would come equipped vith 
Bendix automatic washers. 

Harold P. Bull, laundry equip- 
ment sales manager for 
Home Appliance division of Avco 
Manufacturing Corp., said local 
dealers would sell the machines to 
the manufacturer of the pre- 
fabricated homes. Service and in- 
stallation would also be handled by 
the local dealer, he said. 


Chrome Protector 


Minnesota Mining & Mfg. Co. is 
putting on the market “Corogard,” 
a transparent liquid coating for pro- 
tecting chrome finish on automo- 
biles. The product is capable of 
drying in 12 minutes and cures in 
48 hours. Coating can be reapplied 


| without removing the first coat. The 


initial coating should last at least 
six months it is claimed. 


(Resume reading on page 15) 





Bendix | 











> 


over 2,000,000 mn, 


bottles sold in 6 months 


CLEANS, POLISHES COPPER, 
brass, stainless steel—in 
one second. Wipe on, rinse 
off —no waiting. 

* QUALITY ASSURED: U. S. 
Testing Co., York Research 
Lab., Good Housekeeping. 


* POWERFUL ADVERTISING 
in Good Housekeep- 
&>. ing, Better Homes 

& Gardens, Ameri- 
can Home, TV, 
Radio, etc. 
















COPPER BRITE, INC. 
1109 N. Poinsettia Pl., Los Angeles 46, Cal 





15,000,000 


HOME FREEZER OWNERS 
WANT 


EASY-DIP 


DISHERS 










UNBREAKABLE PLASTIC! 
MANY KITCHEN USES! 


Hardware, EVE APPEAL! 


Variety and \ 
Chain Stores re- 
port the new 
Easy - Dip Ice 
Cream Disher and 
Kitchen Scoop is a 
smash sales item. Its 
instant appeal to home- 

makers everywhere and its hun- 
dreds of kitchen uses make Easy- 
Dip a profit leader in every store. 
Write today for quantity prices. 


LLOYD DISHER CO. 


DECATUR, ILLINOIS 
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“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO} 
PLEASE EVERY 

CUSTOMER’’ 









® Everyone needs a 
tree holder! Get your ‘4 
share of this business “3 
* with the HANDY CHRIST- & 
# MAS TREE HOLDER. User can & 
* set up his tree in less than a * 
R minute. Holder is sturdy, well- “4 
balanced — will last a lifetime. Na- 
: tionally advertised in BETTER HOMES & * 
an ©7-0 13) 1 a (@)0N) nO) EDV NO7-VAly | olale| 
ROTARIAN. Sells on sight! 


Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


*: Comes in fo. j West Coast prices . 
kK sizes. Retails from hi , slightly higher 
¥ $1.00 to $25 ; j 


ADJUSTABLE 
CARTON 










TESTED 
QUALITY 
FOR OVER 
100 YEARS 





Ask your distributor or write direct for descriptive folder. 











handy things mfg. co. ROBERT MURPHY SONS COMPANY 


+ AYER, MASSACHUSETTS 

















ludington, michigan | 
| 
| 





The Big Profit Line! 
MASTER MECHANIC'S 
TCOL CHEST 


A sturdy, all steel me- 
chanic’s chest. 3 slid- 
ing drawers and one 
lift out tray. Plenty 
of room! Hasp and staple 
for padlock. Baked enamel 
finish 24” long x 94” 
wide x 114” high. 


ts. Ashland 


- Write for Catalog 
LOMBARD 32 Main St., ASHLAND, MASS. | . oe ane 
/ | Cat. No. SIMONSEN INDUSTRIES, INC. 


1414 S. Michigan Ave., Chicago 5, Ill. 





_ 
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MAGNELITE LEVELS 


Unbreakable frame of extruded magnesium—1/3 lighter 








If your dealer can’t 
supply you Write 
Dept. A 






PROTRACTOR LEVELS 


Eliminates ‘‘guessing’’ at difficult angles. Makes 
Work Easier for all tradesmen! Just one simple turn 
of the dial and you have the angle or drop per foot J. H. SCHARF MFG. CO 
you want — quickly, easily, accurately! SS ROE : 


than aluminum. Replaceable Vial Units. Available in 9 


Pat 
APPLIED FOR sizes — 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches. 











——— 7 a — 








Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Would YOU like to be 


the most TALKED-ABOUT 


HARDWARE DEALER 
in the country? 





RETAILING’S MOST COVETED AWARD! 
WILL ONE OF THEM BE YOURS? 





STH ANNUAL HETAIL AWaRnns 


cIvan TO 
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ta eS ree 
ae 
ia Set 
BRAND NAME RETAILER OF THE YEAR /Jy 
Fon 1952 ‘ 













on 
BRAND NAMES DAY 
at ew yomA City 
aren is? 












H... is a sure-fire way to cash in on the out- 
standing job you’re doing in promoting manu- 
facturers’ brands to the public. A way that can 
mean: 1) NEW PRESTIGE WITH YOUR 
CUSTOMERS; 2) A REPUTATION WITH 
SUPPLIERS AS ONE OF THE BEST DEAL- 
ERS ON THEIR BOOKS; and 3) NATIONAL 
PUBLICITY. 














Enter your firm now for one of Brand Names 
Foundation’s 5th annual “Brand Name 
Retailer-of-the-Year” awards to be presented in 
the presence of more than 2,000 civic and busi- 
ness leaders at the Waldorf-Astoria on BRAND 
NAMES DAY—1953. 

A“Brand Name Retailer-of-the- Year” plaque 
and up to 4 “Certificates of Distinction” will 
go to 5 top winners in your field and in each of 
21 other categories. 110 AWARDS IN ALL! 

Big city, small town... size of your firm 
makes no difference. It’s what you do in 52 to 
tell the brand story to your customers and 


employees that counts . .. not what you spend ! 


HARDWARE AGE, NOVEMBER 13, 1952 


AMONG LAST YEAR’S TOP WINNERS 


“Brand Name Retailer-of-the-Year” 


VONNEGUT HARDWARE COMPANY 
Indianapolis, Indiana 


“Certificates of Distinction” 
SCHLAFER’S 
Appleton, Wisconsin 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
H. H. BENNETT HARDWARE CO. 
Easton, Pennsylvania 
BROWN BROS. HARDWARE 
McKeesport, Pennsylvania 











There’s no cost or obligation. Just mail the 
coupon below for a kit containing full details, 
an official entry blank and samples from the 


presentations of last year’s winners. 
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' BRAND NAMES FOUNDATION, INCORPORATED 
‘ 37 West 57th Street 

: New York 19, N. Y. 

' Our firm would like to enter the competition for the 
: “Brand Name Retailer-of-the-Year” awards. Please send 
: akit containing complete details and entry blank to: 
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Classified Opportunities Section 


C 


one 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words............ $5.08 

Each additional word........... 
Positions Wanted 
[Boscies Rate) set solid, maximum, 
words 


tee eeeseses eee eee eee cee eee eee ee 


Each additional word .......... . 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to bos 
number advertisers unless accompanied by 
sufficient postage for iling 





No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 








ESTABLISHED HARDWARE MANUFAC- 
TURER, LEADER IN ALL LINES MANU- 
FACTURED, WISHES TO EMPLOY YOUNG 
SALARIED SALESMEN WHO LIKE TO 
TRAVEL. 

JOB INCLUDES CAR, ALL EXPENSES, 
VACATIONS, PENSIONS, AND RESULT- 
FUL HARD WORK. 

PREFER MARRIED EX-SERVICEMAN LIV- 
ING IN DALLAS AND/OR MINNEAPO- 
LIS. 

ALL REPLIES WILL BE TREATED IN 
STRICT CONFIDENCE. 


Address Box A-883, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 








SIDE-LINE SALESMEN 


With established following among hardware 
retailers to sell nationally advertised and pub- 
licized Swirl-O-Matic (the revolving brush). 
Commission plus bonus. Protected territory. 
Various states. 


MELAIRE DISTRIBUTING CO. 
420 Lexington Ave. New York 17, N. Y. 








Accounts Wanted 
ACCOUNTS WANTED 


Experienced sales organization, specializing in 
housewares in California, Nevada, Arizona and 
Hawaii, desires one or two additional accounts 
for distribution through jobbers and wholesal- 
ers, to hardware, department, variety and 
super-markets. 
Address Box A-886, care of HARDWARE AGE 
100 E. 42nd St.. New York 17, N. Y. 




















REPRESENTATIVE WANTED. SALES. 
MAN WITH CAR to represent well known 
builders hardware specialty manufacturer in New 
England and Atlantic Coastal states, south 
through Virginia. Give ful] details regarding 
past experience, also salary desired. Address 
Box A-876, care of Harpware Ace, 100 E. 42nd 
St., New York 17, N. Y. 











HARDWARE SALESMEN OR MANUFAC. 
TURERS AGENTS. Experienced only. Own car. 
Good following. Store fixture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories, Write in full detail. Ad- 
dress Box A-401, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





FACTORY REPRESENTATIVE WANTED 
TO SELL quality lines of imported hinges and 
lines of fine imported wood screws azd_ bolt 
products. Good commissions. Please write stating 
territory desired. Also current references and 
lines handled. Items listed to be offered as tcl- 
lows: Hinges to wholesale hardware and lumber 
and millwork companies; screws and bolts to 
manufacturers, hardware and mill supply com- 
panies. Address Box A-817, care of Harpware 
Aoz, 100 East 42nd St., New York 17, N. Y. 





PLUMBING SPECIALTIES — SALESMAN 
WITH_FOLLOWING for established New York 
firm. Sell to hardware stores and plumbing con- 
tractors. Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-843, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








SALESMEN WANTED 


Experienced with following among Plumbing 
& Heating contractors and Hardware Stores. 
Well-known New York Distributor offers choice 
protected territories. House accounts turned 
over. Draw against issi Complete de- 
tails first letter. Replies confidential. 
Address Box A-844, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address Box A-870, care of 
i. en Ace, 100 E. 42nd St., New York 17, 





REPRESENTATIVE WANTED FOR ES- 
TABLISHED PAINT brush manufacturer cater- 
ing to paint, hardware and housewares jobbers. 
Good commission and opportunity for agressive 
man. Open territory: Southeast, Middlewest and 
West. Write details. Address Box A-887, care of 
a Nie Ace, 100 E. 42nd St., New York 17, 


266 


CIRCULAR SAW BLADE. SALESMEN 
AND manufacturers’ representatives wanted call- 
ing on hardware dealers, jobbers, power tool 
dealers and mill suppliers to carry a full line of 
circular saw blades. Address Box A-850, care of 
Harpware AGz, 100 East 42nd St., New York 17, 





REPRESENTATIVE WANTED TO SELL 
ALUMINUM rules 12” to 60” long and aluminum 
“T’’ squares, from 12” to 96” long. Every 
builder and mill supply hardware a prospect. 
10% commission. Write for Catalog and ex- 
clusive territory. Fairgate Rule, 177 Pacific St., 
Brooklyn 2, N. Y. 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against gocd 
commissions. Will also consider side line man or 
manufacturer’s agents, Address Box A-823, care 
of Harpware Acz,/100 East 42nd Street, New 
York 17, N. Y. 





REPRESENTATIVE WANTED, _ SALES- 
MEN—HARDWARE, paints and allied lines. A 
real opportunity to supplement your earnings. 
Does not involve your present employment, selling 
or solicitation, Write for details. Address Box A- 
882, care of Harpware Acz, 100 E. 42nd St., 
New York 17, N. Y. 





WANTED SALESMAN FOR WESTCHES- 
TER COMPANY, New York, contacting lumber 
and builders supply dealers. Medicine cabinet line 
available, Give lines now handled and full details 
in first letter. Address Box A-885, care of Harp- 
—- Acez, 190 E. 42nd St., New York 17, New 

ork. 








MAINUFACTURERS’ REPRESENTATIVES 
WANTED CALLING on the wholesale hardware 
companies to sell a quality housewares item. Ex- 
clusive territory on straight commission. Illinois, 
Indiana, Ohio, Michigan and all southern states 
open. Address Box A-881, care of HarpwareE AGE, 
100 E. 42nd St., New York 17, N. Y. 





SALESMAN—MUST BE_ EXPERIENCED 
IN Hardware trade in New Jersey. Opening is 
for man to sell a line of electrical, plumbing and 
hardware for a New Jersey Jobber. Good oppor- 
tunity for reliable man. This is not a part time 
or sideline job. Service Sales, Inc., 650 Bergen 
St., Newark, N. J. 





MANUFACTURERS’ SALES 
ESTABLISHED since 
European lines, 


MEXICO: 
REPRESENTATIVE’ 
1930 selling at present mostly 
wants representation of general hardware and 
shop machinery lines on a commission basis; 
travelling interior of Mexico. Address Artur 
Seidel, Apartado 1614, Av. Juarez, 56 Mexico. 
D. F., Mexico. 





BUILDERS HARDWARE MAN WITH 
MANY years’ experience in all branches of 
selling desires to take on hardware lines as a 
manufacturer’s representative in Metropolitan 
New York City and local New Jersey terri 
or establish in the New England territory. 
dress Box A-875, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y 








AUTOMOTIVE SPECIALISTS, CONCENTRATING 
ON THE AUTOMOTIVE JOBBER AND CHAIN 
STORE TRADE, COVERING METROPOLITAN 
NEW YORK AND NEW JERSEY. 25 YEARS’ EX- 
PERIENCE WITH TOP CONTACTS, DESIRES AN 
ADDITIONAL LINE OF CONSUMER MERCHAN- 


Address Box A-884, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 











SALES REPRESENTATION AVAILABLE 
FOR MICHIGAN, Ohio, Indiana, Kentucky. Cap- 
able, agressive and firmly established with four 
leading lines to the wholesale hardware, specialty 
jobber, department and chain stores, Opening for 
one more line represent manufacturers only. A 
dress Box A-878, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
CALLING ON HARDWARE, automotive, plumb 
ing, refrigeration and mill supply distributors 
throughout Michigan and Western Ohio. Willing 
to represent an ethical manufacturer in any part 
or all of the above territory whose product would 
interest any of above distributors. Commission 
basis in exclusive territory only. Address Box_A- 
879, care of HarpwareE Ace, 100 E. 42nd St., New 
York 17, N. Y 


ATTENTION MANUFACTURERS! 


An outstanding well known representative, with beauti- 
ful Fifth Avenue Show Rooms, desires one additional 
line from reputable manufacturer for Housewares end 
Hardware trades. Offers exemplary representation with 
intensive thorough coverage of department stores, job- 
bers, chains in New York Metropolitan area. 
Address Box A-877, care of HARDWARE 
100 E. 42nd St., New York 17, N. Y 








AGE 














— 


LINES WANTED. AN EXPERIENCED 
SALESMAN with good following covering Balti- 
more, Washington and vicinity, calling on hard- 
ware retailers and jobbers, manufacturers, builders 
supply houses, lumber yards, etc., desires 4 
specialty or complete line direct for manufacturefs. 
Address Box A-892, care of Harpware Ace, 100 
E. 42nd St., New York 17, N. Y. 
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Accounts Wanted 


Help Wanted 


Business Opportunities 








PROGRESSIVE EXPERIENCED 
YOUNG MANUFACTURERS' 
REPRESENTATIVES 
calling on hardware and sporting goods stores 
in Arkansas, Oklah Texas, isi is- 





. desires good 











HARDWARE MAN 


Wanted for inside retail sales with large hard- 
ware company. Ellwood Adams Co. Experience | 


preferred. Good pay. Man prepared to work 
long hours will welcome this excellent eppor- 














sissippi, T and Alab tunity for advancement. Energetic live-wire 
volume hardware line. salesman will profit greatly. 

P. ©. Box 157 Fort Smith, Arkansas See Mr. Gordon at 156 Main St., Worcester, Mass. | | 
SALES ORGANIZATION AVAILABLE. 


OUR SALES experience, for the past 28 years, 
has been exclusive contacting of the automotive 
trade, covering eastern Wisconsin, Metropolitan 
Chicago and Illinois. We can now incorporate 
two outstanding hardware lines that will fit_in 
with the automotive trade. Leviton Specialty Co., 
2831 Greenleaf Ave., Chicago 45, II 








WESTERN CANADA 


Well established manufacturer’s agency, cover- 
ing Western Canada, expanding sales force. Can 
handle additional line from reputable manufac- 
turer. We now represent prominent manufac- 
turers and cover hardware and paint jobbers, 
chains, department stores and industrial plants. 
Address Box A-889, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ Philadelphia © Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill direct. 
Write for further information and references. 
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Help Wanted 





Business Opportunities 








SURPLUS MERCHANDISE 
JUST OUT!!! 


20 Page Fully Descriptive List 
over 40,000,000 
RIVETS 
AT BELOW MARKET PRICES 


1,000 types and sizes—All Materials 
Solid—Tubular—Bifurcated 
+} Cinta! " Etc. 


lron—Al Brass 
PERRY SCREW & BOLT CORPORATION 
4250 Grand River Ave., Detroit 8, Michigan 
Phone TEmple 1-7635 

















HARDWARE, PAINT, HOUSFURNISH- 
INGS STORE. BUSINESS established 1851. 
Changed hands only once. Beautiful up-state town 
surrounded by prosperous dairy countryside. Brick 
block store. Three stories and basement. Frame 
warehouse rear, two stories and basement. $15,000 
stock at inventory cost. Real Estate for sale too. 
Plenty space expand business if desired. Owner 
wishes to retire. Opportunity like this does not 
often happen. No triflers, please, Contact: Van 
Le Hardware, Cobleskill (Shoarie Co.) New 

ork. 





CATALOG MAN 


A wonderful opportunity for man with expe- 
rience in compiling wholesale hardware cata- 
log and in maintaining catalog and supervising 
catalog department for a substantial general 
line wholesale hardware house in Ohio. In 
teply give qualifications and personal history. 
Address Bex A-874, care of HARDWA 
100 E. 42nd Street, New York 17, Ny GE 














_ FOR SALE: RETAIL AUTO AND Home 
Supply, Hardware, Paint, Sport Goods and Gen- 
eral Store. Leading appliance franchises. Located 
in shopping center with great drawing from sur- 
rounding towns in the heart of Connecticut. 
Vacation area, near industry and farming. Here 
is security for the right party. Inventory and new 
fixtures approximately $19,500. Can reduce to suit. 
Address Box A-890, care of Harpware Ace, 100 
E. 42nd St., New York 17, N. Y. 





SHEET COVERED 


WOODEN TOILET SEATS 


One of America’s outstanding manufac- 
turers of competitively priced 


WOODEN TOILET SEATS 


has several lucrative territories open for 
ul ing on leading 
HARDWARE AND HOUSEWARES DIS- 
TRIBUTORS. Write, stating territory cov- 
ered, etc. 





Address Box A-891, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 














FOR SALE: ONE OF THE FINEST HARD- 
WARE stores in Pittsburgh area. Established 25 
years, Excellent reputation. Well located best 
block exclusive suburb. Gross sales $150,000 yearly. 
Can be increased. Inventory approximately $45,- 
000 plus fixtures. Good lease very profitable 
operation, Good reason for selling. Address Box 
A-888, care of Harpware Ace, 100 E. 42nd St., 
New York 17, N. Y. 


FOR SALE: WELL ESTABLISHED in the 
Shenandoah Valley, Virginia. Clean stock. Will 
sell at invoice price. ust seen to be ap- 
preciated. Owner desires to retire because of 
ill health and to devote time to other interests 
Address Box A-858, care of Harpware Ace, 100 
E. 42nd St., New York 17, N. Y. 


HARDWARE—APPLIANCES, FINE LOCA- 
TION: ESTABLISHED five years; well equip- 
ped; 11,000 sq. feet floor space; three floors; rent 
$75.00 a month; open 5% days; clean salable 
merchandise; caters to best clientele; very good 
income; can easily be increased; large opportunity; 
low overhead; priced to sell. Apple Co., Brokers, 
Cleveland, Ohio. 


RETAIL AND INDUSTRIAL TOP VOL- 
UME HARDWARE STORE _in Seema, 
(N.Y.C.) doing in excess of $250,000. Stocks turn 
over five times annually. Present industrial busi- 
ness approximately $100,000. Can be greatly in- 
creased by outside representation and —— 
Prominent location—long term lease—exceptionally 
clean stock. On main thoroughfare for 25 years. 
Recently modernized—top reputation, Write for 
further details and appointment. dress Box- 
A-880, care of Harpware Acz, 100 E. 42nd St., 
New York 17, N. Y. 

















100 E. 42 St. 








Hardware dealers all over the country have discovered that it pays to keep your 

eyes on Harpwake AcE for ideas and advice that mean more money in your pocket. 
elp ‘on price control problems, new merchandising ideas, market news, more new 

merchandise descriptions than published by any other hardware magazine, and news 

of other hardware people are just a few of th 

that have caused more dealers to invest in subscriptions to Harpware Ace than 

to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


e regular features of Harpware ACE 


New York 17, N. Y. 
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Martin’s 
“SOUTH PACIFIC” 


AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with “Fits-All” con- 
nection and 5 ft. of sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 


Individual Full-Color Boxes 
$1.25 Retail 


INC. Long Branch, N. J. 














THE NEW-PURPOSE 


CLOTHES BASKET 


With heavy, colored plastic Miner 
and soft canvas straps, this new 
square clothes basket handles 
easily through narrow house or 
car doors—No skinned knuckies 
—Keeps clothes damp for ironing 
h gon, no stocking 
“snags” — ps dirt, sand, 
Tass, snow em y from clothing— 
Hand woven of selected ash by 
New England craftsmen — Out- 
wears any other—lIdeal utility 
basket. 
At all good house- 
ware, hardware and 3 59 
department stores. 
or write 
M.E. BALLOU CORP. 





















BECKET, 














AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% PROFIT 
$3.49 53.98 


84” HANDLE 36” HANDLE 
Write Dept. 145a for more information 


AS YOU @ Blended horsehair 


bristles in replaceable 
plate. @ Aluminum 
handle. e Rubber pros 
tective bumper. 


FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 








01d Dominion 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ¢ SAFETY 

also manufacturers of: 
Penetrating Seal, Gym Seal, 
Terrazzo Seal, Asphalt Tile Seal. 


WRITE FOR DETAILS 
PERROW CHEMICAL CO., 





Hurt, Virginia 
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Columbian Vise & Mfg. Co. .... 251| Ives Co., H. B. .........--- u 
Columbus Plastic Prod. Inc..... 261 
Congoleum-Nairn, Inc. ........... BI 
| Continental Can Co. ..........-. 137 
Continental Motors Corp. ....... 133 J 
y seman ine PS Sase.cteleoe = o 
opper Brite, Inc. ..............-- S\N 
Care Ow.. 0. GF. ..........05. 6 eae om Mig Co. ae 4 
Corbin Cabinet Lock Div. ....... 121 “<< Sg, eee 127 
Jacobse ig. 
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Keystone Steel & Wire Co........ 113 R 
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aR msetee ey Roi: 7 | Radiator Specialty Co. .......... 151 
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Leitner Brush Co. .............0.. 246 | 
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Lombard Governor Corp. 
TEENS 5.5 2.4 feseaiintes wpenen 227 
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Millers Falls Co. . .. 
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Murphy's Sons Co., Robert ....... 264 | Templeton, Kenly & Co. .......... 248 
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| Tubular Micrometer .............. 50 
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lationa “ed Mfrs. Assn.. 209 | U-C Lite Mfg. Co. 
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Wagner Mfg. Co., E. 
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= Use it / 
VAC-O-MAT 2 iecnsmnere! 


it’s magnetic! 


MAGNET $598 


without magnet 
$4.98 
iN U.S.A. 
A touch changes it 
for use anywhere! 


RIVAL MANUFACTURING CO. + KANSAS CITY 8, MO. 


Rival Mfg. Co. of Canada Ltd., Montreal 
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Perrow Chemical Co. ............ 268 | Wolcott Co. ........ /evaeae ae 
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Pittsburgh Nipple Works, Inc. ... 258 Wooster Brush Co. . ... . 58-59 
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CHERRY RIPE 


TRULY A TOP SELLER. American-made in- 
dividual salad bowls. GUARANTEED NOT TO 
WARP OR SPLIT. Made of American Northern 
Maple with our exclusive DURO SEAL finish 
Also, beautifully hand decorated in rich English 
Ivy or Apple design. Complete size range 6”-20”. 





WHITE STUDIOS 


2421 McKINNEY AVE., DALLAS, TEXAS 





SEND FOR 
COLORFUL CATALOG 





For greater profits — stock & sell 


THE HOPKINS RATTUNNL 







Retail price 
$1.25 
A new and original “bait station” the 


RATTUNNL sells itself! Contains one 
pound of Redi-mix Warfarin pellets. 


GS 





For more information write 


HOPKINS AGRICULTURAL CHEMICAL CO. 


Madison, Wisconsin 















ad 
Dro, "T° You! 
This trio of popular MILK FILTER DISCS 


‘round! It’s the BEST line, BEST adver- 


sings profits all year 
Free 


tised . . . over 43 million ads in 1952 to help you sell. 
“dealer helps’’ available, tov. 


Ask your jobber...or write for FREE SAMPLES. 






Wisconsin 


SCHWARTZ MFG. CO., Two Rivers, 
America’s No. 1 FILTER DISC LINE * Tops in Profits! 
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Architects and ~(CHICAGO)— 


Builders Specify SPRING HINGES 


lg 


@ Modern Factories 

@ Office Buildings 

@ County, State and 
Federal Buildings 


e 2" Hard or Soft Wood 
e Curves of All Types @ Ships of Our Navy 
And the New Luxury 


e Insertions Designed, Ve Liner S. S. United States 


@ Plastics Manufactured : 
and Patented by Every year more and more Architects 


Scintilla, Ltd., la and Builders are specifying Chicago 
Switzerland, is "Triplex" Spring Butt Hinges because 
since 1944. ait they are carefully designed with 

: many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 


“Spring Hinges of Quality” 


Chicago Spring Hinge Cv. 


CHICA S.A. NEW YORK 























SPRINGS ARE Easy TO STOCK WITH 


’ 

Gardner's 
SPRING CABINETS 
A single convenient metal 
drawer holds 128 selected 
— . springs. 40 most popular 
: X " sizes, in coded com- 
3 Imported BEST SELLERS for Xe partments. Larger 
Household, Sports and Hobbyists : Bk assortments come in 
A. FROM FRANCE The stainless pocket too! knife with . Seog 2 and 4 drawer 
wrench her SR : cabinets. These are 
B. FROM SWITZERLAND The Wenger stainless sports- / top quality, preci- 
man's knife sion made, plated and burnished Springs. Boxed refills 


C. FROM GERMANY The Hub cket tool knif ith : Z ° 
plier . . . heavily nickel rvay =e shipped from stock Order from your jobber or write us. 


Jepben togaies oted  ULIUS FEIST i,” Se | || Gardner Wire Co. "chicico tera 


Price List on Request New York 23, N. Y. 


oncinaL DOMES OF SILENCE 


SE LL ON SIGHT when these attention-compelling con- 

tainers, box or card are displayed on counters. Genuine DOMES 

fr cam eee OF SILENCE glide softly, silently, smoothly 

ee wie VET all flooring; saves floors and furniture. For 

ha he years the favorite with houseowners and furniture 
manufacturers. 























Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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